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‘Tiis  week  in  Computerworld,  you’ll 
get  a  chance  —  up  close  and  personal  — 
to  see  how  strong  the  leading  MBA  pro¬ 
grams  with  IS  concentrations  truly  are. 

Tnd  as  you  might  imagine,  we  were 
very  professional.  No  old  school  rivalries 
tainted  this  particular  survey. 

‘JVe  looked  at  these  so-called  “techno 
MBA” programs  from  many  perspectives. 
First  from  a  content  standpoint.  Then  from 
the  employer’s  perspective,  we  gauged  how 
relevant  the  respective  programs  are. 
r Finally ’,  we  monitored  the  success  of 
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need  to  know. 


the  people  these  programs  are  turning  out. 

Tnd  now  for  the  drum  roll. 

Tie  winning  MBA  program  is  —  hold 
everything —  if  you  think  after  all  this 
build-up  we’re  actually  going  to  reveal 
the  results  —  you’re  out  of  your  mind. 

‘To  find  out  which  MBA  program  is 
tops,  you’ll  just  have  to  open  up  this 
week’s  issue  of  Computerworld  and  find 
out  for  yourself. 

While  you’re  there,  check  out  our  new 
look,  our  new  contents  page  and  the  tabs 
we’ve  added  to  make  finding  your  way 
around  Computerworld  as  easy  as  possible. 

Tfter  all,  just  because  we  wrote  the 
book  on  IS,  doesn’t  mean  you  have  to  be 
an  MBA  to  get  through  it. 
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Looking  for  a  top-notch  manager  for  your 
IS  operation?  Then  hire  a  Techno  MBA. 
Computerworld  surveyed  300  corporate 
recruiters  and  100  business  school  deans  for 
our  first-ever  ranking  of  the  best  Techno  MBA 
schools.  But  be  warned,  these  candidates  come 
with  a  hefty  price  tag:  Top-ranked  MIT  grads 
can  command  nearly  $90,000  starting  pay. 
See  the  special  report  in  Computer  Careers, 


Fraud  charge  stings  SSA 


Microsoft,  Sun  face 
off  in  Internet  ring 


Client/server  vendor 
bites  back,  sues  customer 

By  Julia  King 


System  Software  Associates,  Inc.  is  on  the 
hot  seat,  with  a  prominent  user  suing  the 
manufacturing  software  vendor  on  charges 
of  fraud  and  deceptive  business  practices. 

It  may  take  years  to  resolve  the  lawsuit, 
in  which  $3.7  billion  packaging  giant  Ow¬ 
ens-Illinois,  Inc.  charges  SSA  with  misrep¬ 
resenting  the  capabilities  of  its  client/serv¬ 
er  software. 

Also  at  issue  in  the  suit,  filed  Nov.  20  in 
federal  circuit  court  in  Chicago,  is  the  ven¬ 
dor’s  alleged  failure  to  deliver  on  other 
promises  that  Owens-Illinois  claims  SSA 
made.  These  include  delivery  of  a  Unix  ver¬ 
sion  of  SSA’s  manufacturing  package  — 
Business  Process  Control  System  —  to  run 
on  Sybase,  Inc.  databases. 

SSA  last  week  denied  the  charges  and 
said  the  litigation  has  “no  bearing”  on  the 
functionality  of  its  Unix-based  products. 
The  Chicago-based  vendor  has  filed  a 
countersuit  against  Owens-Illinois  for 


breach  of  contract. 

SSA  Chief  Executive  Officer  Roger  Cov¬ 
ey  said  such  litigation  was  highly  unusual. 

“In  14  years,  this  is  the  first  time  we 
[have]  sued  for  breach  of  contract,  and  in 
14  years,  this  is  only  the  second  suit  against 
us,”  Covey  said. 

But  four  days  after  Owens-Illinois 
brought  its  suit,  a  class  action  suit  was 
brought  against  SSA  in  feder¬ 
al  court  in  Chicago.  It  charg¬ 
es  the  vendor  with  violations 
of  securities  laws,  which 
Covey  also  denied  last 
week. 

Meanwhile,  neither  SSA 
nor  Owens-Illinois  is  sitting 
around  waiting  for  a  verdict. 

Owens-Illinois  in  Toledo, 

Ohio,  has  signed  a  multi- 
million-dollar  contract  with 
Dun  &  Bradstreet  Software 
to  install  its  new  Smart- 
Stream  distributed  client/ 
server  applications  (see 
story,  page  2). 

And  SSA  executives,  who 
Lawsuit,  page  145 


Desktop  giant  to 
unveil  ’net  strategy 

By  Stuart  J.  Johnston  and  Kim  S.  Nash 


Microsoft  Corp.  will  stage  a 
glitzy  dog  and  pony  show  this 
week  to  show  how  it  is  ready 
to  storm  the  Internet  with  a 
slew  of  new  and  enhanced 
products. 

But  users,  analysts  and  in¬ 
dustry  observers  last  week 
agreed  that  competitors  have 
no  immediate  reason  to  fear 
Microsoft’s  on-line  might. 

“If  I  were  a  Microsoft  com¬ 
petitor,  I  wouldn’t  be  afraid  of 
the  Big  Bad  Wolf  because  I 
don’t  think  all  the  pieces  are 
there  for  them  to  dominate 
the  Internet  yet,”  said  Chris 
DeVoney,  an  author  of  books 
on  Windows  and  a  syndicated 
technology  columnist  in 
Seattle. 

The  Achilles’  heel  for  Mi¬ 
crosoft  is  the  company’s  reluctance  to  sup¬ 
port  Sun  Microsystems,  Inc.’s  Java  Internet 
programming  language.  Although  licenses 
Microsoft,  page  145 


Netscape,  Sun  race  to 
deliver  object  punch 

By  Kim  S.  Nash  and  Stuart  J.  Johnston 


Battle  lines  will  be  drawn 
thick  and  dark  today  when 
Netscape  Communications 
Corp.  and  Sun  Microsystems, 
Inc.  reveal  plans  to  lock  arms 
and  take  on  Microsoft  Corp. 
over  an  object  standard  for 
the  Internet. 

Sun  and  Netscape  will  an¬ 
nounce  Java  Script,  a  light¬ 
weight  programming  lan¬ 
guage  for  building  World 
Wide  Web  applications,  offi¬ 
cials  from  both  companies 
confirmed  last  week. 

Java,  which  fathered  Java 
Script,  is  Sun’s  object-oriented 
programming  language.  It 
was  designed  to  build  animat¬ 
ed  Web  “applets,”  or  minia¬ 
ture  applications  that  can  run 
inside  other  programs. 

Java  Script  was  created  because  Java  it¬ 
self  “isn’t  the  easiest  thing  to  program  in,” 
said  Larry  Weber,  vice  president  of  the  de- 

Java,  page  145 


Visions  of  holiday  Sugarplums 

Retail  IS  marks  up  success 


By  Thomas  Hoffman  and  Mitch  Wagner 

Retail  IS  professionals  are  keeping 
as  busy  as  Santa’s  elves  this  holi¬ 
day  season,  using  target-market¬ 
ing  techniques  and  decision-sup- 
port  systems  to  bolster  sluggish 
yuletide  sales. 

To  avoid  finding  coal  in  their  stockings, 
many  retailers  are  tapping  their  information 
systems  departments  to  provide  key  informa¬ 
tion  on  their  most  frequent  customers  and  big¬ 
gest  spenders  during  the  busy  holiday  sales 
push. 

One  company  using  computer  technology  to 
track  customer  demand  is  Barneys  New  York. 

“Because  we  can  capture  the  customer’s  his¬ 
tory,  we  can  do  a  lot  of  analysis  and  target  mail¬ 
ers  for  customers  in  specific  areas,”  said  Jules 
D.  Cohn,  MIS  director  for  the  upscale  fashion 


Jules  D.  Cohn,  Barneys’  MIS  director,  says  target 
marketing  helps  the  retailer  reach  its  sales  goals 

apparel  store. 

The  chain,  with  20  shops  throughout  the 
U.S.,  captures  customer  information  on  Fujit- 
su-ICL  Systems,  Inc.  Atrium9000  point-of-sale 
terminals  every  time  a  customer  makes  a  pur- 

Retailers,  page  147 
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Still  climbing 

Netscape  stock 
continues  to  shock. 
Shares  closed  late  last 
week  at  $138.25,  up 
$32.75  from  last 
Monday’s  opening 
bell,  as  Wall  Street  bets 
that  the  20-month-old 
Netscape  will  rule  the 
Internet. 
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Q  D&B  goes  client/server 

Dun  &  Bradstreet  rolls  out  en¬ 
terprise  client/server  software 
that  lets  users  distribute  appli¬ 
cations  and  data  across  many 
locations. 

n  LANs,  WANs  blurred 

AT&T  and  Novell  rub  out  the  line 
between  WANs  and  LANs. 

m  Multimedia 

Ralph  Ungermann’s  First  Virtual 
Corp.  will  unveil  products  that 
support  desktop  multimedia. 

Q  Foreign  programmers 

As  the  Senate  begins  work  on 
immigration  reform,  displaced 
programmers  call  for  limits  on 
foreign  replacements. 

WM  Network  management 

A  network  management  out¬ 
sourcer  offers  frame  relay  for 
SNA;  the  first  protocol  analyzer 
forswitched  Ethernet  debuts; 
BMC  adds  support  for  key  enter¬ 
prise  management  platforms. 

^2  Web  development  tools 

ParcPIace-Digitalk  rolls  out  the 
first  mouse-based  visual  devel¬ 
opment  tool  set  for  developing 
dient/serverapplications  for 
the  Web. 

^2  Virtual  LANs 

3Com  outlines  its  plan  forvir- 
tual  LANs,  a  networking  scheme 
meant  to  help  corporate  Ameri¬ 
ca  meet  its  ever-changing  dis¬ 
tributed  computing  needs. 

COMPUTER  INDUSTRY 

B1  Farewell,  Kaleida 

Apple  and  IBM  pull  the  plug  on 
Kaleida.  Taligent  also  gets 
dumped  (see  page  8). 

OPINION 

CT  Silicon  crutch 

Marc  Gunderson  offers  a  pro¬ 
vocative  warning:  As  we  be¬ 
come  dependent  on  our  soft¬ 
ware  wizards,  we  begin  to  lose 
our  creative  minds. 

R1  IS/vendor  relations 

Consultant  Jonina  Lerner  urges 
IS  managers  to  “get  in  your  ven¬ 
dor’s  face”  to  steerthe  develop¬ 
ment  of  new  software  releases 
because  it’s  too  late  to  do  so 
during  beta  testing. 

Buyer  be  careful 

Many  claims  will  be  made  for 
nonuniform  memory  access 
server  architectures  in  1996. 
They  hold  out  the  promise  of 
boosting  server  performance, 
but  users  still  must  ask  ques¬ 
tions  about  their  design. 


“The  great  vogue  of  the 

1 990s  seems  to  be  becom¬ 
ing  lean  and  mean.  Am  I 
the  only  one  who  thinks 
this  is  dumb?” 

Q&A  with  development 
guru  Tom  DeMarco. 
In  Depth, 
page  108 
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A  Closer  Look 

at  visual  development 
tools  reveals  they  require  a 
whole  new  bag  of  tricks. 

Application 
Development, 
page  85 


Toy  Story: 

Hollywood  graphics  come 
into  their  own,  and  Paul 
Gillin  argues  this  visual 
advance  will  have  a  tangi¬ 
ble  impact  on  interfaces. 

Workgroup 
Computing,  page  53 
and 

Editorial,  page  36 
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DESKTOP  COMPUTING 

Q  Porting  software 

Corporate  and  independent 
software  developers  get  a  quick 
way  to  assess  application  ports. 

R1  Police 
network 

Anew  system 
will  save  the 
LAPD  $133  mil¬ 
lion  yearly  and 
put  more  cops 
on  the  street. 

WORKGROUP  COMPUTING 

Q]  Unix  story 

Unix  still  rules,  but  users  in  the 
fast,  slick  world  of  Hollywood 
computer  graphics  start  to  look 
at  PCs. 

Q2  NT  clustering 

AT&T  GIS  ships  mission-critical 
tools  forNT  users,  including  fail¬ 
over  clustering. 

NETWORKING 

0]  On-line 
privacy 

Critics  — 
concerned 
about  elec¬ 
tronic  health 
care  transac¬ 
tions  and  data¬ 
bases  —  say  the  medical  priva¬ 
cy  bill  is  too  weak. 


f7!l  Surfing  the  stacks 

The  New  York  Public  Library 
now  lets  people  search  data¬ 
bases  for  articles  and  surfthe  In¬ 
ternet. 

LARGE  SYSTEMS 

^2  Storage  migration 

EMC  offers  a  way  to  move  data 
from  old  disk  subsystems  to  its 
Sym  metrix  arrays  without  tak¬ 
ing  the  files  off-line. 

^2  Data 
access 

New  SAS 
tools  let  us¬ 
ers  special- 
order  data 
from  multiple  sources. 

APPLICATION 

DEVELOPMENT 

13]  Visual  development  tools 

A  Closer  Look  reveals  that  these 
tools  demand  working  by  a  dif¬ 
ferent  set  of  rules  for  building 
applications. 

££2  Object  deployment 

Object  technology  is  in  use  at 
large  Canadian  financial  ser¬ 
vices  companies. 


Features 


MANAGEMENT 

|J|  Collaborate  and  conquer 

Using  groupware  creatively, 
service  firms  get  a  leg  up  on  the 
competition. 

[g]  Book  review 

Isturmoilgood  foryour 
organization? 

ETB  Project  planning  software 

Think  of  it  as  an  assistant  that 
will  never  ask  fora  raise. 

IN  DEPTH 

[2U  Interview  with 
productivity  expert 
Tom  DeMarco 

MARKETPLACE 

[|g  Slam  the  door 

It’s  time  for  IS  to  get  tough 
about  users’  backdoor  comput¬ 
er  purchases. 
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Microsoft* 


DELL®  OPTIPLEX”  GX5100L 

100MHz  PENTIUM®  PROCESSOR 

•  16MB  EDO  RAM/850MB  HDD 

•  15TX  Monitor  (15"  CRT,  ,28mm) 

•  Integrated  3Com  EtherLink  III 

•  Integrated  Audio 

•  3  Year  Warranty* 

$2299  Product  Code  #300848 

tNon-discountable  promotional  price. 


DELL  OPTIPLEX 


Let  us  show  you  how  much  you  can  save  using 
the  Dell  OptiPlex"  Lifecycle  Cost  Reduction  Model, 
We  save  our  top  customers  millions  of  dollars 
every  year  in  PC  lifecycle  costs  -  from  acquisition 
to  maintenance  to  disposal.  Call  today  to  learn  more 
about  how  much  Dell  can  save  you. 


Higher  Networked  Performance 
Lower  Lifecycle  Costs 


How  much  do  you  sink  into  a  PC  over 
the  course  of  its  lifetime?  Probably  several 
times  what  you  paid  for  it  in  the  first  place. 

Dell  OptiPlex  is  designed  to  help  keep 
PC  lifecycle  costs  under  control  from 
acquisition  to  disposal.  For  a  typical  Fortune 
500  company  who  buys  2,500  new  PCs 
every  year,  the  savings  could  add  up  to 
$3,000  per  system  over  the  average 
5-year  lifecyle  of  a  Dell  OptiPlex  PC. 

How  do  we  do  it? 

Well,  for  starters,  the  price  of  a  Dell 
OptiPlex  is  an  average  of  $348  lower  on 
typical  configurations*  than  other  Tier  I 
PC  company  prices. 

And  because  we  build  all  systems 
to  order,  we  offer  One-Step  Factory 
Integration  of  software  applications 
and  network  interface  cards  in  our  ISO- 
9002  certified  factories  for  a  flat  fee 
of  $15  per  system.  Which  is  more  than 
$60  off  the  average  installation  fee 
you'd  pay  elsewhere. 

And  then  there's  our  Integrated 
Technology  Transition  Program.  From 
special  financing  alternatives  to  Fair 


Market  Value  Asset  Recovery,  you  could 
save  $677  on  every  new  OptiPlex. 

Okay,  so  that's  $1086  per  system. 
Where's  the  other  $1914? 

It's  in  the  day-to-day  costs  of 
maintaining  a  PC  that  add  up  over 
its  lifetime.  Like  reduced  downtime. 
According  to  PC  Magazine,  Dell's 
average  downtime  is  30%  below  the 
industry  average  -  and  10%  below  the 
average  downtime  of  other  Tier  I 
companies.  And  we  offer  lower  NOS 
support  costs  than  the  industry  average; 
consistent,  industry-standard  components; 
and  installation  assistance;  to  name  just 
a  few  of  the  ways  Dell  could  further 
reduce  your  PC  lifecycle  costs. 

Of  course,  every  company's  costs  are 
different.  So  if  you  spend  more  than  $5 
million  per  year  on  PC  purchases,  give  us 
a  call.  Using  our  Desktop  Lifecycle  Cost 
Reduction  Model,  we'll  work  with  you  to 
evaluate  your  installed  base  and  purchase 
plans.  We've  saved  our  top  customers 
millions  of  dollars  in  lifecycle  costs.  Let 
us  show  you  how  much  you  could  save 
with  the  Dell  OptiPlex  PC. 


MU 

(800)847-4080 

http://www.us.dell.com/ 

Keycode  #12085 
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News 


D&B’s  SmartStream  jabs  SAP  AG 


Client/server  apps  offer  improved  database  functionality 


By  Julia  King 


Dun  &  Bradstreet  Software  next 
week  will  deliver  on  its  promise  to 
provide  truly  distributed  client/ 
server  computing.  The  move 
launches  a  powerful  arrow  direct¬ 
ly  at  the  Achilles’  heel  of  market 
giant  SAP  AG. 

D&B  Software’s  new  Smart- 
Stream  DE  applications 
let  users  cut  the  cord  on 
a  single  centralized  data¬ 
base  such  as  the  kind 
employed  in  SAP’s  R/3 
software. 

Instead  —  thanks  to  a 
completely  revamped 
and  highly  flexible  archi¬ 
tecture  —  SmartStream 
users  can  set  up  multiple 
databases  at  various 
sites  and  replicate  data 
across  them. 

“What  this  does  is  al¬ 
low  businesses  to  dis¬ 
tribute  functionality 
among  financial  organi¬ 
zations,  factories  and 


“We’re  still  very  much  in  the 
early  days  of  this  kind  of  function¬ 
ality,  but  it  is  definitely  where  all 
of  the  vendors  are  headed,”  he 
said. 

SAP,  for  example,  also  is  trying 
to  move  to  a  distributed  architec¬ 
ture  with  its  Application  Link  En¬ 
abling  (ALE)  technology.  ALE 
message-oriented  middleware  re- 
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D&B  Software’s  SmartStream  DE  applications  let  us¬ 
ers  cut  the  cord  on  a  single  centralized  database 


ware¬ 
houses,”  said  Barry  Wilderman, 
an  analyst  at  Meta  Group,  Inc.  in 
Stamford,  Conn. 


sides  on  top  of  R/3  applications 
and  lets  them  exchange  data. 

Analysts  said  SmartStream’s 
new  distributed  functionality  sur¬ 


passes  what  SAP  has  accom¬ 
plished  so  far  and  gives  D&B  Soft¬ 
ware  a  leg  up  in  the  market  —  at 
least  for  now. 

Added  features 

Other  notable  new  features  in 
SmartStream  DE  include  the  fol¬ 
lowing: 

•  A  distributed  workflow  capabili¬ 
ty  that  lets  users  config¬ 
ure  new  business  pro¬ 
cesses  on  the  fly  and 
launch  third-party  appli¬ 
cations  from  within 
SmartStream. 

•  Integrated  production 
scheduling  and  shop- 
floor  functions  via  con¬ 
nections  to  software 
from  Berclain  Group  in 
Schaumburg,  Ill.,  and  In¬ 
dustrial  Computer  Corp. 
in  Atlanta. 

•  Enhanced  decision- 
support  and  reporting 
tools. 

•  An  automated  main- 
frame-to-client/ server  mapping 
capability  that  speeds  the  conver¬ 
sion  processes  to  a  client/server 
format. 
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Dun  &  Bradstreet  Software 

Atlanta 

Products:  Millennium,  a  host- 
based  financial  package,  and 
SmartStream,  a  suite  of 
client/server  enterprise 
applications 

Number  of  SmartStream 
customers  worldwide:  500 

1995  revenue  from  all 
software:  $350  million 


SmartStream  DE  includes  a 
range  of  software  financials  and 
human  resources,  manufacturing 
and  distribution  applications.  It 
runs  on  Sybase,  Inc.’s  database. 

Pricing  for  a  25-user  license  for 
the  financial  software  starts  at 
about  $200,000. 

Advantage  D&B 

What  clearly  places  the  applica¬ 
tions  out  in  front  of  other  vendors’ 
client/ server  packages  is  the  dis¬ 
tributed  architecture,  analysts 
said. 

This  architecture  relies  heavily 
on  server-to-server  messaging  ca¬ 
pabilities  and  Sybase’s  Replication 


Server  technology,  analysts  said. 

Distributed  functionality  is  be¬ 
coming  increasingly  critical  as 
companies  continue  to  decentral¬ 
ize  and,  in  the  process,  geographi¬ 
cally  scatter  workers  in  need  of 
business  information. 

All  operations  and  data  are  seg¬ 
mented  along  product  lines  at 
Owens-Illinois  Corp.,  a  $3.7  billion 
Cleveland-based  plastics  and 
packaging  manufacturer  with  56 
plants. 

Using  SmartStream’s  distribut¬ 
ed  applications  and  data,  “our  idea 
is  to  aggregate  and  disaggregate 
inventory  information”  so  users 
can  view  inventory  on  a  plant¬ 
wide,  division  or  corporate  basis, 
said  John  Dawson,  director  of 
manufacturing  resource  planning. 

Owens-Illinois  will  use  the  com¬ 
plete  SmartStream  suite  through¬ 
out  the  corporation.  The  company 
will  implement  the  software  in 
phases  during  the  next  several 
years. 

Dawson  said  SmartStream’s  in¬ 
tegrated  shop-floor  control  func¬ 
tions  and  workflow  capabilities 
figured  strongly  into  Owens- 
Illinois’  decision,  which  followed  a 
two-month  proof  of  concept  on  the 
software. 


AT&T/Novell  service:  One  call  does  it  all 


By  Neal  Weinberg 
and  Laura  DiDio 


Think  of  it  as  your  own  private  In¬ 
ternet. 

A  new  service  announced  last 
week  by  AT&T  Corp.  and  Novell, 
Inc.  will  let  users  simultaneously 
access  LAN-based  applications, 
CompuServe,  the  Internet  and 
eventually  AT&T’s  Network 
Notes,  with  a  single  telephone  call 
from  home  or  office. 

AT&T’s  NetWare  Connect  Ser¬ 
vice  (ANCS)  combines  AT&T’s 
wide-area  telecommunications 
with  Novell’s  NetWare  Directory 
Services  (NDS)  to  create  a  se¬ 
cure,  private  network  that  com¬ 
bines  many  types  of  networks. 

A  whole  new  world 

Users  of  leased-line  services  incur 
monthly  fees  and  mileage  charg¬ 
es.  ANCS  charges  will  be  based 
on  usage  only,  AT&T  and  Novell 
executives  said  at  last  week’s 
briefing. 

“For  users,  ANCS  will  help 
eliminate  boundaries  between  to¬ 
day’s  local,  wide-area,  consumer 
and  Internet  networks  to  gain 
much  greater  and  easier  access  to 


What  it’ll  cost  you 


AT&T  NetWare  Connect 
Service  pricing  plan* 

Dial-up: 

$4.25  per  hour  for  dial-up 
connection  to  a  local 
telephone  number 
$6  per  hour  for  dial-up 
connection  to  a  single 
nationwide  access  number 

Dedicated  Frame  - 
Relay  Connection: 

$300  to  $5,000  per 
month  depending  on  port 
speed  and  committed 
information  rate 

•Includes  access  to  Internet,  network  directory 
services,  CompuServe  and  AT&T  Business 
Network.  Actual  CompuServe  and  Business 
Network  usage  is  billed  separately. 

global  information,”  said  Rich  Ed¬ 
wards,  a  senior  analyst  at  Robert¬ 
son  Stephens  Co.,  an  investment 
firm  in  San  Francisco. 

Ken  Thygeson,  managing  di¬ 
rector  of  technology  infrastruc¬ 
ture  at  McGladrey  &  Pullen,  an 
accounting  firm  in  Minneapolis, 
said,  “We  had  60  LANs  that  didn’t 
really  communicate  other  than 
through  [electronic  mail].” 


He  uses  ANCS  to  connect  those 
LANs  and  move  data  located  at 
multiple  sites  across  the  network 
via  a  frame-relay  connection. 

Accountants  who  typically  do 
much  of  their  work  at  a  client’s 
site  can  dial  in  from  the  road  and 
gain  “access  to  everything  wher¬ 
ever  they  are,”  Thygeson  said. 
They  can  finish  a  job  in  one  visit 
instead  of  having  to  return  to  the 
office  to  look  up  information,  he 
said. 

Secure,  too 

ANCS  also  “provides  a  secure  en¬ 
vironment  for  sharing  information 
between  companies,”  said  Beth 
Gage,  an  analyst  at  TeleChoice, 
Inc.,  a  consultancy  in  Verona,  N.J. 
For  example,  a  manufacturer 
could  put  parts  information  onto 
the  network  where  distributors 
could  access  it. 

‘The  implication  of  this  thing  in 
the  insurance  industry  is  stagger¬ 
ing,”  said  Frank  Weinrauch,  vice 
president  of  sales  and  marketing 
at  InsurQuote  Systems,  Inc.  in 
Provo,  Utah. 

For  example,  InsurQuote  is  de¬ 
veloping  software  to  link  insur¬ 
ance  companies,  independent 
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agents  and  consumers  but  has 
been  stymied  by  the  lack  of  a  net¬ 
work  platform. 

The  company  is  using  ANCS  to 
create  a  nationwide  network  that 
gives  an  independent  agent  dial-in 
access  to  billing  and  policy 
records  held  by  insurance  compa¬ 
nies. 

“That’s  a  world  away  from 
where  we  are  today,”  Weinrauch 


said.  Similar  information  current¬ 
ly  is  exchanged  on  paper  or  floppy 
disks,  he  said. 

Longtime  NetWare  user  Jeff 
Drumm,  manager  of  microcom¬ 
puter  systems  at  Maine  Medical 
Center  in  Portland,  said,  “ANCS 
could  solve  some  of  our  [wide- 
area  network]  communications 
problems  and  might  lower  our 
costs.” 


More  than  meets  the  eye 


Strategically,  there  is  more 
behind  Novell’s  foray  into 
the  world  of  the  private 
Internet  via  the  ANCS  gateway 
than  first  meets  the  eye,  ana¬ 
lysts  said. 

The  ANCS  private  Internet 
gateway  and  the  Nested  Net¬ 
Ware  initiative  will  let  Novell 
co-exist  with  rival  Microsoft 
Corp. 

’The  best  way  to  combat  a 
larger,  more  powerful  oppo¬ 
nent  is  to  flank  them  or,  in  No¬ 
vell’s  case,  move  into  turf  that 


they  aren’t  playing  on,”  said 
Rich  Edwards,  senior  analyst 
at  Robertson  Stephens  Co. 

For  example,  Novell’s  cur¬ 
rent  strengths  in  NDS,  ANCS 
and  Nested  NetWare  are  all  ar¬ 
eas  in  which  Microsoft  has  no 
equivalent  product  offerings. 

Microsoft  hasn’t  announced 
any  plans  to  compete  with  the 
ANCS  or  services  from  other 
telecommunications  carriers 
and  the  regional  Bell  operating 
companies. 

—  Laura  DiDio 


Your  desktops  are  humming. 
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They  run  Windows,  OS/2 
and  DOS. 


They  run  thousands  of 
applications. 


But  they  also  need  access 
to  your  legacy  system. 


How  do  they  get  in? 


What  your  computers  need 
is  a  clever  disguise. 
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Can  yOUr  Desktop  computers  were  literally  bom  to 
software  access  information,  using  a  variety  of  network 

do  this?  ^  1 

J  protocols.  But  to  get  into  your  legacy  system, 
they  have  to  change  their  appearance.  In  a  most  clever  way. 

IBM  emulators  let  your  computers  “change  identities,”  looking 
just  like  terminals  when  needed.  They  work  on  all  of  the  popular 
platforms,  including  Windows®  OS/2®  and  DOS.  IBM  emulation 
can  even  mn  without  modification  on  Windows  95.  So  users  can 
access  legacy  systems  from  anywhere  with  the  same  look  and  feel. 

Our  emulators  are  designed  to  run  on  more  network  protocols 
than  anyone  elses,  from  Ethernet  and  Token-Ring  to  TCP/IP  and 
IPX/SPX.  And  we  support  access  any  way  you  want  it  —  over  the 
network,  by  wireless  or  by  PC  card  adapter. 


We  even  have  a  PC  Toolkit  for  Visual  Basic 
that  allows  you  to  customize  emulation  for  your 
specific  business  needs. 

Plus,  if  you  buy  Version  4.0  of  our  PC  3270 
or  AS/400®  emulation  packages  for  Windows 
by  years  end,  you  11  qualify  to  receive  a 

free  upgrade  to  Personal  Communications  for  Windows  95  through 
7/31/96.  So  give  all  of  your  users  access  to  information  that  can  help 
them  do  their  jobs  better.  Give  us  a  call  at  1  800  1 BM-3333*  ext. 
DA010  or  visit  our  Web  site  at 

http://www.  raleigh.ihm.com/  “"zr’ir". 

netad.html  for  all  ol  the  details.  —  — —  —  -  — @ 

No  disguise  required.  Solutions  for  a  small  planet' 


*ln  Canada,  please  call  1 800  IBM  CALL,  ext.  219  Outside  North  America,  contact  your  local  IBM  oflice.  The  IBM  home  page  is  located  at  http://www.ibm.com.  IBM,  AS/400  and  OS/2  are  registered  trademarks  and  Solutions  lor  a 
small  planet  is  a  trademark  ol  International  Business  Machines  Corporation.  All  other  company  and/or  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies.  ©  1995  IBM  Corp  All  rights  reserved 


News 


Programmers  to  Senate: 
‘Preserve  American  dream’ 


For  more  information  .  .  . 


World  Wide  Web  addresses  for  high-tech  immigration  information 

Status  of  immigration  legislation 

http://www.itaa.org/pubpol.htm 


Work  begins  on 
immigration  bill 
that  could  save 
citizens’ jobs 


By  Mitcli  Betts 

WASHINGTON 


As  a  U.S.  Senate  committee  began 
work  on  immigration  reform  leg¬ 
islation  last  week,  a  group  of  com¬ 
puter  professionals  made  an  emo¬ 
tional  appeal  to  restrict  the 
number  of  foreign  programmers 
who  can  work  in  the  U.S. 

“The  American  dream  ...  has 
turned  into  the  American  night¬ 
mare,”  said  Julie  Cairns-Rubin, 
who  was  a  programmer  at  Sea- 
Land  Service,  Inc.’s  information 
systems  unit  in  Edison,  N.J.,  for 
11  years  before  she  and  her  col¬ 
leagues  were  replaced  by  low-cost 
foreign  programmers. 

A  similar  story  was  told  by 
Linda  Kilcrease,  a  former  pro¬ 
grammer  at  American  Interna¬ 
tional  Group,  Inc.  (AIG),  an  insur¬ 
ance  company  that  replaced  250 
IS  employees  with  foreign  work¬ 
ers.  “Adding  insult  to  injury,  dis¬ 
placed  employees  were  forged  to 
train  their  replacements  in  the 


Software  Professionals’ 
Political  Action  Committee 

Austin,  Texas 
http://www.aea.org/softpac 


computer  systems  they  had  built 
and  successfully  run  for  years,” 
she  said. 

The  ex-employees  spoke  at  a 
press  conference  called  by  the 
IEEE  U.S.  Activities  Board,  which 
supports  the  Senate  immigration 
bill  sponsored  by  Sen.  Alan  K. 
Simpson  (R-Wyo.).  The  bill  low¬ 
ers  the  ceiling  on  employment- 
based  immigrant  admissions  from 
140,000  to  90,000  per  year. 

In  a  statement  from  New  York, 
AIG  officials  said  it  was  more  cost- 
effective  to  outsource  its  software 
maintenance  work  because  the 
staffing  needs  are  variable. 

Clint  Eisenhauer,  spokesman 
for  Charlotte,  N.C.-based  Sea- 


Information  Technology 
Association  of  America 

Arlington,  Va. 
http://www.itaa.org 


Land,  confirmed  that  the  big  ship¬ 
ping  company  dismissed  almost 
100  IS  employees  this  year  and 
transferred  the  work  to  offshore 
programming  shops  in  India  and 
the  Philippines.  During  the  transi¬ 
tion,  foreign  programmers  came 
to  the  U.S.  for  training  under 
“guest  worker”  visas. 

Same  quality  overseas 

Eisenhauer  said  the  hard  decision 
was  made  because  “we  could 
get  the  same  quality  of  pro¬ 
grammers  and  product  at  a  better 
economic  rate.  We  wish  ...  we 
could  use  American  labor  in 
every  regard  worldwide,  but  that 
simply  is  impossible  if  we  are 


“Siskind’s  Immigration  Bulletin”  newsletter 

http://www.nashville.net/~gsiskind 


to  remain  competitive.” 

Foreign  programmers  are  paid 
about  one-third  less  than  U.S.  pro¬ 
grammers,  said  Lawrence  Rich¬ 
ards,  executive  director  of  the 
Software  Professionals’  Political 
Action  Committee  in  Austin,  Tex¬ 
as.  Richards  is  a  former  IBM  pro¬ 
grammer  who  resigned  to  orga¬ 
nize  the  group. 

“I  was  stunned  to  learn  that  un¬ 
der  current  law,  firing  American 
workers  and  replacing  them  with 
lower-paid  ‘guest  workers’  is  per¬ 
fectly  legal,”  he  said. 

Richards  said  concern  about  a 
“skills  shortage”  led  Congress  in 
1990  to  open  the  door  to  more 
high-tech  immigration,  but  the 
shortage  never  materialized. 

The  business  community  —  in¬ 
cluding  vendors  such  as  Micro¬ 
soft  Corp.,  Sun  Microsystems, 
Inc.  and  Intel  Corp.  —  is  opposed 
to  restrictions  on  high-tech  immi¬ 
gration. 

“It  appears  the  provisions  of  the 
Simpson  bill  are  based  on  emo¬ 
tion,  not  facts,”  said  Harris  N. 
Miller,  president  of  the  Informa¬ 
tion  Technology  Association  of 
America  based  in  Arlington,  Va. 
“Skilled  foreign  workers  are  need¬ 
ed  to  penetrate  foreign  markets, 
to  fill  vacancies  in  certain  highly 
skilled  positions  and  to  deal  with 
periodic  labor  shortages.” 

He  added  that  help  wanted  ads 
for  IS  jobs  appear  to  be  at  an  all- 
time  high. 


Visual  development  tools  get 

a  Closer  Look.  See  page  85. 


OpenMail  takes  on  Exchange 


Correction 


Due  to  reporting  errors  in  a 
story  in  the  November  is¬ 
sue  of  Computerworld  Cli- 
ent/Server Journal,  “Forte’s 
Three  Tiers  Lead  Cor- 
ning’s  Way”  (page  35)  in¬ 
correctly  stated  that  Cor- 
ning’s  sales  support 
applications  are  in  produc¬ 
tion.  They  actually  go  on 
line  in  January. 

Also  erroneous  was  the 
statement  that  the  company 
was  experienced  with  Tex¬ 
as  Instruments,  Inc.’s  Infor¬ 
mation  Engineering  Facili¬ 
ty.  It  has  tested  the  product 
but  never  used  it. 

The  article  also  misstat¬ 
ed  the  name  of  TI’s  Com¬ 
poser  development  tool. 
And  in  a  related  story,  For¬ 
te’s  phone  number  was  in¬ 
correctly  listed.  The  cor¬ 
rect  number  is:  (510) 
869-3400. 


By  Suruchi  Mohan 

BOSTON 


Usually  staid  Hewlett-Packard 
Co.  may  have  caused  a  little  flut¬ 
ter  in  Microsoft  Corp.’s  Exchange 
Server  group  when  it  went  public 
last  week  with  plans  to  support 
Microsoft’s  Windows  NT. 

OpenMail,  HP’s  cli¬ 
ent/  server  messag¬ 
ing  platform,  current¬ 
ly  supports  several 
flavors  of  Unix.  At  E- 
Mail  World  here,  the 
Palo  Alto,  Calif.-based 
company  announced 
it  will  make  OpenMail 
available  for  the  NT 
platform  next  June. 

That  will  put  it  in  head-to-head 
competition  with  Microsoft’s  yet- 
to-be-released  Exchange  client/ 
server  messaging  platform.  The 
oft-delayed  Exchange,  which  is  al¬ 
so  NT-based,  is  now  expected  to 
ship  in  the  first  quarter  of  1996. 

“The  fact  that  HP  is  going  to 
take  OpenMail  and  put  it  on  NT  is 
pretty  significant  for  customers  in 


multiplatform  environments,” 
said  Gary  Rowe,  a  principal  at 
Rapport  Communication  in  Ros¬ 
well,  Ga.  ‘The  strength  of  Open- 
Mail  is  that  it  is  where  some  of  the 
next-generation  products  are  try¬ 
ing  to  get  to.” 

Scalability  is  one  area  where 
the  top  LAN  E-mail  vendors  are 
promising  users  the 
world.  As  they  strug¬ 
gle  to  move  from  a 
file-sharing  environ¬ 
ment  to  a  client/ 
server  environment, 
they  are  pledging 
support  for  greater 
numbers  of  users  on 
one  server.  But  if  the 
proof  of  the  pudding 
lies  in  eating,  the  proof  is  yet  to 
come.  None  of  the  products  are 
shipping  yet. 

OpenMail,  on  the  other  hand,  is 
highly  scalable  and  well-suited  to 
handle  the  messaging  load  of 
large  organizations,  analysts  said. 

“Microsoft  correctly  sees  HP 
as  a  major  competitor,”  said  David 
Ferris,  president  of  Ferris  Re¬ 


search  in  San  Francisco.  “HP  is 
very  important  in  terms  of  scal¬ 
able  systems.  We  don’t  know  how 
scalable  the  Exchange  server  will 
be.” 

OpenMail  all  the  way? 

Further,  OpenMail’s  reliability 
may  have  an  impact  on  Exchange 
in  that  users  may  see  OpenMail 
as  an  alternative  to  an  Exchange 
backbone  in  an  NT  environment, 
said  Rik  Drummond,  president  of 
The  Drummond  Group  in  Fort 
Worth,  Texas. 

Moreover,  HP  isn’t  doing  a  sim¬ 
ple  port  of  OpenMail  to  NT.  It  is 
trying  to  leverage  the  system-lev- 
el  capability  of  NT  in  much  the 
same  way  as  Exchange  does, 
Rowe  said.  But  in  trying  to  bring 
to  OpenMail  the  same  tight  inte¬ 
gration  with  NT  that  Exchange  of¬ 
fers,  HP  will  have  its  work  cut  out 
for  it,  he  said. 

Also  at  the  show,  HP  an¬ 
nounced  the  integration  of  Open- 
Mail  with  its  OpenView  systems 
and  network  management  plat¬ 
form. 
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Sooner 

than 

expected 

Desktop  multimedia 
package  to  ship  now 

By  Bob  Wallace  and  Laura  DiDio 


Ralph  Ungermann’s  First  Virtual 
Corp.  (FVC)  start-up  this  week  is 
expected  to  unveil  a  series  of 
products  designed  to  support 
multimedia  applications  at  the 
desktop  sooner  than  thought  pos¬ 
sible,  Computerworld  has  learned. 

Using  a  PC  and  FVC’s  First- 
Family  of  _ 

multimedia  Multimedia 

networking  - 

products,  users  will  be  able  to  par¬ 
ticipate  in  a  desktop  videoconfer¬ 
ence,  share  a  PC  application,  vid¬ 
eo  clip  or  document  and  browse 
the  Internet  simultaneously. 

“While  tons  of  vendors  from  all 
segments  of  the  networking  in¬ 
dustry  have  been  talking  the  mul¬ 
timedia  talk  for  quite  a  while,  FVC 
is  the  company  that’s  walking  the 
walk  by  delivering  the  complete 
package  [soon],”  said  Daniel 
Briere,  president  of  TeleChoice, 
Inc.,  a  Verona,  N.J.,  consultancy. 

The  First-Family  products  use 
high-speed  Asynchronous  Trans¬ 
fer  Mode  (ATM)  switching  tech¬ 
nology  to  deliver  information  to 
the  desktop  at  25M  bit/ sec.  over 
widely  used  Category  3  or  5  twist¬ 
ed-pair  wire. 

These  are  among  the  products: 
•The  First-Multimedia  Switch 
Family  can  be  built  with  a  stack¬ 
able/modular  architecture  that 
can  scale  to  support  eight  to  25 
ports  per  switch  and  120  users 
per  stack  through  a  backbone 
switch.  The  switches  come  with 
FVC’s  Media  Operating  Software 
(MOS)  —  middleware  that  lets 
Windows  applications  use  ATM’s 
quality-of-service  capabilities. 

•  The  First-Multimedia  Gateway 
Server  is  an  ATM/telecommuni¬ 
cations  gateway  that  distributes 
high-quality  remote  H.320  video 
streams  among  desktops  over  a 
wide-area  network. 

•  The  First-Multimedia  WWW 
Server  enables  Internet  users  to 
cache  data,  graphics  and  video 
streams  off  the  World  Wide  Web 
in  a  special  storage  server. 

•  MOS  Live  enables  live  video 
streams  to  be  encoded  in  MPEG-1 
in  real  time  and  then  distributes 
them  to  desktops. 

•  First-Multimedia  H.320  Storage 
offers  a  software  developer’s  tool 
kit  for  enabling  H.320  video  appli¬ 
cations. 
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ow,  in  the  time  it  takes  for  an  ordinary  business  lunch,  you 


Here’s  A  Point 

A  COMPAQ 


US 


can  do  the  extraordinary.  Without  expert  DBA  or  systems 
knowledge,  you  can  turn  a  brand  new,  unconfigured  server 
into  a  fully  tuned  and  optimized  database  system.  Hardware,  operat¬ 
ing  system  and  Oracle7  database -all  installed,  configured  and  tuned 
on  a  Compaq  ProLiant  or  Compaq  ProSignia  server. 

All  you  need  is  Compaq  SmartStart  for  Oracle7.  Jointly  developed 
by  Oracle  and  Compaq,  it’s  the  pretested,  pretuned,  preconfigured 

Integrating  Oracle7 

mtut 

HM 


integration  tool  that  saves  you  hours,  days,  even  weeks  of  time. 

SmartStart’s  point-and-click  interface  lets  you  choose  between 


Oracle7  for  Windows  NT,  NetWare  4.1  or  SCO 


UNIX.  Just  answer  simple  questions  to  optimize 


your  application  for  Compaq’s  high-performance 


TriFlex  Architecture  and  SMP  capabilities. 


Oracle7  scales  smoothly  from  one  to  four 


processors  and  fully  supports  Compaq’s  Online 


Recovery  Server  -  the  high  availability  solution  to 


keep  your  business  up  and  running. 


Compaq  SmartStart  turns  an 
unconfigured  server  into  a 
fully  optimized  Oracle 7  platform. 


Compaq  And  Oracle. 
Together,  Distributing  More 
Of  The  World’s  Information. 


For  multi-server  deployments,  duplicate  your  server  by  sending 
a  SmartStart-configured  diskette  instead  of  your  best  system 
manager.  Imagine  the  savings  in  time  and  travel  costs. 

To  learn  more  about  Compaq  Servers  and  receive  a  free 
Compaq  SmartStart  demo  disk,  call  the  world's  leading  server 


and  database  companies  at  our  joint  number 


1-800-633-1071,  ext.  8198 


Do  it  now.  Let  Compaq  and  Sm&tXsri  Jew 


Oracle  point  you  toward  faster,  easier 


ways  to  manage  your  business. 


ORACLE  COMPAQ. 


Enabling  the  Information  Age 
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News 


BMC  tightens 
management 
link  to  Patrol 

By  Patrick  Dryden 


BMC  Software,  Inc.  will  introduce  tighter  links 
this  week  between  its  Patrol  application  monitor¬ 
ing  suite  and  major  management  frameworks. 

The  integration  effort  lets  administrative  staff 
manage  key  applications  as  well  as  networks  and 
systems  from  a  single,  familiar  console.  To  gain 
control  over  complex,  distributed  network  envi¬ 
ronments,  users  are  demanding  unified  tools  in¬ 
stead  of  a  hodgepodge 
of  diverse  component 
managers. 

One  user,  who  re¬ 
quested  anonymity, 
said  he  hopes  to  trade 
the  “gut  feelings  and 
expertise  of  a  few”  for 
the  perspective  that 
tool  integration  could 
bring. 

“We  need  to  see  into 
application  activity  on 
the  systems  and 
across  the  network  before  we  can  become  proac¬ 
tive,”  said  the  user,  a  data  resources  manager  at  a 
pharmaceutical  maker. 

BMC  will  offer  its  Patrolview  agent-to-agent 
linking  software  this  month  for  OpenView  Opera¬ 
tion  Center,  the  system,  desktop  and  enterprise 
event  manager  from  Hewlett-Packard  Co.,  and 
Tivoli  Enterprise  Console,  the  client/server  mon¬ 
itor  from  Tivoli  Systems,  Inc.  In  February,  BMC 
expects  to  ship  agent-to-console  support  for  the 
Spectrum  enterprise  management  platform  from 
Cabletron  Systems,  Inc.  These  Patrolview  links 
provide  mapping,  monitoring  and  event-handling 
functions  natively  from  within  the  support  staffs 
chosen  console,  said  Wayne  Morris,  product  mar¬ 
keting  manager  at  Houston-based  BMC. 


Integrated 

options 


Patrolview  software 
lets  BMC’s  monitoring 
agents  report  to  enter¬ 
prise  management 
frameworks  through 
agent-to-consoie  links 
or  agent-to-agent  links. 


Howard  Grainger,  director  of  infor¬ 
mation  services  at  Kinro,  Inc.  He 
wants  to  link  10  plants  nationwide  to 
a  centralized  manufacturing  and  ac¬ 
counting  application  running  on  an 
IBM  AS/400  at  the  manufacturer’s 
Arlington,  Texas,  headquarters. 

“We’ll  start  with  field  PCs  doing 
high-transaction  terminal  emula¬ 
tion,  then  eventually  add  client/ 
server  applications,”  Grainger  said. 
He  evaluated  four  providers  of 
frame-relay  services,  including 
AT&T  Corp.  But  NetSolve  offered 
the  best  frame-relay  expertise,  a  sin¬ 
gle  point  of  contact  for  all  aspects  of 
this  WAN  service  and  an  attractive 
availability  guarantee,  he  said. 

NetSolve  designs  the  network, 
provides  the  FRADs,  handles  all  ad¬ 
dressing  and  controller  configura¬ 
tion,  sets  up  all  frame-relay  service 
and  then  manages  the  network  con¬ 
tinuously.  ProWatch  for  FRADs 
costs  less  than  $1,300  per  month  for 
a  10-site  network. 


One  large  net 
with  the  works 


NetSolve  package 
offers  host-based, 
client/server  combo 


By  Patrick  Dryden 


Wide-area  network  services  pro¬ 
vider  NetSolve,  Inc.  launched  an 
outsourcing  package  last  week  to 
help  mixed-network  users  combine 
host-based  and  client/server  com¬ 
munication  among  their  remote 
sites  over  frame-relay  connections. 

The  complexity  of  network  man¬ 
agement  has  stimulated  demand  for 
selective  outsourcing  or  “out-task¬ 
ing”  services,  according  to  analysts. 
Administrators  complain  they  can’t 
find,  train  and  keep  staff  specialists 
who  can  design  and  maintain  enter¬ 
prise  networks,  so  they  gladly  un¬ 
load  some  or  all  of  the  burden. 

NetSolve’s  latest  ProWatch  offer¬ 
ing  appeals  to  those  SNA  users  who 
want  to  take  advan¬ 
tage  of  frame  relay, 
a  high-speed  pack¬ 
et  switching  protocol  that  is  wildly 
popular  for  linking  widespread 
LANs.  As  with  its  other  WAN  ser¬ 
vices,  NetSolve  in  Austin,  Texas, 
guarantees  99.5%  availability  or  it  re¬ 
funds  the  month’s  management  fee, 
much  like  a  pizza  parlor  that  prom¬ 
ises  30-minute  delivery  or  it’s  free. 

ProWatch  for  Frame  Relay  Ac¬ 
cess  Devices  (FRAD)  preserves 
legacy  applications  and  eases  the 
migration  to  routed  client/server 
networks,  NetSolve  officials  said. 
By  using  the  Vanguard  FRAD  from 


Motorola  Information  Systems 
Group,  NetSolve  can  encapsulate 
both  asynchronous  and  routed  traf¬ 
fic  for  transportation  across  a  frame- 
relay  WAN. 

“Now  all  those  organizations 
comfortable  with  their  host  at  head¬ 
quarters  and  dumb  terminals  and 
printers  at  remote  sites  can  put  PCs 
on  a  single  network  along  with 
them,”  said  Jim  Miller,  a  network 
engineer  at  NetSolve. 

However,  a  frame-relay  WAN  isn’t 
for  everybody,  Miller  cautioned. 
This  approach  lowers  communica¬ 
tion  costs  only  for 
high-bandwidth  ap¬ 
plications,  not  typi¬ 
cal  terminal  traffic.  And  despite 
plunging  prices  for  FRADs  and 
frame-relay  service,  this  WAN  may 
prove  too  costly  unless  all  sites  are 
geographically  dispersed. 

NetSolve  seeks  to  reduce  man¬ 
agement  costs  for  customers  by 
streamlining  two  networks  into  one. 
Customers  don’t  even  have  to  re¬ 
configure  their  statistical  multiplex¬ 
ers,  which  typically  can’t  communi¬ 
cate  across  a  frame-relay  network, 
Miller  said. 

NetSolve’s  deal  makes  sense  to 


Wide-area  networks 


Lantronix  tools  help  troubleshoot  switched  networks 


By  Patrick  Dryden 


A  small  LAN  gear  vendor  last 
week  launched  a  line  of  low-cost 
protocol  analyzers  designed  to 
help  managers  probe  the  blind 
spots  in  switched  or  highly  seg¬ 
mented  Ethernet  networks. 

Lantronix  in  Irvine,  Calif.,  intro¬ 
duced  two-  and  six-port  stand¬ 
alone  analyzers  that  let  trouble¬ 
shooters  examine  multiple 
segments  remotely  from  a  Win¬ 
dows  console.  They  can  check 
packets  entering  and  exiting  a 
switch  or  diagnose  problems 
across  separate  collision  domains. 

These  domains  are  the  subsec¬ 
tions  created  to  maintain  Ether¬ 
net  performance  for  more  users 
and  bandwidth-hungry  applica¬ 


tions.  The  Lantronix  Network  An¬ 
alyzer  (LNA)  is  the  first  protocol 
analyzer  that  specifically  monitors 
both  sides  of  a  switch,  said  Mike 
Heylin,  senior  associate  at  Cre¬ 
ative  Strategies  Consulting  in  San 
Jose,  Calif. 

Despite  its  late  entry  to  this 
market,  Heylin  said  Lantronix 
could  shake  up  entrenched  ana¬ 
lyzer  vendors.  “The  major  ven¬ 
dors  talk  about  making  predictive 
analysis  tools  widespread,  but  the 
LNA  is  the  first  realistic  product 
I’ve  seen  that  really  courts  first- 
time  users,”  he  said. 

And  coupled  with  “incredibly 
aggressive”  pricing  and  helpful 
features,  the  LNA  addresses  the 
problem-solving  needs  of  many 
network  managers  who  are  out- 


Despite  its  late 
entry  into  this  mar¬ 
ket,  Lantronix  could 
shake  up  entrenched 
analyzer  tool 
vendors. 

side  central  information  technol¬ 
ogy  groups  equipped  with  tools, 
expertise  and  a  decent  budget. 

The  LNA  costs  $2,995  with  two 
ports  and  $3,995  with  six  ports. 
Dual-port  analyzers  can  cost 
$3,000  to  $12,000  more  than  the 
LNA,  and  a  multisegment  configu¬ 
ration  from  market  leader  Net¬ 
work  General  Corp.  in  Menlo 
Park,  Calif.,  could  run  10  times  as 


much,  Heylin  said. 

That  cost-effective  flexibility  ap¬ 
pealed  to  beta  tester  Max  Rupe,  a 
network  engineer  at  Dallas-based 
MicroCity  LAN  Engineering  Ser¬ 
vices,  Inc.  He  said  he  intends  to 
add  one  LNA  to  the  tool  kit  he  car¬ 
ries  and  place  others  at  client  sites 
for  remote  diagnosis. 

“I’m  not  going  to  spend  $17,000 
for  a  Network  General  Corp.  Sniff¬ 
er  to  haul  around  these  sites  or 
leave  on  the  LAN  at  a  mom-and- 
pop  shop,”  Rupe  said. 

And  when  compared  with  en¬ 
try-level  software-based  analyz¬ 
ers,  the  LNA  provides  more  func¬ 
tions,  he  said.  “I  can  capture  and 
compare  packets  on  multiple  rout¬ 
ed  or  switched  segments,  gener¬ 
ate  traffic  to  force  Ethernet  prob¬ 


lems  to  show  up  and  do  it  all  re¬ 
motely,”  he  said.  Each  model  in¬ 
cludes  Simple  Network  Manage¬ 
ment  Protocol  (SNMP)  agent 
software,  which  allows  the  LNA  to 
interact  with  SNMP  consoles,  and 
Windows-based  monitoring  soft¬ 
ware  called  EzMan. 

EzMan  automatically  discovers 
all  LNAs  placed  throughout  a  net¬ 
work  and  monitors  them  simulta¬ 
neously.  It  charts  each  segment’s 
throughput  and  displays  basic  sta¬ 
tistics  on  packet  sizes,  packet  er¬ 
rors,  most  active  stations  and  pro¬ 
tocols.  It  also  configures  the 
alarms,  filters  and  decoding  func¬ 
tions. 


^Another  player  joins  switch- 
mr  ing  fray.  See  page  69. 
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News 


PacTel  CIO  gears  up  for  deregulation 


By  Mitch  Wagner 


Diana  Whitehead  took  the  reins  last  Friday 
as  the  first  chief  information  officer  in  more 
than  two  years  at  the  Pacific  Telesis  Group, 
a  $9.2  billion  provider  of  telephone  service 
for  most  of  California  and  Nevada. 

Whitehead,  48,  is  a  15-year  veteran  at  Pa¬ 
cific  Telesis,  which  owns  Pacific  Bell,  Neva¬ 
da  Bell  and  several  Internet,  networking 
and  new  media  ventures. 

Her  responsibilities  include  standardiz¬ 
ing  the  company’s  systems,  including  desk¬ 
tops,  servers  and  mainframe  systems;  and 
consolidating  information  systems  func¬ 
tionality  between  Pacific  Bell  and  the  com¬ 
pany’s  other,  much  smaller,  business  units. 

“We  need  to  get  our  arms  around  the 
precise  resources  there.  That  will  be  one  of 
my  first  responsibilities,”  Whitehead  said. 
She  has  experience  in  the  IS  department 
and  on  the  business  side,  most  recently  as 
head  of  the  company’s  billing  services 

group. 

One  of  White¬ 
head’s  first 
goals  will  be  the 
time-honored 
tradition  of  big 
companies  that 
have  pulled  to¬ 
gether  numer¬ 
ous  information 
systems  from 
different  sourc¬ 
es:  standardiz¬ 
ing. 

“We  want  to 
ensure  consis¬ 
tency  of  archi¬ 
tecture  and  stan¬ 
dards  across  the 
organization  and 
a  more  consis¬ 
tent  and  profes¬ 
sional  approach 
to  develop¬ 
ment,”  she  said. 

Whitehead 
will  oversee 
about  3,500  IS 
staff  members  at 
Pacific  Bell  and 
about  half  a  dozen  IS  organizations  in  the 
company’s  Enterprises  divisions,  which 
each  have  a  separate  CIO.  The  Enterprises 
IS  staff  has  about  250  employees. 

Pacific  Telesis  will  need  a  more  nimble 
and  streamlined  IS  function  to  face  compe¬ 
tition  that  it  has  never  seen  before.  Begin¬ 
ning  March  1,  telecommunications  reform 
will  let  long-distance  carriers  such  as 
AT&T  Corp.  and  MCI  Communications 
Corp.  bring  competition  to  Pacific  Bell’s 
backyard. 

“There  are  a  lot  of  companies  positioning 
for  the  ability  to  provide  local  service  be¬ 
ginning  next  year  when  the  industry  be¬ 
comes  fully  deregulated,”  said  Bob  Larri- 
beau,  president  of  Larribeau  Associates,  a 
telecommunications  consultancy  in  San 
Francisco. 

‘There  will  be  a  scramble  to  take  the 
cream  off  the  top  with  local  business.  The 


ability  to  deploy  new  services  will  be  key,” 
he  said. 

Pacific  Telesis  has  about  50,000  employ¬ 
ees,  and  all  but  2,000  of  that  staff  work  for 
Pacific  Bell  and  Nevada  Bell.  Pacific  Bell, 
with  $8.9  billion  in  revenue,  provides  phone 
service  for  about  77%  of  California’s  32  mil¬ 


lion  residents,  while  Nevada  Bell  provides 
service  for  about  30%  of  that  state’s  1.5  mil¬ 
lion  residents. 

The  remainder  of  the  company,  Pacific 
Telesis  Enterprises,  develops  information 
services,  consumer  broadband  and  video 
services,  electronic  publishing,  wireless 


services,  directory  publishing  and  public 
phone  service. 

Whitehead’s  predecessor,  Jack  Hancock, 
was  vice  president  of  technology  and  mar¬ 
keting.  That  department  incorporated  in¬ 
formation  technology  functions.  Hancock 
left  the  company  in  late  1993. 


Diana  Whitehead  is 

Pacific  Telesis  Group’s 
first  chief  information 
officer  in  two  years 

On  the  line 


California’s  first  tele¬ 
phone  exchange 
opened  in  1878  in  San 
Francisco.  The  first 
coast-to-coast  phone 
catl,  in  1915,  was  from 
San  Francisco  to  New 
York. 
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News 


Glass  wall  shattered 
as  big  iron  shuttered 


By  Dan  Richman 


They  killed  the  mainframes  at  Global 
Marine,  Inc.  last  week.  But  while  users 
rejoiced,  not  everyone  was  happy. 

“I’m  going  to  miss  the  long,  quiet 
days  behind  the  glass  wall;  I  know  it 
will  be  10  times  harder  to  manage  and 
maintain  our  client/server  systems,” 
said  Richard  Hudson,  chief  information 
officer  at  the  Houston  oil  and  gas  drill¬ 
ing  company.  “But  our  users  love  the 
new  freedom,  and  they’ll  never  go 
back.” 

Culminating  a  four-year  migration  to 
client/server  computing,  Global  Ma¬ 
rine  last  Thursday  shut  down  its  two 
watercooled  IBM  3081s  running  Focus 
and  VSAM  databases  and  the  CICS 
transaction  monitor. 

Cobol  applications  were  replaced  by 
off-the-shelf  accounting  and  payroll/ 
personnel  packages  and  by  software 
developed  in-house  to  track  rig  mainte¬ 
nance. 

In  came  two  Unix-based  Sun  Micro¬ 
systems,  Inc.  machines  with  a  Sybase, 
Inc.  relational  database  management 


system  and  nine  Compaq  Computer 
Corp.  application  servers  with  Novell, 
Inc.’s  NetWare. 

The  $350  million  company  projects 
savings  of  29%,  or  at  least  $1  million, 
next  year  —  its  first  year  of  pure  client/ 
server  computing  —  compared  with 
1991,  its  last  year  of  pure  mainframe 
computing. 

Similar  savings  are  expected  every 
year,  and  information  technology  staff¬ 
ing  has  been  cut  from  35  to  22  employ¬ 
ees. 

About  500  end  users  —  180  of  them 
aboard  one  of  the  company’s  28  off¬ 
shore  drilling  rigs  —  sit  at  PCs  now. 

Putting  PCs  on  Global  Marine’s  four- 
story-high  drilling  platforms,  some  of 
them  200  miles  offshore,  helped  drive 
the  move  to  client/ server.  A  mainframe 
link  would  require  a  constant  satellite 
connection,  which  can  cost  $100,000  a 
month,  Hudson  said.  Now,  data  from 
the  rigs  is  copied  onto  disks  and  mailed 
or  hand-carried  to  regional  offices. 

“The  world  moves  on,  and  I  don’t 
foresee  ever  having  mainframes  here 
again,”  Hudson  said. 


Postal  kiosks  on  the  way 


By  Gary  H.  Anthes 

WASHINGTON 


The  U.S.  Postal  Service  last  week  took  the 
first  step  toward  opening  the  electronic 
doors  to  a  wide  variety  of  government  ser¬ 
vices. 

It  awarded  contracts  of  up  to  $10  million 
each  over  three  years  to  four  vendor  teams, 
each  of  which  will  work  with  a  number  of 
federal  agencies  to  develop  a  computer- 
based  kiosk.  Eventually,  10,000  kiosks  could 
be  deployed  in  post  offices,  libraries  and 
shopping  centers  across  the  U.S.,  officials  at 
the  Postal  Service  said. 

The  kiosks  —  to  be  delivered  early  next 
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year  —  will  be  used  to  provide  government 
information  to  enable  citizens  to  apply  for 
services  and  benefits  or  pay  fees. 

The  awards  went  to  vendor  teams  led  by 
Cordant,  Inc.  in  Reston,  Va.;  Digital  Equip¬ 
ment  Corp.  in  Maynard,  Mass.;  Federal  Gov¬ 
ernment  Region  in  Greenbelt,  Md.;  IBM 
Government  Systems,  Inc.  in  Houston;  and 
North  Communications  in  Marina  del  Rey, 
Calif. 

Each  team  will  work  with  a  different  set  of 
federal  agencies,  such  as  the  Internal  Reve¬ 
nue  Service,  the  Social  Security  Administra¬ 
tion  and  the  Veterans  Administration.  The 
kiosks  will  be  built  to  common  systems 
standards. 


News  S h o rts 


Is  Tangent’s  star  falling? 

After  falling  victim  to  the  conflicting  agendas  and  product  development 
cycles  of  its  parent  companies,  Taligent,  Inc.  will  become  an  IBM-run 
operation  called  the  Taligent  Object  Technology  Center.  Along  with  sister 
company,  Kaleida,  which  was  recently  dismantled,  Taligent  is  seen  as  an¬ 
other  failed  piece  of  the  ambitious  IBM/Apple  Computer,  Inc.  partner¬ 
ship  (see  related  story,  page  32) . 

Half  the  staff  are  expected  to  be  laid  off,  but  the  offices  reportedly  will 
remain  in  Cupertino,  Calif.  Partners  Apple  and  Hewlett-Packard  Co. 
will  still  have  rights  to  Taligent’ s  Commonpoint  object  technology.  The 
vendors  all  declined  comment;  an  announcement  is  set  for  Monday. 


Lotus  exodus  continues 

June  Rokoff,  Lotus  Development 
Corp.’s  senior  vice  president  of  world¬ 
wide  services  and  support 
and  unofficial  trou¬ 
bleshooter,  and 
Hamang  Davey, 
vice  president  of 
strategic  alliances, 
are  leaving  the  Cam¬ 
bridge,  Mass.,  company.  Rokoff  is  the 
eighth  corporate  officer  to  leave  since 
IBM  bought  the  company;  Davey  said 
he  had  completed  his  work  integrating 
the  two  companies. 

IBM  combines  ’net  teams 

IBM  in  Armonk,  N.Y.,  has  named  Ir¬ 
ving  Wladawsky-Berger,  former  head 
of  the  company’s  workstation  division, 
to  take  charge  of  all  Internet  software 
strategy.  IBM  confirmed  last  week  it  is 
combining  various  Internet  develop¬ 
ment  teams  into  a  separate  division 
within  its  software  group. 

Intuit  loses  money,  CFO 

Though  it  reported  revenue  of  $96.8 
million,  compared  with  the  $68.2  mil¬ 
lion  reported  for  the  same  period  last 
year,  Intuit,  Inc.  posted  a  loss  of  $21.1 
million  for  its  quarter  ended  Oct.  31. 
The  company  said  the  loss  was  related 
to  a  $10.1  million  acquisition  charge, 
investment  in  new  products  and  the 
seasonal  nature  of  its  financial  soft¬ 
ware.  The  Menlo  Park,  Calif.,  company 
reported  a  similar  loss  of  $54.6  million 
during  the  same  period  last  year. 
Separately,  Chief  Financial  Officer  Bill 
Lane  announced  plans  to  retire  by  next 
July. 

IBM  goes  with  the  Flow 

IBM  sought  to  clear  up  its  workflow 
strategy  last  week  by  upgrading  its 
Flowmark  software.  Flowmark  2.2,  due 
in  February,  adds  tight  integration 
with  Notes  and  IBM’s  imaging  soft¬ 
ware,  manages  more  users  and  work 
processes,  runs  on  distributed  servers 
and  includes  a  customizable  work  list 
interface. 

Microsoft:  Can  we  talk? 

Microsoft  Corp.  in  Redmond,  Wash., 
last  week  announced  V-Chat,  a  multi- 
media  chat  service  on  The  Microsoft 
Network  that  lets  users  communicate 


in  real  time  while  exploring  two-  and 
three-dimensional  “chat  rooms”  on  the 
network.  Users  can  represent  them¬ 
selves  as  virtual  beings  called  “avatars” 
or  with  their  own  scanned  images. 
V-Chat  begins  beta-testing  in  mid-De¬ 
cember  with  a  final  release  set  for  mid- 
January. 

Think  again! 

Trying  to  rise  from  the  ranks  of  the 
near-dead,  Thinking  Machines  Corp. 
in  Bedford,  Mass.,  last  week  intro¬ 
duced  software  for  developing  and  run¬ 
ning  parallel  applications  across  multi¬ 
ple  networked  systems.  GlobalWorks 
initially  links  up  to  64  of  Sun  Micro¬ 
systems,  Inc.’s  Ultra  1  systems.  Pric¬ 
ing  starts  at  $200,000  for  a  four-proces¬ 
sor  setup.  Thinking  Machines  early 
last  month  filed  a  plan  for  emerging 
from  Chapter  11. 


tual  Gateway  Service  is  being  targeted 
at  existing  customers  of  AT&T’s  virtual 
voice  networks. 

Way  COOL 

Early  next  year,  Computron  Soft¬ 
ware,  Inc.  plans  to  make  documents 
created  with  the  Rutherford,  N.J., 
firm’s  Computer  Output  OnLine 
(COOL)  software  and  related  workflow 
and  financial  software,  accessible  from 
the  World  Wide  Web.  Users  with  a  Web 
browser  will  be  able  to  query  and  view 
archived  COOL  documents. 

IBM’s  STAD  fades  away 

IBM  quietly  dissolved  its  year-old  Sys¬ 
tems  Technology  and  Architecture  Di¬ 
vision  (STAD)  in  Austin,  Texas,  earlier 
this  month,  the  company  confirmed 
last  week.  The  Microelectronics  Divi¬ 
sion  in  Fishkill,  N.Y.,  has  been  given 
STAD’s  responsibility  for  developing 
high-performance  PowerPC  micropro¬ 
cessors  for  IBM  servers. 


Gateway  to  virtual  voice 

AT&T  Corp.  in  Basking  Ridge,  N.J., 
last  week  announced  a  service  that  lets 
users  with  analog  modems  or  Integrat¬ 
ed  Services  Digital 
Network 
dial  in  to 
their  com¬ 
pany’s 
frame-relay 
network.  The  Vir¬ 
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The  Boeing  Commercial  Airplane  Group  took  off  with  the 
111  this  year;  they  also  took  off  with  the  Baan  Company. 
About  to  make  a  major  process  redesign  commitment, 
they  invited  in  “The  Flying  Dutchmen”  from  Baan  Company. 

The  result:  Boeing  placed  an  initial  order  valued  at  $20  million  for 
Baan’s  TRITON  family  of  client-server  finance,  manufacturing, 
distribution,  transportation,  service  and  project  management 
applications. 

If  you  are  about  to  make  an  ERP  decision, 

Baan’s  Flying  Dutchmen  would  be  delighted  to 
introduce  you  to  a  significantly  new  perspective. 

One  shared  by  ABB,  Hitachi,  Mercedes-Benz, 

Philips,  Snap-On  Tools  and  ...  oh  yes ...  by  Boeing. 

The  worst  that  can  happen  is  that  you’ll  get  a  free  hat 
commemorating  Boeing’s  taking  off  with  Baan.  Call  Baan 
at  800-889-9818,  ext.  1001.  Then  clear  a  landing  spot,  along 
with  some  time  on  your  calendar. 


gm 


isaaisi 


©1 995  by  Baan  Company.  All  trademarks  are  acknowledged. 


The  Flying  Dutchmen 


TRBA 


News 


Tool  gives  Web  developers  wider  range 


By  Frank  Hayes 


ParcPlace-Digitalk,  Inc.  is  about  to  drag  the 
Internet  into  the  age  of  modern  application 
development  tools. 

The  Sunnyvale,  Calif.,  company  last 
week  unveiled  VisualWave,  a  graphical  tool 


kit  that  lets  developers  create  full-blown 
client/server  applications  that  use  a  World 
Wide  Web  browser  as  a  display  device. 

VisualWave  is  the  first  Web  development 
environment  that  lets  developers  use  a 
mouse  to  drag  together  screens  and  code 
business  logic  in  a  scripting  language,  said 


beta  tester  Tom  Thornbury,  lead  architect 
at  the  electronic  commerce  group  of  Dun  & 
Bradstreet  Information  Services  in  Parsip- 
pany,  N.J. 

“If  we’d  had  this  from  the  beginning,  we 
wouldn’t  have  built  all  the  stuff  we  did  from 
scratch,”  Thornbury  said.  Last  year  he 
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COMPCIWARE 

Uncomplicating  Your  Life 


Keeping  client/server 
environments  in  balance 
so  your  applications 
don't  take  a  dive. 


Compuware  and  EcoTOOLS  are  trademarks  of  Compuware  Corporation. 

All  other  company  or  product  names  are  trademarks  of  their  respective  owners. 
©1995  Compuware  Corporation. 


Compuware  EcoTOOLS  maintains  that  critical  balance  you  need  for  database,  network 
and  operating  system  elements  to  get  along  swimmingly  across  your  client/server 
environment.  In  fact,  Compuware  EcoTOOLS  is  the  on/yfully  distributed  systems- 
management  solution  to  focus  on  the  sustained  well-being  of  your  applications  in  UNIX, 
Sybase  or  Oracle  client/server  systems. 

For  example,  you  can  use  EcoTOOLS  to  scan  your  enterprise  for  potential  problems 
and  then  launch  EcoPMON  to  probe  deeper  beneath  the  surface  than  any  other  product 
to  find  the  exact  cause.  You  can  even  monitor  executing  SQL  statements  and  track  the 
resources  used.  Then  it's  a  simple  matter  for  EcoTOOLS'  other  unique  capabilities  to  set 
thresholds,  sound  alarms  and  make  the  fix.  You  can  easily  automate  complex  preventa¬ 
tive  measures  to  keep  your  client/server  environment  in  equilibrium.  And  only  EcoTOOLS 
goes  overboard  to  provide  advanced,  intelligent  monitoring  and  tuning  capabilities  for 
you  right  out  of  the  box.  That's  what  we  call  a  true  "buddy  system." 

For  more  information  about  Compuware  EcoTOOLS  and  how  we  can  help  keep  your 
operation  afloat,  call  us  at  1-800-368-4ECO. 

Nobody  knows  more  about  keeping  client/server  environments  from  going  belly  up. 

EcoTOOLS® 


VisualWave  splashdown 


VisualWave  and  Java  do  not  directly 
compete  against  each  other.  In  fact, 
VisualWave  will  support  Java  applets  in 
a  future  release. 

VisualWave 

•  For  Web  server  applications 

•  Client/server  development 
environment 

•  Uses  Smalltalk  language 

Java 

•  For  Web  client  applications 

•  Stand-alone  application 
development  language 

•  Uses  Java  language 


built  a  major  Web-based  application  by  cob¬ 
bling  together  his  own  set  of  tools. 

Today,  Web-based  applications  are  typi¬ 
cally  assembled  from  pieces  written  in  dif¬ 
ferent  languages  such  as  Hypertext  Mark¬ 
up  Language  (HTML)  and  Perl,  making  it  a 
complicated  and  tedious  process.  As  a  re¬ 
sult,  most  Web  applications  only  display  in¬ 
formation  or  at  most  prompt  users  to  fill  in 
a  form  to  get  information  from  a  database. 

In  contrast,  VisualWave  is  “a  Powerbuild- 
er-like,  Visual  Basic-like  application  build¬ 
ing  environment,”  said  Harpal  Sandhu, 
chief  information  officer  at  Integral  Devel¬ 
opment  Corp.  in  Palo  Alto,  Calif.  Sandhu 
also  has  tested  VisualWave. 

The  $4,995  development  environment  is 
scheduled  to  ship  this  month  for  Windows 
platforms  and  early  next  year  for  Macin¬ 
tosh  and  Unix.  A  server  component  re¬ 
quired  to  deploy  the  applications  runs  on 
Unix  and  Microsoft  Corp.’s  Windows  NT 
servers;  it  costs  $9,995. 

Like  more  conventional  visual  fourth- 
generation  languages,  VisualWave  lets  de¬ 
velopers  build  a  graphical  user  interface 
(GUI)  using  a  mouse.  Each  GUI  screen  is 
automatically  translated  to  HTML,  which 
lets  the  application  be  displayed  on  most 
popular  Web  browsers.  VisualWave  also 
lets  developers  connect  to  databases  from 
Oracle  Corp.  and  Sybase,  Inc.  as  well  as 
IBM’s  DB2.  And  it  can  develop  business 
logic  in  Smalltalk  using  an  object-oriented 
development  environment. 

Still  not  nirvana 

VisualWave  will  be  a  huge  improvement 
over  existing  Web  development  tools,  but  it 
has  limitations  compared  with  conventional 
visual  development  environments. 

“Nothing  will  let  you  point  and  click  your 
way  to  nirvana,”  Thornbury  said.  Users 
will  have  to  wait  for  future  versions  for  sup¬ 
port  for  Microsoft’s  OLE  object  architec¬ 
ture  and  the  Object  Management  Group’s 
Common  Object  Request  Broker  Architec¬ 
ture,  which  is  favored  by  IBM  and  most 
Unix  vendors. 


Object  tools  in  use  at  Canadian  finan- 
•r*  cial  firms.  See  page  88. 
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Micro  Focus  Challenge  2000  Program 

As  challenging  as  it  seems,  it’s  a  problem  that’s  only  going  to  get  more 
dangerous  with  time.  Today,  20%  of  business  applications  cannot  handle 
dates  after  the  turn  of  the  century.  By  the  year  2000  that  number  will 
increase  to  90%?  Those  that  aren’t  converted  will  fail.  The  Micro  Focus 


We  can  train  any  application  to 
obey  the  century  date  change. 


Challenge  2000  Program 
gives  you  a  comprehen¬ 
sive  program  of  tools  and 
services  to  fully  assess 


k 


m 


and  implement  the  century  date  change.  Start  with  the  Application 
Express  Offloader™  tool  to  automatically  move  the  application  to  a  PC. 
Use  Micro  Focus’  Revolve®Year  2000  analysis  tools  to  inexpensively 
locate  the  problem  areas.  Then,  modify  the  application  with  Micro  Focus 
COBOL  Workbench?  You  can  even  choose  to  replace  your 
date  logic  with  TransCentury !i>  Calendar  Routines. 

It’s  quick.  It’s  efficient.  It’s  complete.  It's  also  an 
effective  first  step  towards  reengineering  your 

legacy  COBOL  applications.  see  for  yourself 
After  all,  fixing  a  business  Call  1-800-MFC0801 
application  should  be  as 


quick  and  painless  as 
possible  (right  Fido?). 

Better  Way  Of  Programming 


today  for  your  free 
Assessment  Tool  Kit. 
it  provides  a  complete  set  of  guidelines 
for  structuring  your  Year  2000  project. 


MICRO  FOCUS 


♦Hey  don't  blame  us,  we  didn't  just  come  up  with  these  numbers.  CDC  figures  are  taken  from  "Three  Certainties:  Death.  Taxes  and  the  Year  2(XX)”  by  K.  Schick  of  the  Gartner  Group.  Micro  Focus  and  COBOL  Workbench 
are  registered  trademarks  and  “A  Better  Way  of  Programming”  is  a  trademark  of  Micro  Focus  Ltd.  Revolve  is  a  registered  trademark  of  Burl  Software.  All  other  trademarks  are  the  property  of  their  respective  owners. 


News 


IMS  takes  distributed  tack 


By  Craig  Stedman 


IBM  last  week  quietly  introduced 
object-oriented  software  that  lets 
mainframe  applications  running 
behind  its  IMS  transaction  man¬ 
ager  be  partially  distributed  onto 
OS/2  servers. 

The  software  lets  big  shops  that 
rely  heavily  on  IMS  put  a  client/ 
server  sheen  on  their  legacy  pro¬ 
grams. 

However,  IBM  dropped  plans 
to  market  IMS  Client  Server  Ob¬ 
ject  Manager  (CSobject)  for  OS/2 
as  a  separate  product.  Instead,  the 
software  will  be  bundled  into  IMS 
Version  5,  the  latest  release  of  the 
transaction  manager.  Expected 
support  for  the  earlier  IMS  Ver¬ 
sion  4  also  was  scuttled,  IBM  offi¬ 
cials  confirmed. 

Jim  Pearce,  product  manager 
for  IMS  CSobject,  said  the  bun¬ 
dling  with  IMS  Version  5  was  driv¬ 
en  "by  customer  demand.”  But 
some  observers  interpreted  the 
move  as  a  sign  that  IBM  didn’t 
have  high  expectations  for  the 
software  on  its  own. 

Off-loading  pieces  of  IMS  pro¬ 
cessing  to  local  servers  “is  an  in¬ 
teresting  idea,  but  they  have  a  lot 
of  work  to  do  to  make  the  product 
more  palatable,”  said  Sandy  Lauf- 
er,  an  analyst  at  Gartner  Group, 
Inc.  in  Stamford,  Conn.  Resolving 
conflicts  among  multiple  servers 
trying  to  get  at  the  same  data 


What  you  need 


IBM’s  three-tier  IMS  Client 
Server  Object  Manager  for 
OS/2  requires  the  following 
hardware  and  software 

Mainframe 

Operating  system:  MVS 

Version  4.3  or  higher 

Transaction  manager:  IMS 

Version  5 

Database:  IMS  Version  5  or 
DB2  Version  2.3  and  above 

_ Local  server _ 

Microprocessor:  66-MHz  486 
or  above 

Memory:  8M  bytes  minimum, 
32M  bytes  recommended 

Operating  system:  OS/2 
Version  3 

Database:  DB2  for  OS/2 
Version  1.2 

_ Clients _ 

Microprocessor:  66-MHz  486 
recommended 

Memory:  8M  bytes  minimum, 
16M  bytes  recommended 

Operating  system:  OS/2 
Version  3 


could  bog  things  down,  and  the 
initial  support  for  just  OS/2  “real¬ 
ly  limits  it,”  she  added. 

The  software,  which  was  de¬ 
tailed  on  IBM’s  World  Wide  Web 


page,  lets  IMS  transaction  data  be 
configured  as  objects  that  get 
cached  at  local  servers.  End  users 
can  then  access  and  update  the 
data  without  going  to  the  host 
mainframe,  Laufer  said.  Updates 
can  be  sent  to  mainframe  databas¬ 
es  in  real  time  or  at  longer  inter¬ 
vals,  he  said.  Shipments  are 
scheduled  for  next  March. 

IMS  CSobject  could  “create  the 
appearance  that  you’re  distribut¬ 
ing  data  without  actually  distribut¬ 
ing  it,”  said  an  information  sys¬ 
tems  executive  at  a  large  Mid¬ 
western  insurance  company  that 
runs  its  policy-writing  applica¬ 
tions  through  IMS. 

The  company’s  application  for 
writing  commercial  policies  “is 
too  big  to  even  think  about  rewrit¬ 
ing”  in  a  full  client/server  vein, 
the  executive  said.  Modifying  part 
of  it  with  IMS  CSobject  might  pro¬ 
vide  a  way  to  stop  the  growth  of 
mainframe  usage,  he  added. 

CICS,  IBM’s  other  mainframe 
transaction  manager,  has  more 
than  10  times  as  many  installa¬ 
tions  as  IMS,  according  to  ana¬ 
lysts.  But  IMS  typically  runs  “the 
really  big,  heavy-hitter  applica¬ 
tions”  in  large  shops  because  until 
recently,  it  provided  better  data 
reliability  than  CICS,  Laufer  said. 


©Move  data  from  old  disk  sub¬ 
systems  to  new  ones  without 
taking  files  off-line?  See  page  77. 


One  World  without  Unix 


By  Julia  King 


J.  D.  Edwards  &  Co.  will  roll  out  a 
distributed,  client/server  version 
of  its  IBM  AS/400  enterprise  busi¬ 
ness  software  next  week,  but  us¬ 
ers  looking  for  promised  Unix  ap¬ 
plications  will  have  to  wait  until 
the  end  of  next  year. 

The  delay  indicates  that  the 
Denver-based  vendor  once  again 
miscalculated  the  development 
time  and  difficulty  involved  in 
breaking  into  the  wider  world  of 
Unix-based  software,  said  Eric 
Keller,  an  analyst  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 

“Three  years  ago,  they  told  us 
1994,  then  early  ’95,  then  late  ’95. 
And  now  it’s  just  AS/400,  and 
Unix  won’t  be  available  until  ’96,” 
he  said. 

In  the  meantime,  J.  D.  Edwards 
is  delivering  what  company  exec¬ 
utives  are  touting  as  one-of-a-kind 
features  for  its  new  AS/400 
client/server  application,  known 
as  OneWorld.  Those  features  in¬ 
clude  the  following: 

•  A  feature  that  lets  customers  de¬ 


fine  how  to  split  data  and  process¬ 
ing  across  clients  and  servers. 

•  The  ability  to  create  software 
objects  in  any  programming  lan¬ 
guage  and  link  them  to  OneWorld 
applications. 

OneWorld  software  uses  the 
same  AS/400  database  as  the 

J.  D.  Edwards 

Denver 

Products:  World  business 
software  and  OneWorld 
client/server  software,  both 
for  AS/400  platforms 

Number  of  customers:  3,500 
in  91  countries 

1995  revenue:  $340  million 


host-based  software,  so  users  can 
migrate  to  client/server  applica¬ 
tions  gradually,  said  Travis  White, 
director  of  corporate  communica¬ 
tions.  To  migrate  to  the  client/ 
server  version,  users  must  have 
Version  3  Release  1  of  the  OS/400 
operating  system  and  run  Version 


7.1  of  J.  D.  Edwards’  AS/400- 
based  World  software. 

In  tests,  the  OneWorld  software 
scored  high  marks  from  Jim 
Hurst,  IS  director  at  the  store 
planning  and  construction  divi¬ 
sion  of  The  Limited,  Inc.,  a  $7.2 
billion  retailer  based  in  Colum¬ 
bus,  Ohio. 

Hurst  used  production  data  as¬ 
sociated  with  the  remodeling  and 
construction  of  several  hundred 
stores  to  test  OneWorld’s  job  cost¬ 
ing,  financial  and  contract  man¬ 
agement  modules.  Data  was  split 
between  an  AS/400  and  SQL 
Server  6  database  on  a  Microsoft 
Corp.  Windows  NT  server.  Both 
were  linked  to  client  PCs  over  a 
Novell,  Inc.  network. 

Under  this  scenario,  construc¬ 
tion  managers  on-site  at  retail  lo¬ 
cations  could  use  laptop  PCs  to 
query  the  system  about  the  status 
of  shipments  and  cost  of  construc¬ 
tion  materials. 


©Hollywood  drives  Unix  soft¬ 
ware  to  higher  heights.  See 
page  53- 
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Cabletron  buys 
SMC  switch  unit 


By  Bob  Wallace 


Cabletron  Systems,  Inc.’s  strate¬ 
gic  bid  last  week  to  acquire  Stan¬ 
dard  Microsystems  Corp.’s 
(SMC)  switching  unit  will  help 
Cabletron  extend  its  switching 
line  to  the  desktop  in  a  move  us¬ 
ers  said  is  overdue. 

Cabletron  customers  and  in¬ 
dustry  analysts  agreed  that  the 
planned  $77.5  million  buy,  the 
company’s  first  acquisition,  would 
fill  a  gap  and  help  stave  off  rivals 
that  have  made  similar  moves  of 
late. 


Observers  will  be  watching  to 
see  how  Cabletron  handles  the 
merger. 

“Cabletron  has  no  expertise  in 
acquisitions,  so  it  remains  to  be 
seen  if  they  can  assimilate  the 
products  and  people,”  said  Skip 
MacAskill,  an  analyst  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 

MacAskill  added  that  he  isn’t 
convinced  that  Cabletron,  which 
primarily  sells  direct,  has  the 
distribution1  channels  to  drive 
the  TigerSwitch  line.  Cabletron 
plans  to  sell  the  product  line 
directly  and  through  SMC’s 


Vital  statistics 


Cabletron  Systems  plans  to  pay  $77.5  million  in  cash  for  Standard 
Microsystems’  Enterprise  Networks  Business  (ENB)  unit,  pending 
regulatory  approval 


Company  Cabletron  SMC  ENB 


Headquarters  Rochester,  N.H.  Andover,  Mass. 

Number  of  employees  5.500  too 

Reason  for  acquisition:  Cabletron  gains  entry  into  the  low-end 
switch  market 

Products  Cabletron  gets:  SMC’s  TigerSwitch  100  10/100  Fast  Ethernet 
switch,  TigerSwitch  XLE  Ethernet  switch  and  ES-i  chassis  switching 
system 


Analysts  said  it  also  would  cre¬ 
ate  a  serious  overlap  issue  at  the 
high  end  between  Cabletron’s 
MMAC  and  SMC’s  ES-1,  putting 
ES-1  users  at  high  risk.  Cabletron 
in  Rochester,  N.H.,  said  it 
wouldn’t  drop  the 
five-slot  ES-1  but 
didn’t  provide  details 
or  indicate  whether 
the  two  product  lines 
will  be  merged. 

Buying  the  SMC 
unit  would  bring 
Cabletron  the  Tiger¬ 
Switch  100,  a  10/100 
Fast  Ethernet 

switch;  the  Tiger¬ 
Switch  XLE  Ethernet 
switch;  and  the  ES-1 
chassis  hub. 

The  acquisition  re¬ 
ceived  generally 
high  marks  from  Cabletron  users 
and  watchers. 

“They  found  an  area  where 
they  needed  a  kick  start,  and  the 
SMC  move  makes  good  sense,” 
said  Barbara  Maaskart,  director 
of  information  services  at  Emory 
University’s  Rollins  School  of 
Public  Health  in  Atlanta.  “It’s  a 
smart  move  for  them  and  an  im¬ 
portant  one  because  we  would 
have  had  to  look  elsewhere  for 
[desktop  switching]  products.” 


channels. 

The  switching  superpower  also 
faces  a  network  management  is¬ 
sue.  “They  have  to  integrate 
Cabletron’s  enterprise  manage¬ 
ment  system  with  SMC  element 
management  sys¬ 
tem,  which  is  do¬ 
able  but  will  take  a 
while,”  MacAskill 
said. 

Cabletron  said 
users  would  be  able 
to  manage  SMC 
switching  products 
as  icons  from  its 
popular  Spectrum 
network  manage¬ 
ment  system  within 
30  days  of  the  pur¬ 
chase. 

Although  Cable¬ 
tron  has  excelled  at 
selling  high-end  and  midrange 
chassis-based  switching  hubs,  its 
low  end  has  been  lacking.  SMC’s 
switching  unit  has  fared  well  in 
the  low-end  switching  market 
with  the  TigerSwitch  100,  a  versa¬ 
tile  and  low-cost  system  that  pro¬ 
vides  either  a  dedicated  10M  or 
100M  bit/sec.  of  switched  Ether¬ 
net  bandwidth  from  each  port. 


I*V  New  tools  for  network  man- 
mr  agement  debut.  See  page  60. 


Emory  University’s 
Barbara  Maaskart: 

Cabletron  needed  a  low- 
end  ‘kick  start’ 


New  Sybase 


Performance  optimized 
for  every  level  of  your  luuinevv. 


Now  YOU  CAN  HAVE  THE  POWER  OF  A  CLIENT/SERVER  DATABASE  ANYWHERE  YOU  WANT  IT. 
Introducing  Sybase®  SOL  Anywhere'.'1  Its  small  footprint  fits  easily  onto  notebook  computers 
and  mobile  devices.  At  a  very  low  cost.  And  it  comes  with  a  graphical  new  administration  tool 
that  makes  it  easy  to  use  in  workgroups  and  sites  with  minimal  support.  It’s  even  self-tuning. 
Plus,  its  new  SOL  Remote1”  feature  lets  you  have  access  to  —  and 
interact  with — enterprise  data  anywhere.  Just  like  the  name  says. 


I  Sybase 

The  Architecture  for  Change' 


The  powerful  new  version  of  Watcom1'1  SQL. 

Call  today  for  product  and  seminar  in  formation:  1-800-8-SYBASE  ext.  22053  or  http://www.sybase.com 


01995  Sybase.  Inc.  Sybase.  Walcom,  SQL  Remote,  System  1 1  and  SQL  Anywhere  are  trademarks  of  Sybase.  Inc.  or  its  subsidiaries.  Outside  the  U.S..  call  1-61 7-564-735  V 


News 


Mobile  vendors 
vie  for  lead  in 


sales  automation 


Aurum,  Siebel  Systems  unveil  products 


By  Mindy  Blodgett 

BOSTON 


Although  Aurum  Software,  Inc.  in 
Santa  Clara,  Calif.,  seems  poised 
to  grab  the  customers  orphaned 
by  the  summer  exit  of  sales  force 
automation  giant  Sales  Technol¬ 
ogies,  Inc.,  there  is  no  clear  mar¬ 
ket  leader. 

The  consensus  of  industry  ob¬ 
servers  at  last  week’s  Mobile 
World/Field  and  Sales  Force 
Automation  conference  here  was 
that  battling  niche  vendors  would 
do  well  to  jockey  for  position  since 
the  market  for  field  automation  is 
taking  off. 

“The  market  is  starting  to  ex¬ 
plode,”  said  Tim  Bajarin,  presi¬ 
dent  of  Creative  Strategies,  Inc.,  a 
consultancy  in  Santa  Clara,  Calif. 
As  proof,  he  pointed  to  the  show’s 
attendance  figures  —  more  than 
1,000  at  the  conference  and  about 
40,000  expected  at  the  exhibition, 
double  last  year’s  numbers. 


and  efficiently,  according  to  Jack 
L.  Dausman,  assistant  director  of 
information  systems  at  Univax  Bi¬ 
ologies,  Inc.  in  Rockville,  Md. 

Univax,  a  biotech  company 
with  about  20  salespeople,  has 
used  circuit-switched  technology 
to  field  a  wireless 
sales  automation  pro¬ 
ject.  The  project  gave 
mobile  users  wireless 
access  to  electronic 
mail,  the  LAN  and  a 
contact  management 
The  biggest  issue  was  training, 
Dausman  said.  "[It]  was  absolute¬ 
ly  crucial,”  he  said. 


Bell  Atlantic  puts  wireless 


network  service  on  the  road 

Boston-area  CDPD  service  one  of  many  products  announced 


By  Mindy  Blodgett 


BOSTON 


MOBILE 

W©RLD 


database. 


Thrown  for  a  loop 

Exploding  or  not,  the  market  was 
thrown  into  confusion  when  Sales 
Technologies,  a  subsidiary  of 
Dun  &  Bradstreet 
Corp.  and  the  largest 
provider  of  sales 
force  automation 
products,  announced 
in  July  it  was  discon¬ 
tinuing  the  market¬ 
ing  and  development 
of  its  products,  Snap 
for  DOS  and  Snap  for 
Windows.  Last  week, 

D&B  chose  Aurum 
as  its  preferred  soft¬ 
ware  service  provid¬ 
er  for  Sales  Technol¬ 
ogies  customers. 

Another  sales 
force  automation 
player  hoping  to  cap¬ 
italize  on  the  grow¬ 
ing  interest  in  the 
sector  is  Siebel  Sys¬ 
tems,  Inc.  in  Menlo 
Park,  Calif. 

“You  can  bet  we  are  going  after 
those  D&B  customers,  too,”  said 
Mark  Hamilton,  director  of  mar¬ 
keting  communications  at  Siebel. 

In  the  meantime,  users  are  in¬ 
creasingly  turning  to  sales  force 
automation  as  a  way  to  distribute 
sales  information  more  quickly 


The  market 
was  thrown 
into  confusion 
when  Sales 
Technologies, 
the  largest  pro¬ 
vider  of  sales 
force  automa¬ 
tion  products, 
announced  in 
July  it  was  dis¬ 
continuing  the 
marketing  and 
development 
of  its  products, 
Snap  for  DOS 
and  Snap  for 
Windows. 


Plenty  to  see 

Users  such  as  Dausman  had  plen¬ 
ty  to  peruse  at  last  week’s  show, 
including  the  following  new  prod¬ 
ucts  and  upgrades: 

•  Siebel  Systems  announced  the 
shipment  of  Version  2  of  its  Siebel 
Sales  Enterprise  application. 
Priced  at  $1,750  per  user,  the  up¬ 
dated  product  features  support 
for  conducting  business  in  multi¬ 
ple  currencies. 

•  SalesKit  Software  Corp.  in  St. 
Louis  announced  the  release  of 

SalesKit  Open  Ver¬ 
sion  5.1,  a  product  it 
says  enables  busi¬ 
nesses  to  rapidly  de¬ 
ploy  sales  force 
automation  sys¬ 
tems.  SalesKit  Open 
uses  a  system  called 
Rapid  Product  De¬ 
ployment,  a  two- 
phased  implementa¬ 
tion  that  begins 
with  mapping  a  cus¬ 
tomer’s  business 
needs  and  sales. 
Pricing  was  not 
available. 

•  Aurum  Software 
announced  an  ex¬ 
tended  integration 
program  with  Mi¬ 
crosoft  Corp.’s 
BackOffice  suite  of 
server  applications. 
Aurum’s  SalesTrak  software  will 
use  DBSynch  for  Windows  NT,  a 
new  data  synchronization  prod¬ 
uct,  to  give  remote  users  access  to 
Windows  NT. 


© 


Wireless  notebooks  continue 


to  inch  ahead.  See  page  72. 


Another  wireless  data  transmis¬ 
sion  network  is  up  and  running. 

Bell  Atlantic  Nynex  Mobile  in 
Bedminster,  N.J.,  announced  last 
week  at  the  Mobile  World/Field 
and  Sales  Force  Automation  con¬ 
ference  that  it  had  turned  on  Cel¬ 
lular  Digital  Packet  Data  (CDPD) 
commercial  service  in  Boston. 

The  service,  called  AirBridge 
Packet,  is  now  avail¬ 
able  in  the  city  and 
along  Route  128  —  a 
state  highway  known 
locally  as  America’s 
Technology  High¬ 
way.  The  network  is  the  first 


CDPD  service  in  Boston. 


In  its  entirety 

Bell  Atlantic  now  offers  CDPD 
and  circuit-switched  cellular  data 
service  throughout  its  cellular 
coverage  area,  according  to  Ray¬ 
mond  Dolan,  vice  president  of 
marketing  at  the  carrier.  The 
company’s  CDPD  service  is  of¬ 
fered  in  Washington/Baltimore, 
Pittsburgh,  New  Jersey,  North 
Carolina,  Connecticut,  Arizona 
and  New  York  City. 

Hughes  Network  Systems  in 
Washington  built  the  infrastruc¬ 


ture  and  the  mobile  base  stations 
for  the  new  network. 

Other  mobile  computing  news 
from  last  week’s  conference  in¬ 
cluded  the  following: 

•  A  new  laptop  configuration 
called  the  Mobile  Trade  Station, 
from  telecommunications  compa¬ 
ny  Metriplex,  Inc.  in  Cambridge, 
Mass.  Metriplex  has  turned  a  Dig¬ 
ital  Equipment  Corp.  Hi  Note 
computer  into  a  wireless  way  to 
get  stock  updates  as  well  as  head¬ 
line  news,  currencies,  indexes 
and  futures.  The  device  uses  a 
two-way  modem  and  runs  on 
CDPD.  The  trade  station  will  be 
on  the  market  in  January  and  will 
probably  cost  less  than  $4,000,  ac¬ 
cording  to  Metriplex  President 
Steve  Stutman. 

•  An  announcement  from  Xcelle- 
Net,  Inc.  in  Atlanta  about  expand¬ 
ed  messaging  capabilities  for  its 
RemoteWare  mobile  computing 
software.  RemoteWare  Mail  2.5 
now  supports  Isocor’s  messaging 
gateway  products.  RemoteWare 
Mail  2.5  users  will  be  able  to  ex¬ 
change  messages  with  Microsoft 
Corp.’s  Mail  and  Lotus  Develop¬ 
ment  Corp.’s  Cc:Mail  via  the  In¬ 
ternet.  The  upgrade  is  aimed  at 
companies  using  the  Internet  as  a 
communication  and  information 
network. 


Features  of  XcelleNet’s 
RemoteWare  Mail  2.5 


Lets  users  exchange  mail 
with  Internet  mail  users 
without  a  direct  Internet 
link  or  personal  Internet 
account 


Gives  users  quick  viewing 
capability  of  long  mail 
directories 


Gives  users  access  to 
Microsoft’s  Mail  (available 
first-quarter  1996) 


•  A  new  portable  multimedia  pre¬ 
sentation  computing  device  from 
Ricoh  Corp.  in  West  Caldwell,  N.J. 
The  device,  which  looks  like  an 
Etch-a-Sketch,  or  a  slate,  has  a 
CD-ROM  drive,  a  91/-inch  screen, 
a  built-in  speaker  and  space  for 
Type  II  and  III  PC  Cards.  The  de¬ 
vice  is  not  yet  available  in  the  U.S. 
but  has  been  marketed  in  Japan. 

Tim  Bajarin,  president  of  Cre¬ 
ative  Strategies,  Inc.,  a  consultan¬ 
cy  in  Santa  Clara,  Calif.,  said  the 
Ricoh  gadget  “really  pushes  the 
envelope  in  terms  of  presenta¬ 
tions.”  Pricing  was  not  available. 


Gateway  20oo’s  Solo  shows  it 
sets  itself  apart.  Seepage  49. 


Message  on  ease  of  use  comes  in  clear 


By  Suruchi  Mohan 


It  must  be  something  about  their 
chemistry. 

Whenever  electronic-mail  en¬ 
thusiasts  descend  en  masse,  they 
affect  the  weather.  At  the  Elec¬ 
tronic  Messaging  Association 
conference  last  spring,  host  city 
New  Orleans  saw  its  worst  rain¬ 
storm  in  some  30  years.  Though 
not  quite  as  dramatic,  the  E-Mail 
World  show  in  Boston  last  week 
ushered  in  the  first  snowstorm  of 
the  season,  following  a  spell  of 
60-degree  weather. 

But  the  snow  certain¬ 
ly  did  nothing  to  cool 
the  enthusiasm  of  about 
40,000  attendees 

crammed  into  the  Hynes 
Convention  Center.  Ven¬ 
dors  gushed  about  the  traf¬ 
fic  in  their  booths. 

Some  announcements  were 
made,  but  none  will  make  the 
1995  edition  of  this  show  stand 
out.  However,  they  do  mark  little 
steps  in  the  industry’s  progress 


toward  greater  ease  of  use  both 
for  end  users  and  administrators. 

The  following  is  a  taste  of  some 
of  the  announcements: 

•  After  months  of  tak-  _ 

ing  a  beating  over  not 
having  local  replica¬ 
tion,  Microsoft  Corp. 


E-Mail  World 


The  company  also  unveiled  two 
access  units  for  Lotus  Messaging 
Switch  and  SoftSwitch  Central. 
These  two  Cc:Mail  and  Notes 

_  gateways,  which  will 

ship  on  the  OS/2  plat¬ 
form,  allow  a  greater 
number  of  messages 


in  Redmond,  Wash.,  announced  it 
will  include  this  feature  in  its  Ex¬ 
change  Server  Release  Candidate 
1,  to  be  shipped  next  week.  Local 
replication  will  allow  users  to  syn¬ 
chronize  the  folders  on  their 
client  and  server  machines. 
Microsoft  had  so  far  pro¬ 
vided  only  server-to-serv- 
er  replication  to  its  beta 
testers. 

•  Lotus  Development 
Corp.  in  Cambridge, 
Mass.,  announced  Ver¬ 
sion  3  of  Cc:Mail  for 
the  Macintosh.  This  includes  new 
features  such  as  message  view¬ 
ing,  management  and  “droplets” 
—  the  ability  to  automate  repeti¬ 
tive  tasks  by  creating  icons  on  the 
Macintosh  Finder. 


to  pass  through  them. 

•  Also  in  the  area  of  management, 
Baranof  Software,  Inc.  in  Water- 
town,  Mass.,  announced  that  its 
MailCheck  E-Mail  management 
software  now  supports  Netscape 
Communications  Corp.’s  repli¬ 
cation  agents.  These  agents  are  a 
feature  of  Collabra  Software, 
Inc.’s  Collabra  Share  2.1 . 

•  NCD  Software  Corp.  in  Moun¬ 
tain  View,  Calif.,  released  a  mail 
server  called  Post-Office  for  Z- 
Mail.  It  runs  on  Windows  NT  and 
Unix.  NCD  also  unveiled  a  utility 
for  converting  Cc:Mail  mailboxes 
to  Z-Mail,  NCD’s  messaging  prod¬ 
uct.  Known  as  CC-to-Z,  this  utility 
retains  Cc:Mail  messages  and  di¬ 
rectory  entries  as  users  move 
over  to  Z-Mail. 
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News 


Unicenter  heads  for  cyberspace 

CA’s  Internet  plans  include  Cablevision  partnership 


By  Thomas  Hoffman 

SCOTTSDALE.  ARIZ. 


Computer  Associates  International,  Inc. 
will  hop  into  the  Internet  fray  this  week 
with  the  announcement  of  its  plans  to  pro¬ 
vide  systems  designed  to  help  manage 
Internet-related  traffic  and  secure  electron¬ 
ic  commerce. 

CA  will  offer  an  Internet-enhanced  ver¬ 
sion  of  its  CA-Unicenter  systems  and  net¬ 
work  management  software  early  next 
year.  The  software  giant’s  Internet  activi¬ 
ties  also  will  include  a  partnership  with 
Cablevision  Corp.  in  Woodbury,  N.Y.,  said 
Charles  B.  Wang,  chairman  and  chief  exec¬ 
utive  officer  of  CA  in  Islandia,  N.Y. 

CA  and  Cablevision  are  testing  the  viabil¬ 
ity  of  giving  cyberjunkies  access  to  the 
World  Wide  Web  through  high-bandwidth 
cable  lines,  Wang  said  last  week  during  his 
keynote  address  at  CA’s  CEO  Technology 

Retreat  here. 
The  semiannual 
retreat,  a  sympo¬ 
sium  and  com¬ 
puter  literacy 
course,  attracted 
about  60  corpo¬ 
rate  executives 
this  session. 

The  band¬ 
width  for  cable 
“is  50  to  100 
times  faster 
than  traditional 
phone  lines,” 
Wang  noted. 

A  sampling  of 
the  CEOs  gath¬ 
ered  at  the  re¬ 
treat  turned  up  a 
mix  of  skepticism  and  interest  about  CA’s 
Internet  plans. 

“We’d  certainly  be  interested  [in  a  Uni¬ 
center/Internet  tool).  But  most  of  our 
customers  and  the  companies  in  our  indus¬ 
try  are  technological  laggards  that  still  pre¬ 
fer  paper-based  bills  of  lading  and  packag¬ 
ing  slips,”  said  Peter  St.  John  Reid, 
president  of  Titan  Steel  Corp.,  a  Baltimore 
steel  processor. 

Holding  out 

Most  executives  here  applauded  CA’s  soft¬ 
ware  plans  but  were  decidedly  doubtful 
about  getting  involved  with  Internet-based 
electronic  commerce  any  time  soon.  That 
kind  of  hesitancy  will  likely  make  it  chal¬ 
lenging  for  chief  information  officers  to  lob¬ 
by  their  boards  of  directors  for  funding  for 
such  ventures. 

“We  do  most  of  our  work  over  the  phone 
through  telemarketing,  so  I  just  don’t  see  a 
fit  for  us  to  use  the  Internet  at  this  point,” 
said  J.  Allan  Thorlakson,  president  and 
CEO  of  Tolko  Industries  Ltd.,  a  Vernon, 
B.C.,  forest  products  manufacturer. 

Medex,  Inc.,  a  Columbus,  Ohio,  manu¬ 
facturer  of  disposable  medical  supplies,  has 
electronic  data  interchange  connections 
with  hospitals  and  other  customers,  said 


Terry  L.  Sanborn,  the  company’s  senior 
vice  president  and  chief  operating  officer. 
But  because  the  medical  supply  business  is 
a  close-knit  market,  Sanborn  said  he 
doesn’t  see  a  compelling  reason  for  his  or¬ 


ganization  to  jump  on  the  Internet  electron¬ 
ic  commerce  bandwagon  —  at  least  not  in 
the  U.S.  “But  this  could  provide  us  opportu¬ 
nities  to  expand  into  the  Third  World,”  he 
added. 

CA  officials  declined  to  disclose  details 
of  their  Unicenter/Internet  plans,  but  the 


package  is  expected  to  provide  much  of  the 
functionality  that  Unicenter  delivers  to  dis¬ 
tributed  computing  shops  that  run  Unix 
and  Microsoft  Corp.  Windows  NT  systems. 
Unicenter  features  include  single  sign-on 
security,  storage  management  and  work¬ 
load  scheduling. 


UNIX  is  a  registered  trademark  in  the  United  States  and  other  countries  licensed  exclusively  through  X/Open  Company  Limited. 

HP-UX  9.*  and  10.0  for  HP  9000  Series  700  and  800  Computers  are  X/Open  Company  UNIX  93  branded  products.  ©1995  Hewlett-Packard  Company  GSY9501 
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Digital  boosts  OpenVMS 

Integration  strategy  puts  users’  minds  at  ease  —  for  now 


Catch  the  wave 


Affinity  Wave  1  is  the  first  in  a  series  of  products  from  Digital  for 
OpenVMS-to-Windows  NT  integration 


Product 


ACMSxp  Version  1.0  for 
Windows  NT 


Reliable  Transaction 
Router  Version  3.1  for 
Windows  NT 


Description 

For  developing  transaction  processing 
applications. 

Fault-tolerant  middleware  for  on-line 
transaction  processing. 


DECadmire  Version  3.0 


OpenVMS  7.0 


An  application  development  tool. 

64-bit  operating  system  with  new 
log-structured  file  system  and  kernel 
threads. 


By  Neal  Weinberg 


OpenVMS  lives! 

Digital  Equipment  Corp.  today 
will  make  good  on  its  pledge  to 
develop  middleware  and  other  en¬ 
hancements  so  users  can  inte¬ 
grate  the  proprietary  OpenVMS 
operating  system  with  Microsoft 
Corp.’s  Windows  NT. 

At  the  Digital  Equipment  Com¬ 
puter  Users  Society  (DECUS) 
conference  in  San  Francisco,  the 
company  will  release  a  64-bit  ver¬ 
sion  of  OpenVMS,  a  Win32  appli¬ 
cation  programming  interface,  de¬ 
velopment  tools  and  a  raft  of  other 
products  and  partners. 

“They  are  delivering  on  what 
they  promised  they  would  deliver 
six  months  ago,”  said  Jeff  Killeen, 
president  of  Information  Design 
and  Management,  Inc.  in  Hope- 
dale,  Mass.  “Everyone  believes 
the  strategy  is  the  right  strategy. 
The  issue  is,  will  the  proof  be  in 
the  pudding?” 

Question  answered 

The  integration  strategy,  dubbed 
the  Affinity  Program,  was  a  re¬ 
sponse  to  users  who  fretted  that 
OpenVMS  was  being  neglected 
while  Digital  focused  on  its  two 
other  anointed  operating  systems, 
Unix  and  Windows  NT.  Users  also 
worried  that  independent  soft¬ 
ware  vendors  were  writing  to  NT, 
not  to  OpenVMS. 

Digital  essentially  decided  to 
cede  the  middle  level  in  a  three¬ 
tiered  client/server  model  to  ap¬ 
plication-rich  Windows  NT,  while 
making  a  stand  on  the  high 
ground  —  the  mission-critical,  en¬ 
terprisewide,  data  management 


arena  —  with  OpenVMS,  said  Jon¬ 
athan  Eunice,  an  analyst  at  Illu- 
minata  in  Nashua,  N.H. 

“You  either  have  to  play  to 
beat  Microsoft  or  be  a  real  good 
partner  with  them.  Digital  has 
chosen  to  accommodate  with 
NT,”  Eunice  added.  “It’s  a  real 
good  strategy.” 

The  benefit  for  current  users  is 
that  Digital  is  “making  VMS  an 
even  better  7-by-365  product,”  Kil¬ 
leen  said.  And  that  helps  all  users, 
even  those  who  aren’t  interested 
in  moving  applications  to  NT. 

For  example,  Joe  Pollizzi,  proj¬ 
ect  engineer  at  the  Space  Tele¬ 
scope  Science  Institute  in  Balti¬ 
more,  has  a  slew  of  Digital 
machines  (both  VAX  and  Alpha) 
running  VMS  for  complex  scien¬ 
tific  applications,  including  the 
Hubble  Telescope.  He  said  he 
isn’t  looking  at  NT. 

Pollizzi  said  the  fact  that  Digital 
is  delivering  on  its  promise  to  up¬ 
grade  VMS  is  reassuring.  “This 


gives  me  confidence  overall  in 
their  direction,”  he  said.  It  means 
that  “VMS  itself  has  got  a  new 
life,”  he  added. 

“Personally,  I’m  pleased  to  see 
they’re  devoting  heavy  engineer¬ 
ing  resources  to  improve  VMS,” 
said  Bill  Law,  lead  product  sup¬ 
port  specialist  at  Cincom  Sys¬ 
tems,  Inc.  in  Cincinnati.  “I’m  ex¬ 
cited  by  the  new  features,”  added 
Law,  who  is  beta-testing  Open¬ 
VMS  7.0. 

Early  indications  are  that  the 
strategy  seems  to  be  working, 
said  Chris  Christiansen,  an  ana¬ 
lyst  at  International  Data  Corp. 
Application  developers  are  sign¬ 
ing  on,  and  customers  are  report¬ 
ing  good  results. 

“Listen,  VMS  ain’t  dead  yet,” 
Eunice  said.  “All  things  consid¬ 
ered,  the  message  I  get  is  that 
VMS  continues  to  be  a  better  pro¬ 
duction  operating  system  than 
Unix  and  NT,  and  not  by  a  little 
but  by  a  whole  lot.” 


HP  call  center  melds  PCs,  Unix 


By  Jean  S.  Bozman 

CUPERTINO,  CALIF. 


Taking  a  chance  that  large  user 
sites  will  want  to  outsource  the 
development  of  customer  service 
call  management  systems,  Hew¬ 
lett-Packard  Co.  will  announce  a 
turnkey  call  center  system  this 
week. 

HP’s  Smart  Contact  Call  Center 
architecture  combines  off-the- 
shelf  PCs  and  Unix  servers,  pack¬ 
aged  applications  and  the  ser¬ 
vices  to  customize  and  install 
them.  HP  has  mixed  old  standbys, 
such  as  its  5-year-old  Computer 
Telephony  Integration  server, 
with  its  new  Customer  Contact 


Manager  (CCM)  middleware, 
which  knits  many  Unix  servers  in¬ 
to  a  unified  system. 

Prices  for  CCM  alone  will 
range  from  $85,000  to 
$3.5  million  for  large 
systems,  HP  said. 


Shortcut 

Integrated  systems 
such  as  this  one  will  let 
users  bypass  traditional  in¬ 
formation  systems  development 
projects,  analysts  said.  “A  lot  of  IS 
organizations  are  dealing  with 
legacy  systems  and  fragile  data¬ 
bases  and  would  have  to  do  a  lot 
of  re-engineering,”  said  Jim  Bur¬ 
ton,  president  of  C-T  Link,  Inc.,  a 


Boston  consulting  firm.  IBM  of¬ 
fers  a  competing  CallPath  system 
for  its  RS/6000  Unix  servers,  he 
said. 

But  many  companies  have 
acted  as  their  own  sys¬ 
tems  integrators,  in¬ 
cluding  banks,  airlines 
and  telephone  compa¬ 
nies.  They  have  com¬ 
bined  packaged  soft¬ 
ware,  private  branch 
exchanges  and  voice-recognition 
systems  or  turned  to  proprietary 
solutions.  “There  have  been 
monolithic,  stand-alone  systems,” 
one  Midwest  user  said.  “These 
vendors  are  now  hustling  to  get 
into  client/server  architectures.” 
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3Com  unveils 
virtual  LAN 
master  plan 


Yet  users  remain 
indifferent;  see 
VLANs  for  future 

By  Bob  Wallace 


3Com  Corp.  last  week  outlined  its 
blueprint  for  virtual  LANs 
(VLAN),  the  hugely  hyped 
scheme  that  lets  network  manag¬ 
ers  group  users  into  logical 
groups  regardless  of  where  they 
are  located. 

VLANs  are  supposed  to  be 
more  flexible;  once  users  are 
grouped  together  with  the  com¬ 
puting  resources  they  need  to  ac¬ 
cess,  most  other  traffic  on  the  net¬ 
work  can  be  screened  out. 
Administrators  can  also  use 
VLANs  to  restrict  access  to  cer¬ 
tain  resources. 

But  VLAN  technology  still  is 
largely  virtual,  and  users  don’t 
seem  to  be  clamoring  for  them. 
Since  Asynchronous  Transfer 
Mode  (ATM)  increasingly  is  be¬ 
ing  used  in  backbone  networks, 
analysts  say  a  VLAN  strategy 
must  include  ATM. 

First  tilings  first 

The  first  phase  of  3Com’s  three- 
phase  VLAN  plan  is  based  on  us¬ 
ing  ATM  to  provide  VLAN  func¬ 
tionality  for  its  Cellplex  7000  ATM 
switch  and  LinkSwitch  2700 
Ethernet-to-ATM  switches  (see 
chart).  In  the  second  phase, 
3Com  switches  will  support 
VLANs  that  are  created  based  on 
protocol  address  or  subnet.  In  the 
third  phase,  VLANs  will  be  creat¬ 


ed  based  on  so-called  “policies.” 

Cisco  Systems,  Inc.,  IBM  and 
Alantec  Corp.  also  have  outlined 
VLAN  plans. 

Tom  Nolle,  president  of  CIMI 
Corp.,  a  Voorhees,  N.J.,  consultan¬ 
cy,  said  users  should  make  sure 
their  vendor’s  game  plan  is  based 
on  ATM.  “All  of  the  plans  are  pret¬ 
ty  close  technologywise,  and  it 
seems  that  3Com  is  making  an  ef¬ 
fort  to  accommodate  ATM.  But 
I’m  not  sure  that  3Com’s  plan  is 
better  than  others,”  he  said. 

3Com  acknowledges  that  users 
aren’t  yet  demanding  VLANs. 
Rather,  customers  see  them  as  a 
future  requirement,  so  basing  net¬ 
works  on  ATM  becomes  even 
more  important  because  that 
technology  is  seen  as  the  switch¬ 
ing  scheme  of  the  future. 

“It’s  not  like  MTV.  We’re  not 
hearing  users  say,  ‘I  want  my 
VLANs,”’  said  Andy  Gottlieb,  di¬ 
rector  of  marketing  for  LAN  inter¬ 
networking  at  3Com.  “But 
[VLANs]  will  be  necessary  when 
users  build  very  large  switched 
networks.” 

Some  3Com  users  agreed  with 
Gottlieb. 

“VLANs  aren’t  an  issue  in  our 
environment  because  we  have  a 
flat  network  with  only  four  file 
servers  and  about  1,100  end  us¬ 
ers,”  said  Earl  Horgeshimer,  man¬ 
ager  of  distributed  systems  at 
Scottsdale  Insurance  Co.  in 
Scottsdale,  Ariz.  “If  we  had  a  larg¬ 
er  network,  with  say  30  or  40  file 
servers,  it  would  be  a  whole  dif¬ 
ferent  story.  But  we  don’t  have 
any  performance  problems  or 
other  locations  to  tie  in.” 


3Com’s  VLAN  plan 


3Com  will  integrate  VLAN  technology  into  its  products  in  three 
stages 


Phase 


Products  with  VLAN 


Phase  1: 

Now  until  mid-1996 


3Com’s  Cellplex  7000  ATM  switch, 
LinkSwitch  2700  Ethernet  to  ATM 
switches,  LANplex  switch  with  full 
management  (now) 


LinkSwitch  1000/3000,  LinkSwitch  2000 
TR  and  switching  in  Chipcom  Oncore 
(mid-1996) 


Phase  2: 

Begins  in  mid-1996 


Features  will  be  built  in  to  3Com 
switches  and  adapters 


Phase  3: 

1997 


Other  3Com  products 


volutionary, 
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Forget  incremental 
advancements.  Forget 
compromises.  In  short, 
forget  about  everyone  else. 
UltraComputing'"  is  here,  and  the 
only  way  you  can  get  it  is  the  Sun™  Ultra'”  1. 


The  new  workstation  that  converges  all  the  best 


computing  technology.  A  powerful  64-bit  processor,  real-time 


video  and  audio,  imaging,  2D  and  3D  graphics,  and  the  ability  to  run 
over  10,000  existing  applications.  It  even  offers  networking  that's  10 


times  faster  than  today's  standards.  And  with  supercomputing  power 


on  your  desktop,  you  can  collaborate  in  ways  once  thought  impossible. 


Sun  Ultra  1.  You'll  never  look  at  computing  the  same  way  again.  To  learn 


more,  call  1-800-786-0785,  Ext.  360.  Or  see  us  at  http://www.sun.com 
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With  a  Reliable 

Face  it,  networked  computers  have 

changed  the  way  the  world  does  busi- 
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ness,  Information  is  shared  instantly. 

Problems  are  solved  more  easily.  And 
you  know  what?  The  sky’s  the  limit — 
thanks  to  that  unprecedented  resource 
called  your  network.  $  At  Compaq® 
and  Novell®,  we  understand  how  critical 
reliability  and  performance  are  to  your 
network.  As  business  partners,  we’ve 

been  developing  integrated  solutions  for 

• . 

over  ten  years.  $  Which  is  undoubt¬ 
edly  one  of  the  reasons  why  more  of  the 
world’s  businesses  depend  on  Compaq  and 
Novell  than  any  other  network  solution. 
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News 


Hospitals  call  ATM  good  medicine 


By  Neal  Weinberg 


Doctors  at  Duke  University  Medical  Center 
can  sit  down  in  front  of  their  PCs  and  call 
up  lOM-byte  X-ray  images  in  a  blazing  IV2 
seconds. 

Hershey  Medical  Center  in  Hershey,  Pa., 


has  developed  a  medical  conferencing  ap¬ 
plication  that  integrates  physician-to-physi- 
cian  videoconferencing,  patient  charts,  lab 
results  and  radiology  images  on  a  single 
computer  screen. 

And  students  at  the  Medical  College  of 
Pennsylvania  in  Philadelphia  routinely  ob¬ 


serve  live  surgery  from  the  Allegheny  Gen¬ 
eral  Hospital  operating  room  in  Pittsburgh. 

Skeptics  may  still  refer  to  Asychronous 
Transfer  Mode  (ATM)  as  “Another  Telco 
Mistake,”  but  hospitals  across  the  country 
are  discovering  ATM  also  stands  for  “Aid¬ 
ing  Telemedicine.” 


“ATM  is  an  ideal  service  for  two  reasons: 
the  transmission  speeds  it  can  support  and 
its  ability  to  integrate  multiple  traffic 
streams,”  said  Michael  Smith,  an  analyst  at 
Datapro  Information  Services  Group  in 
Delran,  NJ. 

Smith  said  there  are  very  few  applica¬ 
tions  today  that  require  ATM’s  giant  band¬ 
width,  but  radiology  has  emerged  as  one. 

Doctors  cheer 

Dr.  Laurens  V.  Ackerman,  professor  of  radi¬ 
ology  at  Rush-Presbyterian/St.  Luke’s 
Medical  Center  in  Chicago,  said  he  signed 
a  contract  recently  to  purchase  an  ATM 
switch  from  Fore  Systems,  Inc.  to  create  an 
OC3,  or  155M  bit/ sec.  ATM  backbone  for 
his  radiology  department. 

He  has  40  radiology  rooms  that  generate 
2T  bytes  of  data  each  year.  And  even  100M 
bit/sec.  Fast 
Ethernet  isn’t 
fast  enough  for 
all  that  traffic, 
he  said.  In  fact, 
he  is  already 
looking  forward 
to  OC12,  or 
633M  bit/ sec. 

ATM. 

“We’ve  been 
waiting  for  this 
technology,” 
said  Louis  M. 

Humphrey,  di¬ 
rector  of  radiolo¬ 
gy  informatics  at  Duke  University  Medical 
Center  in  Durham,  N.C.  “We  knew  about  it. 
It  was  on  the  horizon  for  several  years  be¬ 
fore  it  came  out  as  a  commercial  product.” 
Humphrey  added  that  ATM  “hasn’t  disap¬ 
pointed  us.” 

Humphrey  has  three  16-port  ATM 
switches  from  Bay  Networks,  Inc.  connect¬ 
ing  two  hospitals  and  a  research  center  on 
the  campus.  An  image  server  stores  and 
distributes  the  1,000  X-rays  shot  each  day. 

The  crucial  factor  for  Humphrey  was 
making  sure  the  images  would  appear  on 
the  PC  screen  in  less  than  two  seconds  be¬ 
cause  studies  showed  that  doctors  wouldn’t 
wait  any  longer  than  that.  By  contrast,  it 
took  about  90. seconds  to  download  an  im¬ 
age  with  the  previous  Ethernet-based  sys¬ 
tem,  so  doctors  were  reluctant  to  use  it. 

At  Hershey  Medical  Center,  Fred  Prior  is 
involved  in  a  variety  of  telemedical  projects, 
including  videoconferencing  over  an  ATM 
LAN  that  runs  at  OC3  speeds. 

Next  month,  the  hospital  will  begin  an 
experiment  that  lets  radiologists  guide  a 
lab  technician  in  another  part  of  the  cam¬ 
pus  in  administering  an  ultrasound  exam. 

“ATM  provides  the  bandwidth  we  need 
to  do  the  type  of  integrated  telemedicine 
we  think  is  the  right  answer,”  said  Prior, 
who  is  an  assistant  professor  of  radiology  at 
Pennsylvania  State  University’s  medical 
school. 

But  delivering  ATM  to  remote  sites  is 
still  prohibitively  expensive,  Prior  said. 
“The  cost  structure  is  such  that  we  can’t  af¬ 
ford  to  get  there  or  there’s  not  enough  in¬ 
frastructure  in  place,”  he  said. 
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TCP/IP  Stack 

32-bit  VxD  _  _ 
DHCP  and  Bootp^- 
NetBIOSTDI  interface 
RIP  &  Router  Discovery 
Supernet  support 
Multicast 

Ethernet,  Token-Ring 
PPP  and  SLIP/CSLIP 

File  Sharing 

FTP  client  and  server 
32-bit  VxD  NFS  client 

Terminal  Emulation 

Telnet  and  Rlogin 
VT320  and  TN3270 
Kerberos  authentication 

Internet  Applications 

Enhanced  Mosaic  V2.1 
Pronto  Mail  V2.0 

Network  Printing 

LPR 

PCNFS 

Stream  (reverse  Telnet) 

Network  Utilities 

Ping 

Traceroute 
Host  lookup 
Whois 
Finger 


What's  more,  MultiNet  really  simplifies 
IP  address  configuration  with  DHCP  and  Bootp. 
And  Multiset's  dynamic  routing  simplifies  the 
most  complex  corporate  internet. 

Plus  all  of  these  benefits  are  included 
in  MultiNet  for  OpenVMS  as  well. 

FREE  Trade-In  Offer 
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Dr.  Laurens  V.  Acker¬ 
man  needs  the  speed  of 
ATM  for  data  traffic 


COMPUTERWORLD  DECEMBER  4,  1995 


[MjcrDsoTi 


, T-m».  *Mtm  «  I  w  '  urMK  h  — - - — 


To  use  in(ompatible  files  you  get  via  e-mail 
and  the  Internet,  you  ran  buy  all  these. 


8  *  ™  ~  S 


OLpLivWm- 


' 


UNIPLEX 


i  il’  Wbrd/PG 


WordPerfect 


5|  Adobe  Acrobat  Distiller 


jc>.uS<(au 


l.SI  Adobe  Acrobat  Exchange 


WordPerfect 


PI 


troriiU  ’<x»l  inpi*\ripi\-.oHu  ■ : 


i 


Loins  1-2-3  /b»- Windows., 


Or  just  buy  this. 


KEYview™  the  only  software  that  lets  you  view, 


print,  and  convert  almost  anything. 


"ffiz 

"'“~X 


Frustrated  with  not  being  able  to  read  or  use  e-mail 
attachments  and  Internet  files  like  spreadsheets,  graphics,  and 
compressed  or  encoded  documents?  Then  install  KEYview,  the 
ultimate  e-mail  and  Internet  utility.  It  allows  Windows  users 
to  view,  convert,  and  even  print  almost  any  file  type  without 
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applications  and  Internet  access  tools  like  Netscape 
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EXPLORE.  Plus,  it  can  be  quickly  installed  directly  on  your 
network,  and  it’s  Windows  95-compatible.  Start  seeing,  and 
using,  everything  that  comes  your  way-with  KEYview. 
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EPSON  COLOR  INK  JET  PRINTERS.  People  think  in  color.  Computers  think 
in  color.  Isn  't  it  time  to  give  them  prin  ters  that  think  in  color?  720  x  720  dpi  of  glorious,  Photo  Quality, 
ink  jet  color.  Epson  Color.  Color  that  will  fill  the  office  with  sighs  of  satisfaction.  For  as  little  as  $449, 
you  can  give  them  all  that  color  and  crisp,  laser-quality  text,  too.  Just  call  1-800-BUY-EPSON  x3400, 
or  see  us  at  http://www.epson.com.  It's  a  big  beautiful  world  out  there.  It’s  up  to  you  to  color  it  in. 


With  our  line  of  printers  (starting  for  as  little  as  $449),  and  720  x  720  dpi  of  sumptuous 
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News 


Microsoft  pushes  school,  Internet  connection 


By  Gary  H.  Anthes 

WASHINGTON 


Pledging  to  help  establish  a  “connected 
learning  community”  in  the  U.S.,  Microsoft 
Corp.  Chairman  Bill  Gates  last  week  said 
the  company  is  developing  software  to  en¬ 


able  communication  between  schools  and 
homes  over  the  Internet. 

The  Microsoft  Parent-Teacher  Connec¬ 
tion  Server,  an  extension  of  Microsoft’s 
Windows  NT  Server,  will  help  schools  link 
parents,  teachers  and  students  through 
electronic  mail  and  school/resident  elec¬ 


tronic  bulletin  boards  and  World  Wide  Web 
sites.  It  also  will  help  schools  operate  their 
own  networks,  according  to  Microsoft  offi¬ 
cials. 

“In  some  ways,  I’m  an  unusual  person  to 
talk  about  education,”  Gates  told  700  edu¬ 
cators  and  students  at  Georgetown  Univer- 
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sity  here.  “I’m  a  college  dropout,  but  that’s 
not  something  I  recommend  to  other  peo¬ 
ple.” 

Microsoft  said  it  is  working  with  Compaq 
Computer  Corp.,  Bell  Atlantic  Corp.  and  Pa¬ 
cific  Bell  to  give  schools  a  complete  pack¬ 
age  of  hardware,  software  and  connectivity 
for  the  connection  server.  The  software  will 
be  available  free  to  schools  this  spring, 
company  officials  said. 

Gates  said  Microsoft  also  will  expand 
support  for  the  Global  Schoolhouse,  a  col¬ 
lection  of  Internet  resources  sponsored  by 
the  National 
Science  Foun¬ 
dation.  Micro¬ 
soft  will  help 
develop  Inter¬ 
net  reposi¬ 
tories  for 
lesson  plans 
and  class¬ 
room  tools, 
teaching  stan¬ 
dards,  train¬ 
ing  courses, 
conferences 
and  innovative 
classroom 
projects. 

Gates  and 
other  speak¬ 
ers  hailed  the 
importance  of 
information 
networks  in 
education,  but 
no  one  said 
where  the 
money  would  come  from  to  put  computers, 
modems  and  telephone  lines  into  the  na¬ 
tion’s  classrooms.  Most  of  the  classrooms 
now  lack  even  the  most  rudimentary  tele¬ 
phone  hookups. 

High  costs  anticipated 

A  report  from  the  U.S.  Department  of 
Education  estimates  it  could  cost  as  much 
as  $7.7  billion  to  put  just  one  computer  and 
a  shared  modem  in  each  U.S.  classroom 
and  another  $3.4  billion  a  year  for  support. 
The  report  said  school  LANs  and  servers 
with  dedicated  lines  for  Internet  access 
could  cost  another  $27  billion.  Annual 
operating  costs  could  run  as  high  as 
$5  billion. 

But  educators  shouldn’t  count  on  the 
deep  pockets  of  Uncle  Sam,  said  Madeleine 
Kunin,  U.S.  deputy  secretary  of  education. 
She  said  President  Clinton  had  asked  for 
$122  million  for  “educational  technology” 
for  this  fiscal  year,  but  the  House  of  Repre¬ 
sentatives  approved  only  $25  million. 

"This  is  more  than  a  budget  battle,  this  is 
a  question  of  whether  or  not  we  invest  in 
our  children’s  future,”  Kunin  said. 

Pennsylvania  Public  Utility  Commission¬ 
er  David  Rolka  said  connecting  schools  to 
the  Internet  could  be  financed,  in  part, 
by  telecommunications  carriers  offering 
discounted  rates  for  access,  training,  hard¬ 
ware  and  wiring.  Such  “preferences”  might 
be  offered  voluntarily  or  could  be  mandat¬ 
ed  by  law  or  state  regulators,  he  said. 


“This  is  more  than 
a  budget  battle, 
this  is  a  question  of 
whether  or  not  we 
invest  in  our 
children’s  future.” 

—  Madeleine  Kunin, 
U.S.  deputy  secretary 
of  education 
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by  Frederick  Lenz 


“Amazingly  simple  and  completely  wise 
approaches  to  living  a  much  better  and  happier 
life.  Great  reading... Many  spiritual  moments .” 

Peter  Max 
Artist 

It’s  a  delight.  It  entertains  and  enlightens. 

A  wonderful  contrast  of  Eastern  spirituality  and 
Western  pragmatisim.  ” 

Bob  Frankenberg 
Chairman  and  CEO,  Novell,  Inc. 


“B  lings  levity  and  humor  to 
a  subject  often  relegated  to  a 
mundane,  boring  prospect.  ” 

Phil  Jackson 
Head  Coach, 
Chicaco  Bulls 


“Dr.  Lenz 
has  created  a  metaphor  that 
helps  describe  the  soul  of  snow¬ 
boarding  through  Tantric  mysti¬ 
cism  and,  conversely,  mysticism 
through  snowboarding.  When 
you  read  it,  you’ll  get  it.. .Is  it 
okay  if  I  keep  the  book?” 

Chris  Sanders, 
President,  Avalanche 
Snowboards,  Inc. 


Available  at  your  local  bookstore  from 

St.  Martin’s  Press 
Audio  Renaissance 

Books  on  Tape 


Visit  our  web  site: 
http://www.himalaya.com 


Dr.  Frederick  Lenz  is  not  only  a 
consultant  to  major  software  firms,  he  is  also  a 
world-class  snowboarder,  and  a  black  belt  in  the  martial 
arts.  In  addition  to  these  skills,  he  is  a  talented  musician  and  record 
producer.  Combining  his  passion  for  snowboarding  with  his  desire  to 
tell  a  good  story,  Lenz  wrote  the  novel  “ Surfing  the  Himalayas:  A 
Spiritual  Adventure”  based  on  his  own  experiences  in  Nepal. 
Whether  you’re  surfing  the  internet  or  exploring  the  terrains  of  life... 
you’ll  find  this  book  to  be  an  enlightening  adventure. 


There’s  a  thunderstorm  at  3:14 
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With  RAID  5,  tri-level  cache  and  all  kinds  of  backup. 
IBM  RAMAC  wont  leave  you  in  the  dark. 


Can  your  storage  system  do  t  h  i 


Data  loss  can  be  an  ugly  thing  to  contemplate. 
Everyone  says  their  system  is  reliable.  Everyone 
says  their  system  is  safe.  Still,  lightning  does 
strike.  Components  do  fail.  Things  can  go  wrong. 

Which  is  why  we’ve  designed  our  RAMAC™ 
Array  Family  of  disk  storage  systems  with  built-in 
hardware  backups  to  help  protect  you  from 
the  unthinkable.  So 
you  get  the  best  data 
availability  of  any  high-end  DASD  storage  system. 

At  the  core  of  RAMAC  is  enhanced  RAID  5 
protection,  which  spreads  data  out  over  multiple 
drives.  If  a  drive  fails  for  any  reason,  the  data  is 
regenerated  without  interrupting  online  processing. 

RAMAC  is  the  only  system  with  a  tri-level 
cache.  It  offsets  the  performance  penalty  that  was 
once  associated  with  RAID  5  protection. 

At  another  level,  every  drawer  has  its 
own  battery  backup  to  protect  against  power 
failure.  There  are  even  two  cooling  fans— if 
one  should  fail,  the  second  picks  up  the 


slack  to  avoid  overheating.  IBM’s  Dynamic 
Sparing  and  Dynamic  Disk  Reconstruction 
technologies  are  designed  to  let  you  continue 
working  with  your  data  while  a  failed  component 
is  being  repaired.  And  our  DASD  Fast  Write 
design  keeps  copies  of  your  data  in  both  a 
cache  and  nonvolatile  storage  until  it’s  saved 

securely  to  disk. 
Protection  like 
this  is  why,  in  just  its  first  year  of  availability, 
over  6,000  RAMAC  systems  were  sold.  And  now 
with  special  leasing  options,  IBM  can  protect 
your  future  as  well,  making  it  easy  to  upgrade 
to  future  technologies  when  they’re  available. 

Please  call  1  800  IBM-3333,  extension 
QA100,  or  visit  our  Internet  site  at 
http :/ / www.storage.ibm.com/ storage  if 
you’d  like  some  more  light  on  the  subject. 


Solutions  for  a  small  planet1 


The  IBM  home  page  can  be  found  on  the  Internet  at  http://www.ibm.com  IBM  is  a  registered  trademark  and  RAMAC  is  a  trademark  of  International  Business  Machines  Corporation.  ©1995  IBM  Corporation 


News 


Teaching  old  dogs  new  tricks 


In  recent  weeks,  vendors  with  long-standing  proprietary 
systems  have  announced  new  developments 


Old  guard  changing 
chips,  storage  options 

Users  cheered  by  upgrades,  moves  to  open  systems 


Vendor 


Hewlett-Packard 


Digital 


Wang 


New  developments 


Beefed  up  its  HP  3000  line  with  new 
processors  in  the  high-end  models  and 
increased  data  storage  in  midrange  models 

Will  unveil  a  64-bit  version  of  its  OpenVMS 
operating  system  for  Alpha  servers  next 
month 

Will  build  a  CMOS  chip  for  a  high-end  VS 
16000  box  to  ship  next  year 


By  Michael  Goldberg 


Several  proprietary  system  vendors  re¬ 
cently  have  come  bearing  gifts  of  techni¬ 
cal  enhancements  and  promised  future 
technology  for  their  longtime  users. 

Hewlett-Packard  Co.,  Digital  Equip¬ 
ment  Corp.  and  Wang  Laboratories,  Inc. 
each  have  sent  the  equiva¬ 
lent  of  season’s  greeting 
cards  to  their  installed 
bases. 

Users  cheered  the  news 
that  HP  will  refresh  the 
hardware  in  its  HP  3000 
server  line  with  new  chips 
at  the  high  end  and  more 
storage  in  the  midrange. 

Digital  users  cited  poten¬ 
tial  performance  benefits 
with  a  new  version  of  the 
OpenVMS  operating  sys¬ 
tem  for  Alpha  servers.  And 
some  systems  managers 
who  are  still  using  Wang’s 
VS  computer  line  found 
new  life  for  their  shops  af¬ 
ter  learning  the  vendor 
plans  to  release  a  new 
high-end  system  late  next 
year  (see  chart). 


Shrinking  base 

The  worldwide  in¬ 
stalled  base  for  Digital 
VMSsystemsshould 
gradually  decline  over 
the  next  five  years,  by 
about4%annually,  ac- 
cordingto  projections 
from  International 
Data  Corp.  There  were 
an  estimated  320,800 
VAX  and  Alpha  systems 
running  VMS  orOpen- 
VMS  at  the  end  of  last 
year,  accordingto 
I  DC. 


Analysts  said  vendors  have  to  give 
their  proprietary  enterprise  systems  pe¬ 


riodic  face-lifts  or  risk  losing  large  fran¬ 
chises  to  other  vendors  and  Unix-based 
boxes. 

At  the  end  of  last  year,  for  example, 
there  were  about  155,300  VMS-based 
systems  from  Digital  installed  in  the 
U.S.,  on  the  VAX  and  newer  Alpha  plat¬ 
forms,  according  to  International  Data 
Corp.  (IDC)  in  Framing¬ 
ham,  Mass. 

The  HP  3000  constitu¬ 
ency,  which  uses  the 
MPE/IX  operating  sys¬ 
tem,  is  smaller  but  still  siz¬ 
able  at  an  estimated  35,400 
systems,  IDC  analysts 
said. 

IDC  projects  that  while 
overall  sales  of  “open” 
multiuser  systems  will 
continue  to  grow,  the  num¬ 
ber  of  installed  proprietary 
systems  such  as  Digital’s 
OpenVMS  gradually  will 
shrink. 

For  this  reason,  Digital 
and  HP  have  been  nudg¬ 
ing  their  proprietary  sys¬ 
tems  into  the  world  of 
open  systems.  This  move 
is  significant,  said  Bill  Moran,  an  analyst 
at  D.  H.  Brown  Associates,  Inc.  in  Port 
Chester,  N.Y. 


‘The  vendors  are  trying  to  have  these 
things  be  reborn  as  open  systems  by 
saying,  ‘No,  there’s  no  proprietary  guys 
around  here  anymore.’  Open  means 
goodness,”  Moran  said. 

HP  has  sought  to  build  interoperabili¬ 
ty  features  into  the  MPE/IX  operating 
system  so  HP  3000  systems  can  work 
with  Unix-based  machines. 

Digital  has  played  up  its  efforts  to 
make  client  applications  that  run  on  Mi¬ 
crosoft  Corp.’s  Windows  NT  operating 
system  compatible  with  OpenVMS 
servers. 

Open  up  or  else 

Stephen  Josselyn,  a  research  director  at 
IDC,  agreed  that  the  minicomputer  ven¬ 
dors  need  to  inject  their  machines  with 
open  systems  features.  “If  Digital 
walked  away,  or  sent  the  signal  to  the 
OpenVMS  customer  base  that  [they 
won’t]  see  any  more  enhancements  of 
this  product  line,  then  all  of  these  cus¬ 
tomers  have  to  start  moving  to  another 
platform,”  he  said. 

Steve  Burrell,  a  technology  consul¬ 
tant  at  Campus  America,  Inc.  in  Knox¬ 
ville,  Tenn.,  said  most  of  the  school  dis¬ 
tricts  and  small  colleges  his  firm  works 
with  use  OpenVMS,  so  he  monitors  Dig¬ 
ital’s  actions  closely. 

Digital’s  release  of  a  64-bit  version  of 


OpenVMS  Digital  “is  an  affirmation  that 
there’s  still  viability  in  the  market  for 
that  particular  operating  system. 
OpenVMS  on  a  64-bit  platform  extends 
our  ability  to  deliver  highly  technical  ap¬ 
plications  on  that  platform  well  into  the 
future,”  Burrell  said. 

Carol  Gumpert,  director  of  software 
development  and  support  at  United  Art¬ 
ists  Theatre  Circuit,  Inc.,  a  cineplex 
chain  owner  in  Englewood,  Colo.,  said 
HP  has  moved  in  recent  years  to  up¬ 
grade  its  MPE/IX  technology  and  to 
keep  cost  parity  between  the  HP  3000 
and  its  Unix-based  cousin,  the  HP  9000 
server  line. 

HP’s  upgrades,  which  include  service 
packages  and  factory-installed  data 
bases,  mean  that  Gumpert’s  shop  can 
continue  to  use  HP  3000  servers  and 
Unix-based  HP  boxes,  depending  on 
which  one  is  best  suited  to  different 
tasks,  she  said. 

“[The  HP  3000]  can’t  stagnate,  or  [us¬ 
ers]  will  have  to  move  off  of  it.  They 
have  to  continue  to  invest  in  it  to  keep  it 
viable,  because  times  change  too 
much,”  Gumpert  said. 

“But  if  they  keep  it  moving  with  new 
developments  going  on,  then  it’s  some¬ 
thing  that  the  users  can  stay  with  and 
grow  and  still  do  what  they  need  to  do,” 
she  said. 


Workflow  takes  advantage  of  Web 


By  Tim  Ouellette 

Action  Technologies,  Inc.  this 
week  will  become  the  first  major 
workflow  vendor  to  use  the  World 
Wide  Web  —  not  for  a  home  page, 
but  to  let  users  running  Web 
browser  software  start  up  a  work 
process  or  track  ongoing  work. 

The  company’s  Workflow  Met¬ 
ro  software  will,  for  example,  let 
users  with  Web  browsers  kick  off 
customer-support  requests  for  a 
company’s  Web  page,  then  track 
where  the  request  is  in  the  pro¬ 
cess. 

Companies  with  remote  offices 
could  run  human  resources,  fi¬ 
nancial  and  engineering  workflow 
applications  for  their  employees 
over  an  intranet  or  internal  com¬ 
pany  web. 

Workflow  software  automates 
and  tracks  the  movement  of  work 
items  companywide  and  lets 
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users  measure  the  pro¬ 
ductivity  of  the  work 
process. 

The  Metro  package 
will  come  with  20  pre¬ 
built  applications  target¬ 
ed  at  customer  service 
on  the  Web  or  corporate 
administration  over  in¬ 
tranets.  The  applica¬ 
tions  let  users  with  Web 
browsers  become  a 
client  for  Action’s  work- 
flow  server. 
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A  step  forward 

Analysts  said  the  soft 
ware  will  help  compa¬ 
nies  who  are  trying  to  do  similar 
work  on  their  own.  Analysts  said 
this  approach  takes  Web  com¬ 
merce  beyond  an  attempt  to  have 
users  punch  in  their  credit-card 
numbers. 

"When  people  talk  about  elec- 


Action  Technologies’  Workflow  Metro  software  lets  us¬ 
ers  with  Web  browsers  check  the  status  of  their  work  re¬ 
quests  over  the  Internet 


tronic  commerce  on  the  Web, 
they  grab  for  your  wallet,  which  is 
absurd  because  the  Web  isn’t 
secure  enough,”  said  Steve 
Weissman,  president  of  Kinetic 
Information,  a  Waltham,  Mass., 
consultancy. 


Instead  of  using  the 
Web  to  get  a  sale  and 
then  reverting  to  the 
telephone  for  customer 
support.  Action  wants  to 
accommodate  the  entire 
commercial  relationship 
on-line,  he  added. 

Action  isn’t  the  first 
company  to  have  work- 
flow  run  over  the  Web, 
however. 

UES,  Inc.  in  Dayton, 
Ohio,  has  Track-It,  an 
add-on  to  its  KI  Shell 
workflow  software  that 
lets  users  start  up  work- 
flow  tasks  over  the  Inter¬ 
net.  Ultimus  in  Raleigh,  N.C.,  and 
Computron  Software,  Inc.  in  Ruth¬ 
erford,  N.J.,  plan  to  offer  Web 
browser  access  to  their  software 
by  early  next  year. 

However,  not  everyone  may 
consider  the  Web  the  best  way  to 


get  service  and  support. 

A  recent  survey  by  Dataquest, 
Inc.  in  San  Jose,  Calif.,  found  that 
more  than  half  of  the  information 
systems  managers  surveyed  be¬ 
lieve  that  even  by  1997,  fewer  than 
40%  of  their  questions  will  be  an¬ 
swered  through  interaction  on  the 
Web. 

For  the  workers  attached  to  the 
workflow  system,  a  WorkBox 
Form  provides  a  view  of  the  real¬ 
time  status  of  all  their  work,  elimi¬ 
nating  any  need  for  special  work- 
flow  client  software  beyond  a 
typical  Web  browser. 

Rodrigo  Flores,  vice  president 
of  product  management  at  Action 
in  Alameda,  Calif.,  said  Metro  is 
integrated  with  Netscape  Com¬ 
munications  Corp.’s  server  soft¬ 
ware  to  ensure  transactions  be¬ 
tween  Web  users  and  the 
workflow  system  are  secure. 

Action  Workflow  Metro  is  due 
in  February.  It  costs  $40,000  for  a 
server  license  with  unlimited  us¬ 
ers  and  another  $40,000  for  the  20 
prebuilt  applications. 


A  revolutionary  new  approach  to  help  you 
move  with  confidence  to  the  next  level  of  data  communications. 


STEP  is  Sprint’s  unique  technology  evolution  plan  that  ensures  your  data  network 
will  always  serve  your  business  needs  today,  and  tomorrow. 

Our  experts  work  closely  with  you  to  analyze  your  data  networking  needs, 
then  devise  flexible,  forward-thinking  solutions  to  meet  them. 

We  keep  your  company’s  best  interests  in  mind,  so  you  get  the  plan 
that’s  right  for  you,  not  your  carrier. 

So,  whether  you  need  private  line  service,  or  an  evolution  to  frame  relay  or  ATM, 
we  not  only  remove  the  uncertainty,  we  help  you  evolve  your  network  with  ease. 

Without  obstacles  or  termination  fees. 

It’s  all  possible  thanks  to  Sprint’s  history  of  providing 
leading-edge  technology  to  business. 

Our  innovations  include  the  first  public  data  network, 
the  first  nationwide  all-digital,  fiber  optic  network, 
and  the  first  coast-to-coast  SONET  ring  architecture. 

Now  we’re  introducing  STEP.  Make  your  move  to  a  higher  level 
of  data  networking.  Only  from  Sprint  Business. 


Business 


1*800 -669 -4700 


©1995  Sprint  Communications  Company  L.P.  Certain  restrictions  apply.  Ask  your  Sprint  representative  for  details. 
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100  VG 
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outselling 


regular 


With  their  steaming  hot 
technology,  100VG  products 
have  jolted  the  100Mbit  net¬ 
working  world.  Outshipping 
100Base-T  hub  ports  by  a 
hundred  percent,  according 
to  Dell’Oro  Group.* 

HP  is  setting  the  high-speed 
standard  with  100VG  Hubs 
and  10/100VG  Selectable  LAN 
Adapters.  They’ll  improve 
network  performance.  And 
keep  your  company  wired 
for  years  to  come. 

For  faxed  information  on 
HP  100VG,  give  us  a  buzz: 
1-800-450-3547. 
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Client  stiffs  Intel 

Intel  Corp.’s  stock  fell  four 
points  early  last  week  after  a 
report  that  one  of  its  largest 
customers  had  missed  a  pay¬ 
ment  estimated  at  $470  mil¬ 
lion.  Wall  Street  analysts 
quickly  pointed  the  finger  at 
U.S.  PC  market  leader 
Packard  Bell  Electronics, 
Inc.,  which  denied  it  had  fi¬ 
nancial  problems.  Intel  re¬ 
fused  to  name  the  customer 
or  the  amount  outstanding, 
but  it  confirmed  that  “one  of 
its  Top  5  customers”  owed  it 
money.  In  what  it  called  an 
“extremely  unusual  step,” 
Intel  said  it  will  turn  the  out¬ 
standing  amount  into  a 
loan  secured  by  tangible 
assets  of  the  customer  in 
question. 


Wollongong  sold 

Attachmate  Corp.  plans  to 
acquire  Wollongong 
Group,  Inc.,  a  maker  of  In¬ 
ternet  access  and  TCP/IP 
software.  Attachmate, 
which  makes  software  for 
building  intranets,  plans  to 
integrate  Wollongong’s  Em¬ 
issary  Web  software  with  its 
host-access  offerings.  No 
financial  details  were 
provided. 

Yahoo  sells  stakes 

Yahoo  Corp.  has  sold  mi¬ 
nority  stakes  to  several  in¬ 
vestors.  Reuters  New- 
Media,  Inc.  in  New  York 
bought  a  2.5%  share  in  Ya¬ 
hoo.  Buyers  of  undisclosed 
stakes  include  Open  Text 
Corp.  in  Waterloo,  Ontario, 
Softbank  Corp.  in  Tokyo 
and  Ziff-Davis  Publishing, 
Inc.  in  New  York. 


Proginet  reports 
profits  up 

Proginet  Corp.  reported  a 
record  profit  of  $68,000  on 
revenue  of  $524,000  for  its 
quarter  ended  Oct.  31.  For 
the  same  period  iastyear, 
the  company  had  revenue  of 
$157,000  and  a  $145,000 
loss.  Company  officials  at¬ 
tributed  the  results  to  the 
firm's  change  in  focus  from 
research  and  development 
to  software  sales. 
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IBM/Apple  union  trips 


Apple  and  IBM  joint  projects 


Description 

An  initiative  to  create  hardware 
platforms  based  on  the  PowerPC 
RISC  chip  architecture. 

Separate  company  formed  to 
create  a  hardware-independent 
multimedia  scripting  language. 


Status 

IBM  and  Motorola  designed  the 
PowerPC  chip.  Apple  is  the  biggest 
PowerPC  maker. 

Apple  gains  custody  of  scripting 
language  in  January.  IBM  still 
co-owner. 


A  separate  company  formed  to 
create  object-oriented 
development  tools. 


September 

1993 


samss 


A  set  of  APIs  that  allows  software 
components  to  move  between 
applications  and  across 
platforms. 


Company  is  dissolved.  IBM  controls 
Commonpoint;  Apple  and  HP  retain 
rights. 

IBM  and  Apple  do  bulk  of  develop¬ 
ment.  Other  development  team  mem¬ 
bers  include  Lotus,  Borland  and  No¬ 
vell,  all  members  of  the  OpenDoc 
consortium. 


Kaleida  shuttered; 
duo’s  partnership 
future  questioned 

By  Lisa  Picarille 


In  the  1990s,  adult  children  often 
return  home  to  live  with  their 
parents.  Kaleida  Labs,  Inc.  and 
Taligent,  Inc.,  the  progeny  of  the 
historic  coupling  of  IBM  and  Ap¬ 
ple  Computer,  Inc.,  are  following 
that  trend. 

Kaleida,  formed  five  years  ago 
with  great  fanfare,  is  being  dis¬ 
mantled.  The  company  delivered 
a  platform-independent  multime¬ 
dia  scripting  language  that  failed 
to  garner  developer  support  to  un¬ 
seat  market  leader  MacroMedia, 
Inc.’s  Director. 

Apple’s  Interactive  Media 
group  will  get  custody  of  Kaleida’s 
ScriptX  object-oriented  multime¬ 
dia  scripting  language. 

Taligent  reportedly  has  failed 
to  meet  expectations  despite  hefty 
investments  by  IBM,  Apple  and 
Hewlett-Packard  Co.  Last  week, 
Taligent  was  dissolved.  Half  the 
staff  will  be  laid  off,  and  the  tech¬ 
nology  will  move  to  IBM.  Apple 
and  HP  will  retain  rights. 

Taligent  was  supposed  to  pro¬ 
duce  a  platform-independent  ob¬ 
ject-oriented  operating  system. 
Two  years  into  the  project,  it  shift¬ 
ed  gears  and  decided  to  make  ob¬ 
ject-oriented  development  tools 
instead.  That  placed  it  in  competi¬ 
tion  with  Apple,  which  produces 
similar  tools. 

The  IBM/Apple  relationship 


seemed  to  split  the  industry  — 
many  said  it  made  no  sense;  oth¬ 
ers  were  thrilled.  The  partner¬ 
ship’s  goal  was  to  create  technol¬ 
ogy  that  would  promote  the  RISC 
architecture  and  aid  the  two  com¬ 
panies  in  their  battles  against  Mi¬ 
crosoft  Corp. 

Some  think  IBM 
and  Apple’s  decision 
to  fold  Kaleida, 
while  not  of  huge  significance  in 
the  industry,  may  reflect  poorly 
on  the  two  companies’  other  joint 
projects.  These  include  OpenDoc 
and  the  PowerPC  initiative. 

The  failure  of  Kaleida  and  Tali¬ 
gent  “calls  into  question  any  tech¬ 
nological  initiative  shared  by  mul¬ 
tiple  firms,”  said  Pieter  Hartsook, 
editor  of  the  “Hartsook  Letter.” 

Other  IBM  and  Apple  efforts  al¬ 
so  are  just  plodding  along.  Open¬ 
Doc  for  the  Macintosh  is  slightly 
behind  schedule,  and  develop¬ 


ment  on  the  Windows  version  has 
been  dropped  by  Novell,  Inc.  and 
taken  over  by  IBM.  Even  the  Pow¬ 
erPC  initiative  is  viewed  as  only 
moderately  successful. 

“The  PowerPC  is  very  success¬ 
ful  from  Apple’s  perspective,  but 
the  big  disappointment  is  the  de¬ 
gree  to  which  IBM 
has  stood  behind 
the  PowerPC,”  said 
Hartsook.  He  noted  that  IBM  has 
failed  to  deliver  OS/2  for  the  Pow¬ 
erPC.  “IBM  has  seriously  fallen 
down  in  getting  its  PowerPC  prod¬ 
ucts  jump-started,”  he  said. 

But  it  seems  the  two  firms  have 
trouble  agreeing  on  anything. 
“These  guys  at  Apple  and  IBM 
couldn’t  make  a  joint  decision  in 
under  a  month,”  said  an  analyst 
who  requested  anonymity.  “Each 
company  was  always  jockeying 
for  what  would  be  best  for  their 
company,  not  the  joint  company.” 


Michael  Braun,  chief  executive 
officer  of  Kaleida,  said  his  firm 
was  shut  down  because  the  busi¬ 
ness  structure  just  didn’t  work. 
Admittedly  disappointed,  he  said 
the  decision  was  the  right  one. 

“This  is  about  the  joint  venture 
business  structure,”  he  said. 
‘This  is  not  about  the  product,  not 
about  missing  dates  or  about  the 
people  of  the  management  team.” 

Braun  said  the  fact  that  the 
structure  didn’t  work  wasn’t  for 
lack  of  trying.  Apple  and  IBM  re¬ 
portedly  spent  more  than  $200 
million  on  Kaleida. 

Braun,  a  21-year  IBM  veteran, 
took  the  helm  of  a  listing  Kaleida 
in  1993.  That  was  when  Nat  Gold- 
haber  stepped  down  amid  mount¬ 
ing  disappointment  by  the  parent 
companies  over  ScriptX’s  failure 
to  hit  the  market  in  the  time  frame 
predicted  by  former  Apple  CEO 
John  Sculley. 


Vendor  alliances 


A  Nixonian  twist  to  Internet  liability 


By  Mitch  Betts 


On-line  services  worried  about  li¬ 
ability  for  their  message  traffic 
may  have  to  answer  the  question 
of  the  Watergate  era:  What  did 
you  know  and  when  did  you 
know  it? 

A  federal  judge  ruled  late  last 
month  that  an  Internet  service 
provider  may  be  partially  liable 
for  copyright  infringement  if  it 
knew  that  the  material  posted  on 
its  service  was  unauthorized. 

Netcom  On-Line  Communica¬ 
tion  Services,  Inc.  in  San  Jose, 
Calif.,  was  sued  by  the  Church  of 
Scientology  over  copyrighted  reli¬ 


gious  texts  that  were  posted  on 
Netcom’s  Usenet  news  group 
servers  by  a  church  critic,  Dennis 
Erlich.  Netcom  declined  to  re¬ 
move  the  texts  after  receiving 
a  request  to  do  so  from 
church  lawyers. 

Netcom  called  itself 
a  “passive  transmitter” 
of  Usenet  postings 
and  argued  that  it 
can’t  control  their 
content  or  determine 
whether  the  millions  of 
daily  messages  violate  copy¬ 
rights.  The  church,  however,  cit¬ 
ed  1,200  instances  in  which  Net¬ 
com  cut  off  subscriber  accounts 


for  offensive  messages. 

U.S.  District  Court  Judge  Ron¬ 
ald  M.  Whyte  in  San  Jose  said  the 
key  question  in  the  ongoing  case 
is  “whether  Netcom  knew,  or 
should  have  known,  that 
Erlich  had  infringed 
1  X  [on  the]  plaintiff’s 
t  ■  ■  copyrights  following 

receipt  of  [the] 
plaintiffs  letter.” 
The  trial  will  continue 
in  January. 

There  have  been  con¬ 
flicting  rulings  about  liability 
for  cyberspace  messages  [CW, 
May  29],  so  the  issue  will  have  to 
be  resolved  by  higher  courts,  said 
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Eugene  Volokh,  a  law  professor  at 
the  University  of  California  in  Los 
Angeles. 

The  ruling  could  have  been 
worse  for  Netcom  and  the  indus¬ 
try.  The  judge  said  Netcom  is  sub¬ 
ject  to  a  lesser  form  of  liability 
called  “contributory  infringe¬ 
ment”  —  not  direct  copyright  in¬ 
fringement  charges.  And  it  will  be 
judged  liable  only  if  it  acted  unrea¬ 
sonably. 

“The  question  for  Internet  ac¬ 
cess  providers  is  this:  If  someone 
complains,  did  you  react  ‘reason¬ 
ably’  to  determine  whether  it  was 
fair  use  or  not,”  Volokh  said. 

“But  ‘reasonably’  is  the  ultimate 
waffle  word,  so  the  next  step  is  for 
the  industry  to  figure  out  what 
that  means,”  he  said. 


Using  Data 
Warehousing  to 
Achieve  Pinpoint 
Marketing 
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It’s  Time  for  HP  and  Sybase. 


Are  you  tired  of  jumping  through  hoops  trying  to  build  a  data  warehouse? 
Take  control  with  HP  and  Sybase.  We’re  working  together 
to  solve  your  data  warehouse  needs. 

Call  now  for  a  White  Paper  about  our  Data  Warehouse  Solution  and  VLDB  Lab. 

1-800-SYBASE-l  Ext.  2814 
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Interactive  Data  Warehousing: 
Providing  rapid  response 
to  ever-increasing  numbers  of  users 


BY  MICHAEL  H.  FORSTER 

President,  InformationCONNECT  Division,  Sybase,  Inc. 


Decisions,  decisions.  .  . 

They’re  enough  to  drive 
us  crazy  at  times  in  our 
personal  lives.  In  our 
business  lives,  though,  they  can  drive 
us  to  ruin  if  we  make  the  wrong  ones. 

Every  business  decision  is  a 
moment  of  truth  based  oh  a  com¬ 
plex  set  of  data  and  variables.  For 
instance: 

•  What  have  our  customers  been 
buying?  What  haven't  they  been  buy¬ 
ing?  What  types  of  incentives  might 
induce  them  to  buy  now,  not  later? 

•  What  actions  are  our  competi¬ 
tors  taking? 

•  How  is  the  economy  at  large 
impacting  buying  decisions? 

•  How  do  our  costs  compare  to  the 
last  five  years? 

•  What  are  the  explanations  for 
significant  variations  from  plan? 

So  many  questions,  so  few  solid 
answers.  The  answers  are  usually 
locked  up  in  the  transactional  sys¬ 
tems  that  run  our  businesses,  systems 
that  were  never  designed  to  be 
queried  by  analysts  for  decision  sup¬ 
port.  Only  since  the  mid-1980s  have 
we  been  extracting  data  from  opera¬ 
tional  systems  for  analytical  purposes 
using  specially  written  COBOL  pro¬ 
grams.  Those  were  the  days  of  the 
information  center,  staffed  by  pro¬ 
grammers  who  coded  end-user 
queries  and  ultimately  produced 


weekly,  monthly  or  quar¬ 
terly  batch  reports. 

Asking  questions 

There’s  a  funny  thing 
about  asking  questions, 
though.  More  often  than 
not,  one  question  leads  to 
another  and  another,  and 
often  before  you  actually 
get  to  the  answer  that  you 
need  to  make  a  decision,  you  need 
to  ask  five,  six  or  a  dozen  or  more 
questions,  analyzing  the  answer  to 
each  one  before  posing  the  next. 

The  emergence  of  client/server 
query  tools  made  life  a  bit  easier  for 
the  inquisitive  analyst  or  decision 
maker.  Knowledge  workers  could 
generate  their  own  queries  directly 
against  various  operational  databases 
without  the  involvement  of  informa¬ 
tion  center  programmers. 

On  the  surface,  this  worked  fine, 
but  the  user  still  needed  help  with 
questions  like:  Where  is  the  data  I 
need?  How  is  the  data  structured? 
How  do  I  relate  or  join  one  piece  of 
data  to  another?  Nonetheless,  things 
were  better  for  the  business  user. 
This  led  to  a  growth  in  the  number  of 
knowledge  workers  querying  these 
databases,  which  led  to  potential  per¬ 
formance  slowdowns  on  the  transac¬ 
tional  systems.  Clearly,  a  better  solu¬ 
tion  was  needed. 


Recent  surveys  show  that 
more  than  70%  of  Fortune 
1000  companies  have  data 
warehousing  projects  bud¬ 
geted  or  underway.  The 
business  areas  most  fre¬ 
quently  addressed  by  these 
projects  are  database  mar¬ 
keting,  customer  informa¬ 
tion  systems,  sales  and 
finance. 

While  there  is  much  interest  and 
activity,  the  cost  and  time  commit¬ 
ment  to  get  these  projects  off  the 
ground  are  substantial.  Tbday  it  costs 
$3  million  to  design  and  deploy  the 
average  warehousing  application,  and 
it  typically  takes  six  to  18  months  to 
get  the  application  up  and  running. 

And  this  is  not  for  anything  par¬ 
ticularly  fancy,  mind  you.  Conven¬ 
tional  warehousing  applications 
today  consist  of  extracting  basic  busi¬ 
ness  data  from  operational  systems, 
editing  or  transforming  it  in  some 
fashion  to  ensure  its  accuracy  and 
understandability,  and  moving  it  by 
means  of  custom  programming  or 
sneakernet  to  the  newly  deployed 
analytical  database  system. 

This  extract,  edit,  load,  query  sys¬ 
tem  might  be  acceptable  if  business 
life  were  very,  very  simple  and  rela¬ 
tively  static.  But  it’s  not.  If  there  is  a 
single  constant  in  the  real  world,  it 
is  change.  In  the  operational  systems, 
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changes  include  large  volumes  of 
new  data  being  added,  changes  to 
existing  data,  new  data  structures  in 
existing  databases  and  even  whole 
new  databases  being  added. 

Tbday’s  conventional  warehousing 
solution  in  the  face  of  these  ongoing 
changes  amounts  to  the  process  de¬ 
scribed  above,  plus  a  lot  of  prayer 
that  something  unknown  to  us  didn’t 
change  since  the  last  time  the  pro¬ 
cess  was  initiated. 

A  better  idea 

When  Sybase  unvieled  the  Ware¬ 
house  WORKS  framework  last  year, 
we  knew  that  there  was  a  lot  more 
to  data  warehousing  than  moving 
data  from  OLTP  to  DSS  repositories, 
and  we  knew  that  customers  wanted 
more  than  a  prayer-based  solution  to 
their  decision  support  needs. 

We  began  by  introducing  a  frame¬ 
work  that  would  provide  an  open, 
flexible  infrastructure  upon  which 
customers  could  build  warehousing 
solutions.  Warehouse  WORKS  was 
designed  around  four  key  functions: 

•  Assembling  data  from  multiple 
sources 

•  Transforming  data  for  a  consis¬ 
tent  and  understandable  view  of  the 
business 

•  Distributing  data  to  where  it  is 
needed  by  business  users,  and 

•  Providing  high-speed  access  to 
the  data  for  those  business  users 

Assembling  data  from  multiple 
sources  is  a  key  issue,  given  the  het¬ 
erogeneous  nature  of  today's  large 
enterprise.  A  comprehensive  archi¬ 
tectural  solution  is  a  prerequisite  to 
bringing  data  warehousing  into  the 
mainstream. 

Sybase’s  Enterprise  CONNECT 
family  of  interoperability  products 
provides  this  architecture.  It  brings  a 
critical  suite  of  common  API  and  het¬ 
erogeneous  platform  support  capabil¬ 
ities  to  any  data  warehousing  solution. 


The  Enterprise  CONNECT  archi¬ 
tecture  and  its  associated  suite  of 
products,  installed  in  over  700  of  the 
Fortune  1000,  enables  you  to: 

•  Transparently  access  the  data 
you  need  without  having  to  under¬ 
stand  the  underlying  complexities  of 
multiple  databases 

•  Move  data  to  where  it's  needed, 
when  it’s  needed,  using  Sybase's  near- 
real-time  replication  or  bulk  copy 
capabilities 

•  Manage  the  environment,  and 

•  Build  applications  with  the  tools 
of  your  choice  (more  than  125  of 

Today,  the  average 
warehousing  application 
costs  $3  million  to  design 
and  takes  six  to  18  months 
to  get  up  and  running. 

which  have  been  certified  to  inter¬ 
operate  with  the  Sybase  family  of 
products,  thus  eliminating  the  need 
for  you  to  take  on  the  added  role  of 
systems  integrator.) 

Automation  replaces  prayer 

Once  data  is  accessed,  it  must  be 
transformed  and  moved  rapidly  into 
the  warehouse.  It  is  here  that  ware¬ 
housing  solutions  often  fall  short. 

Warehousing  for  the  21st  century 
is  about  replacing  the  prayers  I  men¬ 
tioned  earlier  with  products  and 
processes  that  automate  the  building 
and  updating  of  warehouses,  as  well 
as  the  important  process  of  metadata 
management  and  synchronization. 

Metadata,  of  course,  is  data  about 
the  data  in  the  operational  systems.  To 
date,  little  consideration  has  been 
given  to  what  additional  metadata  will 
be  needed  for  the  warehouse.  Under¬ 
standing  exactly  what  systems  the 


data  has  come  from,  when  it  was 
extracted,  when  it  was  last  refreshed, 
and  how  it  has  been  transformed,  for 
example,  can  make  all  the  difference 
between  a  warehousing  application 
being  reliable  or  not. 

Sybase  will  continue  to  extend  its 
leadership  in  data  movement  and 
open  APIs.  Our  intent  is  to  deliver 
products  designed  for  the  rigors  of 
data  warehousing  and  eliminate  the 
need  for  prayer-based  warehousing. 
Our  new  product,  code-named  Con¬ 
veyor,  will  automate  the  rapid  unload¬ 
ing  and  loading  of  databases,  as  well 
as  the  process  of  managing  metadata. 
The  product's  purpose  is  to  reduce  the 
custom  programming  costs  incurred 
in  the  implementation  of  warehous¬ 
ing  applications. 

Rapid  response 

Rapid  response  to  end-user 
queries  against  the  data  warehouse 
database  is  essential.  Without  the 
kind  of  response  that  enables  you  to 
move  quickly  through  a  series  of 
questions  in  order  to  arrive  at  a  deci¬ 
sion,  the  whole  point  of  data  ware¬ 
housing  is  essentially  moot. 

Business  users  are  an  impatient 
bunch,  and  rightfully  so.  The  window 
for  making  decisions  in  the  market¬ 
place  is  growing  smaller  and  smaller 
as  competition  increases  and  product 
life  cycles  shrink. 

Parallel  processing  is  an  effective 
solution  to  a  number  of  specific  bulk 
processing  problems  such  as  list 
management  and  batch  reporting.  It 
can  also  enhance  response  time  for 
queries  when  you've  got  less  than 
half  as  many  users  as  processors. 

And  SYBASE  MPP  (formerly 
known  as  Navigation  Server)  has 
been  designed  and  optimized  to  han¬ 
dle  just  these  types  of  operations. 
SYBASE  MPP  harnesses  the  power  of 
multiple  SYBASE  SQL  Server  engines 
working  in  parallel  with  a  sophisti- 
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The  Sybase  Architecture 


OPTIMIZED  PRODUCTS  FOR  SPECIAL  NEEDS 
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SYBASE  SQL  SERVER  FAMILY 


SQL  Server 


SQL  Server  SYBASE 

SYBASE  MPP  SQL  Anywhere 

SYBASE  IQ 


ENTERPRISE  CONNECT  FAMILY 


POWERBUILDER  FAMILY 


Sybase  offers  optimized  options  —  as  well  as  industry-leading  middleware 
and  de-facto  standard  development  tools  —  to  meet  your  special  needs. 


cated  parallel  optimizer  and  shared 
catalog,  with  proven  performance 
over  200  GB. 

Many  users  have  found,  however, 
that  while  parallel  processing  is  cer¬ 
tainly  a  powerful  and  important  tech¬ 
nology,  it  simply  can’t  deliver  the 
rapid  response  they  want  on  its  own. 

In  particular,  when  you  have  more 
users  than  processors,  or  when  end 
users  are  running  complex,  unplan¬ 
ned  queries  against  the  warehouse 
database,  even  parallel  processing 
can  leave  users  waiting  for  hours .  .  . 
maybe  days.  .  .  with  no  idea  of  when 
their  answers  will  be  forthcoming. 
What’s  the  answer  to  this  dilemma? 

Bit-mapped  indexing 

Pete  Estler,  the  president  of  db- 
Intellect,  the  division  of  EDS  that  spe¬ 
cializes  in  the  development  and 
implementation  of  marketing  infor¬ 
mation  warehouse  solutions,  answers, 
"The  type  of  interactive  response  nec¬ 
essary  for  marketeers  to  do  their  jobs 
effectively  can  be  achieved  by  using 
advanced  bit-mapped  indexing.  That’s 
why  we’ve  embraced  SYBASE  IQ  as 
a  key  feature  in  our  overall  marketing 
and  system  capabilities.” 

SYBASE  IQ  is  an  optional  exten¬ 
sion  of  SYBASE  SQL  Server.  It 
enables  users  to  achieve  response 
times  on  their  existing  hardware  up 
to  100  times  faster  than  a  standard 
relational  database.  SYBASE  IQ  offers 
even  more  than  this  100-fold  query 
performance  improvement.  It  also 
slashes  warehouse  query  costs. 

The  result  of  these  improvements 
is  what  I  call  "warehousing  for  the 
many."  Imagine  two  systems  run¬ 
ning  64  processors.  On  one  system, 
relying  just  on  parallel  processing, 
one  user  can  run  one  query  and  have 
a  result  in  2  V2  minutes.  On  the  other 
system,  however,  running  on  the 
same  hardware  but  employing 
SYBASE  IQ  32  users  can  run  32 


queries  and  receive  their  answers  in 
under  a  minute.  Which  solution 
would  you  choose  for  your  business? 

I  mentioned  earlier  that  the  fourth 
key  component  of  warehousing  was 
transformation.  And  in  that  area, 
Sybase  has  formed  strategic  partner¬ 
ships  with  a  number  of  companies 
specializing  in  this  technology 
including  Carleton,  ETi,  Informatica 
and,  most  recently,  Prism  Solutions, 
to  fully  leverage  Sybase's  Open  APIs 
for  more  transparent  warehouse 
administration. 

In  fact,  Sybase  has  just  unveiled 
the  industry's  largest  data  warehouse 
alliance  program. 

Key  to  success 

In  planning  and  deploying  data 
warehousing  applications  that  will 
serve  organizations'  needs  into  the 
21  st  century,  begin  with  an  open  and 
flexible  architecture  that  enables: 

•  Rapid  deployment  of  warehous¬ 
ing  applications 


•  Low  entry  cost 

•  The  ability  to  plug  and  play  best- 
of-breed  warehousing  products,  and 

•  The  ability  to  begin  small  and 
grow  over  time. 

You  also  need  to  look  beyond 
today’s  piece-part  warehousing  offer¬ 
ings.  The  21st  century  solution  is  an 
open,  integrated  solution  that  re¬ 
duces  the  risk  of  failure,  reduces  the 
cost  of  implementation  and  mainte¬ 
nance  and  ensures  the  integrity  of 
the  data  thro  ugh  automation  of  ware¬ 
housing  processes.  The  21st  century 
solution  must  also  be  able  to  respond 
to  the  decision  support  needs  of  ever 
increasing  numbers  of  business  users 
in  a  truly  rapid,  interactive  fashion. 

In  short,  it  should  be  a  solution 
that  enables  you  to  make  the  right 
decisions  for  your  business. 

SYBASE  Warehouse  WORKS,  SYBASE  IQ  SQL  Server, 
Enterprise  CONNECT,  OmniCONNECT,  Replication  Server, 
Replication  Agent,  SYBASE  MPP  and  Navigation  Server  are 
trademarks  of  Sybase,  Inc.  All  other  company  and  product 
names  may  be  trademarks  of  the  respective  companies  with 
which  they  are  associated. 
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TECHNICAL  OVERVIEW 

Client/server  application  vendors 
must  show  their  warehouse  savvy 

BY  BARRY  WILDERMAN 

Program  Director  of  Application  Development,  META  Group 


Several  hundred  companies 
have  delivered  their  first 
prototype  or  production 
data  warehouse,  often  a 
small  implementation  (less  than 
10  GB)  built  by  end-user  departments 
such  as  finance  and  marketing.  Many 
large  organizations  pursuing  data 
warehousing  projects  are  also  imple¬ 
menting  client/server  applications, 
particularly  financials. 

At  first  blush,  both  IT  and  end 
users  can  easily  conclude  that  the 
basic  client/server  application  archi¬ 
tecture  can  also  support  a  data  ware¬ 
house  initiative.  After  all,  many 
client/ server  applications  are  imple¬ 
mented  with  merchant  RDBMSs  and 
come  packaged  with  the  sort  of  tools 
required  to  support  data  warehouses. 
However,  there  are  reasons  why  the 
two  initiatives  must  be  separated: 

•  Because  file  structures  in  client/ 
server  applications  are  designed  for 
OLTP,  the  underlying  number  of 
tables  can  be  quite  large  (e.g.,  more 
than  700).  These  tables  contain  many 
coded  fields,  and  indexing  algorithms 
are  implemented  to  support  short, 
fast  transactions.  Access  to  these 
complex  file  structures  is  valuable 
only  when  metadata  is  created  for  the 
user,  facilitating  audit-style  analysis 
of  the  transactions. 

•  Data  warehouse-style  queries 
often  involve  a  series  of  interactive 
ad  hoc  analyses,  and  will  dramati¬ 
cally  interfere  (particularly  where 


full  table  scans  are  required)  with  the 
subsecond  response  time  required 
for  heads-down  data  entry  (or  access) 
in  financial  applications. 

•  Data  warehouses  require  col¬ 
lecting  data  from  disparate  sources. 
Input  data  from  client/ server  pack¬ 
ages,  therefore,  should  be  just  an¬ 
other  source  of  data  input  to  the  data 
warehouse.  Moreover,  data  ware¬ 
house  design  often  involves  a  high 
degree  of  denormalization  (aggre¬ 
gates,  product  names  in  a  variety  of 
tables,  etc.)  Database  design  for  data 
warehouse  initiatives,  therefore,  dif¬ 
fers  from  OLTP-style  design  for 
client/server  applications. 

Most  client/server  application 
vendors  are  now  concentrating  on 
delivering  a  rich  feature  set,  improv¬ 
ing  front-end  GUIs,  and  achieving 
scalability  through  partitioning.  By 
1997,  META  Group  believes  most 
application  vendors  will  routinely 
offer  data  warehouse  compatibility, 
with  consistent  toolkits  for  both  data 
warehouse  and  client/server  appli¬ 
cation  reporting  and  analysis,  repli¬ 
cation/copy  management  from 
application  file  structures  to  the  data 
warehouse,  and  availability  of  the 
underlying  application  structures  in 
modern  CASE  tools  and  products 
from  leading  repository  vendors. 

Some  client/server  application 
vendors  have  already  made  data 
warehouse-oriented  additions  to  their 
product  lines.  Still,  warehouse  initia¬ 


tives  are  rarely  centered  around  the 
package  vendor.  Warehouse-focused 
vendors,  such  as  Sybase,  are  pursuing 
extract  technologies  to  incorporate 
data  from  client/server  packages  into 
their  own  warehouse  architectures. 

In  preparing  client/server  appli¬ 
cation  RFPs,  IT  should  include  a  list 
of  requirements  to  determine 
whether  the  package  vendor  can  suc¬ 
cessfully  interoperate  with  the  mul¬ 
tiple  vendors  required  for  a  success¬ 
ful  data  warehouse  implementation. 
Requirements  should  include: 

•  Materializing  the  underlying 
tables  as  entity-relationship  diagrams 
in  CASE  and  repository  tools. 

•  Data  replication/copy  manage¬ 
ment  from  the  application  to  the 
warehouse. 

•  Metadata  replication  to  the  data 
warehouse  (consistent  with  approa¬ 
ches  provided  by  Sybase  partners 
Prism,  Carleton,  and  ETi). 

•  Interoperabity  with  standard 
middleware. 

•  Overlapping  tool  sets  with  deci¬ 
sion  support  workbenches  (report 
writers,  query  tools,  EIS  products). 

Bottom  Line:  As  IT  implements 
both  data  warehouses  and  client/ 
server  applications,  underlying  file 
structures  must  be  kept  separate. 
Application  vendors  must  demon¬ 
strate  their  "data  warehouse  savvy”  in 
areas  like  data  and  metadata  replica¬ 
tion,  middleware  interoperability,  and 
consistent  decision  support  toolkits. 
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Ingenuity  born  of  experience.  A  prime  element  in 
data  warehousing  design.  Price  Waterhouse 
Management  Consulting  Services  incorporate  it  in 
“Knowledge  Management.”  Our  comprehensive 
approach  to  data  warehousing  combines  a  proven 
methodology  with  information  technology  skills  — 
strategic,  operational,  and  process  expertise 
—  and  deep  industry  knowledge.  Bringing  the 
basics  and  productive  innovations  to  successful  data 
warehousing  projects  for  large  companies. 

Beyond  Target  Marketing,  we  develop  data  ware¬ 
housing  solutions  for  Human  Resources,  Customer 
Management,  Financial  Management  —  any  area 
where  decision  support  is  crucial. 

Think  of  optimal  data  warehousing  as  a  big  step  in 
the  right  direction.  And  talk  to  us.  Because  knowing 


the  beaten  track  is  one  thing.  .  .  and  where  to  step 
off  it,  quite  another. 

For  more  information  and  your  own  Data 
Warehousing  Solutions  Box,  please  call  F.d  Vitalos 
at  1-800-792-7856. 


Price  Waterhouse  llp 


R#t  Informati 
Right  Format, 
Right  Place. 
Right  Time! 
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Database  marketing 
comes  of  age 


In  traditional  marketing  phi¬ 
losophy,  the  individual  cus¬ 
tomer  is  seen  as  an  anony¬ 
mous  part  of  a  larger  whole  — 
a  faceless  unit  in  a  greater  statisti¬ 
cal  universe.  But  for  companies  on 
the  leading  edge  of  marketing,  the 
customer  is  no  longer  just  a  face  in 
the  crowd. 

Fueled  by  technological  advances, 
companies  are  making  great  strides 
in  what  is  known  as  one-to-one,  pin¬ 
point,  target,  relationship  or  database 
marketing.  Businesses  are  forging 
new  relationships  with  their  cus¬ 
tomers  by  learning  about  their  indi¬ 
vidual  preferences . . .  and  responding 
to  them. 

By  emphasizing  the  individual, 
database  marketing  makes  possible 
“pull"  marketing  techniques  in  which 
customers  are  able  to  let  the  com¬ 
pany  know  what  their  preferences 
are  —  a  more  effective  approach  than 
“push”  marketing,  typified  by  large 
(and  expensive)  direct  mail  blitzes, 
cold  telephone  sales  promotions  and 
blanket  advertising  campaigns. 

It’s  all  part  of  a  new  business 
trend.  Companies  are  becoming 
more  customer-centric  than  busi¬ 
ness-centric,  notes  David  Raab,  pres¬ 
ident  of  Raab  and  Associates,  a  con¬ 
sulting  company  that  tracks  direct 
marketing  technologies.  “Tbday,  com¬ 
panies  have  much  more  contact  with 
the  individual  customer.  The  infor¬ 


mation  gained  is  funneled  back  into 
large  databases  and  then  distributed 
out  to  the  point  of  customer  contact 
within  the  organization,"  he  says. 

Cost  savings  alone,  Raab  claims, 
make  the  implementation  of  these 
database  marketing  systems  worth¬ 
while;  in  fact,  they  will  amortize  a 
company’s  investment  in  hardware, 
software  and  implementation  in  a 


very  short  time.  For  example,  tar¬ 
geted  database  marketing  promo¬ 
tions  can  realize  50%  to  100%  higher 
response  rates  than  conventional 
direct  mail. 

Having  a  customer-centric  point 
of  view  helps  a  company  discover 
what  individual  customers  are  buy¬ 
ing,  know  how  often  they’ve  been 
contacted  and  see  which  marketing 


Telia  gets  the  complete  picture 


When  Telia,  the  largest  Swedish  tele¬ 
communications  corporation,  realized 
it  was  not  able  to  provide  timely  infor¬ 
mation  to  its  customers  about  prod¬ 
ucts  and  services,  it  began  its  search 
for  an  open  distributed  architecture. 
Telia's  Legacy  IBM  and  Unisys  central¬ 
ized  mainframe  systems  lacked  the 
flexibility  to  support  the  growth  of  its 
customer  base,  which  was  expected  to 
soon  reach  8  million  customers.  Also, 
the  data  residing  on  the  mainframes 
was  not  accessible  by  users. 

After  evaluating  the  technologies 
available,  Telia  standardized  on 
SYBASE  SQL  Servers,  Open  Client  and 
HP's  9000  S/800  Servers.  Telia  selected 
Sybase  and  HP  over  Oracle  and  IBM 
due  to  their  proven  open  systems  lead¬ 
ership  and  connectivity  solutions  to 
heterogeneous  data  sources.  The  con¬ 
nectivity  solutions  allowed  them  to 
maximize  their  mainframe  investment 


and  the  wide  selection  of  integrated 
software  tools  facilitated  modular 
application  development. 

"HP  and  Sybase  have  enabled  us  to 
achieve  productivity  savings  through 
shorter  application  development  times 
and  a  higher  degree  of  flexibility  in 
implementing  new  applications  and 
support  our  business  needs  as  they 
evolve,"  says  Lennart  Lilja,  manager 
of  technical  strategies  for  Telia. 

All  Telia  employees  now  use  an 
integrated  system  that  runs  on  PC 
clients,  giving  them  an  easy-to-use 
GUI.  The  new  HP  and  Sybase  system 
provides  a  complete  picture  of  the 
customer  as  well  as  information  about 
related  services,  prices,  installation 
times  and  products  —  all  at  subsec¬ 
ond  response  times.  With  an  esti¬ 
mated  8  million  customers  to  serve, 
Telia  couldn't  afford  to  settle  for  any¬ 
thing  less. 
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mould  you  try  to  sail  the  ocean  without  a  sturdy  boat, 
reliable  maps,  and  a  compass? 


Probably  not.  Not  when  you  know  your  survival  depends 
on  having  the  right  tools  to  get  you  safely  to  shore.  So 
why  would  you  risk  tackling  the  equally  formidable  job 
of  navigating  and  managing  your  oceans  of  legacy  data 
without  the  right  tools ? 

Tools  like  the  ETTEXTRACT™  Tool  Suite  -  which 
makes  the  job  of  collecting,  cleansing,  transforming  and 
transporting  your  data  as  easy  as  point-and-click. 

The  ETTEXTRACT™  Tool  Suite  provides  the  only 
set  of  data  productivity  tools  flexible  enough  to  gather 
data  from  any  system  in  your  computing  environment, 
transform  it  to  your  specifications  while  capturing  com¬ 
prehensive  metadata,  and  then  move  it  to  any  other 
system  -  regardless  of  hardware  platform,  operating 
system,  network,  database  or  file  structure. 

Whether  you're  building  a  data  warehouse,  imple¬ 
menting  or  re-engineering  applications,  or  simply  moving 


to  a  new  platform  or  database  system,  your  data  -  like 
the  ocean  -  is  constantly  changing.  And  your  users' 
demands  for  information  are  constantly  changing,  as  well. 
Only  a  tool  set  as  powerful  as  the  ETTEXTRACT™ 
Tool  Suite  can  help  you  quickly  and  cost-effectively  keep 
up  with  so  much  continual  and  unpredictable  change. 

So  -  before  you  set  out  to  navigate  your  oceans  of 
data,  don't  you  owe  it  to  yourself  -  and  to  your  users  who 
depend  on  you  -  to  have  the  right  tools ? 


The  ETTEXTRACT™  Tool  Suite 
Architected  for  Evolution 


EVOLUTIONARY  TECHNOLOGIES  INTERNATIONAL 

4301  Westbank  Drive,  Building  B,  Austin,  Texas  7874b.  (512)377-6994- 
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strategies  have  been  most  effective  at 
the  level  of  the  individual.  Unfortun¬ 
ately,  in  many  corporations,  the  nec¬ 
essary  data  is  not  readily  accessible 
and  analyzable  by  those  charged  with 
making  critical  marketing  decisions. 
It's  not  that  the  raw  data  isn’t  avail¬ 
able.  Many  organizations  have 
already  made  inroads  on  the  problem 
of  amassing  large  amounts  of  cus¬ 
tomer  transaction  information.  The 
challenge  is  that  traditional  OLTP-ori- 
ented  database  technologies  have  not 
been  able  to  allow  marketing  analysts 
and  others  to  rapidly  slice  and  dice 
millions  of  records  from  the  desktop. 

The  sheer  size  of  marketing  data¬ 
bases  can  be  a  problem;  in  some 
instances,  census  data  can  have  as 
many  as  900  fields  of  information. 
Externally  maintained  marketing 
systems  can  often  be  saddled  with  a 
built-in  six-week  lag  between  the 
time  a  transaction  occurs  and  the 
time  the  marketing  department 
learns  about  it.  Furthermore,  not 
only  does  customer  transaction  his¬ 


tory  change  constantly,  but  inter¬ 
nally,  the  types  of  questions  that 
users  will  want  to  bounce  off  this 
dynamically  evolving  information 
will  change  as  well. 

Until  recently,  the  technology 

Targeted  database 
marketing  promotions 
can  realize  50%  to  100% 
higher  response  rates  than 
conventional  direct  mail. 

simply  has  not  been  available  to  han¬ 
dle  the  volumes  of  data  and  the  need 
for  rapid,  flexible  response  and  inter¬ 
active  analysis  that  marketing  strate¬ 
gists  need  to  mount  a  proper  data¬ 
base  marketing  effort. 

The  situation  is  changing.  IS  orga¬ 
nizations  are  now  able  to  enlist  the 
support  of  open,  client/server-based 
data  warehouses  and  flexible,  fast 


query  engines.  Technological  solu¬ 
tions  are  being  created  that  allow  IS 
to  meet  the  demands  of  their  users, 
who  are  grappling  with  this  new 
dynamic  marketplace  in  which  the 
customer  is  king. 

The  technological  requirements  IS 
organizations  face  to  implement 
these  solutions  are  demanding.  The 
database  marketing  system  must  pro¬ 
vide  rapid  response  so  that  users  can 
interactively  and  iteratively  analyze 
their  information.  The  tools  that 
users  employ  to  make  these  analyses 
must  be  easy  to  work  with  and  acces¬ 
sible  to  abroad  spectrum  of  the  orga¬ 
nization's  business  units.  .  .perhaps 
even  to  its  customers. 

For  many  IS  managers,  this  is  a  big 
problem.  Tirey,  Lochridge  and 
Associates  surveyed  27  companies 
with  over  500GB  of  critical  data  who 
had  attempted  to  set  up  data  ware¬ 
houses  and  database  marketing  sys¬ 
tems.  More  than  70%  of  them  failed 
in  their  initial  efforts.  In  the  process, 
these  pioneers  learned  that  creating 


Warehouse  lets  planners  do  routine  tasks  quickly 


As  the  fifth  largest  electrical  utility  in 
the  U.S.,  Entergy  Corp.  supplies  power 
to  2.5  million  residential  and  commer¬ 
cial  customers  in  Louisiana,  Texas, 
Mississippi  and  Arkansas.  Its  facilities 
include  fossil  fuel  and  nuclear  plants 
and  other  sites  throughout  the  region. 

Delivering  information  to  these 
diverse  locations  isnt  easy,  especially 
when  data  must  be  accurate,  timely 
and  consistent  throughout  the  com¬ 
pany.  To  furthur  complicate  things, 
Entergy's  corporate  information  is 
spread  across  diverse  sources,  such  as 
IMS  and  DB2  mainframe  repositories, 
Oracle  systems  and  Sybase  client/ 
server  applications. 

In  keeping  with  the  company's 
overall  migration  toward  client/server, 


Entergy  has  created  a  54GB  SYBASE 
SQL  Server  data  warehouse  on  Sun 
SPARC  Server  2000s  that  currently 
delivers  financial  and  materials-related 
data  to  a  range  of  corporate  personnel, 
and  will  soon  incorporate  customer 
and  human  resources  information. 
Initially  designed  to  streamLine  the 
production  of  monthly  variance  re¬ 
ports,  and  to  provide  an  ad  hoc  deci¬ 
sion  support  environment  for  corporate 
planners,  the  warehouse  has  substan¬ 
tially  expanded  in  scope  to  provide  a 
foundation  for  data  integration  and 
delivery  across  multiple  business  sys¬ 
tems.  It  also  offers  a  sophisticated 
dual-level  processing  environment  that 
specially  prepares  predefined  sets  of 
data  for  use  in  high-end  decision  sup¬ 


port  applications. 

According  to  data  warehouse  man¬ 
ager  Boris  Bosch,  the  system  is  play¬ 
ing  a  major  role  in  ensuring  that 
Entergy  can  maintain  its  status  as  a 
Leader  in  the  industry.  With  the 
Sun/Sybase  data  warehouse,  planners 
can  do  routine  things  quickly,  which 
means  that  they  have  more  time  for 
complex  data  manipulation,  the  com¬ 
prehensive  monitoring  and  analysis 
that  are  necessary  for  success  in  our 
industry's  highly  competitive  markets. 

"The  Sun/Sybase  data  warehouse 
gives  top-level  planners  more  time  to 
work  on  complex  tasks,  and  better 
information  with  which  to  devise  com¬ 
petitive  business  strategies,"  says 
Bosch. 
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A  Siemens  Nixdorf  Company 


The  Smart  Warehouse": 

From  the  Back  Office 
to  the  Front  Lines. 

Data  Warehousing  is  no  longer  relegated  to  the  back 
office.  The  Smart  Warehouse”  is  for  the  front  line.  The 
Smart  Warehouse-from  the  creators  of  the  most  power¬ 
ful  parallel  server  family  in  the  world-Pyramid®  Technology 
and  Siemens  Nixdorf.  We've  put  it  all  together  with  your 
needs  in  mind.  In  fact,  our  combination  of  superior 
technology  and  strategic  alliances  make  the  most  of 
your  valuable  data-which  can  lead  to  increased  sales  and 
profits.  You'll  be  able  to  perform  data  mining  tasks,  ana¬ 
lyze  products  and  customers,  and  take  a  critical  look  at 
your  business  like  never  before. 

What  makes  Pyramid's  Smart  Warehouse  so  smart? 

For  one,  Pyramid  &  Siemens  Nixdorf  have  established, 
strategic  partnerships  with  critical  software  vendors 
including  Oracle,  Informix,  Sybase,  and  other  Data 
Warehouse  experts.  So  you'll  know  that  the  hardware 
you  get  from  us  gets  the  most  from  the  software  you 
get  from  others.  Next,  Pyramid's  Smart  Warehouse 
includes  Reliant®  fault-tolerant  software,  which  is  rapidly 
setting  the  industry  standard  for  high-availability.  Why  is 
that  important?  Because  the  Smart  Warehouse  moves 
your  data  from  the  back  office  to  the  front  lines-where 
keeping  the  Smart  Warehouse  up  and  running  translates 
into  better  customer  service,  and  higher  sales. 

The  best  news  is  this:  Pyramid  has  a  Starter  Kit 
Program  to  get  you  up  and  running  right  away.  We’ll 
come  in,  identify  your  business  needs,  and  show  you 
how  the  Smart  Warehouse  works.  Why?  Because  Pyramid 
is  out  to  prove  that  the  Smart  Warehouse  is  just  what 
you  need  to  stay  competitive-and  out  to  prove  that  your 
ROI  will  be  unexpectedly  high. 

The  fact  is,  Pyramid  has  been  the  leader  in  open- 
systems  computing  since  1981.  And  high  ROI  is  why 
the  Smart  Warehouse  is  already  being  used  by  global 
3000  companies.  So  call  for  more  information  about 
our  Starter  Kit  Program  today.  800-289-7973.  And  let 
the  Smart  Warehouse  take  you  from  the  back  office 
to  the  front  lines. 


©  1995,  Pyramid  Technology.  Pyramid  and  Reliant  are  registered  trademarks,  and  Smart  Warehouse  is  a  trademark  of  Pyramid  Technology.  All  other  trademarks  used  herein  are  the  property  of  their  respective  owners. 
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this  kind  of  infrastructure  is  an  evo¬ 
lutionary  process,  not  something  that 
can  be  dropped  into  place  overnight. 

Alternative  Approaches 

There  are  a  number  of  alterna¬ 
tives  for  implementing  database  mar¬ 
keting;  all  have  their  disadvantages. 
Four  of  these  approaches  are: 

•  Service  bureaus.  Service  bureaus 
specialize  in  gathering  and  cleaning 
data  and  generating  lists.  They  are 
usually  expensive,  provide  slow  ac¬ 
cess  to  information  and,  because  they 
operate  primarily  in  a  batch  mode, 
offer  limited  query  flexibility. 

•  Custom-designed  database  mar¬ 
keting  applications.  Among  their 
drawbacks:  designs  that  do  not 
accommodate  multiple  users  with 
differing  needs  and  delayed  avail¬ 
ability  of  transactions  for  analysis. 
These  systems  usually  require  a 
highly  structured  data  model  that  is 
difficult  and  costly  to  change. 

•  Multi-dimensional  databases. 


These  allow  fast-query  response  to 
pre-defined  queries  but  cannot  pro¬ 
vide  flexible  access  to  detailed  data; 
are  designed  more  for  financial  ana¬ 
lysts  than  marketers;  and  come  with 
a  high  overhead,  ballooning  the  orig- 

The  most  viable  solution 
to  database  marketing 
draws  on  the  resources  of 
the  data  warehouse. 

inal  data  to  as  much  as  100  times  its 
original  size. 

•  Standard  relational  technology. 

This  technology  is  very  flexible.  But 
its  performance  for  ad  hoc  analysis  is 
below  par  and,  in  many  cases,  the 
data  schema  must  be  restricted  to 
boost  performance.  Traditional  index¬ 
ing  technology  can  add  significant 
overhead  in  both  time  and  disk 
resources. 


Recent  Solutions 

The  latest  and  most  viable  solu¬ 
tion  to  database  marketing  draws  on 
the  resources  of  the  data  warehouse. 
This  approach  is  now  being  used  to 
assemble  data  systematically;  trans¬ 
form  it  into  a  consistent  format  for 
business  use;  distribute  it  where  it  is 
needed;  and  furnish  high-speed 
access  with  popular  query  tools. 

The  largest  collegiate  bookstore  in 
the  United  States  is  the  Harvard 
Coop.  Located  in  Cambridge,  Mass., 
in  the  middle  of  Harvard  Square,  the 
Coop,  as  it’s  called  (rhymes  with 
"loop”),  uses  Sybase  IQ.  (Interactive 
Query)  to  access  company-wide  sales 
data.  Sybase  IQ.  incorporates  brand 
new  “bit-wise"  indexing  technology, 
designed  to  provide  rapid  response  to 
the  ad  hoc  analytical  queries  that 
come  from  off-the-shelf  SQL  gener¬ 
ating  query  tools. 

The  Coop  system  draws  data 
nightly  from  remote  point-of-sale  ter¬ 
minals  into  a  Data  General  server 


Stanford  raises  the  level  of  its  financial  analysis 


Stanford  University,  one  of  the 

nation's  leading  academic  institu¬ 
tions,  is  comprised  of  seven  schools: 
Business,  Law,  Medicine,  Humanities 
and  Sciences,  Engineering,  Earth 
Sciences  and  Education.  Stanford's 
structure  is  complex  and  decentral¬ 
ized,  posing  a  classic  problem.  Vast 
quantities  of  data  were  stored  in  a 
mainframe  in  a  form  that  users  found 
difficult  to  access  and  use. 

To  address  this  problem,  Stanford 
has  implemented  a  data  warehouse  to 
provide  enterprise-wide  decision  sup¬ 
port  for  end  users.  The  data  warehouse 
accesses  information  from  all  facets  of 
the  organization,  including  research, 
student  activities,  human  resources, 
and  finance. 

Stanford's  data  warehouse  runs  on 


Sybase  System  10  on  a  Sun  Sparcstation 
20  with  512MB  of  RAM  and  25GB  of 
disk  storage.  For  query  and  reporting, 
the  team  needed  a  tool  that  provided 
cross-platform  support,  a  user-driven 
analytical  process,  data  pivoting,  and 
over  the  long  term,  the  capability  for 
enterprise-wide  deployment. 

After  evaluating  several  products, 
Stanford  selected  BusinessObjects  from 
Business  Objects,  Inc.  in  Cupertino, 
Calif. 

BusinessObjects  was  rolled  out  in 
November  1994.  The  50  users  of  the 
system  —  analysts  and  administrators 
at  units  such  as  the  offices  of  he 
provost  and  comptroller,  as  well  as 
middle  managers  —  can  now  do  struc¬ 
tured  and  ad  hoc  queries  from  their 
Macintoshes  and  PCs.  The  number  of 


users  is  expected  to  increase  to  more 
than  120  by  year-end. 

Now,  because  cross-system  search¬ 
es  and  comparative  reports  are  easy  to 
do,  more  sophisticated  financial  analy¬ 
sis  of  the  university's  seven  schools 
and  many  research  and  interdisciplinary 
centers  is  possible. 

For  example,  users  are  looking  at 
how  private  contributions  and  govern¬ 
ment  funding  are  being  used  and  where 
research  dollars  are  going.  Soon  Bus¬ 
inessObjects  will  be  used  to  understand 
the  student  population  in  terms  of 
their  course  choices  —  what  courses 
they  are  taking,  how  these  choices 
change  over  time,  which  courses  are 
stumbling  blocks,  and  what  resources 
the  university  can  offer  to  help  them 
get  past  these  critical  barriers. 


12  Database  Warehousing 


Network 


His  name  is  Network, 
Tell  him  what  you  need  and 
he'll  get  it  for  you, 


Think  about  all  the  different  computers  in  your  company  that  don't  even  talk  to  each  other.  Now  imagine  being  able  to  turn  that 
bottled-up  power  into  one  worldwide  network  that  makes  you  more  competitive.  A  network  so  powerful  and  so  approachable 
that  it  becomes  almost  a  living  thing.  That  gets  you  whatever  you  want,  whenever  you  want,  without  asking  why.  At  Sun,  we 
think  that's  the  whole  point  of  network  computing.  And  we  have  the  hardware,  the  software,  the  support 
and  the  experience  to  make  it  all  work  for  you.  If  you'd  like  to  see  what  network  computing  can  bring 
you,  just  contact  the  people  who  invented  it.  Sun.  At  http://www.sun.com  or  1-800-786-0785,  Ext.  250.  the  network  is  the  computer- 


©  1995  Sun  Microsystems,  Inc.  All  rights  reserved.  Sun,  Sun  Microsystems,  the  Sun  Logo  and  The  Network  Is  The  Computer  are  trademarks  or  registered  trademarks  of  Sun  Microsystems,  Inc.  in  the  United  States  and  other  countries 
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which  holds  15GB  of  data.  The  data 
is  downloaded  to  a  separate  Sybase 
IQ  server  which  is  accessed  by  35  to 
40  sales  managers,  buyers  and  key 
managers  using  PCs.  Eventually  the 
system  will  serve  nearly  100  users. 
The  Sybase  software  brings  perfor¬ 
mance  improvements  of  10  to  100 
times,  allowing  truly  interactive 
access  to  sales  statistics  on  over 
1  million  SKUs. 

Database  marketing  systems  have 
the  added  complexity  of  needing  to 
generate  large  volumes  of  output  in 
the  form  of  mailing  lists,  as  well  as 
enabling  interactive  analysis  for  mar¬ 
ket  segmentation,  predictive  model¬ 
ing  and  cluster  analysis,  according  to 
Jim  Mcllheney,  a  consultant  with 
EDS/dblntellect,  a  firm  that  builds 


database  marketing  systems. 

Because  most  of  EDS/dblntel- 
lect’s  customers,  according  to  Mc¬ 
llheney,  have  "large  problems  to 
solve.  .  .over  5  million  customer 
names  to  manage,  typically  over 
100GB  of  data,"  parallel  table  scan 
techniques  are  very  important  for 
producing  bulk  output. 

Great  promise 

On  the  other  hand,  to  satisfy  the 
on-line  access  requirements,  db- 
Intellect  is  evaluating  the  new  par¬ 
allel  version  of  Sybase  IQ.  The  soft¬ 
ware  "has  great  promise,"  Mcllheney 
says.  “The  query  speed  is  tremen¬ 
dous,  and  it  is  accomplished  without 
a  huge  hardware  budget.  This  is  a 
major  difference  between  better 


indexing  technology,  like  Sybase  IQ 
and  other  parallel  query  technology.” 

Sybase  MPP  is  another  tool  that 
provides  access  to  massive  databases 
with  hundreds  of  gigabytes  of  data. 
It  is  an  open  scalable  database  server 
ideally  suited  for  use  with  symmet¬ 
rical  multiprocessor  (SMP)  clusters 
and  massively  parallel  processor 
(MPP)  platforms.  It  makes  possible  a 
truly  scalable  data  warehouse  that 
gives  users  the  flexible  access  to  infor¬ 
mation  they  need  to  make  informed, 
timely  marketing  decisions. 

Massive  databases 

Sybase  MPP  builds  on  Sybase  SQL 
Server  to  provide  parallel  high  per¬ 
formance  for  complex  information 
analysis  and  mixed  workloads.  It  fea¬ 
tures  parallel  load,  create  index, 
backup  and  recovery,  and  integrated 
administration  and  configuration 
management  tools. 

Chase  Manhattan  Bank  is  using 
Sybase  MPP  on  an  AT&T  3600  paral¬ 
lel  system  that  will  ultimately  store 
500GB  of  customer,  transaction  and 
credit  bureau  data.  Chase  Manhattan 
expects  that  by  using  this  data  ware¬ 
house  instead  of  a  mainframe,  it  will 
save  $29  million  in  operational  costs 
over  five  years  and  allow  online 
analysis  of  five  years  of  credit  card 
data  on  over  6  million  customers. 

Tools  like  Sybase  IQ  and  Sybase 
MPP  are  making  the  promise  of  data¬ 
base  marketing  a  reality.  In  the 
process,  businesses  adopting  this  lat¬ 
est  approach  to  customer-centric 
marketing  are  realizing  additional 
opportunities  that  translate  directly 
to  bottom  line  profitability. 

Over  the  long  run,  database  mar¬ 
keting  leads  to  a  greater  under¬ 
standing  of  the  customer,  which,  in 
turn,  leads  to  a  mutually  beneficial 
relationship  between  the  buyer  and 
the  seller  that  has  not  been  possi¬ 
ble  until  now. 


ETi  cuts  warehouse  costs 


Warehouse  experts  estimate  that  up 
to  80%  of  the  cost  in  implementing  a 
data  warehouse  is  spent  in  writing  and 
maintaining  the  interface  programs 
required  to  load  and  refresh  informa¬ 
tion  in  the  warehouse. 

Significant  analysis  is  required  to 
determine  the  "database  of  record" 
for  every  value  in  the  warehouse,  and 
even  then,  most  of  the  values  must 
be  transformed  into  a  form  that  is 
meaningful  to  end  users.  Moreover, 
these  interface  programs  must  exe¬ 
cute  with  minimal  impact  on  the 
operational  systems  from  which  they 
draw  data. 

One  software  product  can  help 
manage  this  process  as  well  as  con¬ 
tain  costs.  Fortune  1000  companies 
worLdwide,  as  well  as  public  utilities 
and  government  agencies,  are  using 
the  ETi-Extract  Tool  Suite  Z —  the 
industry's  Leading  data  productivity 
tool  for  automating  data  collection, 
transformation  and  migration  —  to 
drastically  cut  the  cost  of  data  con¬ 


version  and  migration  for  data  ware¬ 
houses  as  well  as  for  application 
implementation  and  re-engineering. 

Several  of  these  companies  use  the 
ETi-Extract  tools  to  build  and  maintain 
marketing-oriented  warehouses.  The 
tools  enable  them  to  use  a  point-and- 
click  interface  to  specify  the  detailed 
instructions  for  searching  sales,  cus¬ 
tomer  and  product  databases  to 
retrieve  the  information  relevant  for  a 
pinpoint  marketing  warehouse.  Menu- 
driven  interfaces  allow  users  to  specify 
business  rules  and  transformations 
that  need  to  be  applied  to  the  data. 
The  ETi-Extract  tools  automatically 
generate  and  execute  all  of  the  neces¬ 
sary  programs  to  populate  and  main¬ 
tain  the  warehouse,  as  well  as  provide 
unique  and  powerful  metadata  man¬ 
agement  capabilities. 

User  experience  indicates  that  the 
ETi-Extract  Tool  Suite  can  cut  the  cost 
of  building  and  maintaining  even  the 
most  complex  data  warehouses  by 
35%  to  95%. 
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Now 

BUSINESS  PEOPLE 

can  ask 


BUSINESS  QUESTIONS 

and  get 


BUSINESS  ANSWERS 


For  the  first  time,  business  people  can  use  familiar  business  terms  to  access  corporate  data,  analyze  it,  and  generate 
reports  for  effective  decision  making.  And  only  BudineddObjectd"  makes  it  happen. 

No  need  to  understand  database  structures.  No  need  to  speak  SOL.  And  no 
longer  any  need  for  IS  to  be  in  the  ad-hoc  report  business  — even  though  IS 
maintains  absolute  control  of  the  data. 

We  call  it  Business-Intelligent  Querying.  We 
invented  it.  And  more  than  1,500  organizations,  with  40,000  end  users  in  20 
countries,  are  using  it  today. 

Budinedd Objects  is  available  for  a  wide  range  of  client/server  environments.  It 
runs  on  Microsoft  Windows,  Macintosh,  UNIX  Motif  and  character  mode  client 
platforms.  And  it  supports  access  to  data  stored  in  Oracle,  Sybase,  Informix, 

Ingres,  Teradata,  Red  Brick  and  DB2  databases. 

To  show  you  exactly  what  Budinedd Objectd  can  do,  we’ve  put  together  an  extensive 
BudineddObjectd  Information  Kit,  including  a  demonstration  disk.  Call  1-800-705-1515 
for  your  free  kit,  and  a  schedule  of  our  free  BudineddObjectd  Technology  Briefings. 

Everything  you’ll  learn  comes  down  to  this:  it’s  time  to  talk  business.  B  u 


Ask  about  our  new 

PRODUCT  FOR  EXCEL  USERS 

CALL  1- 800-705-151 5 


Presenting 


BUSWESS  OBJECTS 


©1995  Business 


Objects,  Inc.  Outside  the  U.S.,  call  415-394-0106.  All  rights  reserved.  Other  product  names  are  the  property  of  their  respective  trademark  owners.  Qclv  03 


Sybase 


Putting  data  into 
a  warehouse  is  one  thing. 
Getting  it  back  out,  however, 
is  a  different  story. 


You  want  fast  answers  from 
your  data  warehouse.  The  faster 
you  can  find  them,  the  faster  you 
reach  decisions.  And  the  bigger 
your  jump  on  your  competition. 

Fast  answers  to  ad-hoc 

QUERIES.  The  Meta  Group  says 
almost  half  your  queries  will  be 
“random,  probing  questions  that 
cannot  be  predicted  in  advance.” 
Why  choose,  then,  a  solution 
that  requires  staff  to  tune  each 
and  every  one? 

Here's  what  our  customer, 
Dun  &  Bradstreet  Software,  has 
to  say:  "Sybase  gives  our  users  the 
flexibility  and  performance  they 
need  to  gain  immediate  answers 
to  their  business  questions.” 

Innovative  Bit-Wise™ 

INDEXING  TECHNOLOGY. 
SYBASE  IQ™  boosts  query 
performance  10  to  100  times 


The  Sybase®  Warehouse  WORKS'" 

LINE  OF  PRODUCTS  IS  DESIGNED  TO 
WORK  TOGETHER— AS  WELL  AS  WITH 
YOUR  EXISTING  TECHNOLOGY. 

Which  is  why  Sybase  is  the 

LEADING  MIDDLEWARE  PROVIDER 
FOR  DATA  WAREHOUSING  SOLUTIONS.* 


faster  than  todays  technology — 
without  adding  hardware  like 
parallel  systems.  It  efficiently 
indexes  all  data,  providing  a 
complete  map  of  your  vital  busi¬ 
ness  information  and  eliminating 
costly,  time-consuming  table  scans. 

A  PROCESS,  NOT  A  PRODUCT. 
At  Sybase,  we  view  data  ware¬ 
housing  as  a  process:  assembling 
data,  transforming,  distributing 
and  accessing  it. 

With  our  comprehensive 
Warehouse  WORKS  line  of 
products,  you  can  do  all  this  and 
manage  the  process,  in  an  open 
architecture  that  grows  with  you. 

TO  LEARN  MORE,  CALL 
1-800-SYBASE-l  EXT.  1882. 

Or  visit  us  on  the  Internet  at 
http://www.sybase.com/.  We’ll 
get  you  the  answers  you  need. 
Without  any  digging. 


■Sybase 

The  Architecture  for  Change * 


•Source,  Meta  Group:  1995  Data  Warehouse  Survey  Results.  SYBASE,  Sybase  logo,  SYBASE  IQ,  Warehouse  WORKS,  and  Bit-Wise  are  trademarks  of  Sybase,  Inc.  All  rights  reserved.  ©1995  Sybase,  Inc. 
Outside  the  U.S.  call  Ml 0-224-8044. 
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But,  it  can  be  very  rewarding. 


If  you’re  a  corporate  or  technical  developer,  it’s  time  you  were  rewarded  for  your  “monstrous”  efforts 
in  Windows  Application  Development.  Enter  today  and  electrify  the  judges  with  your  phenomenal 
Microsoft  Windows  custom  application.  Display  your  ingenuity  for  breathing  life  into  an  application 
that’s  streamlining  the  way  your  corporation  or  customers  do  business.  You’ll  participate  in  a  spine-tingling 
awards  ceremony  and  reception  featuring  Bill  Gates  and  other  industry  luminaries.  Then,  you  can  go  back  and 
start  digging  up  some  new  ideas  to  bring  to  life  at  next  year’s  WINDOWS  WORLD  Open! 

Hurry.  The  entry  deadline  is  February  29,  1996.  Call  1-800-829-4143  now  for  your 
WINDOWS  WORLD  Open  Entry  Kit. ..or,  go  on-line  and  download  your  kit  at  http://www.wwopen.com 


COMPUTERWORLD’S  CUSTOM  APPLICATION  CONTEST 


WINDOWS  WORLD  •  June  3-6, 1996  •  McCormick  Place  •  Chicago,  Illinois 


Founding  Sponsors  COMPUTERWORU)  MjCTQSOft 


SOFTBANK 

COMDEX. 


Sponsor  WILL 


WINDOWS  WORLD  Open  is  held  at  WINDOWS  WORLD  in  Chicago.  June  3-6, 1996  The  WINDOWS  WORLD  Open  Entry  Kit  contains  all  the  details  and  rules  for  this  contest.  Contest  is  void  where  prohibited  by  law.  No  purchase  necessary.  Computerworld,  Inc.  is  an  IDG  Company 
WINDOWS  WORLD  is  a  trademark  and  Windows  and  the  Windows  logo  are  registered  trademarks  of  Microsoft  Corporation.  WINDOWS  WORLD  and  the  Windows  logo  are  used  by  SOFTBANK  COMDEX  under  license  from  Microsoft  All  other  trademarks  are  the  property  of  their  respective  owners. 

©1995  SOFTBANK  COMDEX  Inc.  •  300  First  Avenue,  Needham.  MA  02194-2722  SP9565  11/95 
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Microsoft 


WHERE  DO  YOU  WANT  TO  CO  TODAY?" 


Introducing  new  Microsoft  Project 

for  Windows  95. 

Now  your  company’s  projects  run  as  smoothly  as  planned  with  new  Microsoft®  Project. 
Improve  lines  of  communication  with  graphical  views  and  multi-project  reporting. 
H§|  Information  about  project  status  and  the  impact  of  inevitable  changes  in  schedules, 
resources  or  costs  flows  consistently  throughout  the  organization  so  users  can  make 
decisions  that  are  based  on  sound,  organized  data.  Everyone  stays  in  the  loop.  Everything 
stays  on  target.  And  because  Microsoft  Project  lets  team  members  integrate  information 
with  other  business  systems,  the  big  picture  is  always  in  view  throughout  the  entire  company. 


Communication  runs  high,  everyone  connects,  and  projects  move  as  planned. 

Because  it's  integrated  with  a  wide  range  of  e-mail*  systems  and  Schedule+, 
Microsoft  Project  makes  it  possible  for  the  people  in  your  company  to  share  project 
information  without  running  into  the  obstacles  of  miscommunication.  With  a  single 
click,  users  can  communicate  task  assignments  and  scheduling  changes  that 
their  whole  workgroup  can  see  at  once.  There’s  no  confusion,  there’s  no  slowing 
down.  And  by  consolidating  projects  within  the  product  itself  or  with  other 
databases  via  Open  Database  Connectivity  (ODBC),  you  have  the  power  to  access 
every  project  in  your  company,  from  specific  details  to  a  complete  and  overall  view. 


Microsoft  Project  has  the  power  to  be  an  integral  part  of  any  business  solution. 

Your  company  runs  on  more  than  one  kind  of  information  system  and  Microsoft  Project  is  designed 
to  communicate  with  these  systems.  Because  people  can  integrate  multiple  projects  with 
corporate  databases  for  roll-up,  reporting,  and  data-integration  purposes,  you  have  a  constant 
view  of  your  company’s  progress.  And  with  the  open  and  extensible  architecture  of  Microsoft 
Project  through  the  support  of  Visual  Basic®  for  Applications  and  OLE,  users  have  the  ability  to 
fully  integrate  project  information  with  other  applications  like  Microsoft  Excel,  Microsoft  Access 
and  Word.  Microsoft  Project  also  supports  multiple  platforms**  all  with  the  same  file  format.  New 
Microsoft  Project  lets  the  people  in  your  company  work  with  other  information  systems,  giving 
them  the  ability  to  enrich  the  value  of  their  information  and  complete  their  projects  with  success 


Microsoft 


New  Microsoft  Project  works  seamlessly  with  Microsoft  Office.  Microsoft  Project 
is  the  world’s  best  selling  project  management  software  and  it  is  now  optimized  to  work  hand- 
in-hand  with  the  32-bit  performance,  advanced  multitasking  and  simplified  user  interface  of  the 
Windows®  95  operating  system.  It  looks  and  works  like  the  Microsoft  Office  family,  with  common 
features  like  the  Answer  Wizard  and  IntelliSense™  technology,  so  it’s  easily  integrated  and  accessible 
to  both  new  and  experienced  users.  Training  and  support  costs  remain  low,  communication 
runs  high,  and  you  watch  your  company  and  its  projects  move  quickly  to  successful  completion. 
Call  1-800-426-9400  to  get  the  tools  you  need  to  evaluate  Microsoft  Project  for  your  organization. 


Microsoft  Project  works  with  Microsoft  Mail,  cc:  Mail,™  Lotus  Notes* and  the  Microsoft  Exchange  Inbox  for  Windows  95.  **Windows  3.1.  Windows  95,  the  Windows  NT™operating  system,  Macintosh* and  Power  Mac™  ©1995  Microsoft  Corporation.  All  rights  reserved.  Microsoft, 
Windows,  Visual  Basic  and  the  Windows  logo  are  registered  trademarks  and  the  Windows  Start  logo.  IntelliSense,  Windows  NT  and  Where  do  you  want  to  go  today ?  are  trademarks  of  Microsoft  Corporation.  Macintosh  is  a  registered  trademark  and  Power  Mac  is  a  trademark  of  Apple 
Computer.  Inc.  cc:  Mail  is  a  trademark  of  cc:  Mail.  Inc.  a  wholly  owned  subsidiary  of  Lotus  Development  Corporation.  Lotus  Notes  is  a  registered  trademark  of  Lotus  Development  Corporation. 


Viewpoint 


Computers  in 
toyland 

Do  yourself  a  favor  this  month. 
Round  up  your  staff,  and  go  see  Toy 
Story.  Expense  the  tickets.  It’s  worth 
it.  You  will  be  seeing  the  interface  of 
the  future. 

I  took  my  kids  and  parents  to  see  this  Disney  anima¬ 
tion  marvel  over  the  Thanksgiving  weekend  and  had  a 
revelation  of  sorts.  It  came  when  I  realized  that  three 
generations  of  Gillins  were  staring,  transfixed,  at  the 
screen.  All  of  us  were  relating  to  what  was  going  on  in 
our  own  way:  The  kids  thought  the  toys  really  could 
talk;  the  grown-ups  couldn’t  believe  something  created 
by  a  computer  could  look  so  lifelike.  The  animation  was 
a  cross-generational  interface. 

The  technology  showcased 
in  Toy  Story  promises  to  attack 
a  basic  problem  with  comput¬ 
ers:  They’re  still  too  damned  un¬ 
friendly.  The  vast  majority  of 
Americans  still  don’t  know  how 
to  use  a  computer  and  probably 
won’t  figure  it  out  unless  their 
kids  teach  them.  Interface  de¬ 
sign  hasn’t  progressed  much 
since  the  Apple  Lisa.  And  while  Microsoft’s  Windows 
95  is  an  improvement,  “Start/ Settings/ Control  Pan¬ 
el/Add/Remove  Programs”  isn’t  exactly  the  most  intu¬ 
itive  way  to  get  something  simple  done. 

Software  makers  give  lip  service  to  usability,  butthey 
really  haven’t  made  much  progress  beyond  windows 
and  buttons.  And  it’s  always  bugged  me  to  hear  soft¬ 
ware  designers  refer  to  customers  as  “brain-dead  us¬ 
ers.”  Can  they  really  be  serious  about  those  customers’ 
needs? 

But  progress  will  happen  because  the  industry  can’t 
grow  without  it.  Toy  Story  is  more  than  a  high-tech  car¬ 
toon;  it  is  an  example  of  how  computer-generated  char¬ 
acters  can  be  made  approachable,  even  lovable.  It  is  the 
pop  culture  version  of  the  innovations  that  need  to  hap¬ 
pen  if  computers  are  to  spread  to  the  masses.  (To  read 
how  the  movie  was  made,  see  page  53.) 

Computing  is  increasingly  driven  by  what  consum¬ 
ers  will  buy.  CD-RO  Ms,  digital  video  and  on-line  ser¬ 
vices  all  have  had  to  pass  muster  with  home  users  be¬ 
fore  becoming  mega-industries.  Tire  next  big  thing  in 
interfaces  will  be  computers  that  interact  on  a  personal 
level.  People  will  buy  technology  that  does  that  the 
same  way  they’re  buying  tickets  to  Toy  Story.  Go  buy  a 
ticket  yourself. 


Paul  Gillin,  Editor 
Internet:  paul_gillin@cw.com 
http:// www.  ultranet.  com/~pgillin 
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Kmart’s  webmaster  wove  a  tangled  Web  page 


anonymity.  Fournier’s  ego  led  him 
to  create  a  link  to  a  personal  home 
page.  This  would  have  been  bad 
enough  from  a  business  context, 
but  his  personal  home  page  con¬ 
tained  links  to  sexually  explicit 
material. 

It  is  a  very  small  stretch  to  claim 
that  Kmart,  by  being  closely  tied 
to  the  offending  material,  would 
be  guilty  of  sexual  harassment. 
Kmart  had  a  responsibility  to  di¬ 
vorce  itself  from  this  material, 
even  to  the  point  of  discharging 
Fournier. 


Now,  Fournier  has  decided  to 
engage  in  petty  sniping  on  a  global 
stage. 

Oh,  now  there’s  a  clever  way  to 
find  a  new  job  in  a  professional  ca¬ 
pacity. 

If  business  is  to  be  conducted 
on  the  Web,  some  standards  of  de¬ 
corum  must  apply.  Kmart  acted 
appropriately  in  enforcing  policies 
that  make  sense  in  the  business 
world. 

Philip  Setnik 
Solon,  Ohio 
psetnik@ibm.net 


Trendy  and  fast  is  the  wrong  way  to 
write  systems;  think  about  performance 


Former  Kmart  webmaster  Robert 
Fournier  has  demonstrated  all  of 
the  class  of  a  10-year-old  [“Kmart’s 
webmaster  gets  the  boot,”  CW, 
Nov.  20], 

He  must  recognize  that  his  for¬ 
mer  employer  had  given  him  a  sig¬ 
nificant  responsibility:  enhancing 
the  presence  of  a  major  corpora¬ 
tion  in  a  big  marketing  medium.  It 
was  essential  that  this  responsibil¬ 
ity  be  discharged  in  a  professional 
manner. 

Professionalism  in  the  comput¬ 
er  business  is  often  equated  with 


I,  too,  am  in  the  “over  50”  group  and 
have  been  an  independent  relational 
database  designer  for  the  past  eight 
years,  both  in  large  machine  and  cli¬ 
ent/  server  environments  [“Mean 
streets,”  CW,  Nov.  6].  Lately,  it 
seems  everyone  wants  some  hotshot 
who  will  quickly  devise  a  perfectly 
normalized  database  and  then  slap 
some  supertool  applications  genera¬ 
tor  on  it  to  produce  a  fast  solution. 
This  is  a  bad  way  to  write  good  sys¬ 
tems.  Personally,  I  have  never  de¬ 
signed  a  relational  database  that 
didn’t  require  some  degree  of  denor¬ 
malization  to  run  effectively  with 
large  volumes  of  data. 

It  reminds  me  a  lot  of  the  good  old 
days  of  the  early  ’60s  when  anyone 
with  a  coding  pencil  could  extort  a 
better-than-average  income  from 
desktop  publishing  managers  who 
came  primarily  from  the  old  account¬ 


ing  machine  environment  and  didn’t 
have  a  clue  about  mainframe  com¬ 
puters. 

Michael  A.  Moroney 
Computer  Advisory  Services 
Falmouth,  Maine 
casvcs@aol.com 

Two  IS  hiring 
practices  conflict 

“New  Wave  managers”  and  “Mean 
streets”  [CW,  Nov.  6]  gave  me  pause 
because  the  messages  are  quite  op¬ 
posite.  In  “Mean  streets,”  Mr.  Cooke 
was  looking  for  a  new  job  and  was 
shocked:  “Almost  no  one  wants  you 
because  you  see  the  big  picture. 
They  want  you  only  because  you  are 
good  at  one  hot  technology  or  anoth¬ 
er.”  “New  Wave  managers,”  on  the 


other  hand,  counsels  that  a  broad 
range  of  skills  is  needed  to  move  up 
the  IS  career  ladder.  Both  articles 
are  right. 

Rank-and-file  IS  professionals  are 
hired  to  solve  specific  technical 
problems  and  so  need  specific  skills. 
Once  hired,  they  are  encouraged  to 
stay  focused  on  the  technical  tasks, 
especially  in  these  days  of  lean 
staffs.  Result:  They  remain,  become 
or  are  simply  perceived  to  be  narrow 
and  unpromotable,  leading  to 
“broader”  managers  being  hired 
from  outside  of  IS.  It’s  a  catch-22. 

Geoff  Pennington 
Falls  Church,  VA 
1 02043. 1 421 @compuserve.  com 


■  Computerworld  welcomes  comments 
from  its  readers.  Letters  should  not  exceed 
200  words  and  should  be  addressed 
to  Bill  Laberis,  Editor  in  Chief,  Computer- 
world,  P.0.  Box  9171,  500  Old  Connecticut 
Path,  Framingham,  Mass.  01701.  Fax 
number:  (508)  875-8931;  Internet:  let- 
ters@cw.com.  Please  include  an  address 
and  phone  number  for  verification. 
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Soon  we  may 
not  be  able  to 
think,  write  or 
draw  without 
using  a  silicon 
crutch 


Marc  Gunderson 


We’re  losing  our  creative  minds 


e  are  rapidly  careening  toward  a  future  where  the 
wonders  of  technology  will  give  us  everything 
we’ve  ever  asked  for.  Meanwhile,  that  same  tech¬ 
nology  may  take  more  from  us  than  we  could 
have  ever  imagined:  our  creative  minds. 

Our  technological  capabilities  are  increasing  at 
an  exponential  rate,  but  we  are  becoming  less 
able  to  improve  or  maintain  our  mental  skills. 
Think  of  the  old  question  about  whether  kids 
should  use  calculators  in  school.  We  had  better 
look  in  the  mirror  and  ask  ourselves  that  same 
question  before  it’s  too  late. 

Software  programs  constantly  spoon-feed  us  in¬ 
formation,  alleviating  our  need  to  make  any  men¬ 
tal  effort.  Today’s  word  processing  programs  can 
fix  our  spelling  mistakes  on  the  fly. 

The  “wizards”  and  professionally  designed 
templates  in  desktop  publishing  programs  can 
help  even  the  graphically  impaired  produce  bro¬ 
chures  that  look  decent. 

We  are  becoming  addicted  to  programs  that  as¬ 
sist  us  in  application  development,  database  de¬ 
sign,  music  composition  and  drawing  pretty  pic¬ 
tures.  Slowly  but  surely,  our  gray  matter  is 
experiencing  an  ever-diminishing  mean-time-be- 
fore-failure. 

As  we  become  dependent  on  the  wizards,  wid¬ 
gets,  gadgets  and  gizmos  that  facilitate  our  daily 
chores,  they  tether  us  to  the  apron  strings  of  tech¬ 
nology.  As  we  become  enchanted  with  the  incred¬ 


ible  artificial  things  they  do  for  us,  the  wizards 
mesmerize  and  pull  us  deeper  into  their  clutches. 

What  is  the  cause  of  this  unnatural,  can’t-live- 
with-it/can’t-live-without-it  relationship  we  have 
with  technology? 

We  depend  on  it  to  make 
our  lives  easier  and  do 
things  that  are  humanly 
impossible.  We  rely  on  it  to 
maintain  our  competitive 
edge  over  the  next  guy.  We 
need  it  to  improve  almost 
every  aspect  of  life  and 
economic  well-being. 

But  with  the  double  click 
of  a  mouse,  these  same  ad¬ 
vantages  will  homogenize 
our  creative  powers.  By  not 
being  more  conscious  of 
this  loss,  we  slowly  are 
placing  our  mental  and  cre¬ 
ative  capacities  in  techno¬ 
bondage. 

For  the  moment,  we  find 
our  challenges  in  develop¬ 
ing  bigger,  better,  faster 
and  cheaper  high-tech  thingamajigs.  But  these 
same  whatchamacallits  place  us  in  an  irreversible 
downward  spiral  toward  a  mental  holocaust. 

Soon  we’ll  be  unable  to  think  or  create  without 


the  crutch  of  a  silicon  chip.  Well  all  have  the  tech¬ 
nological  clout  to  make  ourselves  something  that 
we  aren’t:  artists,  systems  analysts,  musicians  or 
research  scientists.  As  information  technology 
professionals,  we  know 
what  creative  efforts  it  has 
taken  to  come  this  far.  Af¬ 
ter  all,  we  made  it  happen. 

But  which  side  of  their 
brains  will  our  children 
use  when  the  machine  can 
do  it  all? 

We’ve  fallen  in  love  with 
the  wondrous  gifts  and 
abilities  that  our  techno¬ 
logical  creations  shower 
upon  us.  There  will  be  a 
point  in  this  love  affair  in 
our  not-so-distant  future 
when  the  mechanical 
monsters  we’ve  created 
„  will  do  everything  we 
I  want.  Yet,  at  the  same  time 
|  they  will  slowly  take  away 
the  most  precious  technol¬ 
ogy  on  Earth:  our  minds. 
What  then  Dr.  Frankenstein? 

Gunderson  is  a  systems  specialist  at  MIT.  His  Internet 
address  is  marcg@mit.edu. 


JoninaLerner 


An  expert  on 
new  products 
urges  IS 
managers: 
‘Get  in  your 
vendor’s  face’ 


Beta  testing  is  much  too  late ! 


veryone  knows  that  today’s  software  packages 
have  grown  too  bulky  and  contain  too  many  fea¬ 
tures  that  go  unused.  They  require  more  hard¬ 
ware  and  create  retraining  nightmares.  I  call  it 
the  “exploding  upgrade.” 

Developers  fail  to  wipe  the  slate  clean  and  take 
a  truly  fresh  look  at  user  requirements.  More  of¬ 
ten  than  not,  the  upgrades  contain  incremental 
improvements  that  have  been  requested  by  pow¬ 
er  users  and  trade-press  review¬ 
ers,  who  aren’t  a  good  proxy  for 
the  market  at  large. 

Contain  the  explosion 

As  an  information  systems  man¬ 
ager,  you  can  handle  the  “ex¬ 
ploding  upgrade”  in  several 
ways. 

There’s  passive  resistance  — 
postponing  the  upgrade  or 
phasing  it  in  slowly,  department 
by  department.  Maybe  you  can 
switch  vendors,  but  most  users 
can’t  because  they  have  too 
much  money  and  training  invested  in  their  sys¬ 
tems. 

A  better,  more  radical  and  proactive  approach 
is  to  get  more  involved  in  your  vendor’s  software 
development  process.  You  may  be  thinking, 
“Well,  we  are  beta  testers.”  But  that’s  not  good 
enough.  Beta  testing  comes  too  late! 


The  truth  is  that  by  the  time  software  develop¬ 
ers  get  to  the  beta-test  stage,  the  features  are 
pretty  well  etched  in  stone.  Shifting  a  vendor’s  in¬ 
ternal  development  priorities  then  becomes  a  ma¬ 
jor  battle  over  politics  and  costs.  Besides,  the 
product  already  is  behind  schedule. 

By  failing  to  do  the  right  kind  of  research  with 
customers,  software  vendors  become  convinced 
that  cramming  more  features  into  the  package 
will  capture  more  users  and  a 
larger  market  share. 

Soon,  the  overall  design  be¬ 
comes  unwieldy,  and  perfor¬ 
mance  goes  right  down  the  tubes. 

Two-way  street 

Why  should  vendors  want  to  open 
their  product  development  pro¬ 
cess  to  you?  Because  it’s  a  win- 
win  game  with  a  lot  at  stake  for 
both  parties. 

Only  by  exploring  your  infor¬ 
mation  needs,  wants,  gripes  and 
problems  can  vendors  even  hope 
to  introduce  products  that  are  successful  in  the 
market.  Vendors  should  want  to  meet  with  you 
face-to-face  to  understand  your  entire  IS  and  busi¬ 
ness  environment. 

Creative  technical  insights  and  solutions 
shouldn’t  be  ignored,  but  they  should  be  applied 
in  ways  that  can  garner  victory,  not  defeat.  It  in¬ 


volves  vendors  assessing  how  you  use  their  prod¬ 
uct  now,  how  you  used  it  in  the  past  and  how  you 
might  use  it  in  the  future. 

Vendors  should  learn  how  their  product  needs 
to  communicate  with  your  other  systems  and 
how  they  can  save  your  business  time  and  money 
and  improve  customer  service. 

But  will  software  developers  tune  in  to  the  big 
picture  early  enough  in  the  development  process 
to  properly  set  the  product’s  general  direction? 
Well,  if  they  don’t,  their  product  will  founder. 
Guaranteed. 

Early  and  often 

But  you  can  change  that. 

Get  in  your  vendor’s  face  early  and  lead  them 
down  the  right  path.  Seek  out  product  develop¬ 
ment  managers  who  control  the  destiny  of 
the  products  on  which  you  depend.  Ask  to  be 
involved  in  defining  software  requirements 
before  beta  testing.  See  if  your  company  can  par¬ 
ticipate  in  brainstorming  sessions  for  the  next 
release. 

Remember,  the  squeaky  wheel  gets  the  best 
software.  Make  sure  your  strategic  vendors  hear 
you  say:  “Beta  testing  is  too  late!” 


Lerner  is  a  senior  associate  at  Chicago-based  Kuczmar- 
ski  &  Associates,  Inc.,  a  management  consulting  firm 
that  specializes  in  new  product  development  and  inno¬ 
vation  strategy. 


Find  the 
product 
managers  who 
control  the 
destiny  of  the 
software  vital 
to  your 
business. 
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If  you’ve  ever  wondered  who  connects 
the  core  of  the  Internet  together,  the 
answer  is  Cisco. 

In  fact,  more  than  80%  of  the  routers 
that  connect  the  core  of  the  Internet  bear 
the  Cisco  name.  And  it’s  these  routers  that 
keep  our  planet’s  information  moving  on 


the  Internet,  24  hours  a  day,  7  days  a  week. 

So  your  busy  network  managers  can 
access  the  Web  and  download  the  critical 
information  they  need,  at  the  very 
moment  they  need  it. 

A  sales  executive  can  connect  a  notebook 
to  an  airport  dataphone  and  grab  the  latest 


leads,  e-mail,  and  price  changes  before 
boarding  a  flight  to  her  next  meeting. 

A  school  teacher  can  teach  weather  in 
real-time,  using  maps  created  and  uploaded 
to  the  Internet  that  very  same  morning  by 
the  government  weather  service. 

A  student  can  pay  a  “virtual  visit”  to  her 


nation’s  capitol  and  watch  her  government 
work  up  close  and  first-hand. 

So  the  information  on  our  planet  can 
travel  freely  across  countries,  across  time 
zones,  and  across  continents. 

From  the  communities  of  the  Internet  to 
the  massive,  global  internetworks  of  the 
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Welcome  To 


lanet  Internet. 


RAN  SPORTATION 


Provided  By 


Cisco  Systems. 


world’s  largest  organizations,  no  other 
company  in  the  world  today  has  the  collective 
experience  and  expertise  of  Cisco  Systems. 

No  matter  how  large  or  complex  your 
networking  problems,  we  can  help  your 
organization  implement  a  solution  today. 

To  find  out  how  all  your  information  can 


travel  first  class,  call  us  at  T800-859-2726, 
ext.  158.  If  you  are  a  Novell  Network 
user,  visit  our  web  site  at 
http://www.cisco.com 
for  your  very  own  copy 
of  Internet  Junction 
software,  absolutely  free. 


fill 

ciscoSystems 


THE  NETWORK  WORKS. 
NO  EXCUSES 


As  'he  ancient  Egyptians  used  to  say,  "The  only  way  to  ensure  your  application's  performance  is  to  model  it  first."  They  may  have  been  on  to 
somsihing.  And  new  PLATINUM  Performance  Estimator  makes  modeling  so  easy  you  can  test  out  even  your  most  imposing  projects.  Performance 
Estimator  is  extremely  rich  in  functionality,  providing  over  25  reports  that  give  you  critical  insight  into  run/response  time,  physical  and  logical 
i/0  »’P‘i  workloads  and  system  contention.  So  you  won't  have  to  spend  valuable  time  and  energy  building  an  application  that  may  not  stand  the 

test  of  sime. fmail m  at  info@piatinum.com  for  a  comprehensive  call 


See,  I  told  you  the  pointy 
part  should  go  on  top." 


PLATINUM  technology. 


1815  South  Meyers  Road.  Oakbrook  Terrace,  Illinois  60181  Phone  708.620.5000  Fax  708.691.0718  Web  http://www.platinum.com  All  product  names  mentioned  are  trademarks  or  registered  trademarks  of  the  respective  owners  and  their  subsidiaries.  ©1995  PLATINUM  technology,  me 
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Service  &  Support  Issues 
in  Client/Server  Computing 

Part  4  of  a  4-part  series  on  Enterprise  Software  Directions 


As  Featured  in  COMPUTERWORLD  and  SOFTWARE 


For  Issues  This  Challenging, 
There's  Only  One  Answer. 

The  S AS  System. 


SAS  Institute  is  the  only  software  provider  of  end-to- 
end  data  warehousing  solutions  that  enable  you  to 
leverage  your  investment  in  existing  relational  technology.  Decision  makers  can  access 
data  from  far-flung  data  repositories,  and  then  transform  that  data  into  meaningful 
information. .  .without  dragging  down  the  performance  of  your  operational  systems. 


DATA  WAREHOUSING 


We  believe  there’s  more  to 
EIS  than  fancy  front- ends 
alone.  Take  advantage  of  the 
SAS  System’s  menu-driven,  object-oriented, 
and  scalable  toolset  to  build  customized 
enterprise  information  systems  that  tap 
directly  into  your  vast  information  reser¬ 
voir.  .  .and  that  make  full  use  of  the  latest 
reporting  and  graphical  capabilities. 


EIS 


Knowledge  workers  need  access  to 
relevant  data  in  a  timely  fashion. 
On-Line  Analytical  Processing  with 
the  SAS  System  is 
ideal  for  putting 
decision  makers 
in  touch  with  the  data  they  need. . . 
and  for  slicing  and  dicing  that  data 
to  identify  trends  and  exceptions. 


OLAP 


President  and  CEO  James  H.  Goodnight 


SAS  Institute  Inc. 

Phone  919-677-8200 
Fax  919-677-4444 
URL:  http://www.sas.com/ 
In  Canada:  1-800-363-8397 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc. 
Copyright  ©  1995  by  SAS  Institute  Inc. 


To  receive  a  SAS  System  Executive  Summary,  give 
us  a  call  or  send  us  E-mail  at  csjournal@sas.sas.com 
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Are  Third  Parties  The  Cure  for 
Multiplatform  Madness? 


USAir  was  the  Howard  Johnson’s  of 
computing.  The  airline  supported 
at  least  28  flavors  of  hardware  and 
software  platforms.  In  short,  it  had  everything 
—  from  first-generation  IBM  PCs  with  8-bit 
8088  microprocessors  all  the  way  up  to  32-bit 
Pentiums. 

In  addition,  the  IS  department  was  strug¬ 
gling  to  coordinate  dozens  of  different  systems 
and  application  software  packages,  including 
SNA,  TCP/IP,  Unix,  DOS,  Windows,  OS/2, 
OS/2  Warp,  Com  Manager  and  a  gamut  of 
desktop  products  from  Microsoft,  Lotus  Devel¬ 
opment  and  Borland  International.  Building 
and  maintaining  applications  in  this  muddled 
environment  was  expensive  and  frustrating. 

“The  level  of  support  or  ability  to  provide 
effective  support  has  a  high  correlation  with 
the  level  of  consistency  in  an  implementation,” 
says  Nick  Doggett,  manager  of  technical  archi¬ 
tecture  at  USAir.  Systems  are  more  reliable  in  a 
consistent  operating  system  environment  and 
are  easier  to  support.  “With  one  operating  sys¬ 
tem,  we  only  need  one  type  of  technician,”  he 
notes.  “If  we  continued  with  a  mix,  support  re¬ 
quirements  would  go  up  dramatically.” 

Adds  Don  Neault,  “USAir  had  a  real  mis¬ 
match  of  stuff.”  Neault  is  outsourcing  director 
for  Bell  Atlantic  Network  Integration  (BANI), 
which  the  airline  recently  hired  to  both  stan¬ 
dardize  and  manage  its  client/server  comput¬ 
ing  environment. 

USAir  is  hardly  alone  in  its  struggles  to  inte- 
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The  Mess  Keeps  Getting  Messier 

The  number  of  software  platforms  within  large  organizations  is  exploding. 
The  average  organization  will  have  at  least  eight  operating  systems, 
more  than  three  LAN  operating  systems,  eight  databases  and  three  lan¬ 
guages  to  implement  client/server  applications  by  the  end  of  this  year, 
according  to  almost  600  IT  managers  polled  by  Sentry  Market  Research. 
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grate  a  jungle  of  platforms  from  a  myriad  of 
vendors.  Multiplatform  and  multivendor 
client/server  computing  is  driving  corporate 
technology  managers  to  the  brink  of  madness. 

“Sun  runs  in  one  direction,  Microsoft  in  an¬ 
other,  HP  forms  an  alliance  with  IBM,  and  you 
have  a  mess,”  says  Chris  Greendale,  senior 
vice  president  for  marketing  with  Cambridge 
Technology  Partners  (CTP),  a  consulting  and 
education  firm.  Concurs  Michael  Bealmear, 
vice  president  of  worldwide  combined  services 
at  Sybase,  “The  non-homogeneous  environ¬ 
ment  is  a  computer  professional’s  worst 
nightmare.” 


Source:  Sentry  Market  Research 


This  White  Paper  was  produced  under  the  direction  of  David  R.  Brousell,  vice  president  and  editorial  director  of  Sentry 
Market  Research.  SMR,  a  division  of  Sentry  Publishing  Co.,  in  Westborough,  Mass.,  specializes  in  demand-side  informa¬ 
tion  technology  research  about  application  development,  network  management  and  systems  management,  and  client/serv¬ 
er  computing.  The  editorial  team  for  this  White  Paper  consisted  of  Emily  Kay,  Paul  Korzeniowsky  and  Larry  Marion  of 
Triangle  Publishing  Services  Co.  of  Newton,  Mass.  The  cover  illustration  is  by  Christopher  Bing. 


©1995  All  rights  reserved  by  CW  Custom  Publications,  500  Old  Connecticut  Path,  Framingham,  MA  01701. 


S-3 


Special  Advertising  Supplement 


Figure  2 


Integration  Success  Eludes  IS 

Few  IS  managers  are  satisfied  with  the  level  of  their  integration  of  soft¬ 
ware  from  a  variety  of  vendors.  When  asked  to  assess  their  success, 
the  grade  they  give  most  often  is  “fair.” 
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systems,  and  so  on,  organizations’  development  had 
truly  become  a  l  ower  of  Babel,”  Herald  says. 
“There  was  almost  no  commonality  and  little  ability 
to  share  data  across  the  enterprise.” 

The  proliferation  of  departmental  applications 
also  created  huge  problems  for  IS  managers  when  it 
came  to  managing  suppliers.  IT  chiefs  no  longer 
deal  with  a  handful  of  mainframe  vendors.  A  CIO  at 
a  Fortune  100  firm  running  client/server  networks 
may  deal  with  several  hundred  suppliers.  “There’s 
no  more  ‘call  IBM  and  all  is  saved’,”  says  Greendale. 
“It  used  to  be:  Go  with  Oracle,  HP,  Visual  Basic  on 
the  front  end  and  C+  +  .  It’s  not  that  way  anymore.” 

Far  from  it.  A  few  years  ago,  Suburban  Propane 
Co.  faced  the  daunting  task  of  integrating  an  IBM 
3090  mainframe,  NetWare,  Microsoft  SQL  Server, 
Oracle,  SAP’s  R/3  on  HP  9000  Unix  boxes,  OS/2- 
based  network  data  collection  and  E-mail  packages, 
and  DOS,  Windows,  Microsoft  Office,  Lotus  and 
WordPerfect  applications  on  Compaq  and  IBM  PCs. 
In  addition,  400  remote  offices  had  PCs  or  LANs 
feeding  into  SAP.  “We  had  to  build  interfaces  from 
the  LANs  to  SAP  on  a  Unix  box”  and  to  and  from 
the  mainframe,  says  IS  director  Steven  Wells. 

Companies  are  paying  the  price  for  the  backdoor 
entry  of  disparate  applications  and  platforms.  “A 
huge  data  processing  budget  that’s  not  even  ac¬ 
counted  for  has  sprung  up  from  customers,”  says 
Larry  Bissinger,  vice  president  of  client/server  mar¬ 
keting  and  sales  for  EDS.  “Suddenly  it  needs  to  be 
managed  because  systems  need  to  interoperate  with 
each  other.” 

IS  dumping  ground 

In  desperation,  the  CEO  and  CFO  dumped  their 
computing  problems  on  IS,  which  “has  no  idea 
what’s  out  there,”  says  Neault.  Outsourcing  firms  re¬ 
port  that  when  they  begin  an  assignment,  their  soft¬ 
ware  census  usually  reveals  that  IS  significantly  un¬ 
derestimated  the  number  and  type  of  products 
being  used. 

“One  customer  said  that  they  had  standardized 
on  one  product  for  each  category,  and  were  sup¬ 
porting  30  products,”  recalls  Robert  Budnick,  direc¬ 
tor  of  global  solutions  networkstation  management 
for  ISSC,  IBM’s  service  arm.  “When  we  started  to 
talk  to  users,  we  found  out  that  there  were  200 


Source:  Sentry  Market  Research 

Most  IS  managers  are  having  bad  dreams  these 
days.  According  to  recent  surveys  by  Sentry  Market 
Research,  the  average  IS  shop  supports  more  than 
22  different  software  platforms,  including  almost 
five  operating  systems,  three  LAN  operating  sys¬ 
tems,  a  half  dozen  database  management  systems 
and  almost  three  client/server  languages.  And  the 
nightmare  is  getting  worse.  IS  managers  estimate 
that  their  organizations  will  add  nine  additional 
software  platforms  this  year. 

Why  did  corporate  America  allow  such  a  diversity 
to  get  in  the  door  in  the  first  place?  IT  failed  to  stop 
the  incoming  flow  of  incompatible  products  because 
it  had  little  control  over  what  came  in.  By  far,  the 
bulk  of  client/server  development  has  been  “grass¬ 
roots,”  coming  up  through  business  units  “fed  up” 
with  long  application  development  cycles,  says  Bill 
Herald,  director  of  Ernst  &  Young’s  center  for  tech¬ 
nology  enablement.  “We’ve  been  into  guerrilla  com¬ 
puting  for  the  last  five  years.  The  Sandinistas  have 
taken  over  the  glass  house.” 

In  opting  for  what  seemed  the  best  solution,  users 
and  business  unit  managers  rarely  considered  the 
ramifications  for  corporations  building  client/server 
infrastructures.  “As  the  legal  department  built  time¬ 
reporting  systems,  manufacturing  built  scheduling 
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pieces  of  software  used  and  support  was  needed.” 

Reducing  the  number  of  supported  products  is  a 
welcome  mandate  from  the  CEO  to  the  CIO,  since  it 
saves  time  and  money.  “If  you  can  get  two  RDBMSs 
versus  10,  three  spreadsheets  versus  15,  three  word 
processors  versus  a  dozen,  you’ll  drive  support  costs 
down  significantly,”  says  ISSC’s  Budnick. 

Limiting  an  organization  to  a  few  platforms  does 
not  necessarily  limit  its  performance.  The  U.S.  unit 
of  U.K.  telecommunications  firm  Cable  &  Wireless 
standardized  on  Sun  servers  running  Solaris  for 
most  of  its  applications,  with  Sybase  as  the  DBMS, 
and  PowerBuilder  to  design  the  applications. 

“This  was  a  conscious  decision  because  there  are 
too  many  variables  when  work¬ 
ing  with  a  range  of  different 
systems,”  explains  Mark  ^ ^  * 

Razeghi,  assistant  vice  Ffgj&f  orporations  are  turn- 

president  of  IT.  “Different  1  ing  to  third  parties  to 

departments  are  able  to  share  solve  the  dilemmas  of 

data,  the  company  develops  ^ standardization, 
expertise  with  a  core  set  of  ^ 
products  and  programming 

costs  are  less  because  the  company  has  to  employ 
fewer  experts.  The  only  limitation  is  the  standard 
tools  may  not  be  suited  to  a  particular  application. 

But  so  far,  that  hasn’t  been  the  case.” 


Death  knell  for  best-of-breed? 

The  move  to  standards  —  largely  based  on  mar¬ 
ket  dominance  that  has  little  to  do  with  the  techno¬ 
logical  superiority  of  a  product  —  may  well  sound 
the  death  knell  for  so-called  best-of-breed  products. 
With  Microsoft  and  Intel  virtually  owning  the  desk¬ 
top,  IS  managers  are  deep-sixing  their  investments 
in  anything  that  is  not  Windows.  Firms  doing  just 
that  to  the  Macintosh  include  Lockheed,  Nike,  Eli 
Lily,  Dow  Chemical,  Polaroid  and  Ernst  &  Young. 

It  doesn’t  pay  to  deal  with  Macintoshes  or  non- 
Windows  operating  systems  in  client/server  environ¬ 
ments,  says  Richard  Buchanan,  founder  of  The 
Buchanan  Group.  “There’s  no  more  debate  over 
OS/2,  either  as  a  server  or  desktop  operating  system. 
Clients  are  saying,  ‘Yes,  it’s  a  great  technology,  but 
get  it  out  of  here.’  ” 

Standardization  goes  well  beyond  the  desktop. 
No  one  SAP  module  may  be  the  best,  but,  according 


to  Wells  of  Suburban  Propane,  an  integrated  system 
is  a  better  deal.  PeopleSoft  has  a  better  HR  product, 
he  notes,  but  the  costs  and  hassles  of  learning  a  new 
development  environment  for  just  one  component 
are  unacceptable.  “If  you  want  the  best  of  breed  of 
every  subsystem,  you'll  spend  hours  evaluating  pay¬ 
roll,  accounts  payable,  etc.,”  he  says.  Adds  BANI's 
Neault,  “There  will  always  be  the  next  best  widget  or 
piece  of  software,  but  you  have  to  live  with  interop¬ 
erability  issues  a  lot  longer.” 

Best-of-breed  advocates  contend  that  their  fa¬ 
vorites  can  interoperate,  noting  that  suppliers  are 
building  bulletproof  interfaces  to  meld  them  into 
the  enterprise.  However,  IS  managers  say  that  even 
if  the  interoperability  challenges 
of  best-of-breed  ease,  they  are 
still  left  with  excessive  support 
and  vendor  management  tasks. 
The  confrontation  between  best- 
of-breed  zealots  and  interoper¬ 
ability  promoters  is  contentious 
and  drawn  out. 

Corporations  are  turning  to 
third  parties  to  resolve  the  dilemmas  of  standardiza¬ 
tion.  “We’re  hired  to  do  what  the  internal  organiza¬ 
tion  can’t  do  by  itself  —  the  politically  difficult  tasks 
of  standardization  on  a  few  hardware  and  software 
platforms,”  contends  Sundar  Subramaniam,  presi¬ 
dent  of  Cambridge  Technology  Group. 

Third-party  interfaces  to  the  rescue 

Third  parties  also  are  coming  to  the  rescue  of  IS 
departments  hard-pressed  to  build  the  interfaces  re¬ 
quired  to  link  the  myriad  of  operating  systems  and 
applications.  Mixing  and  matching  the  plethora  of 
products  —  developed  by  different  companies,  at 
different  times,  with  different  technologies  —  is  part 
of  most  computer  managers’  core  business  strategy, 
but  it  is  becoming  the  raison  d’etre  for  consultants. 

“There’s  always  going  to  be  something  that  has 
to  be  done  to  get  these  things  to  work  together 
seamlessly,”  says  Herald  of  Ernst  &  Young. 
Bissinger  of  EDS  puts  it  another  way.  For  corpora¬ 
tions  that  do  not  use  outside  experts  to  establish  the 
basic  infrastructure  required  to  manage  heteroge¬ 
neous  environments,  client/server  computing  is  like 
“automating  a  cow  path.”  g] 
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How  to  Navigate 
The  Service  Labyrinth 


Inside  a  multinational  petrochemical  company 
that  is  halfway  through  a  six-year  implementa¬ 
tion  of  SAP’s  R/3  suite  of  client/server  applica¬ 
tions,  an  IS  veteran  groans.  “SAP  is  a  nightmare,  if 
you  think  about  it,”  he  says.  The  IS  veteran  says  the 
bad  dream  is  due  not  to  the  software  itself,  but  the 
consulting  costs  involved  in  installing  the  scores  of 
modules. 

Spending  large  sums  of  money  for  specific  skill 
sets  is  not  a  new  IT  phenomenon,  and  the  mass  mi¬ 
gration  to  client/server  is  reminiscent  of  the  scram¬ 
ble  for  consulting  skills  at  the  dawn  of  the  IMS  data¬ 
base  revolution  in  the 
1970s.  The  combination 
of  business  process  re-en¬ 
gineering  and  the  new  IT 
paradigm  at  a  time  of  in¬ 
tense  global  competition 
is  driving  service  spend¬ 
ing  to  $178  billion  world¬ 
wide  this  year,  according 
to  International  Data 
Corp.  The  overall  market 
is  growing  more  than  8%  a  year,  but  major  imple¬ 
mentation  firms  report  growth  rates  in  client/server 
revenues  in  excess  of  35%. 

IS  managers  seeking  help 

IS  managers  are  more  prone  than  ever  to  hire  a 
third  party  to  help  them  define  and  enforce  a  tech¬ 
nology  strategy,  implement  new  systems,  manage 
applications  or  outsource  nonstrategic  functions 
such  as  the  help  desk  or  network  management. 
However,  finding  the  right  consultant,  at  the  right 
price  with  the  right  contract  language,  has  never 
been  more  difficult. 

Criteria  for  selecting  a  consultant  include  tech¬ 
nological  know-how,  industry/applications  experi¬ 
ence,  close  proximity  to  the  client’s  key  office,  refer¬ 
ences  from  earlier  projects,  and  cost.  In-depth 
knowledge  of  the  qualities  and  quirks  of  application 


development  tools,  databases,  networking  standards 
and  products,  as  well  as  business  process  savvy,  are 
hard  to  find  in  companies,  let  alone  in  individuals. 

Big  Six  not  accountable 

Furthermore,  the  shortage  of  people  with  the 
right  client/server  technology  skills  wounded  the 
reputations  of  established  third  parties  such  as  the 
Big  Six  accounting  firms,  which  in  the  past  have 
failed  to  deliver  some  fully  functional  distributed 
systems  on  time  and  on  budget.  Meanwhile,  fast 
growing  client/server  boutiques,  including  Cam¬ 
bridge  Technology  Partners 
and  BSG,  have  turned  into 
$100  million  companies 
that  are  now  subject  to  their 
own  growing  pains. 

“The  small  companies 
tend  to  be  high  risk,”  ex¬ 
plains  Mark  Razeghi,  assis¬ 
tant  vice  president  of  IT  at 
the  U.S.  division  of  U.K. 
telecommunications  giant 
Cable  8c  Wireless.  “If  a  few  of  the  consultants  leave, 
the  firm  may  not  be  able  to  service  you.  We  have 
been  most  comfortable  with  medium-sized  compa¬ 
nies.”  Large  firms,  he  notes,  refuse  to  specify  the  ex¬ 
perience  level  of  the  staff  assigned  to  do  the  work. 

IS  managers  considering  a  Big  Six  accounting 
firm  for  a  consulting  engagement  are  concerned 
about  the  “school  bus”  phenomenon.  “Our  cus¬ 
tomers  not  do  not  want  20  kids  dropped  off  from  a 
school  bus  for  their  projects.  They  do  not  want  to 
teach  the  consultants  at  their  expense,”  explains  Se¬ 
bastian  Grady,  vice  president  for  customer  services 
at  PeopleSoft.  “That’s  why  the  boutiques  are  getting 
chosen  over  the  Big  Six  firms.” 

Steve  Wells,  director  of  IS  at  Suburban  Propane, 
recalls  that  if  you  contracted  with  a  Big  Six  firm  in 
early  1994,  “Their  people  may  have  been  in  an  SAP 
class  for  a  month  before  they  showed  up,  but  they 
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The  power  of  client/server  technology  —  just  beginning 
to  be  harnessed.  But  properly  used  with  the  right  business 
applications  and  tools,  client/server  technology  can  deploy 
vast  resources  at  employees'  fingertips.  Resources  ready  to 
boost  your  company’s  competitiveness  in  the  marketplace. 

Price  Waterhouse  Management  Consulting  Services  devise 
successful  enterprise-wide  implementations.  We  blend 
cultures,  processes  and  systems,  corporate  structures,  and 
applications  and  tools  with  enabling  technologies.  Our 
knowledge  brings  clients  results.  We  know  technology, 
processes,  change  management,  products  —  and  how 
businesses  work.  Our  Advanced  Software  Engineering 
Centers  show  clients  real-world  examples  of  how  to  craft 
solutions  that  produce  results.  And  provide  “fast  start” 
programs  to  meet  tight  implementation  schedules. 

Price  Waterhouse  helps  top  companies  world-wide  attain 
successful  client/server  enterprise-wide  results. 

For  more  information  on  how  we  can  help  you,  please 
call  Kim  Treaster,  1-800-792-7856. 
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Figure  3 


The  Price  May  Not  Be  Right 

"Judging  vendors  with  process  as  the  primary  criterion  is  setting  the  stage 
for  disaster,”  warns  the  Gartner  Group  in  a  recent  report  on  systems  inte¬ 
grators.  Here’s  how  the  market  research  firm’s  clients  rank  the  criteria 
(from  most  important  to  least  important): 

•  Past  relationships 

•  Industry  expertise 

•  Application  expertise 

•  Project  management  capability 

•  Price 

Source:  Gartner  Group 

were  billing  out  at  a  high  rate,  putting  junior  people 
in  and  training  them.  We’d  gone  to  another  SAP  ac¬ 
count  that  was  live  at  the  time,  and  that’s  how  it  felt. 
We  learned  from  others.” 

Officials  at  Andersen  Consulting,  a  Big  Six  firm 
chastised  for  placing  neophytes  in  client  offices,  con¬ 
tend  the  criticisms  are  ancient  history.  “We  went  to  a 
large  effort  to  move  our  skillset  to  client/server, 
making  the  transition  to  client/server  as  our  core 
technology  by  1993,”  says  Hugh  Ryan,  partner  for 
New  Age  architectures  at  Andersen.  More  than  half 
of  the  firm’s  estimated  $5  billion  revenues  this  year 
are  from  client/server  projects,  he  adds. 

Furthermore,  he  claims,  the  rap  about  the  hordes 
of  untrained  kids  descending  into  client  offices  is  in¬ 
accurate.  “We  do  bring  in  young  people  and  devel¬ 
op  them  internally  because  that’s  the  best  way  to  get 
consistency  and  reliability  of  service,”  he  says.  “But 
they  go  through  extensive  training.  When  we  send 
them  to  engagements,  it’s  as  part  of  a  team  and 
leveraged  with  one  experienced  person  for  two  less 
experienced  people.” 

These  days  there  are  obvious  and  not-so-obvious 
techniques  IS  managers  can  use  to  weed  out  incom¬ 
petence:  Ask  to  see  the  training  certificates  of  the 
lead  members  of  the  team  before  you  sign  on  the 
clotted  line.  (Several  firms  have  been  burned  by  inte¬ 
grators  that  claimed  product  expertise  but  had  done 
little  more  than  open  the  shrinkwrap.)  In  addition 
to  the  usual  references  obtained  from  the  consul¬ 
tants,  Mark  Factor  of  Au  Bon  Pan  asks  job  candi¬ 


dates  for  recommendations  about  third  parties.  Pair¬ 
ing  internal  staffers  with  consultants,  and  close  mon¬ 
itoring  of  tightly  spaced  project  milestones,  are 
other  methods  that  reveal  charlatans. 

Pricing  consulting  services  is  not  for  the  faint  of 
heart.  Industry  observers  estimate  that  the  third- 
party  implementation  cost  of  an  SAP  client/server 
project  ranges  from  eight  to  ten  times  the  cost  of  the 
software  itself.  Alex  Ott,  SAP’s  vice  president  for 
strategic  partnerships,  contends  that  a  multiple  of 
three  to  five  is  more  common.  The  cost  of  imple¬ 
menting  applications  from  Oracle,  PeopleSoft  and 
other  firms  is  a  multiple  of  two  to  five  times  the 
price  of  the  software,  industry  observers  say,  with 
vendors  claiming  the  low  end  and  consultants  the 
high  end  of  the  spectrum. 

SAP  megaprojects 

A  typical  non-SAP  client/server  project  takes  less 
than  a  year  and  carries  a  $1  million  to  $3  million 
price  tag  for  external  providers,  according  to  inte¬ 
grators.  Given  the  more  inclusive  nature  of  SAP  pro¬ 
jects,  their  costs  tend  to  start  at  $10  million  and  hit 
$40  million  or  more  for  Fortune  100  size  companies 
implementing  the  entire  suite  of  70  modules  around 
the  world.  It  is  not  uncommon  to  invest  two  to  three 
years  in  these  SAP  megaprojects;  Ott  says  that  about 
one-third  of  the  400  SAP  projects  in  the  U.S.  are  in 
production  since  the  products  were  introduced  in 
1993,  with  many  new  implementations  going  online 
in  100  days  or  less. 

However,  SAP  recently  announced  a  new  strategy 
designed  to  reduce  the  implementation  time  and 
other  associated  costs  of  R/3.  The  plan  calls  for  SAP 
or  its  partners  to  “dynamically  configure”  R/3  to 
meet  specific  customer  requirements. 

The  high  costs  primarily  reflect  the  scarcity  of 
personnel.  The  fees  of  $1,500  to  $2,500  per  day 
cited  by  the  petrochemical  IS  official  for  SAP  knowl¬ 
edge  are  real.  SAP’s  Ott  acknowledges  that  top-level 
staff  consultants  have  $  1 ,900-per-day  price  tags, 
while  Gartner  Group  surveys  of  its  clients  found 
costs  at  the  higher  end  of  the  spectrum.  Earlier  this 
year  Gartner  Group  analysts  estimated  that  there 
were  2,000  qualified  SAP  programmers  but  demand 
for  3,500. 

Finding  angles  to  beat  the  law  of  supply  and  de- 
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''tbuve  Been  Speaking 
English  V)ur  Whole  Life. 
Tomorrow  'feu  Have  To 


Now  You  Know  What  Y>ur 
Application  Developers  Feel  Like. 


(Suddenly,  your  developers  have 
to  be  experts  in  client/server  development, 
networking,  databases,  communications, 
groupware  and  other  advanced  technologies 
—  all  of  which  require  new  “languages”  or 
new  ways  of  thinking. 

How  do  you  keep  your  technical 
people  current  and  your  company  v 

competitive?  With  expert 
technical  training  from  \\  Yi""’""'”1'0 

ExecuTrain.  % 

Our  curriculum  includes  \|  A. 
introductory  through  advanced  \\ 
courses  in  today’s  technical  software  %  % 

including  Microsoft  Access?  %, 

^ . 


Windows  NX™  Visual  Basic™  Novell 
NetWare?  Lotus  Notes?  and  others. 

They’re  taught  by  industry-certified 
instructors  who  understand  how  technology 
functions  in  the  real  world.  And  we’ve 
designed  our  technical  courses  in  manage- 


Microsoft 
Visual  Basic  3.0 
Application 
evel opnient  // 


able  one-,  two-,  and  three-day  segments  to 
help  you  maintain  your  busy  development 
schedule  while  helping  your  IS  personnel 
prepare  for  industry  certification  exams. 

As  part  of  ExecuTrain ’s  Total  Training 
Solutionf '  our  technical  training  can  keep 
your  developers  fluent  in  today’s  changing 
language  of  technology.  And  that  translates 
into  a  big  payoff  in  productivity. 

^ExecuTrain 

The  Computer  Training  Leader 

1-800-535-9479  xm 

Access  our  World  Wide  Web  site  at 
http:llwww.executrain.com 


©  1995  ExecuTrain  Corporation.  All  rights  reserved.  ExecuTrain  is  a  registered  trademark  and  Total  Training  Solution  is  a  service  mark  of  ExecuTrain  Corporation.  All  other  trademarks  and  registered 
trademarks  are  the  property  of  their  respective  companies. 
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Figure  4 


Billing  Rates  Are  No  Bargain 

Managers,  analysts  and  programmers  at  the  leading  consulting  and  sys¬ 
tem  integration  firms  command  hefty  hourly  rates.  Furthermore,  rates 
climb  about  25%  for  SAP  expertise,  according  to  the  Gartner  Group. 


Position 

Hourly  Rate 

Senior  technology  or  industry  specialist 

$300-400 

Program  director  (large  project) 

$200-300 

Senior  project  manager  (medium  or  large  project) 

$150-200 

Project  manager  (small  projects) 

$125-175 

Industry  expert 

$150-300 

Systems  expert 

$125-200 

Experienced  analyst 

$100-200 

Experienced  programmer 

$75-100 

Junior  programmer  (less  than  two  years  of  experience) 

$65-90 

Source:  Gartner  Group 

mand  is  a  favorite  sport  of  IS  managers  engaged  in 
SAP  projects.  Suburban  Propane,  an  early  SAP  cus¬ 
tomer,  imported  technicians  from  as  far  away  as 
Australia  to  circumvent  shortages  in  the  U.S.  How¬ 
ever,  the  most  innovative  cost  control  scheme  is 
value  pricing,  a  share-the-gain-and-pain  approach 
wherein  the  systems  integrator  becomes  the  prime 
contractor  responsible  for  the  project’s  success. 

Digital  Equipment  Corp.’s  service  unit  did  a  deal 
with  DirectTV,  a  start-up  delivering  television  shows 
via  home  satellite  dishes  on  a  value  basis.  The  price 
of  the  system  was  based  on  the  value  to  the  cus¬ 
tomer,  rather  than  on  a  fixed  price  or  a  time  plus 
materials  basis.  EDS  and  Andersen  also  will  do  a 
project  for  a  piece  of  the  action. 

“Once  we  agree  with  the  client  on  expectations, 
we  base  our  billings  on  what  value  a  client  gets,”  says 
Ryan  of  Andersen.  “If  the  client  wants  to  get  a  20% 
reduction  in  on-hand  inventory,  our  system  would 
help  produce  the  savings,  so  we’d  translate  that  to 
an  amount.  We’re  seeing  more  and  more  of  those 
kind  of  deals,  being  a  partner  with  a  client  on  the 
job.  We  want  to  do  more  of  it.” 

As  client/server  matures,  however,  more  and 
more  IS  managers  are  interested  in  the  fixed-price 
contract.  Mark  Factor  of  Au  Bon  Pain  says  the 
arrangement  focuses  the  mind  of  the  consultants 
and  the  internal  IS  staff.  “A  fixed-price  contract  dri¬ 


ves  both  the  vendor  and  us  to  be  very  attuned  to 
what  we  are  trying  to  accomplish.  It  makes  us  and 
the  vendor  do  our  homework  upfront. 

“We  make  it  clear  they  lose  if  there’s  some  confu¬ 
sion  involving  design  or  the  specification,”  Factor 
adds.  “We  give  them  every  opportunity  to  under¬ 
stand  what  we  want  to  do  and  clearly  state  that,  so  if 
there’s  any  ambiguity  they  own  it.  That  really  keeps 
everyone  focused  on  getting  the  right  thing  done.” 

Surge  in  outtasking 

IS  managers  focusing  on  what  is  really  important 
has  led  to  the  surge  of  what  the  market  research  firm 
Dataquest  calls  “outtasking.”  Hiring  a  third  party  to 
run  a  help  desk,  manage  a  network,  or  perform 
some  other  non-strategic  task  is  increasingly  popu¬ 
lar,  if  controversial.  What  could  be  unimportant  to 
one  company  or  industry  could  be  vital  to  another. 

Outtasking  the  help  desk  is  not  viewed  as  an  au¬ 
tomatic  decision.  Many  IS  managers  say  that  the 
help  desk  is  a  direct  and  efficient  method  for  moni¬ 
toring  the  health  of  IT  services,  and  should  not  be 
outtasked  because  third  parties  will  never  know  as 
much  about  the  internal  environment.  These  IS 
managers  further  contend  that  third  parties  end  up 
costing  a  client  more  than  an  internal  help  desk. 

Chevron  Canada  is  reconsidering  the  outtasking 
of  its  help  desk  to  local  consultants.  “It  costs  a  lot 
more  for  consultants,  and  the  quality  of  their  work  is 
weak,”  says  network  specialist  Edmund  Yee.  “We  can 
train  people  to  do  that  job  better  and  less 
expensively.” 

But  other  IS  officials  say  outtsking  the  help  desk 
is  the  greatest  thing  since  hard  drives,  especially  if 
the  help  desk  has  to  support  mobile  workers  dis¬ 
persed  across  several  time  zones.  “We  did  a  cost 
comparison  and  found  that  using  a  third  party 
would  cost  half  as  much  as  putting  together  our  own 
service  team,”  notes  Razeghi  of  Cable  &  Wireless. 

The  varied  reactions  to  outtasking  the  help  desk 
point  to  a  large  truth  about  third-party  services. 
Knowledge  and  experience  in  the  industry  and  the 
technology,  relationships  and  project  management 
expertise,  are  prerequisites  for  success,  and  are 
more  important  than  price.  If  these  criteria  are  lack¬ 
ing,  Gartner  Group  warns,  a  project  is  doomed  to 
failure,  g] 
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Commentary 


Looking  Ahead:  A  Moving 
Target  for  Services 


If  predicting  the  future  was  so  easy,  the  saying 
goes,  it  would  be  here  already.  But  in  many 
ways,  when  it  comes  to  client/server  comput¬ 
ing,  the  technological  future  is  already  here. 

Distributed  objects,  plug-and-play  vertical  indus¬ 
try  frameworks,  mobile  computing,  and  advanced 
data  and  user  access  technologies  are  all  poised  to 
play  a  role  in  the  client/server  implementations  of 
the  not-so-distant  future.  For  most  users,  this  future 
will  arrive  not  when  all  the  technological  bugs  have 
been  smoothed  out,  but  only 
when  service  providers, 
systems  integrators,  con¬ 
sultants  and  client/server 
vendors  have  figured  out  how 
to  design,  deliver,  and  main¬ 
tain  the  next  generation  of 
client/server  systems. 

Service  providers  have 
their  work  cut  out  for  them. 

This  next  generation  of  client/server  systems  will 
create  a  highly  distributed  world  that  can  best  be 
seen  as  a  movable  enterprise,  characterized  by  uni¬ 
versal  accessibility  on  the  part  of  the  end  user  and 
universal  distribution  on  the  part  of  what  are  now 
called  client  and  server  components.  It’s  a  world  in 
which  any  user  anywhere  will  be  able  to  access  any 
system,  service  or  application  in  an  extended,  dis¬ 
tributed  environment.  And  as  that  user  switches 
tasks,  joins  a  new  workgroup,  or  moves  from  the  of¬ 
fice  to  a  remote  field  location, 
the  movable  enterprise  will 
move  too. 

Furthermore,  corporations 
will  be  looking  to  extend  the 
movable  enterprise  to  their  cus¬ 


tomers  and  suppliers.  Business  process  re-engineer¬ 
ing  will  grow  from  an  internal  process  to  one  that 
includes  customers  and  suppliers.  All  this  means  a 
considerable  amount  of  re-engineering  on  the  part 
of  the  service  providers  themselves. 

Objects  essential  to  integrators 

Foremost  in  every  systems  integrator’s  plans  is 
support  for  object  orientation  in  all  its  manifesta¬ 
tions:  business  objects  that  encapsulate  processes 
and  practices,  object  frame¬ 
works  that  define  vertical  in¬ 
dustry  infrastructures,  and  ob¬ 
ject-based  messaging  that 
includes  network  intelligence 
along  with  data  and  remote 
procedure  calls. 

Integrators  see  objects  as  es¬ 
sential  to  delivering  distrib¬ 
uted  applications  and  services 
with  a  time-to-market  unheard  of  in  the  3GL  and 
4GL  world.  Delivery  of  product  enhancements  every 
two  weeks  will  be  in  demand,  and  that’s  a  natural  fit 
to  objects,  says  Gregson  Siu,  emerging  technology 
program  manager  at  Hewlett-Packard’s  Professional 
Services  Organization. 

Hardware,  software  and  consulting  firms  are 
rapidly  developing  advanced  object-oriented  exper¬ 
tise.  They  expect  that  new  object-oriented  services 
will  emerge  along  two  axes:  the  design  and  delivery 
of  object  libraries  and  frame¬ 
works,  and  the  development 
and  maintenance  of  object- 
based  networks. 

Object  libraries  and  frame¬ 
works  are  already  being  devel- 


his  next  generation 
client/server  systems  v 
create  a  highly  distrib¬ 
uted  world  that  can  be: 
be  seen  as  a  movable  enterprise 


Joshua  Greenbaum 

is  a  client/server  consultant  with 
Hurwitz  Consulting  Group  of 
Newton,  Mass. 
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A  feeling  you’ll  no  longer  have  once  you’ve  discovered  the  PLATINUM 
Warehouse,  a  comprehensive  and  flexible  suite  of  integrated  software  solutions 
for  every  major  data  warehousing  function.  The  PLATINUM  Warehouse  can 
work  with  your  existing  departmental  and  corporate  IT  environments,  making 
it  possible  to  capture  enterprise  data  from  virtually  any  operational  source 
and  replicate  it  to  any  relationally-based  warehouse.  This  provides  your 
end-users  with  easy  access  to  the  information  they  need  to  make  smart, 
informed  decisions.  We  offer  complete  consulting  services  as  well,  so  we 
can  help  you  evaluate  your  specific  needs,  then  design,  build,  and  maintain 
your  system  after  it  has  been  deployed.  And  keep  you  from  ever  feeling 
trapped  again.  For  more  information  on  the  PLATINUM  Warehouse  tool  set, 
or  the  entire  PLATINUM  Open  Enterprise  Management  System  (POEMS),  give 
us  a  call  at  1-800-610-7528  or  email  info@platinum.com. 
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Figure  5 


Objects  On  The  Client/Server  Horizon 

Object-oriented  technology  is  going  to  play  a  major  role  in  the  lives 

of  systems  integrators,  particularly  in  these  six  areas: 

•  Business  objects  that  encapsulate  processes 

•  Object  frameworks  that  define  vertical  industry  processes 

•  Object-based  messaging 

•  Infrastructure  outsourcing 

•  Business  modeling 

•  One-stop  help  desk 

Source:  Sentry  Market  Research 

oped  by  integrators  for  a  variety  of  vertical  indus¬ 
tries.  With  the  possibility  of  reusing  anywhere  from 
40%  to  95%  of  object  code  across  projects  or  indus¬ 
tries,  these  libraries  and  frameworks  are  seen  as  a 
way  to  reduce  cost  and  time-to-market  substantially. 
A  component-based  software  development  model 
will  go  a  long  way  towards  eliminating  the  need  to 
ever  build  software  from  scratch  again. 

Just  a  single  API  away 

Object-based  messaging  is  the  other  advantage 
that  integrators  expect  to  come  from  object  orienta¬ 
tion:  In  an  object  request  broker  (ORB)  world,  the 
movable  enterprise  is  just  a  single  API  away  —  there 
will  be  no  more  protocol  conversion,  ad  hoc  data 
gateways,  or  middleware  incompatibilities.  Applica¬ 
tions  programmers  won’t  have  to  think  about  the 
network  or  its  resources,  they’ll  just  be  objects,  like 
everything  else. 

But  all  that  built-in  simplicity  won’t  mean  that 
service  headaches  will  go  away.  With  ORBs,  thou¬ 
sands  of  objects  will  be  interacting  across  the  distrib¬ 
uted  environment.  Object  messaging  will  be  a  big 
challenge. 

Object  messaging  requires  a  new  level  of  systems 
management  that  can  track  and  trace  objects  across 
a  distributed  environment,  as  well  as  manage  and 
service  the  extended  client/server  systems  that  ORBs 
enable.  Integrators  and  vendors  are  scrambling  to 
come  up  with  software  tools  that  can  solve  these 
problems.  For  the  moment,  this  need  is  woefully  un¬ 
derserved  in  the  market. 


Systems  management  in  general,  though,  is  ma¬ 
turing  to  the  point  that  infrastructure  management 
can  be  outsourced,  relieving  the  burden  on  IS.  Once 
a  utility  service  can  be  routinely  provided,  business 
users  and  their  technical  support  staffs  can  focus  on 
the  more  important  aspects  of  implementing  the 
movable  enterprise. 

Business  modeling,  already  a  major  effort  in  the 
client/server  domain,  will  only  become  more  pro¬ 
nounced  as  client/server  computing  matures.  This 
becomes  particularly  necessary  as  the  movable  en¬ 
terprise  expands  to  include  customers  and  suppliers 
in  the  client/server  environment.  “The  extension  of 
the  network  outward  is  the  next  logical  step,”  says 
Sam  Starr,  chief  technology  officer  at  Claremont 
Technology  Group  Inc.,  “We’re  working  on  services 
and  professional  activities  that  can  help  our  cus¬ 
tomers.” 

As  the  user  base  expands,  services  need  to  ex¬ 
pand  with  them.  With  so  many  individual  hardware 
and  software  components  comprising  an  extended 
client/server  environment,  users  are  demanding  that 
they  be  able  to  place  a  single  help  desk  call  and  get 
an  answer  to  any  problem  on  the  network. 

ORBs  open  client/server  doors 

However,  in  a  client/server  world  in  which  objects 
promise  plug-and-play  component  development, 
ORBs  promise  seamless  messaging,  the  infrastructure 
comes  out  of  a  wall  socket  and  the  user  base  includes 
the  entire  supply  and  demand  chain,  the  last  logical 
step  for  users  is  to  become  the  systems  integrators 
themselves.  More  and  more  of  the  expertise  in  both 
technology  and  business  requirements  will  need  to  re¬ 
side  within  the  user  organization. 

More  self  reliance,  backed  by  much  more  robust 
CD-ROM  based  training  and  on-line  support  services, 
won’t  be  enough,  of  course.  There’s  too  much  hap¬ 
pening  in  the  client/server  market  to  go  it  completely 
alone.  And  regardless  of  how  closely  we  can  predict 
the  future,  there’s  bound  to  be  new  issues  that  cannot 
be  predicted  today. 

As  managing  partner  Hugh  Ryan  of  Andersen 
Consulting  says,  “The  number  of  problems  will  always 
exceed  the  number  of  solutions.”  When  it  comes  to 
client/server  computing,  this  is  one  statement  that  will 
always  ring  tine,  g] 
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PLATINUM  WAREHOUSE. 


Not  only  is  PLATINUM’S  data  warehouse  the  best  way  to  ensure  easy 
data  access  for  everyone,  but  PLATINUM  is  the  only  software  developer  to  provide  a 
complete  data  warehouse  solution.  In  other  words,  PLATINUM  has  all  the  point 
products  to  meet  your  warehouse  needs,  and  because  they  all  come  from  one  place 
they’re  all  seamlessly  integrated. 

Forest  and  Trees,  a  business  intelligence  tool  that  enables  the  userto  start 
at  the  top  of  summarized  warehouse  data  and  drill  down  to  increasing  levels  of  detail. 

ProReports,  SQL  Assist,  and  the  PLATINUM  Report  Facility,  a  portfolio 
of  solutions  for  enterprise  querying  and  reporting. 

InfoRefiner  and  InfoTransport,  a  high  performance,  flexible  solution  for 
bulk  transformation  and  replication  of  data  based  on  user-defined  criteria. 

InfoPump  and  InfoHub  allow  access,  refinement,  replication,  and  loading 
of  records  by  PC  users  in  a  heterogeneous,  multi-tiered  client/server  environment. 

PLATINUM  Repository  is  a  completely  scaleable  solution  set  that 
establishes  PLATINUM  as  the  undisputed  leader  in  data  warehousing. 

Data  Shopper  enables  users  to  access  the  metadata  of  a  PLATINUM 
repository  through  an  easy-to-use  GUI. 

When  you  purchase  a  PLATINUM  Warehouse,  you’ll  have  the  unique 
advantage  of  PLATINUM’S  turnkey  solution,  combining  proven  products  and 
services.  You  can  be  confident  that  your  warehouse  implementation  will  be 
successful  because  PLATINUM  will  be  there  every  step  of  the  way,  helping  you  design, 
build,  and  manage  your  warehouse.  For  a  copy  of  our  white  paper,  “Empowering 
Information  Consumers  through  Data  Warehouse  Solutions,”  please  give  us  a  call,  or 
email  us  at  info@platinum.com. 
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“Best  Features 
“Best  Service  &  Support" 
“Best  Ease  Ol  Use" 

“Best  Documentation'' 
“Best  Partner” 

-  CIO  Magazine  Readers’  Choice 

January  1995* 


Hmmmmmm. 

There  Seems  To  Be  A  Fhttern  Here. 

r  executives  don't  always  agree  on  every¬ 
thing.  Except,  apparently  when  it  comes  to 
CA-Unicenter'. 

Where  in  a  recent  survey  of 
CIO  Magazine  readers,  they  overwhelmingly  preferred 
CA-Unicenter  for  documentation,  features,  ease  of  use, 
service  and  support,  and  as  a  business  partner. 

What's  more,  this  is  the  second  year  running  that 

CA-Unicenter 

UHIX  ■  MVS  •  WindowsNT  -  Netware  ■  AS/400  ■  OS/2 

■c 1 1994  Computer  Associates  International,  Inc.,  lslandla,  NY  11788-7DOO,  All  other  product  names  referenced  herein  are  trademarks  of  their  respectiw  companies 

'CIO Magazine  1994  Readers'  Choke  Awards 


■flHHcaUer 


CA-Unicenter  has  placed  first  in  the  CIO  survey  for 
systems  security  for  UNIX. 

For  More  Information  On  CA-Unicenten 
call  1-600-225-5224.  Dept.  10102. 

So  if  you  want  the  best  integrated  client/server  system 

management  software,  choose  _ 

( ZOMPUTER 

/ h 


what  IT  executives  say  it  is: 
CA-Unicenter. 
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Software  superior  by  design 


Viewpoint 


ISDN  connections  come  to  the  lucky 


I  can  relate  to  your  editorial  on  In¬ 
tegrated  Services  Digital  Network 
(ISDN)  [“ISDN  disconnect,”  CW, 
Nov.  20].  Only,  you  were  luckier 
with  Nynex.  From  what  I  can  tell, 
US  West  has  one  person  in  cus¬ 
tomer  service  who  can  even  dis¬ 
cuss  ISDN.  His  name  is  Darrell. 
He  doesn’t  return  phone  calls. 

I  have  great  difficulty  believing 
the  traditional  telephone  compa¬ 
nies  are  ever  going  to  get  it. 

Mike  Klatman 
Boulder,  Colo. 

Your  editorial  on  ISDN  makes  a 
good  point  that  without  faster  con¬ 
nections  to  the  ’net,  there  will  be 
no  mass  market  boom.  However, 
these  connections  may  come 
sooner  than  you  think. 

The  infrastructure  already  in 
place  for  cable  TV  can  provide  the 
foundation  for  communications 
with  far  more  bandwidth  than 
even  ISDN.  The  new  DSS  digital 
satellite  dish  also  is  moving  fast. 

In  less  than  a  year  in  Northern 
California,  we  have  gone  from 
having  no  home  service  for  ISDN 


to  being  able  to  sign  up  for  it  at 
our  local  computer  superstore.  To 
a  large  extent,  Packard  Bell  start¬ 
ed  moving  fast  once  Tele-Commu¬ 
nications,  Inc.  gained  control  of 
most  of  the  cable  TV  systems  in 
the  Bay  Area  and  announced 
plans  for  new  services. 

Many  firms  (and  so-called  vi¬ 
sionaries)  missed  the  boom  in  fax 
machines  and  cellular  phones. 
People  don’t  want  to  miss  out 
again.  If  Nynex  doesn’t  get  it,  I  am 
sure  the  next  Craig  McCaw  will. 

Mark  Vernon 
mark_vernon@acius.com 

I  disagree  with  your  editorial  on 
ISDN.  I  called  Bell  South  about 
getting  an  ISDN  line  for  my  home, 
and  the  company  fully  supported 
it.  The  price  worked  out  to  be 
about  $215  to  install  it,  and  the 
monthly  bill  would  come  to  $45  to 
$53. 

Needless  to  say,  I  will  be  plac¬ 
ing  my  order. 

Roger  W.  Billings 
Miramar,  Fla. 
rbracer@msn.com 


How  can  I  become  a  SAP? 


The  Nov.  13  issue  of  Computer- 
world  came  wrapped  in  a 
bright  yellow  cover,  drawing 
attention  to  an  article  inside  re¬ 
garding  the  dearth  of  talent  in 
particular  information  systems 
skills  categories  and  the  result¬ 
ing  salary  premiums  [“Good 
help  gets  harder  to  find”] . 

After  reading  the  article,  I 
had  to  ask  myself,  “How  do  I 
become  a  certified  SAP?”  I 
don’t  remember  the  article  ev¬ 
er  defining  what  a  SAP  is. 

I  asked  a  dozen  people  in  my 
company  if  they  knew  what  a 
SAP  was.  Although  several 
were  willing  to  hazard  a  guess 
regarding  the  gullibility  of  a 
person  with  this  qualification, 


it  was  obvious  none  of  them 
knew  what  Computerworld  was 
referring  to. 

Was  this,  perhaps,  an  early 
April  Fool’s  edition  article?  If 
not,  could  you  please  fill  me  in 
on  how  to  become  a  SAP?  I  feel 
it  would  set  me  apart  from  the 
common  programmer  if  I 
could  hang  a  SAP  certificate 
over  my  desk. 

Who  knows,  maybe  my 
manager  will  become  con¬ 
cerned  and  lavish  a  17.1%  raise 
on  my  humble  self. 

Don  P.  Plum 
Cubic  Automatic  Revenue 
Collection  Group 
San  Diego 

PLUM@novell.  wd.cubic.com 


Give  Apple  credit  where  it’s  due 


Well,  you  did  it  again.  I’m 
referring  to  the  latest  effort 
in  your  ongoing  gloom  and 
doom  coverage  of  Apple, 
this  time  in  the  Nov.  6  arti¬ 
cle  “Copland  may  miss  ’96 
boat.”  It  states,  “Apple  is 
counting  on  the  revamped 
version  of  the  Mac  OS  to 
help  boost  its  sagging  mar¬ 
ket  share  by  leapfrogging 
the  technical  and  graphical 
user  interface  innovations 
adopted  by  Microsoft 
Corp.’s  Windows  95.” 

Despite  your  assertions, 
Apple  is  gaining  market 
share.  Dataquest  figures 
show  we  have  up  to  9%  market 
share  worldwide,  up  from  7.4%, 
and  are  No.  2  in  worldwide 
sales  behind  Compaq.  Our 
sales  grew  20.5%  over  last  year’s 
third  quarter,  while  IBM’s  grew 
13.2%.  Are  you  calling  for  the 
death  of  IBM’s  PC  Division?  Ap¬ 
ple  is  “struggling”  even  though 
our  market  share  is  growing 
faster  than  IBM’s. 

And  on  the  “technical  and 
graphical  user  interface  innova¬ 
tions”  of  Windows  95,  those  “in¬ 
novations”  were  almost  entirely 
adopted  from  the  Macintosh. 
I’m  not  sure  that  copying  quali¬ 
fies  as  innovation. 

I’m  an  employee  of  Apple,  but 
this  letter  is  by  no  means  an  of¬ 
ficial  statement  from  Apple. 

Doug  Blair 
Apple  Computer,  Inc. 
blair6@applelink.apple.com 


Regarding  “Win  95  apps  arrive” 
[CW,  Nov.  13],  why  you  think 
that  having  just  one  platform  to 
chose  from  is  best  is  beyond 
logical  thinking.  Here  are  six 
reasons  why  there  are  no  omi¬ 
nous  clouds  over  Apple. 

1.  Even  if  numbers  alone  are 
the  barometer  of  success,  the 
Macintosh  is  doing  quite  well, 
thank  you:  More  than  20  million 
Macintoshes  have  been  sold. 


One  out  of  every  10  desktop 
PCs  is  a  Macintosh.  The  U.S. 
Macintosh  market  is  expected 
to  total  well  over  $10  billion  this 
year  —  a  jump  of  more  than  30% 
from  last  year. 

2.  There  may  be  few  Macin¬ 
tosh  clone  vendors  so  far,  but 
note  that  Power  Computing  in 
its  first  year  expects  to  sell 
more  computers  than  Compaq, 
Dell  and  Gateway  2000  com¬ 
bined  in  their  first  12  months. 

3.  Macintosh  software  is 
more  profitable  and  less  expen¬ 
sive  to  market  and  support  than 
Windows  software,  according 
to  International  Data  Corp.  The 
study  said  on  average,  Macin¬ 
tosh  software  generates  25% 
more  revenue  than  Windows 
software,  and  development  and 
marketing  costs  for  Windows 
software  are  more  than  50% 
higher. 

4.  When  PC/Computing  test¬ 
ed  Windows  95  in  its  usability 
lab,  novice  users  rated  it  “poor” 
for  managing  files  and  “unac¬ 
ceptable”  for  working  with  ap¬ 
plications.  PC/Computing  said, 
“The  carefully  controlled  Mac¬ 
intosh  environment  is  still  the 
usability  standard.” 

5.  Most  corporate  informa¬ 
tion  systems  managers  esti¬ 
mate  that  upgrade  costs  for 


hardware  and  software  fu¬ 
eled  by  Windows  95  will 
range  from  $500  to  $1,000 
per  PC,  not  counting  train¬ 
ing.  You  don’t  have  to  be  a 
bean  counter  to  question 
the  wisdom  of  an  immedi¬ 
ate  switch  to  Windows  95. 

6.  This  year’s  Apple 
Worldwide  Developers 
Conference  was  by  far  the 
most  well  attended  in  histo¬ 
ry,  with  more  than  4,100 
people  —  a  30%  increase 
over  last  year.  Cutting-edge 
software  will  continue  to  be 
available  for  the  Macintosh 
and  Mac  OS-compatibles. 

Roger  Helton 
Oceanside,  Calif. 

Rmanbike@cts.  com 


Why  is  it  that  every  article  writ¬ 
ten  about  Apple’s  upcoming 
Copland  operating  system 
[“Copland  may  miss  ’96  boat,” 
CW,  Nov.  6]  mentions  Apple’s 
demise  or  users  who  threaten 
to  switch  to  one  of  Microsoft’s 
Windows  products? 

I’m  sure  that  when  Copland 
ships,  Apple  will  poorly  market 
a  great  product  as  it  has  done  in 
the  past.  Remember,  however, 
that  when  Apple  promises  a  dis¬ 
tinctively  new  and  improved 
Mac  OS,  it  puts  its  money 
where  its  mouth  is.  Windows  95 
turned  out  to  be  all  show  and  no 
go,  but  I  am  confident  this  won’t 
be  the  case  with  Copland. 

Those  statements  by  users 
threatening  to  switch  to  Win¬ 
dows  if  Copland  ships  late  are 
hard  to  believe.  I  have  never 
heard  of  a  Macintosh  user  actu¬ 
ally  choosing  to  go  to  Windows. 

Good  things  come  to  those 
who  wait.  It  will  be  an  expensive 
lesson  for  those  ex-Macintosh 
users  to  switch  back  once  they 
see  the  power  of  Copland . 

Dan  Hines 
Camming,  Ga. 

Maverick  73@aol.  com 


Web  a  good  tool  for  data  access,  retrieval  and  analysis  system 


In  “Out  of  Office”  [CW,  Nov.  6], 
you  mention  the  possibility  of  a 
database  company  doing  a  better 
job  of  integrating  office  suites 
with  data  warehouses  or  analysis 
engines.  1  thought  I  would  share 
with  you  how  Indiana  University 
is  trying  to  do  it. 

We  recently  implemented  a 
very  large  client/server  financial 
information  system  to  run  the 
university’s  statewide  eight-cam- 


pus  system.  The  technology  fea¬ 
tures  a  paperless  electronic  trans¬ 
action  system,  complete  with  se¬ 
cure  electronic  routing  and 
approval. 

We  explored  all  the  usual  front 
ends  to  our  Sybase  data  ware¬ 
house  and  decided  that  the  mid¬ 
dleware  problems  associated  with 
them  were  not  worth  the  hassle. 
In  addition,  our  users  told  us  they 
didn’t  want  table  joining  to  yield 


the  denormalized  data  and  that 
the  data  was  going  to  end  up  in  a 
spreadsheet. 

We  decided  to  exploit  the  Web. 
We  now  have  a  comprehensive 
Web-based  data  access,  retrieval 
and  analysis  system  that  doesn’t 
depend  on  proprietary  middle¬ 
ware.  We  use  Microsoft’s  Word 
and  Excel  and  Netscape’s  Naviga¬ 
tor  to  do  all  our  decision- 
support  data  access,  analysis  and 


reporting  from  our  Sybase  data 
warehouse. 

Users  are  offered  three  basic 
services:  access  to  electronic  cop¬ 
ies  of  previously  written  reports 
that  are  presented  faithfully  in 
Word  format;  access  to  a  growing 
library  of  predesigned  queries  in¬ 
to  which  they  merely  have  to  en¬ 
ter  their  particular  parameters; 
and  a  comprehensive  forms- 
based  ad  hoc  data  inquiry  and  ex¬ 


traction  tool  set,  complete  with  a 
set  of  the  most  popular  data  tem¬ 
plates. 

There  are  no  version  distribu¬ 
tion  problems.  There  are  no  exe¬ 
cutables.  The  client  is  the  most 
popular  Web  browser,  and  we 
don’t  even  have  to  worry  about 
training  users. 

Barry  Walsh 
Associate  director  financial 
management  support 
Indiana  University 
Bloomington,  Bui. 
B  Walsh@indiana.  edit 
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ASUS 


There’s  some  kind  of 
cosmic  waffle  rule  that 
applies  to  business 
meetings:  if  you  resched¬ 
ule  once,  you  will  have 
to  reschedule  a  dozen 
times.  Because  if  it  isn’t  Bob,  it’s  Joan,  or 
Gayle  or  Jorge.  And  meanwhile,  the 
perceived  importance  of  any  meeting  is 
inverse!)  proportional  to  the  number  of 
times  it  is  pushed  back.  It’s  been  proved. 


Organizer  2.1  with 
Group  Scheduling. 


And  that’s  why  there’s  the  new  Organizer™ 
2.1  with  group  scheduling. 

Organizer  makes  setting  up  a  meeting 
easy.  You  choose  your  attendees  from  a 
point  and  click  list.  You  see  their  avail¬ 
ability.  Once  you’ve  selected  a  time  and 
location  and  posted  your  invitation, 
Organizer  makes  it  easy  for  your  invitees  to 
accept,  decline  or  send  a  delegate. 
Organizer  works  in  conjunction 


Lotus 


workgroups  or  across  entire  organizations. 

Of  course,  Organizer  is  famous  as  a 
personal  information  manager- and  now 
it  goes  a  step  further,  adding  group  sched¬ 
uling  that’s  easy  to  install,  use  and  support. 
Check  out  the  new  Organizer.  For  a  free 
copy  of  our  helpful  booklet,  Managing 
Meeting  Mania,  or  for  more  information, 
call  1-800-872-3387,  ext.  B316*  Or 
explore  Lotus  on  the  World  Wide 


with  cc:Mail™  or  Notes,™  for  users  in  Working  Together"  Web  at  www.lotus.com. 


*ln  Canada  vail  I -800-GO-LOTUS.  ©1995  Lotus  Development  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA02142.  All  rights  reserved. 
Lotus  and  Working  Together  are  registered  trademarks  and  Organizer,  Notes  and  cc:Mail  are  trademarks  of  Lotus  Development  Corporation. 


Motorola  speaks 
Win  95’s  language,  48 
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Solo  sets  itself  apart  from 

OTHER  NOTEBOOKS,  49 


PCs  AND  SOFTWARE*  PORTABLE  COMPUTERS 


One  Up’s  SizeUp  determines  how  much  work  is  needed  to 
port  an  application  from  one  platform  to  another 

Target  audience:  Corporate  developers  and  third-party  vendors 
who  want  to  port  applications 

SizeUp  for  Windows  95  and  SizeUp  for  OS/2:  Gives  developers 
a  report  of  how  many  hours  and  API  changes  as  well  as  how  much 
recoding  is  necessary  to  port  an  application 

Availability/price:  Free  via  the  Internet  (http://www.iup.com) 
Macintosh  and  Unix  versions:  Due  in  the  second  quarter  of  1996 


SizeUp  ports  all 


By  Lisa  Picarille 


One  Up  Corp.  is  mak¬ 
ing  it  easier  for  de¬ 
velopers  to  quickly 
size  up  how  long  it 
takes  to  migrate  ap¬ 
plications  from  one 
platform  to  another. 

The  Dallas-based  tool  maker 
this  week  announced 
availability  of  SizeUp 
for  Microsoft  Corp.’s 
Windows  95.  The  free 
Internet  service,  which  includes 
an  expert  system,  generates  a  re¬ 
port  that  details  the  number  of 
hours  it  will  take  to  complete  a  mi¬ 
gration. 

SizeUp  also  tallies  how  many 
application  programming  inter¬ 
faces  are  specific  to  the  native 
software  platform  by  prompting 
users  to  answer  several  questions 
and  examining  the  application’s 
source  code.  The  service  then 


tells  users  which  lines  of  code 
must  be  changed. 

One  beta  tester  is  Bill  McNair,  a 
development  manager  at  Policy 
Management  Systems  Corp.  in 
Columbia,  S.C.  The  company  de¬ 
velops  client/server  software  for 
the  insurance  industry.  McNair 
said  the  company  is  migrating 
some  of  its  applications  from 
OS/2  to  Windows  95 
and  used  SizeUp  to 
determine  how  big 
the  effort  will  be. 

‘We  went  through  an  analysis 
project  a  year  ago.  That  effort 
took  us  three  months.  SizeUp 
came  up  with  the  same  informa¬ 
tion  in  a  couple  of  days,  and  the 
results  and  conclusions  were  pret¬ 
ty  much  the  same,”  McNair  said. 

An  IS  manager  at  a  large  phar¬ 
maceutical  company  on  the  East 
Coast,  who  requested  anonymity, 
said  his  company  is  moving  its 
SizeUp,  page  49 


Analysis  tools 


LA  police,  in  hot  pursuit  of 
system,  will  save  $133M/year 


By  Jaikumar  Vijayan 


The  Los  Angeles  Police  Depart¬ 
ment  is  preparing  to  take  a  bigger 
“byte”  out  of  crime. 

The  department  has  launched 
an  ambitious  computerization  ef¬ 
fort  aimed  at  substantially 
reducing  administrative 
costs  and  increasing  the 
time  police  officers  spend 
on  the  street. 

When  complete  in  mid- 
1996,  the  project  will  link 
about  1,250  Compaq  Com¬ 
puter  Corp.  personal  work¬ 
stations  and  46  servers  in  a 
wide-area  network  that 
connects  each  of  the  city’s 
18  police  stations,  four  traf¬ 
fic  divisions,  the  new 
Ahmanson  Training  Acad¬ 
emy  and  other  administra¬ 
tive  offices. 

Saving  money 

The  LAPD  estimates  it  will 
save  $133  million  annually 
through  improved  efficien¬ 
cies  with  the  new  back¬ 
bone  network.  It  also  will 
reduce  by  as  much  as  41%  the 
amount  of  time  officers  push  pa¬ 
per,  said  Lt.  Geoff  Hewlett,  com¬ 
manding  officer  of  the  depart¬ 
ment’s  systems  development  task 
force. 


Despite  being  the  nation’s 
third-largest  police  force,  the 
LAPD’s  7,700  sworn  officers  and 
2,300  administrative  personnel 
rely  on  many  of  the  same  crime¬ 
fighting  tools  used  in  the  days  of 
Dragnet  handwritten  crime  re¬ 


LAPD  fact  sheet 

■  Funded  by  an  estimated  $15  million 
privately  raised  by  Los  Angeles  area 
business  and  community  leaders 

■  The  goal  is  to  have  a  backbone 
computer  network  that  connects  the 
city’s  18  police  stations,  four  traffic 
divisions  and  training  academy 

■  The  network  will  be  made  up  of 
1,250  workstations  and  46  file 
servers 

■  When  fully  implemented  by  mid- 
1996,  the  project  is  expected  to  save 
the  LAPD  about  $133  million  per 
year  and  cut  administrative 

time  by  41% 


ports,  manual  filing  systems  and 
handwritten  notes. 

Almost  all  of  the  criminal  infor¬ 
mation  the  department  collects, 
collates  and  stores  every  year 
is  still  done  “either  with  a  low- 


tech  No.  2  pencil  or  a  high- 
tech  mechanical  pencil,”  Hewlett 
said. 

The  project  is  being  funded  by 
a  $15  million  donation  from  the 
“Mayor’s  Alliance  for  a  Safer 
L.A.,”  a  partnership  between  the 
city  of  Los  Angeles  and 
several  business  and  com¬ 
munity  leaders. 

“The  mission  of  the 
Mayor’s  Alliance  was  to 
provide  technology  to  the 
LAPD  and  to  fund  only 
those  things  for  which 
there  was  no  public  fund¬ 
ing  but  which  would  re¬ 
turn  good  efficiencies  in 
combating  crime,”  said 
Mary  Odell,  president  of 
the  Riordan  Foundation, 
one  of  the  contributors  to 
the  effort. 

“If  you  look  at  the  total 
dollar  impact  of  the  net¬ 
work  itself  ...  the  [return 
on  investment]  is  very, 
very  good,”  Hewlett  said. 

The  following  applica¬ 
tions  initially  will  generate 
the  most  savings  in  dollars 
and  time: 

•  LAPD  Forms:  The  LAPD’s  13 
most  commonly  used  arrest  and 
reporting  forms  brought  on-line. 
The  application  reduces  by  41% 
\  AVI) ,  page  49 


Virtual  reality  devices 
create  a  sensation 


Airbus  Industrie’s  walkthrough  demonstration  was  completed  in  less  than 
three  months  using  Sens8  Corp.  ’s  World  Toolkit 


By  Tim  Ouellette 


Virtual  reality  is  getting  more  real 
every  day. 

A  Cambridge,  Mass.,  firm  re¬ 
cently  created  a  device  that  lets 
users  add  the  sense  of  touch  to 
the  sights  and  sounds  already  ex¬ 
perienced  in  a  virtual  reality  envi¬ 
ronment. 

SensAble  Devices,  Inc.’s  Phan¬ 
tom  A  is  made  up  of  a  small  robot¬ 
ic  arm  with  a  finger  thimble  that 
can  be  attached  to  the  user’s  fin¬ 
ger.  The  device  tracks  the  user’s 
finger  movements  and  applies  the 
corresponding  pressure  when  the 
user  touches  a  computer-generat¬ 
ed  object. 


Users  can  differentiate  be¬ 
tween  smooth  spheres,  flat  walls, 
sharp  corners,  friction  and  even 
various  textures.  A  two-finger  op¬ 
tion  for  the  finger  and  opposing 
thumb  is  available  so  users  can 
pick  up  computer-generated  ob¬ 
jects,  according  to  Bill  Aulet,  pres¬ 
ident  of  SensAble  Devices. 

Similar  systems  were  tested  in 
larger,  expensive  configurations 
at  a  few  locations,  but  SensAble 
Devices  has  made  the  Phantom  A 
compatible  with  a  typical  desktop 
PC  or  Silicon  Graphics,  Inc.  work¬ 
station.  The  device  is  small 
enough  to  fit  beside  those  ma¬ 
chines. 

The  system  costs  $19,500,  and 


Aulet  said  the  price  is  expected  to 
drop.  However,  the  system 
doesn’t  include  the  costs  of  devel¬ 
oping  the  software  and  simula¬ 
tions.  Development  software  for 
three-dimensional  simulations 


can  cost  about  $40,000  for  higher- 
end  projects.  By  comparison, 
a  simple  PC-based,  low-end  3-D 
authoring  package  for  animations 
and  illustrations  from  Ray 
Dream,  Inc.  in  Mountain  View, 


Calif.,  costs  $300. 

Aulet  said  several  companies 
use  Phantom  A  to  create  better 
human-to-computer  interfaces. 
The  device  also  can  be  used  to 
simulate  surgeries  and  train  work¬ 
ers  for  complex  tasks. 

And  some  businesses  aren’t 
just  taking  virtual  reality  for  a  test 
drive. 

Ford  Motor  Co.  recently 
opened  a  virtual  reality  lab  to  de¬ 
velop  tools  for  engineering  design 
and  evaluation  applications.  For 
example,  using  Division,  Inc.’s  au¬ 
thoring  software,  virtual  reality 
will  be  used  with  proposed  car 
dashboard  configurations  to 
check  instrument  accessibility 
and  visibility. 

Airbus  Industrie,  a  large  Euro¬ 
pean  aircraft  manufacturer,  has 
designed  a  virtual  reality  walk¬ 
through  demonstration  of  its  new 
aircraft  interior  designs. 
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IBM  revamps  its  PC  service  strategy 


Company  will  collaborate  with  third-party  vendors 


;• 


Byjaikumar  Vijayan 


IBM  will  team  up  with  resellers 
and  other  channel  partners  to  de¬ 
liver  its  PC  desktop  and  server- 
related  products  and  services  in 
the  future. 

IBM’s  worldwide  sales  and  ser¬ 


vice  organizations  will  join  with 
third-party  vendors  to  offer  ser¬ 
vices  such  as  PC  product  procure¬ 
ment,  order  fulfillment  and  config¬ 
uration,  customization  and 
installation  services. 

The  new  delivery  strategy  is  ex¬ 
pected  to  substantially  broaden 
the  support  skills  available  to 
IBM  customers  and  reduce  the 
amount  of  time  customers  must 
wait  for  a  response  when  they 


call  for  service. 

IBM’s  plan  “will  probably  also 
mean  reduced  service  costs,”  said 
John  Dunkle,  president  of  Work¬ 
group  Strategic  Services,  Inc.  in 
Portsmouth,  N.H. 

IBM’s  internal  support  costs 
will  be  reduced  because  the  com¬ 
pany  will  share 
support  func¬ 
tions  with  oth¬ 
er  vendors, 
Dunkle  said. 
IBM  said  the 
move  will  give 
users  “the  best 
value”  in  the 
services  area. 

“It  is  an  ex¬ 
cellent  thing 
for  users.  Now 
we  have  two 
partners  —  IBM  and  their  service 
vendors  —  working  in  concert  to 
service  the  problem  instead  of 
fighting  for  the  same  service  reve¬ 
nue  in  front  of  the  customer,”  said 
Sam  Albert,  president  of  Sam 
Albert  Associates,  Inc.  in  Scars- 
dale,  N.Y. 

IBM’s  channel  strategy  sub¬ 
stantially  diminishes  the  role  of 
the  company’s  PC  Direct  mai 
1  order  service  and  other  direct 


At  your  service 


IBM  and  its  resellers  have  joined  forces  to 
deliver  the  following  PC-related  products  and 
services: 

•  Product  procurement 

•  Order  fulfillment 

•  Configuration  services,  including  software 
preload,  testing,  integration  and  customization 

•  Initial  installation  services 


telephone  sales  efforts.  Once  cus¬ 
tomer  leads  are  qualified,  IBM’s 
channel  partners  will  fulfill  the 
orders. 

Good  move 

Users  reacted  to  the  new  delivery 
strategy  with  muted  enthusiasm 
but  agreed  it  was  a  step  in  the 
right  direction. 

“Considering  we  bought  stuff 
through  PC  Direct  in  the  past  and 
had  nothing  but  trouble,  [we] 
hope  this  time  that  this  [strategy] 
is  better,”  said  Lloyd  Blauen,  a 
Unix  LAN  administrator  at  USAir 
in  Arlington,  Va. 

Blauen  said  he  has  encoun¬ 
tered  problems  with  delayed  de¬ 
livery  schedules  and  product  reli¬ 
ability  when  dealing  with  PC 
Direct. 

“I  think  it  is  a  good  move  if  IBM 
[wants  to]  stay  profitable  and 
compete  in  this  business,”  said 
Eric  Libow,  services  manager  of 
the  PC  LAN  group  at  Alamo  Rent 
A  Car,  Inc.  in  Fort  Lauderdale, 
Fla. 

“It  is  kind  of  hard  for  a  compa¬ 
ny  to  offer  all  these  services  on  its 
own  and  still  remain  profitable,” 
he  said. 

This  is  IBM’s  second  major  ser¬ 


vice  and  support  announcement 
this  year. 

The  company  in  March  formal¬ 
ly  launched  NetWorkstation  Man¬ 
agement,  a  global  PC  support  pro¬ 
gram  that  is  aimed  at  life  cycle 
management  of  a  corporation’s 
distributed  computing  assets. 

Analysts  say  consolidating  on 
its  strong  service  and  support  in¬ 


frastructure  will  be  key  to  IBM’s 
efforts  to  arrest  its  recent  decline 
in  the  PC  business. 

IBM  ranks  fourth  in  the  U.S. 
PC  market  behind  Apple  Comput¬ 
er,  Inc.,  Packard  Bell  Electronics, 
Inc.  and  Compaq  Computer 
Corp.,  according  to  third-quarter 
figures  from  International  Data 
Corp.  in  Framingham,  Mass. 


Dell  to  make 
house  calls 


Direct  marketing  PC  maker  Dell  Computer  Corp.  in  Austin, 
Texas,  will  offer  on-site  services  for  customers  of  its  recent¬ 
ly  announced  quad-processor  servers. 

When  customers  order  Dell’s  PowerEdge  XL  servers,  a  net¬ 
working  engineer  from  Dell’s  service  partner,  Digital  Equipment 
Corp.,  will  go  to  the  customer  site  and  validate  the  order  to  make 
sure  every  part  is  functional  and  in  line  with  what  the  customer 
ordered. 

The  company  also  will  offer  a  fee-based,  file  server  installation 
service  option. 

Under  this  plan,  Dell’s  service  representative  will  go  to  cus¬ 
tomer  sites  and  help  set  up,  install,  configure  and  test  a  new  file 
server.  The  service  will  cost  $999. 

The  company  initially  will  promote  these  services  only  on  its 
high-end  PowerEdge  XL  servers,  a  spokesman  said.  But  Dell 
eventually  could  extend  the  services  to  other  servers,  the 
spokesman  said. 

— Jaikumar  Vijayan 


Briefs 


Motorola  introduces 
Montana  PC  card 

Motorola,  Inc.  in  Schaum¬ 
burg,  Ill.,  has  announced  a 
combination  28.8K  bit/ sec. 
data/fax  modem  PC  Card  with 
cellular  connectivity  and  one¬ 
way  and  two-way  wireless  mes¬ 
saging  capabilities.  Montana 
was  designed  for  mobile  users 
who  seek  remote  access  to  cor¬ 
porate  networks,  electronic 
mail  and  the  Internet.  Montana 
joins  the  recently  released 
Mariner  in  Motorola’s  family  of 
PC  Cards  with  multiple  wire- 
line  and  wireless  capabilities. 
The  card  will  cost  $329. 

FileNet  can  fix  faulty 
software  package 

FileNet  Corp.’s  WorkForce 
Desktop  4.1,  PC-based  docu¬ 
ment  management  software, 
may  not  work  with  networks 
running  Novell.  Inc.’s  LAN 
Workplace  for  DOS  4.12 
TCP/IP  protocol  stack.  It  may 
also  inhibit  access  to  the  net¬ 
work.  A  fix  is  available  at  the 


Costa  Mesa,  Calif.,  firm’s 
World  Wide  Web  site 
(http:/ / www.filenet.com) . 

U.S.  Robotics 
earnings  soar 

U.S.  Robotics  Corp.,  the 
Skokie,  Ill.,  maker  of  high¬ 
speed  modems,  remote  com¬ 
munications  servers  and 
mobile  computer  products, 
recently  reported  record 
fourth-quarter  sales  and  earn¬ 
ings.  Revenue  for  the  compa¬ 
ny’s  fourth  quarter  was  $293.4 
million,  an  increase  of  $161.5 
million,  or  123%,  over  the 
$131.9  million  for  the  same 
quarter  of  the  previous  year. 
Net  earning  for  the  fourth 
quarter  of  fiscal  1995  were 
$34.2  million  compared  with 
$5.4  million  for  the  same  quar¬ 
ter  of  fiscal  1994. 

MobileNurse 

developed 

Summit  Health,  RAM  Mobile 
Data  USA  L.P.  and  Oracle 
Coip.  have  teamed  up  to 
launch  MobileNurse,  a  wire¬ 
less,  laptop  field  information 
system  for  home  health  care 
professionals. 


Delrina’s  fax  software  lives 
up  to  users’  expectations 


By  Cheryl  Gerber 


Beta  testers  and  users  said  last 
week  that  the  Windows  95  version 
of  Delrina  Corp.’s  leading  fax  soft¬ 
ware  has  delivered  what  the  com¬ 
pany  promised. 

Symantec  Corp.’s  acquisition  of 
Delrina  was  contin¬ 
gent  on  Delrina’s  ship¬ 
ping  a  fully  featured 
and  functioning  32-bit  version  of 
WinFax  Pro  by  this  month,  execu¬ 
tives  acknowledged  last  week. 

The  32-bit  WinFax  Pro  7.0  in¬ 
cludes  approximately  100  new  fea¬ 
tures  —  including  integration 
with  Microsoft  Corp.’s  Exchange 
and  OLE  2.0. 

Steady  performance 

The  new  version  also  delivers 
more  reliable  faxing  on  both  the 
sending  and  receiving  side  than 
the  previous  version,  according  to 
Jim  Gunn,  president  of  Sterling 
Consulting  in  Salt  Lake  City  and  a 
beta  tester. 


“I’ve  been  using  it  every  day” 
since  August,  Gunn  said,  and  “I 
have  not  had  one  incoming  or  out¬ 
going  failure. 

“When  the  lines  aren’t  working 
right,  it  still  handles  faxing  rock 
solid,”  he  added. 

Gunn  said  he  has  made  good 
use  of  the  product’s 
ability  to  save  on  tele¬ 
phone  bills  by  batch¬ 
ing  faxes  and  scheduling  them  to 
be  sent  at  off-peak  hours. 

The  new  version  also  transmits 
faxes  faster. 

Another  beta  tester  said  the  fax 
software  has  effectively  taken  ad¬ 
vantage  of  Windows  95  through 
the  ability  to  multitask. 

“The  ability  for  WinFax  to  mul¬ 
titask  —  to  be  faxing  in  the  back¬ 
ground  —  is  a  big  advantage,” 
said  Jim  Dunagan,  database  man¬ 
ager  at  WNTQ,  a  radio  station  in 
Syracuse,  N.Y. 

WinFax  Pro  7.0  also  makes  use 
of  Microsoft’s  Telephony  Applica¬ 
tion  Programming  Interface. 


“There  are  real  advancements 
in  computer  telephony  integration 
in  this  version.  You  can  use  your 
modem  and  hard  drive  as  a  voice 
answering  system  in  conjunction 
with  your  fax,”  said  Peter  David¬ 
son,  president  of  Davidson  Con¬ 
sulting  in  Burbank,  Calif. 

Faxing  at  your 
fingertips 

A  feature  called  TalkWorks  Fax 
on  Demand  can  be  set  up  to  call 
for  information  and  select  from 
a  list  of  stored  documents  that 
can  be  automatically  faxed  to  the 
caller. 

It  may  require  some  knowledge 
of  the  software,  however,  to  con¬ 
figure  a  mailbox  for  Fax  on  De¬ 
mand  services,  Davidson  said. 

Dunagan  said  one  the  most 
useful  new  features  in  WinFax 
Pro  7.0  is  the  CommBar.  This  con¬ 
figurable,  drag-and-drop  utility 
launches  events  and  provides  the 
status  of  all  communication  from 
the  desktop. 


Fax  software 
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Insignia 

SOLUTIONS 


Insignia  Solutions.  River  Bend  Business  Park.  6  Campanelli  Drive.  AndoveUWA  0 18 1 0  •  Phone  (508)  682-7600  •  Fax  (508)  688-8294 

In  Europe,  contact  Insignia  Solutions,  Phone  +44  131  458  6849  •  Fax  +44  131  451  6981.  NTrigue  is  a  trademark,  and  Insignia  and  Insignia  Solutions  are  registered 
trademarks  of  Insignia  Solutions  Inc.  Windows  NT  is  a  trademark,  and  Microsoft  and  Windows  am  registered  trademarks  of  Microsoft  Corporation.  UNIX  is  a  registered 
trademark  licensed  exclusively  through  X/Open  Company,  Ltd.  All  other  trademarks  are  the  property  of  their  respective  holders.  ©  1995  Insignia  Solutions  Inc.  All  rights  reserved. 


The  Fastest 
Way  To  Bring 
Windows  To 

Every  Desktop 


Introducing  Nitigue: 
Software  That  Delivers 
Windows  Applications 
To  UNIX  Workstations, 
X-Terminals,  PCs  and  Macs. 

Finally,  getting  Windows®  applications 
to  every  desktop  at  high-performance 
is  no  longer  a  mystery.  It’s  NTrigue. 

NTrigue  includes  Microsoft® 
Windows  NT  7  bringing  thousands 
of  Windows  95,  Windows  3.1  and 
Windows  NT  applications  to  all  your 
desktops  at  blazing  speeds.  That’s  big 
news,  because  NTrigue  is  faster  than 
any  other  solution. 

But  that’s  just  half  the  story:  NTrigue 
is  the  only  Windows  NT-based  solution 
that  fully  supports  the  X  Window 


NTrigue  brings 
Windows  95, 
Windows  3.1, 
and  Windows  NT 
applications  to  any 
networked  desktop. 


MICROSOFT® 

WINDOWSNT™ 

Compatible 


System,  an  industry  standard.  Which 
means  it’s  the  only  product  that  works 
on  all  enterprise  desktops.  Everything 
from  Macs,  Power  Macs  and  PCs,  to 
UNIX®  workstations  and 
X-terminals.  You  can  even 
deliver  Windows  applications 
over  dial-up,  ISDN,  WANs 
and  the  Internet. 

With  NTrigue,  you  can  renew  all  of 
your  older  PCs.  Now  these  classics  can 
run  Windows  95  applications  without 
expensive  hardware  upgrades. 

So  for  the  fastest  way  to  bring 
Windows  to  every7  desktop,  get  new 
NTrigue.  And  make  headlines  all  across 
your  enterprise. 

Call  508/682-7600 
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DELL  LATITUDE 

Dependable  Notebooks 
With  Superior  Battery  Life 


DELL'  LATITUDE™  XPi 

90MHz  PENTIUM*  PROCESSOR 

•  10.4"  SVGA  Active  Matrix  Color 
Display  (800x600  Resolution) 

•  16MB  RAM  (40MB  Max  RAM) 

•  1.2GB  Removable  Hard  Drive 

•  3  Year  Extended  Warranty' 

$4599  Product  Code  #600115 


DELL  LATITUDE  XPi 

75MHz  PENTIUM  PROCESSOR 

•  10.4"  Active  Matrix  Color  Display 

•  16MB  RAM  (40MB  Max  RAM) 

•  810MB  Removable  Hard  Drive 

•  3  Year  Extended  Warranty' 


$3899  Product  Code  #600106 


DELL  LATITUDE  XPi 

75MHz  PENTIUM  PROCESSOR 

•  10.4”  Dual  Scan  Color  Display 

•  16MB  RAM  (40MB  Max  RAM) 

•  524MB  Removable  Hard  Drive 


3  Year  Extended  Warranty’ 


$3299  Product  Code  #600105 


.T..  z--t£T, 


‘The  VeriTest  Cross-Country  v2.0  test  simulates  typical  executive  use  of  Microsoft  Office®  applications  in  Microsoft 
Windows®  v3.11  during  an  airplane  flight.  Power  management  was  enabled  and  8MB  of  RAM  was  installed  in  a 
Latitude  XPi  P75D  VeriTest.  inc.  is  located  in  Santa  Monica,  CA.  Actual  battery  life  will  vary  depending  on  nature  of 
use  and  configuration.  tFor  a  complete  copy  of  our  Limited  Warranties,  please  write  to  Dell  USA  LP.  2214  W  Braker 
Lane,  Bldg.  3,  Austin,  TX  78758.  Prices  and  specifications  valid  in  the  U.S.  only  and  subject  to  change  without  notice 
AOn-site  service  provided  by  BancTec  Service  Corp  and  may  not  be  available  in  certain  remote  locations.  The  Intel 
Inside  logo  and  Pentium  are  registered  trademarks  of  Intel  Corporation.  Microsoft.  Windows  and  the  Windows 
logo  are  registered  trademarks  of  Microsoft  Corporation.  ©1995  Dell  Computer  Corporation.  All  rights  reserved 


Designed  for 

SB. 

Microsoft* 

Windows*95 


Big  battery  life  in  a  Pentium 
processor  notebook,  four  hours 
and  forty  minutes  to  be  exact,  as 
proven  in  the  independent  VeriTest 
"Cross-Country"™  test.* 

Our  smart  Lithium  Ion  battery 

has  an  embedded  microprocessor 
that  allows  each  individual  cell  to 
recharge  quickly  and  to  full  capacity. 

Superior  power  management 

via  an  exclusive  Dell  design  that 
optimizes  power  consumption  based 
on  individual  component  needs. 

Less  power  consumption  thanks 
to  the  use  of  Intel's  LM  Pentium  chip 
which  was  designed  specifically  for 
use  in  notebooks. 


Our  XPi  is  based  on  the  same 
proven  design  that  won  the 
Industrial  Design  Excellence  Award. 
Plus,  it's  the  only  notebook  to  receive 
a  "Best  Overall"  in  PC  Computing's 
"Torture  Test"  competition. 


Its  removable  hard  drive  makes 
it  easy  to  upgrade  and  service  your 
notebook  no  matter  where  you 
happen  to  be. 


Next-business-day,  out-in-the- 
field  service  and  support;'  standard 
with  every  notebook,  so  you  can 
keep  going  as  long  as  our  batteries. 
A  Dell  exclusive. 


MU 

(800)  626-9534 

http://www.us.dell.com/ 
Keycode  #12083 
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Motorola  speaks 
Win  95’s  language 

Lexicus  division  enters  Chinese  language  market 


Interactive  Media’s  KanguruDisk 


By  Jon  Skillings 

LAS  VEGAS 


In  anticipation  of  the  arrival  of  Microsoft 
Corp.’s  Windows  95  on  Asian  shores,  a  pair 
of  vendors  unveiled  Chinese  language  soft¬ 
ware  products  at  the  Com¬ 
dex  trade  show  here  re¬ 
cently. 

Motorola,  Inc.’s  Lexicus 
division  introduced  its 
LexiPen  handwriting- 
recognition  application, 
which  allows  users  to  en¬ 
ter  any  of  the  more  than 
13,000  Chinese  language 
characters  into  Windows 
95  applications.  With  a  sty¬ 
lus,  users  can  write  in 
longhand  in  both  the  tradi¬ 
tional  and  simplified  Chi¬ 
nese  character  sets. 

“In  China,  keyboards 
are  really  cumbersome,” 
said  Wako  Takayama, 
marketing  manager  at  the 
Lexicus  division  in  Palo 
Alto,  Calif.  The  software 
“will  make  computing  a  lot  more  accessi¬ 
ble”  in  Chinese  language  markets,  she  said. 

The  Motorola  software  has  an  accuracy 
rate  of  better  than  95%,  Takayama  said.  It 
takes  up  approximately  4M  bytes  of  memo¬ 
ry,  or  about  half  that  if  only  one  char¬ 


acter  set  is  installed. 

Evaluation  copies  will  be  available  next 
month,  and  delivery  is  planned  for  the  first 
quarter  of  1996.  Pricing  hasn’t  been  set. 

Windows  95  arrived  in  Taiwan  on  Nov.  28 
and  is  scheduled  to  arrive  in  mainland  Chi¬ 
na  by  the  end  of  the  year. 

Motorola  has  no  plans 
to  offer  similar  handwrit¬ 
ing-recognition  software 
for  other  languages,  such 
as  Arabic  or  Cyrillic,  that 
don’t  use  the  Latin  alpha¬ 
bet. 

Meanwhile,  Twin- 
Bridge  Software  Corp.  in 
Monterey  Park,  Calif., 
showed  off  its  line  of  soft¬ 
ware  for  typing  Asian 
characters  into  Windows 
95  applications.  The  Chi¬ 
nese  Partner  and  Japa¬ 
nese  Partner  applications 
let  users  enter  Asian  char¬ 
acters  into  Windows  95  ap¬ 
plications  to  produce  bilin¬ 
gual  or  multilingual 
documents.  Input  is  ac¬ 
complished  via  on-screen  representations 
of  keyboards. 

Pricing  and  availability  information 
wasn’t  available. 


Skillings  writes  for  the  IDG  News  Service. 


Interactive  Media  Corp.  has  introduced 
KanguruDisk. 

According  to  the  Holliston,  Mass.,  com¬ 
pany,  KanguruDisk  is  a  removable  plug- 
and-play  storage  device  that  stores  up  to 
1.6G  bytes.  It  functions  as  a  personal,  porta¬ 
ble  hard  disk  that  lets  users  transport  and 
plug  in  applications  and  files  to  the  comput¬ 
er  they  are  working  on. 

It  is  available  in  internal  and  external  ver¬ 
sions.  The  internal  version  includes  a  por¬ 
table  disk  and  an  internal  dock  that  installs 
into  a  PC’s  57t-in.  bay,  the  same  type  of  bay 
that  houses  floppy  disk  drives.  The  user 
connects  cables  to  the  existing  internal 
hard  drive  and  to  the  integrated  drive  elec¬ 
tronics  controller.  The  external  version  has 
a  portable  disk  and  an  external  dock  that 
connects  to  a  PC’s  printer  port. 

Pricing  for  the  internal  KanguruDisk 
starts  at  $66.  Pricing  for  the  external  Kan¬ 
guruDisk  starts  at  $85. 

^  Interactive  Media 

(508)  429-9070 


AlphaBlox  U.S.,  Inc.  has  introduced 
OfficeBlox,  an  application  suite. 

OfficeBlox  consists  of  NoteBlox,  Calc- 
Blox,  ListBlox  and  ToolBlox.  According  to 
the  Burlington,  Mass.,  company,  the  suite 
lets  users  split  applications  into  functional 
component  parts  and  use  the  resulting 
component  programs  as  building  blocks. 

The  Blox  applications  were  designed  as 
both  Microsoft  Corp.  OLE  servers  and  con¬ 
tainers.  Each  Blox  can  run  as  a  stand-alone 
application  and  can  be  dragged  and 
dropped  within  other  applications  as  OLE 
components. 

ListBlox  can  contain  spreadsheets,  draw¬ 
ings  and  video  files  or  can  be  embedded  in¬ 
to  a  program.  NoteBlox  is  a  tool  for  creat¬ 
ing  notes,  messages,  memos  and 
annotations  that  can  be  placed  in  any  Mi¬ 
crosoft  Windows  95  application,  including 
other  Blox  apps.  CalcBlox  is  an  on-screen 
programmable  calculator  that  lets  users 
create  calculations  without  building  a 
spreadsheet.  ToolBlox  lets  users  pull  to¬ 
gether  all  Blox  apps  into  a  floating,  custo¬ 
mizable  tool  bar.  It  lets  users  drag  Blox 
apps,  OLE  objects  and  templates  or  run  a 
Windows  application  through  the  tool  bar. 

OfficeBlox  costs  $70. 

^  AlphaBlox  U.S. 

(617)  229-2924 


Seiko  Instruments  USA,  Inc.  has  intro¬ 
duced  Smart  Business  Card  Reader. 
According  to  the  San  Jose,  Calif.,  compa¬ 


ny,  the  product  is  a  business-card  scanner 
with  400  dot/in.  resolution  in  8-bit  gray¬ 
scale.  The  character  recognition  technol¬ 
ogy  was  designed  specifically  for 
the  small  format  of  business 
cards  and  can  process  up  to  four 
cards  per  minute. 

The  reader  lets  users  insert  a 
card  into  the  top  of  the  reader, 
press  a  button  and  scan  the  cards. 
It  reads  the  card  in  either  land¬ 
scape  or  portrait  format  and  plac¬ 
es  the  data  into  appropriate  name, 
address  and  telephone  number 
fields.  Users  can  then  view  an  im¬ 
age  of  the  card  or  review  the  con¬ 
tacts  in  database  form  or  as  a  list. 
Annotations  made  on  the  cards 
are  also  scanned  in,  and  searches  can  be 
made  based  on  these  notes.  Contact  lists 
can  be  printed  in  address  book,  phone 
book  or  label  format. 

Smart  Business  Card  Reader  was  de¬ 
signed  to  work  with  most  popular  contact 
management  programs.  It  costs  $299. 

^  Seiko  Instruments  USA 
(408)  922-5800 


Trippe  Lite  has  introduced  BC  Personal 
200  UPS,  an  uninterruptible  power  supply 
(UPS)  product  for  small  office  and  home  of¬ 
fice  environments. 

According  to  the  Chicago  company,  BC 
Personal  200  UPS  features  quality  surge, 
spike  and  line  noise  filtering  for  clean  AC 
power.  It  was  designed  to  transfer  to  120V 
battery  power  during  low-  and  high-voltage 
conditions. 

Pricing  for  BC  Personal  200  UPS  starts 
at  $119. 

^  Trippe  Lite 

(312)  755-5400 


LG  Electronics  U.S.A.,  Inc.  has  intro¬ 
duced  Goldstar  Model  GCD-R560B,  a  six- 
speed  CD-ROM  drive. 

According  to  the  Englewood  Cliffs,  N.J., 
company,  the  CD-ROM  drive  was  designed 
for  graphics-  and  video-intensive  multime¬ 
dia  software  and  provides  a  data  transfer 
rate  of  900K  byte/sec. 

Goldstar  Model  6CD-R560B  features 
Play,  Skip  and  Stop  controls  on  the  front 
and  supports  multisession  photo  CDs.  It  is 
Microsoft  Corp.  Windows  95  plug-and-play- 
compatible  and  IBM  OS/2  Warp-compati- 
ble. 

The  six-speed  CD-ROM  drive  costs  $300. 

►  LG  Electronics  U.S. A. 

(201)  816-2000 


U.S.  Robotics,  Inc.  has  unveiled  the 
Sportster  fax/ modem  line  of  products. 

According  to  the  Skokie,  Ill.,  company. 
Sportster  modems  are  plug-and-play  prod¬ 
ucts  that  include  Internet  connection  kits, 
on-line  service  offers  and  U.S.  Robotics’ 
QuickLink  software.  The  full  Sportster  line 
will  automatically  configure  when  used 
with  Microsoft  Corp.’s  Windows  95. 

The  product  line  includes  a  14.4M 
bit/sec.  data/fax  internal  modem  for  $129, 
a  14.4M  bit/sec.  data/ fax  external  modem 
for  $149,  a  28.8M  bit/sec.  data/fax  internal 
modem  for  $249  and  a  28.8M  bit/sec. 
fax/data  external  modem  for  $279. 

^  U.S.  Robotics 
(708)  982-5010 


Our 

software  solutions 
toolbox  is  now 
available  at  a 
computer  near  you: 

http:/ /  www.  att .  com/ssg 


Or  CALL  1  800  462-81 46  OR 
415  940-4345  AND  ASK  FOR  EXT.  T13J 
FOR  A  FREE  PRODUCT  CATALOG. 

If  the  tool  works,  use  it. 

SOFTWARE  SOLUTIONS 


Innovation  you  can  depend  on. 


AT&T 


U 1095  atat 


“In  China, 
keyboards 
are  really 
cumbersome. 
[The  new 
software] 
will  make 
computing  a 
lot  more 
accessible.” 

Wako  Takayama, 
Motorola ’s 
Lexicus  division 
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Yes,  I  want  to  receive  my  own  copy  of  COMPUTERWORID  each  week.  I  accept  your  offer  of  $39.95* 
per  year  -  a  savings  of  $8.00  off  the  basic  subscription  price. 


First  Name 

Ml 

Last  Name 

Title 

Company 

Address 

Address  Shown:  □  Home  □  Business 

□  New  □  Renew 

City  State 

Basic  Rate:  $48  per  year 

Zip 

*  U.S.  Only.  Canada  $95,  Mexico,  Central/South  America  $150,  Europe  $295,  all  other  countries  $295.  Foreign  orders  must  be  prepaid  in  U  S.  dollars. 
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Please  complete  the  questions  below  to  qualify  for  this  special  rate. 


BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 
Transportation 

70.  Mining/Construction/Petroleum/Refining/Agric. 

80.  Manufacturer  of  Computers,  Computer- 
Related  Systems  or  Peripherals 
85.  Systems  Integrators,  VARs,  Computer  Service 
Bureaus,  Software  Planning  &  Consulting  Services 
90.  Computer/Peripheral  Dealer/Dist./  Retailer 

95.  Other _ 

(Please  Specify) 


2.  TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

1 9.  Chief  Information  Officer/Vice  President/  Asst.  VP 
IS/MIS/DP  Management 

21 .  Dir/Mgr.  MIS  Services,  Information  Center 

22.  Dir./Mgr.:  Network  Sys.,  Data/Tele.  Comm., 

LAN  Mgr.  /PC  Mgr.,  Tech  Planning,  Admin  Svs. 

23.  Dir./Mgr.  Sys.  Development,  Sys.  Architecture 

31 .  Programming  Management,  Software  Developers 
41.  Engineering,  Scientific,  R&D,  Tech.  Mgt. 

60.  Sys.  Integrators/VARs/Consulting  Mgt. 

CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 

C0MPUTERW0RLD 


DEPARTMENTAL  MANAGEMENT 

51 .  Sales  &  Mktg.  Management 
70,  Medical,  Legal,  Accounting  Mgt. 

OTHER  PROFESSIONAL  MANAGEMENT 
80.  Information  Centers/Libraries,  Educators, 

Journalists,  Students 
90.  Other  Titled  Personnel 

■  Do  you  use,  evaluate,  specify,  recommend,  purchase: 
(Circle  all  that  apply) 

QpeatiDflSystems 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

Add.  Development  Products  □  Yes  CJNo 
Networking  Products  CJYes  DNo 
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per  year  -  a  savings  of  $8.00  off  the  basic  subscription  price. 
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’  U.S.  Only.  Canada  $95,  Mexico,  Central/South  America  $150,  Europe  $295,  all  other  countries  $295.  Foreign  orders  must  be  prepaid  in  U.S.  dollars. 
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Please  complete  the  questions  below  to  qualify  for  this  special  rate. 


BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 
Transportation 

70.  Mining/Construction/Petroleum/Refining/Agric. 

80.  Manufacturer  of  Computers,  Computer- 
Related  Systems  or  Peripherals 
85.  Systems  Integrators,  VARs,  Computer  Service 
Bureaus,  Software  Planning  &  Consulting  Services 
90.  Computer/Peripheral  Dealer/Dist./  Retailer 

95.  Other _ 

(Please  Specify) 


2.  TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/  Asst.  VP 
IS/MIS/DP  Management 

21 .  Dir./Mgr.  MIS  Services,  Information  Center 

22.  Dir./Mgr.:  Network  Sys.,  Data/Tele.  Comm., 

LAN  Mgr.  /PC  Mgr.,  Tech  Planning,  Admin  Svs. 

23.  Dir./Mgr.  Sys.  Development,  Sys.  Architecture 

31 .  Programming  Management,  Software  Developers 
41.  Engineering,  Scientific,  R&D,  Tech.  Mgt. 

60.  Sys.  Integrators/VARs/Consulting  Mgt. 

CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 

C0MPUTERW0RLD 


DEPARTMENTAL  MANAGEMENT 

51 .  Sales  &  Mktg.  Management 
70.  Medical,  Legal,  Accounting  Mgt. 

OTHER  PROFESSIONAL  MANAGEMENT 
80.  Information  Centers/Libraries,  Educators, 

Journalists,  Students 
90.  Other  Titled  Personnel 

Do  you  use,  evaluate,  specify,  recommend,  purchase: 
(Circle  all  that  apply) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)'Windows 

(d)  Unix  (h)  NeXTStep 

Aon.  Development  Products  □  Yes  O  No 
Networking  Products  □  Yes  □  No 
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Desktop  Computing 


Gateway  2000’s  Solo 
sets  itself  apart  from 
rest  of  notebook  pack 

Lightweight  multimedia  portable  packs  a  punch;  platform’s 
only  weaknesses  are  result  of  quirks  in  Windows  95 


By  Jeffrey  Gordon  Angus 


Gateway  2000,  Inc.’s  Solo  S90 
notebook  is  riding  the  crest  of  an 
expected  wave  of  notebooks  de¬ 
signed  for  Microsoft  Corp.’s  Win¬ 
dows  95.  It  is  a  high-muscle 
90-MHz  Intel  Corp.  Pentium  light¬ 
weight  notebook  that  is  loaded 
with  software  and  some  excep¬ 
tional  hardware. 

But  on  the  downside  are  some 
early  Windows  95  inconveniences 
and  a  manufacturing  weakness 
that  makes  the  keys  pop  off. 


Solo  S90 

Gateway  2000 
North  Sioux  City,  S.D. 


Display:  10.4-in.  Super  VGA 
(800  by  600  dot/in.) 

CPU:  90-MHz  Intel  Pentium 

Hard  drive:  720M  bytes 

RAM:  16M  bytes  (expandable 
to  40M  bytes) 

Peripherals:  3.5-in.  modular 
disk  drive,  modular  CD-ROM 
drive 

Software:  Microsoft’s  Windows 
95  and  Office  95,  Professional 
Edition 

Weight:  5.6  pounds  (base 
weight) 

Price:  $5,199 

Hardware 

The  key  parts  of  any  notebook  are 
the  keyboard  and  screen.  1/ 0  de¬ 
vices  that  make  the  operator  ef¬ 
fective  will  do  more  to  boost  pro¬ 
ductivity  than  will  improvements 
in  CPU  or  disk  speed. 

The  10.4-in.  Super  VGA  screen 
is  outstanding;  images  are  crisp 
and  visible  from  a  wide  range  of 
angles  with  excellent  color.  The 
video  supports  256  colors  in  640- 
by  480-pixel  resolution  and  800  by 
600  dot/in.  It  doesn’t  support 
64,000  colors,  which  seems  like  a 


shortfall  for  a  multimedia  comput¬ 
er,  but  the  machine  actually 
helps  overcome  this  disadvan¬ 
tage. 

Normally,  you  would  develop 
multimedia  presentations  on  a 
desktop  machine  and  transfer 
them  to  the  notebook,  and  a  de¬ 
veloper  could  assume  you  had 
64,000  colors. 

But  this  unit  is  pow¬ 
erful  enough  to  be  a  de¬ 
velopment  platform  it¬ 
self,  erasing  that  problem. 

We  developed  a  pair  of  media¬ 
intensive  presentations  on  the  ma¬ 
chine,  and  it  provided  more  than 
enough  performance. 

Mixed  features 

The  keyboard  was  better  than 
adequate  but  not  outstanding. 
The  feel  has  a  very  shallow 
“give.” 

The  case  extends  below  the 
keyboard  to  accommodate  the 
pointing  device.  The  extended 
case  provides  wrist  support, 
which  can  help  users  avoid  repeti¬ 
tive  motion  injuries,  but  it  will 
benefit  users  with  larger  hands 
most  because  the  reach  to  the 
keys  becomes  longer. 

The  pointing  device,  an  Alps 
Glide  Point,  is  an  intelligent  touch 
pad  that  adjusts  itself  to  accom¬ 
modate  the  cursor’s  proximity  to 
edges. 

You  won’t  “run  out  of  room”  on 
the  pad  when  trying  to  go  from 
one  end  of  the  screen  to  the  other. 
For  users  who  aren’t  experienced 
with  this  technology,  it  will  take 
some  getting  used  to. 

As  what  Gateway  is  promoting 
as  the  first  high-end  Windows  95 
notebook,  Solo  comes  with  Win¬ 
dows  95  preloaded  and  has  spe¬ 
cial  keys  that  are  used  to  launch 
the  Start  button  and  bring  up  a 
right-click  menu. 

We  found  a  manufacturing  flaw 
in  the  keyboard.  The  right-arrow 
key  flipped  off  its  rails  on  the  sec¬ 
ond  day  of  intensive  use. 

Some  adjacent  keys  started 
popping  out  soon  after  that. 

The  mechanism  that  supports 
the  keys  is  complex  enough  that 
novice  users  won’t  be  able  to  re¬ 
place  the  keys,  but  a  semiskilled 
technician  can.  Gateway  officials 


said  they  hadn’t  encountered  this 
problem. 

Except  for  the  keyboard  prob¬ 
lem,  Solo  shows  very  good  work¬ 
manship.  The  usual  clues  of  good 
engineering  in  a  laptop  are  how 
easily  removable  parts  fit  and  how 
easily  doors  and  the  lid  open  and 
close. 

In  all  cases,  the  Gate¬ 
way  product  showed 
skilled  design  and  ren¬ 
dering. 

Even  PCMCIA  cards  have  an 
above-average  connection  path, 
which  allows  for  smooth  installa¬ 
tion  and  removal. 

Solo  is  lighter  than  competitive 
multimedia  units  because  you  can 
install  a  2X  CD-ROM  drive  or  flop¬ 
py  drive  but  not  both.  It  is  quick 
and  easy  to  swap  the  drives. 

The  90-MHz  processor  and 


SizeUp 

CONTINUED  FROM  PAGE  43 

OS/2  applications  to  Windows  95. 
He  said  SizeUp  eased  that  deci¬ 
sion  by  precisely  estimating  the 
scope  of  the  porting  process. 

Once  users  have  received  their 
SizeUp  results,  they  have  two  op¬ 
tions. 

They  can  port  applications 
themselves  or,  for  a  price,  they 
can  send  the  results  to  One  Up, 
which  can  use  its  own  tools  to  mi¬ 
grate  the  user’s  applications. 

Users  can  also  purchase  these 
migration  tools,  such  as  Smart- 
Tools,  which  could  further  reduce 


LAPD 

CONTINUED  FROM  PAGE  43 

the  time  officers  spend  filling 
out  paperwork  associated  with 
an  arrest,  meaning  they  can 
spend  more  time  on  the  streets. 

•  Detective  Case  Management: 
A  case-tracking  application  that  al¬ 
lows  LAPD  personnel  to  track  key 
information  associated  with  a 
criminal  investigation,  including 
witness/suspect  data.  Most  such 


16M  bytes  of  RAM  were  capable 
of  eating  alive  anything  we  put  on 
the  machine,  including  media-in¬ 
tensive  applications.  Windows  95 
hogs  such  as  Microsoft’s  Word 
and  Excel  process 
very  quickly  on  Solo. 

If  you  are  present¬ 
ing  to  an  audience  of 
more  than  two  people, 
you  will  want  to  take 
along  more  powerful 
speakers  than  the 
built-in  pair. 

The  resident  ones 
are  adequate  for  the 
unambitious  or  for  a 
single  user  watching  a 
multimedia  presenta¬ 
tion,  but  the  built-in 
sound  capability 
(Sound  Blaster  emula¬ 
tion,  Musical  Instru¬ 
ment  Digital  Inter¬ 
face,  CD  Audio 
playback)  can  pro¬ 
duce  higher-quality 
sound  at  a  higher  vol¬ 
ume  than  the  standard 
speakers  can  provide. 

Software 

Solo  comes  with  a  ton  of  bundled 
software  on  its  720M-byte  drive. 
Besides  Microsoft’s  Windows  95 
and  Office  95,  there  are  a  lot  of 
small  applications,  including 
Franklin  Quest’s  Ascend  personal 
datebook  program;  utilities  from 


the  migration  effort  by  automati¬ 
cally  performing  the  bulk  of  the 
conversion  for  the  developer. 

Benefits  found 

One  user  said  SizeUp  was  very 
beneficial  because  previous  mi¬ 
gration  efforts  were  underesti¬ 
mated. 

Bridget  O’Flaherty  is  develop¬ 
ment  program  lead  at  Systems  In¬ 
tegrators,  Inc.,  a  Sacramento,  Cal¬ 
if.,  company  that  specializes  in 
developing  custom  newspaper 
and  publishing  applications. 

O’Flaherty  said  her  company 
used  SizeUp  to  analyze  migrating 
its  MTX  newspaper  editing  pro¬ 
gram  from  OS/2  to  Microsoft’s 
Windows  95  and  Windows  NT. 


information  was  previously  stored 
in  folders. 

•  NECS/CLETS  Connect:  Pro¬ 
vides  on-line  access  to  criminal 
data  stored  on  the  city’s  Network 
Communications  System  and  the 
state’s  California  Law  Enforce¬ 
ment  Telecommunications  Sys¬ 
tem  (CLETS). 

CLETS  connects  every  police 
station  in  the  state  and  provides  a 
gateway  to  national  criminal  data¬ 
bases. 

•  Westlaw:  A  reference  applica¬ 
tion  that  gives  officers  and  detec- 


Corel  Corp.;  and  the  OAG  Flight 
Guide. 

Smaller  additions  include  a  CD 
Audio  player  and  a  serial  “net¬ 
work”  for  communicating  with 
desktop  machines. 
Most  users  won’t 
need  anything  more. 

This  first  version 
of  Windows  95  has 
created  some  irrita¬ 
tions.  On  start-up,  it 
repeatedly  believed 
the  hardware  config¬ 
uration  had  changed 
and  needed  to  be  re¬ 
booted.  It  didn’t. 

And  Windows  95 
lost  track  of  the 
built-in  sound  card 
driver  and  needed  to 
reidentify  it  periodi¬ 
cally. 

Testing  indicates 
these  are  more  like¬ 
ly  Windows  95’s 
shortcomings  than 
Gateway’s,  but  this 
is  the  operating  sys¬ 
tem  the  notebook  comes  with. 

Solo  is  the  first  hot,  high-end, 
lightweight  multimedia  portable 
notebook.  It  makes  a  great  multi- 
media  platform  for  users  who  are 
willing  to  put  up  with  a  few  quirks 
in  exchange  for  a  lot  of  muscle 
and  convenience. 


Angus  is  a  freelance  writer  in  Seattle. 


“Just  moving  our  product  from 
OS/2  1.0,  the  16-bit  version,  to 
OS/2  2.0,  the  32-bit  version, 
which  was  considered  a  mechani¬ 
cal  upgrade,  took  two  [years]  with 
eight  people  working  on  it.  That 
was  more  time  than  we  originally 
anticipated,”  O’Flaherty  said. 

“Now  that  we  are  looking  to 
move  from  OS/2  to  Windows,  and 
have  a  product  with  more  than  1 
million  lines  of  code,  we  have  a 
more  accurate  estimation  of  time 
and  man  power,”  she  said. 

Because  Systems  Integrators  is 
in  the  middle  of  the  migration  pro¬ 
cess,  it  is  still  too  early  to  tell  if 
SizeUp’s  prediction  that  the  job 
would  take  27,000  hours  is  accu¬ 
rate. 


fives  immediate  access  to  the  Cali¬ 
fornia  penal  code. 

More  features 

Other  applications  include  elec¬ 
tronic  mail,  computerized  phone 
directories,  on-line  versions  of 
the  department’s  operations 
manual  and  fingerprint  informa¬ 
tion. 

Initial  implementation  of  the 
hardware  has  already  begun  and 
will  roll  out  at  the  rate  of  three  po¬ 
lice  stations  every  month,  Hewlett 
said. 


Notebooks 


Except  for  the 
keyboard 
problem,  the 
Gateway 
2000  product 
showed 
skilled 
design  and 
rendering 
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But  if  that  MIPS  RISC  processor 
goes  three  times  faster  than  a  Pentium 
processor  on  Windows  NT,  move  your¬ 
self  over  to  that  telephone, 
uz  honey, 
you'll  be  as  sorry 
as  me. 

See,  I  had  a  chance  like  that  once,  long 
before  there  were  any  computers,  and  big 
Fortune  500  companies  were  even  usin'  proces¬ 
sors  like  that  quick  little  MIPS  RISC  thing. 

It  was  the  summer  of  1 908.  The  hot  one.  I  was 
enjoyin'  the  breeze  from  the  sun  porch,  when  I  saw 
a  young  man  lookin'  right  through  the  screen. 
Scared  me  near  to  death. 

'Howdy  miss,'  he  said,  'I'm  sure  you're  aware 
of  this  new  refreshment  that's  sweepin'  the  south.' 


Then  he  held  up  that  bottle. 

'Well,'  he  went  on/we're  lookin'  for  investors, 
'cause  we  want  to  expand.' 

Then  I  said, 'Mister,  I  sure  do  like  your  drink, 
but  tryin'new  things  like  that  really  isn't  in  my  nature.' 

'Suit  yourself',  he  says,  tips  his  hat,  and 
walks  away. 

Now,  I  don't  have  to  tell  you  what  soda  pop 
that  young  fella  was  talkin'about,  do  I? 

So  when  I  heard  NEC's  250  MHzVR4400" 
runs  Windows  NT  up  to  three  times  faster  than  that 
100  MHz  Pentium  processor,  I  wanted  to  hear  more. 

Then  they  said  it  was  the  same  MIPS  RISC 
processor  that  Microsoft  used  to  develop  Windows 
NT.  You  can't  get  much  more  impressive  than  that. 
Plus  there  are  lots  of  people  just  like  you  at  big 
companies  usin' it  already. 

So  I  sat  here  thin  kin',  if  things  were  different, 
and  I  was  one  of  those  stressed-out  computer  exec¬ 
utives,  I'd  say  to  myself,  here's  a  chance  to  make  my 
mark,  just  like  I  coulda'  done  almost  a  lifetime  ago. 

Well,  that's  my  story,  thanks  for  listenin'.  Darn! 

I  wish  I  had  the  time  to  tell  ya'  about  all  the  compa¬ 
nies  makin' those  MIPS-based  systems. You  better 
give  those  folks  at  NEC  a  call  at  1-800-366-9782 
and  ask  for  Info  Pack  #185.  That'll  get  you  started. 


01995  NEC  Electronics  Inc.  Microsoft  is  a  registered  trademark  and  Windows  NT  is  a  trademark  of  Microsoft 
Corporation.  Pentium  is  a  trademark  of  Intel  Corporation.  All  other  registered  marks  and  trademarks  are  property  of 
their  respective  holders. 


Bridge  The  Gap 
Between 


l-»L_  I  V  V  I- 1—1  N 

Microsoft  Windows 
And  Any 
UNIX  Server. 


Your  Windows"  To  UNIX®  Server 
Connection. 


SCO,  the  world’s  leading  supplier  of 
UNIX  servers,  now  offers  the  SCO  Vision 
Family  of  client  integration  products.  Making 

the  power 
of  UNIX 
applications 
and  data 
transparently 
accessible 

directly  from  your  Microsoft  Windows 
desktop.  Over  almost  any  network. 

No  matter  which  UNIX  server 
you  choose. 


SCO  Client  Integration  Family 
Integrates  Microsoft  Windows  with  IBM 
AIX,  HP-UX,  SCO  OpenServer”,  Sun  OS, 
Sun  Solaris,  DEC  Ultrix,  and  UNIX  SVR4 
Supports  multiple  networks  and  protocols 
Lets  you  administer  clients  from  the  server 
Available  today! 


SCO®  XVision"  6  uses  the  latest 
Microsoft  Windows  standards  to  take  full  ad¬ 
vantage  of  today’s  32-bit  hardware  architec¬ 
ture.  XVision  6  delivers  complete  Windows 
95  compatibility  and  ease  of  installation,  as 
well  as  powerful  PC  X  Server  and  terminal 
emulation -all  from  your  Windows  desktop. 

SCO  SQL- Retriever  links  Microsoft 
Windows  and  UNIX  server-based  SQL- 
compliant  databases  like  Oracle41,  SYBASE®, 
Informix  ,  CA-Ingres"  and  InterBase'. 
Supporting  multiple  concurrent  sessions, 
SQL-Retriever  offers  transparent  access 
and  update  of  UNIX  databases  directly  from 


Windows-based  ODBC-compliant  applica¬ 
tions  like  Lotus®  1-2-3  and  Microsoft  Excel 
These  are  just  two  of  the  SCO  client 
integration  product  family. 

CONTACT  USTODAY  FOR  INFORMATION 
ON  THE  COMPLETE  FAMILY  AND  A  FREE 
EVALUATION  COPY  OF  SCO  XVISION  6. 

1-800-818-2056  code  bridgea24 
www.sco.com/ad/bridge/ 1 


SCO 


It’s  Business  Critical.  It’s  SCO. 


SCO.  The  Santa  Cr  uz  Operation,  the  SCO  logo,  and  SCO  OpenServer  are  trademarks  or  registered  trademarks  of  The  Santa  Cruz  Operation,  Inc.  in  the  USA  and  other  countries.  UNIX  is  a  registered  trademark  in  the  United  States  and  other  countries,  licensed  exclusively  through  X/Open  Company  Limited. 
All  other  brand  and  product  names  are  or  may  be  trademarks  of,  and  are  used  to  identify  products  or  services  of,  their  respective  owners.  The  Santa  Cruz  Operation.  Inc.  reserves  the  right  to  change  or  modify  any  of  the  product  or  service  specifications  or  features  described  herein  without  notice. 

This  summary  is  for  information  only.  SCO  makes  no  express  or  implied  representtlons  or  warranties  in  this  summary.  ©  1 995  The  Santa  Cruz  Operation.  Inc.  All  Rights  Reserved. 
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OS/2  SystemView  has  its  limits 


Network  integration  package  supports  workgroups  for  users  in  IBM  camp 


By  Patrick  Dryden 


IBM  was  preaching  to  the 
choir  when  it  launched 
the  OS/2  version  of  the 
SystemView  suite  of  inte¬ 
grated  network,  systems 
and  applications  manage¬ 
ment  tools  at  Comdex/Fall  ’95. 

Analysts  said  SystemView  for 
OS/2  will  appeal  mainly  to  users 
already  committed  to  IBM  prod- 


Byjean  S.  Bozman 


Smaller  is  better.  Buoyed  by  fast¬ 
er  chips  and  slicker  software,  the 
world  of  Hollywood  computer 
graphics  is  quickly  becoming  a 
free-for-all  between  high-end  PCs 
and  low-end  Unix  workstations 
used  for  television  and  feature 
film  special  effects. 

These  smaller  systems  are  be¬ 
ginning  to  take  on  turf  owned  by 
high-end  graphics  systems  that 
can  cost  $500,000  to  $1  million,  us¬ 
ers  said. 


Hooray  for  Hollywood 


The  1994  digital  platform  market  for 
film  and  video  production  was 
$200  million  to  $300  million  in  size 
and  dominated  by  SGI  and  Apple 
Computer,  Inc.,  according  to  Hany 
Nada,  a  multimedia  tools  analyst  at 
Minneapolis  investment  firm  Piper 
Jaffray,  Inc.  Filmmaking  software 
accounted  foranother$so  million 
to  $100  million,  and  3-D  animation 
accounted  for$ioo  million  to  $200 
million  more. 

The  top  example  is  last  month’s 
release  of  Walt  Disney  Pictures’ 
Toy  Story,  which  came  to  life  on 
computer-graphics  software.  All 
the  characters,  lighting  and  ani¬ 
mation  were  designed  on  Silicon 
Graphics,  Inc.  (SGI)  Unix  work¬ 
stations.  The  resulting  images 
were  digitally  processed  on  a 
“rendering  farm”  of  120  Sun  Mi¬ 
crosystems,  Inc.  Unix  boxes. 


ucts.  The  package  combines  a  set 
of  IBM  programs  for  managing 
OS/2  desktops  and  servers,  Win¬ 
dows  desktops 
and  Novell,  Inc. 

NetWare  servers. 

They  credited  IBM  for  delivering 
the  workgroup  platform  on  sched¬ 
ule  but  faulted  the  OS/2  incarna¬ 
tion  for  falling  short  of  the  full 
management  functionality  prom¬ 
ised  for  the  SystemView  series 


For  Toy  Story,  the  SGI  and  Sun 
machines  ran  animation  software 
from  Pixar,  Inc.  in  Point  Rich¬ 
mond,  Calif.  A  program  called 
Marionette  linked  the  SGI  and 
Sun  desktops,  while  a  Sybase,  Inc. 
database  server  tracked  the  mov¬ 
ie’s  1,500  shots  as  they  were  be¬ 
ing  processed. 

“We’ve  always  preferred  a  larg¬ 
er  number  of  smaller  machines  to 
[having]  a  single  model,”  said 
Ralph  Guggenheim,  co-producer 
of  Toy  Story  and  vice  president  of 
feature  productions  at  Pixar.  “If 
part  of  the  rendering  farm  goes 
down,  it’s  not  going  to  stop  your 
production.” 

But  the  biggest  savings  in  this 
on-line  approach  to  filmmaking  is 
in  staffing  the  production.  The 
Toy  Story  film  crew  consisted  of 
about  110  people,  far  fewer  than 
the  600  people  it  typically  takes  to 
do  a  hand-drawn  animation  film, 
Guggenheim  said.  A  group  of  five 
people  watched  over  the  render¬ 
ing  farm.  Pixar  wouldn’t  comment 
on  the  film’s  budget,  but  the  ani¬ 
mation  time  was  roughly  the 
same  as  it  would  have  been  for 
hand-drawn  animation  —  a  little 
more  than  two  years. 

Payoff  for  Pentium  Pro 

If  Toy  Storys  process  becomes 
widely  adopted,  more  Unix  work¬ 
stations  and  high-end  PCs  based 
on  Intel  Corp.’s  new  Pentium  Pro 
chip  may  be  pressed  into  service 
in  Hollywood. 

The  Pentium  Pro  chip  is  as  fast 
as  most  high-end  RISC  proces¬ 
sors  in  Unix  systems,  and  it  will 


(see  chart,  bottom  right) . 

SystemView  for  OS/2  recently 
began  shipping  at  an  attractive 
$499.  It  supports 
workgroups  of  up 
to  a  few  hundred 
users  that  don’t  require  tight  inte¬ 
gration  with  SystemView  for  AIX, 
available  now;  SystemView  for 
MVS,  coming  next  month;  or 
other  enterprise-level  manage¬ 
ment  systems. 


run  graphics  applications  on  Mi¬ 
crosoft  Corp.’s  32-bit  Windows 
NT,  analysts  said.  Such  systems, 
along  with  PowerPC-based  NT 
systems,  are  set  to  ship  next  year. 

Brett  Leonard,  who  directed 
this  summer’s  feature  film  Virtu¬ 
osity,  said  high-end  PCs  can  take 
on  many  more  filmmaking  tasks. 
PC-based  systems  will  allow  Hol¬ 
lywood’s  small  shops  to  compete 
with  bigger  studios  and  will  let 
producers  reuse  digital  material 
for  related  CD-ROMs  and  interac¬ 
tive  games,  he  said. 

“We’ve  been  trying  to  reinvent 
media  production  from  the 
ground  up  as  a  process,”  said 
Leonard,  co-founder  of  L-squared 
Communications,  Inc.  in  Santa 
Monica,  Calif.  “And  part  of  that  is 
using  lower-end  tools  because 
they’re  going  to  be  a  bigger  part 
of  consumer  interactive  media.” 
He  uses  Autodesk,  Inc.’s  3D  Stu¬ 
dio  for  special  effects. 

But  all  the  new  choices  bring 
trade-offs.  Some  argue  that  PCs 
—  even  those  outfitted  with 


This  SystemView  version  com¬ 
bines  IBM’s  NetFinity  server 
monitor,  remote  controls  and  di¬ 
agnostics,  performance  monitors, 
and  a  software  inventory  dictio¬ 
nary  of  3,000  titles,  officials  said. 

IBM  will  include  this  suite  in 
OS/2  Warp  Server,  the  LAN 
Server  upgrade  currently  in  beta 
testing  for  release  early  next  year. 

That  combination  appeals  to  Jo- 
siah  Airall,  a  systems  analyst  at 


graphics  cards  and  extra  memory 

—  can’t  handle  very  large  data 
sets  and  aren’t  as  scalable  as  Unix 
systems.  SGI’s  high-end  Onyx 
machines  can  do  in  hours  what  it 
takes  PCs  many  days  to  do,  said 
Hoyt  Yeatman,  co-founder  of 
Dream  Quest  Images,  Inc.  in  Simi 
Valley,  Calif. 

“It’s  called  throughput,”  Yeat¬ 
man  said.  “If  you  have  a  bottle¬ 
neck  as  the  release  date  comes  up 

—  whether  it’s  computation  time, 
number  crunching,  disk  storage 
or  the  speed  of  moving  images 
around  —  that  can  get  to  you.” 
Dream  Quest  uses  Macintoshes 
for  TV  commercial  production 
and  SGI  servers  to  crunch  multi¬ 
gigabyte  data  sets. 

Guggenheim  at  Pixar  said  he 
didn’t  consider  using  PCs  this 
time  around.  “It’s  all  a  matter  of 
price/performance  and  reliability 
and  the  need  to  work  with  very 
complex  graphics,”  he  said. 
‘There  were  about  5M  bytes  in 
each  frame,  and  it  took  IT  byte  of 
data  to  make  the  movie.” 


Cincinnati  Bell  Information  Sys¬ 
tems,  which  has  beta-tested  both 
packages. 

The  telecommunications  billing 
services  provider  will  migrate 
many  of  the  100  servers  in  depart¬ 
ments  throughout  its  2,300-user 
network  from  LAN  Server  to 
Warp  Server,  Airall  said.  The  com¬ 
pany  will  also  move  NetView  and 
other  IBM  management  tools 
now  on  MVS  and  AIX  to  its  Sys¬ 
temView  incarnation. 

Such  IBM  shops  already  know 
OS/2,  NetFinity  and  other  tools, 
so  support  staff  won’t  have  train¬ 
ing  delays  when  shifting  to  Sys¬ 
temView  for  OS/2,  said  Roosevelt 
Giles,  president  of  Information 
Management  Systems,  Inc.,  an  in¬ 
tegrator  in  Atlanta. 

“This  tool  will  interest  a  few  of 
my  clients  who  prefer  OS/2,  LAN 
Server  and  the  AS/400  for  small 
to  medium  sites,”  Giles  said.  “But 
I  hear  much  more  interest  in  Sys¬ 
temView  for  Windows  NT  that 
IBM  plans  for  next  year.” 

Analysts:  thumbs  down 

Airall  and  Giles  said  they  accept 
the  initial  functionality  of  System- 
View  for  OS/2  as  adequate  for 
workgroups,  but  some  analysts 
said  they  weren’t  impressed. 

“Maybe  IBM’s  server  group  is 
driving  the  release  of  an  incom¬ 
plete  product,”  said  John  McCon¬ 
nell,  president  of  McConnell  Con¬ 
sulting,  Inc.,  an  enterprise  net¬ 
work  consultancy  in  Boulder, 
Colo. 

“The  SystemView  group  isn’t 
even  meeting  its  promise  to  inte- 
SystemView,  page  60 

SystemView  for  OS/2 
shortcomings 

•  Tool  vendor  support  is  scant 
and  unlikely 

•  Interface  differs  from  that  of 
other  SystemView  versions 

•  NetView  for  OS/2  network 
manager  not  yet  integrated 

•  Adstar  backup/restore  tools 
not  yet  integrated 

•  Virus  scanner  not  yet 
integrated 

•  Peer  link  to  other  System- 
View  platforms  not  yet 
supported 

•  Enterprise-scale  software 
distribution  not  yet 
supported 

•  OS/2  platform  appeals  only 
to  IBM  shops 


PCs  no  toy  in  realm  of 
Hollywood  production 


Disney’s  movie  Toy  Story  was  created  on  SGI  desktops  and  rendered 
on  Sun  workstations  linked  by  Pixar ’s  Marionette  software 
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THE  NEXT  REVOLUTION 
IN  COMPUTING  IS  HERE. 


AND  HERE 


120MHz  PENTIUM*  PROCESSOR.  Fly  through 
even  the  most  complex  applications  with  ease.  At  only  2.9v,  this 
processor  gives  you  the  power  you  need  without  sacrificing  precious 
battery  life.  It's  also  coupled  with  16  MB  of  high-speed  synchronous  DRAM  memory* 
to  maximize  the  performance  of  the  Pentium"  processor. 


AND  HERE 


PCI  LOCAL  BUS  ARCHITECTURE. 


LITHIUM  ION  BATTERY. 

Get  the  ultimate  in  long  life  with  up  to 
5  hours  per  charge.  No  other  battery 
technology  comes  close. 


AND  HERE 


MODULAR 
QUAD-SPEED 
CD-ROM  DRIVE.  Conduct 


AND  HERE 


HUGE  11.3"  DIAGONAL  COLOR 
DISPLAY.  The  awe-inspiring  size  and  800x  600 
resolution  of  this  display  set  a  new  standard  in  screen 
quality.  PCI  local-bus  video  delivers  spectacular  full- 
motion  video  and  phenomenal  graphics  acceleration. 


Unlock  the  true  potential  of  the  Pentium'  processor.  PCI’s  32-bit 
architecture  offers  the  fastest  levels  of  video  performance  and  data 
throughput.  Plus,  it  allows  you  to  take  full  advantage  of  all 
Windows’  95  Plug  and  Play  capabilities. 


AND  HERE 


interactive  multimedia  presentations,  access  huge  databases 
and  more.  The  new  SelectBay  architecture  makes  swapping 
this  ultra-fast,  optional,  Quad-Speed  CD-ROM  drive  with 
the  modular  floppy  drive  as  easy  as  changing  a  disk! 


TECRA  700CT  AND  700CS: 

•  11.3”  dia.  color  display  in  your  choice  of  active  matrix 
(CD  or  DSTN  dual  scan  (CS) 

•  120MH2  Intel  Pentium’  processor  (2.9v) 

•  800  x  600  screen  resolution 

•  24-bit  mie  color  support  at  640  x480  externally 

•  Highspeed  synchronous  DRAM  memory 
(16MB  expandable  to  48MB  on  700CT, 

8M  R  expandable  to  40M  B  on  700CS) 


■  PCI  local-bus  architecture 

•  1.2  Billion  Byte  (=1.1 3GB)  removable  HDD 

•  SelectBay  for  modular  3.5"  floppy  disk  drive  or 
optional  modular  quad-speed  CD-ROM  drive 

•  Lithium  Ion  battery  (up  to  5  hour  battery  life) 

•  1 6-bit  Sound  Blaster  ”  Pro  compatible  sound  system 
with  .WAV  and  MIDI  sound  support 

•  Built-in  stereo  speakers 

•  Audio  jacks:  headphone/speaker,  microphone 


•  Two  PC  Card  (PCMCIA)  slots 
(two  Type  II  or  one  Type  III) 

•  Infrared  data  port  (IrDA-compliant) 

•  Optional  Desk  Station  V:  PCI  Card  support, 

Plug  and  Play,  hot  docking  and  more 

•  Pre-installed  software:  Windows'  95  or  MS-DOS' 
with  Windows'  for  Workgroups,  Run  Time  Video 
for  Windows',  Fn-esse“  software  and  Indeo'  video 

•  3-year  limited  warranty 


•  Toll-free  Technical  Support  - 
7  days  a  week,  24  hours  a  day 


Designed  for 


Microsoft* 

Windows*95 


Pentium' 

■  PROCESSOR 


*  700CT  comes  standard  with  16MR  expandable  to  48MB,  700CS  comes  standard  with  8MB  expandable  to  40MB.  All  specifications  and  availability  are  subject  to  change.  ©  1995  Toshiba  America  Information  Systems,  Inc. 
Intel  Inside  and  Pentium  Processor  Logos  are  trademarks  of  Intel  Corporation.  All  products  indicated  by  trademark  symbols  are  trademarked  and/or  registered  by  their  respective  companies. 


WINDOWS"  95.  A  host 

of  new  features  comes  to  PC 
users  —  32-bit  speed,  Plug  and 
Play,  true  preemptive  multitasking, 
an  easier  user  interface,  hot  docking 
and  more.  Tecra  700  has  been  designed 
from  the  start  to  take  full  advantage  of 
every  one  of  them. 


INFRARED  PORT.  Send  and  receive  data 


without  wires.  Beam  documents  conveniently  through 
the  air  to  infrared-equipped  printers,  and  transfer  files 
to  any  other  IrDA-compliant  PC. 


STEREO  SOUND.  Pump  up  your  presentations. 

The  Tecra  700  is  Sound  Blaster  “  Pro  compatible  and  plays 
.WAV  and  MIDI  sound  files.  A  built-in  microphone,  stereo 
speakers  and  integrated  headphone/speaker  and  microphone 
jacks  complete  your  mobile  audio  system. 


1.2  BILLION  BYTE  (=1.I3GB)  REMOVABLE  HARD 
DISK  DRIVE.  Here  's  some  massive  storage  capacity.  Even  with  all  your 
applications  loaded,  you’ll  still  have  lots  of  room  for  graphics,  video  and  large 
database  files.  Plus,  it’s  easily  removable  for  safe-keeping  or  upgrading  later. 


AND  HERE 


AND  HERE 

OPTIONAL  DESK  STATION  V. 

Who  needs  a  desktop  computer ?  The  new  Desk 
Station  V  gives  you  PCI  card  support,  stereo 
speakers,  hot  docking,  Plug  and  Play  connectivity, 
a  SCSI-1 1  port  and  instant  connection  to  your 
monitor,  keyboard,  printers  and  more. 


m  Introducing  a  portable  so  advanced,  we  gave  it  an  entirely  new  name:  Tecra™  From  the  modular  design  to 
the  uncompromising  power  of  the  Pentium"  processor  and  PCI,  Tecra  is  Toshiba  engineering  at  its  best.  And 
with  the  optional  Desk  Station  V,  Tecra  offers  far  more  expandability  and  high-performance  options  than  ordinary  desktops.  Ready 
for  the  next  revolution?  Call  1-800-457-7777  for  more  information  or  a  dealer  near  you. 


In  Touch  with  Tomorrow 

TOSHIBA 


Toshiba.  The  World  s  Best  Selling  Portable  Computers. 


about 


openness.  Freedom 


And 


discriminat 


It 


not 


operating  system.  It’s  the  StorageWorks™  RAID  Array  410  Subsystem 


nd  it  connects  beautifully  with  UNIX®  systems  from  Sun ,  IBM, 


it  gives  you  security:  drives, 


supplies  offer  hot- 


hot  spares,  meaning 


a  distant  memory 


rate:  20MI 

HP  and  Digital.  Once  attached,  it  works  at  unbeatable  speeds:  up  to  *  ReaafWritemc 

32MB 

•  Maximum  drives 
controller:  42 

4, 700  I/O  per  second.  It  also  gives  you  tremendous  freedom  to  *  Built-in  diagnostics 


expand,  ivith  as  many  as  42  drives  on  a  single  controller.  Most  of  all, 


with  multi-platform 


downtime  can  be 


You’ll  also  love  the  way 


your  storage  investment, 


m 


and  power 


swapping  and 


support  plus  industry  - 


standard  disk  drives.  And  with  our  attractive  pricing,  your  investment 


will  quickly  pay  for  itself.  Tested  100%  for  compatibility,  the 


RAID  Array  410  is  the  safest  storage 


STORAG 
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you'll  ever  love.  Want  to  know  more?  Groovy.  Call  us  at  1-800-786-7967. 
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Workgroup  Computing 


AT&T  devises  way  to  cluster 
NT  Server,  boost  performance 

GIS  offers  fail-over  capability  without  specialized  hardware 


By  Stuart  J.  Johnston 


Simple  clustering  capabilities  for 
Windows  NT  directly  from  Micro¬ 
soft  Corp.  are  still  a  year  or  more 
away,  but  AT&T’s  Global  Informa¬ 
tion  Solutions  division  has 
begun  shipping  NT  clus¬ 
tering  of  its  own. 

And  while  that  may  not 
be  enough  for  many  users,  espe¬ 
cially  in  the  wake  of  AT&T’s  im¬ 
pending  spin-off  of  AT&T  GIS, 
some  early  adopter  companies 
will  likely  find  the  product  attrac¬ 
tive,  according  to  one  analyst. 


of  AT&T’s  Unix  clustering  prod¬ 
uct,  which  already  has  an  estab¬ 
lished  following  among  AT&T 
Unix  users,  Goulde  said. 

The  product  provides  fail-over 
clustering  between  two  servers, 
where  one  machine  will 
take  over  the  other’s  tasks 
in  the  event  of  a  system 
failure.  LifeKeeper  does 
not  require  specialized  hardware, 
said  Martin  Sinnott,  marketing  di¬ 
rector  for  software  at  the  GIS 
worldwide  systems  marketing 
group  in  Dayton,  Ohio. 

LifeKeeper  also  works  with  In- 


tions  management;  and  Comm- 
Vault,  a  network  backup  and  re¬ 
store  utility  (see  chart) . 

Meanwhile,  Microsoft  is  busily 
working  on  an  NT  clustering 
product  of  its  own.  Jim  Allchin, 
Microsoft  senior  vice  president  of 
Business  Systems,  in  October 
said  the  company  plans  to  release 
its  own  fail-over  clustering  solu¬ 
tion  [CW,  Oct.  16].  While  Allchin 
didn’t  say  when  that  will  be, 
sources  said  it  will  likely  be  within 
a  year. 

Longer  term,  Microsoft  will  al¬ 
so  release  a  much  more  compre¬ 
hensive  clustering  solution  called 
“shared-nothing”  clustering,  but 
that  is  likely  years  in  the  future. 
Microsoft’s  fail-over  clustering 
will  be  based  on  technology  it  is 
acquiring  from  Digital  Equipment 
Corp.,  Allchin  said. 


AT&T  GIS’s  Windows  NT  offering 


Product  Function 

LifeKeeper  for  NT  Provides  fail-over  clustering 


Servers 


Top  End  for  NT 


CommVault  support  for  NT 


Advanced  Server  for  Unix 


Clustering  “is  something  that 
NT  sorely  needs”  because  the 
lack  of  “high-availability  platforms 
is  one  of  the  biggest  deficiencies 
in  NT,”  said  Michael  A.  Goulde,  a 
senior  consultant  at  Patricia  Sey- 
bold  Group  in  Boston. 

Additionally,  the  new  AT&T 
clustering  product,  called  Life¬ 
Keeper  for  Windows  NT,  is  a  port 


Middleware  for  monitoring 
distributed  transaction  processing 


Provides  automated  networkwide 
backup 


Improves  interoperability  for 
Windows  NT  and  Unix  servers 


tel  Corp.-based  servers,  including 
those  from  companies  other  than 
AT&T  GIS. 

The  package  is  part  of  a  larger 
strategy  to  release  several  of 
AT&T’s  enterprise  offerings  on 
NT.  Other  recently  shipped  prod¬ 
ucts  include  NT  versions  of  Top 
End,  the  company’s  middleware 
product  for  distributed  applica- 


Customers  anxious 

But  some  customers  cannot  wait. 
Software  Spectrum,  one  of  Micro¬ 
soft’s  largest  U.S.  resellers,  has 
seen  a  burgeoning  demand  for 
NT  among  its  corporate  custom¬ 
ers,  said  Link  Simpson,  president 
of  the  reseller’s  technology  ser¬ 
vices  group  in  Garland,  Texas. 

Because  many  of  those  custom¬ 
ers  are  beginning  to  deploy  NT  in 
mission-critical  situations,  there  is 
an  increasing  demand  for  fail-over 
clustering,  which  may  tempt 
some  to  buy  LifeKeeper,  he  said. 
“The  early  adopter  community 
will  tend  to  adopt  third-party  solu¬ 
tions  sooner  because  they  don’t 
want  to  wait,”  Simpson  said. 

Prices  for  LifeKeeper  for  Win¬ 
dows  NT  start  at  $4,600. 


Exchange  late 
for  in-house  date 


By  Mitch  Wagner 


Microsoft  Corp.  is  about  30%  be¬ 
hind  schedule  in  rolling  out  its  Ex¬ 
change  messaging  product  to  its 
own  employees,  Computerworld 
has  learned. 

The  company  has  been  switch¬ 
ing  internal  users  to  Exchange  for 
about  a  year  and  now  has  5,100  us¬ 
ers  up  and  running  on  the  soft¬ 
ware,  compared  with  an  initial  ex¬ 
pectation  of  about  7,500,  said 
Greg  Lobdell,  director  of  product 
management  for  Exchange  and 
Microsoft  Mail. 

The  delay  is  due  to  difficulties 
in  connecting  to  the  Internet  — 
specifically,  problems  with  a  Sim¬ 
ple  Mail  Transport  Protocol 
(SMTP)  gateway  running  on  Xe¬ 
nix  PC-based  Unix  servers  at  Mi¬ 
crosoft’s  headquarters  in  Red¬ 
mond,  Wash.  The  gateway, 
designed  by  Microsoft  for  inter¬ 
nal  use,  is  breaking  down  under  a 
load  of  200,000  messages  per  day. 

“The  net  traffic  is  a  result  of 
people  starting  to  use  Exchange 
for  what  it  was  intended  to  be 
used  for,”  Lobdell  said. 

Lobdell  hastened  to  point  out 
that  the  Xenix  SMTP  gateway  is 
not  a  commercial  product  and 
that  outside  customers,  therefore, 
won’t  see  the  same  problems  that 
Microsoft  is  having  when  Ex¬ 
change  ships  by  March. 

“This  is  the  usual  issue  with 
software  under  development,” 
said  Joni  Larned,  manager  of  the 
messaging  services  group  in  the 
Information  Technology  Group, 
Microsoft’s  internal  information 
systems  arm.  “Exchange  is  get¬ 


ting  a  real  stress  test  with  us.” 

Larned  said  she  expects  Ex¬ 
change  will  be  fully  installed  at 
Microsoft  by  June,  which  is  on 
schedule.  The  company  expects 
to  pick  up  speed  and  complete  the 
installation  after  working  out  the 
original  bugs. 

The  fact  that  Microsoft  had  a 
problem  with  its  own  products 
didn’t  appear  to  faze  potential  cus¬ 
tomers.  ‘We  are  cautiously  opti- 

About  Microsoft’s 
Exchange 


^  What  is  it? 

Messaging  and  workflow  software 
designed  to  run  across  an  entire  en¬ 
terprise,  integrating  E-mail,  sched¬ 
uling,  electronic  forms,  document 
sharingand  applications  such  as 
customertracking. 

►  When  is  it  d ue  out? 

First-quarter  1996. 

mistic  that  they  will  resolve  their 
technical  issues  and  have  an  ef¬ 
fective  product,”  said  Tom  Webb, 
manager  of  electronic  messaging 
at  Shell  Services  Co.  in  Houston, 
the  IS  subsidiary  of  Shell  Oil  Co. 

Marion  Weile,  senior  electronic 
mail  technologist  at  Chevron  In¬ 
formation  Technology  Co.  in  San 
Ramon,  Calif.,  agreed.  We’ve 
dealt  with  scaling  up  other  mail 
systems,  and  for  Microsoft  to  be 
able  to  add  that  many  users  that 
quickly  is  a  pretty  good  accom¬ 
plishment  and  a  demonstration  of 
confidence,”  he  said. 


Briefs 


Wang,  ZyLab  polish  image 

Wang  Laboratories,  Inc.  and  ZyLab 
International,  Inc.  have  integrated 
Wang’s  Open/image  imaging  software 
with  ZyLab’s  image  management  and  text 
retrieval  software.  The  products  will  work 
together  automatically  if  installed  on  the 
same  machine. 

Desktop  players  team  up 

Spectragraphics  Corp.  plans  to  develop 
a  special  version  of  itsTeamConference 
collaboration  software  that  plugs  in  to 
desktop  videoconferencing  software 
from  InSoft,  Inc.  The  software  bundle 
will  be  aimed  at  manufacturing  opera¬ 
tions. 


Vantive  lands  in  Web 

Vantive  Corp.  in  Mountain  View,  Calif.,  a 
maker  of  client/server  customer  interac¬ 
tion  software,  has  released  Van  Web,  soft¬ 
ware  that  lets  World  Wide  Web  users 
browse,  access,  report  and  retrieve  infor¬ 
mation  from  a  Vantive  system.  Develop¬ 
ers  can  define  Web  forms,  security  and 
workflow  rules  that  can  hook  to  a  Vantive 
system.  Van  Web  costs  $25,000  per  server 
and  will  be  available  in  December. 

Sun  SPARCs  low  end 

Sun  Microsystems  Computer  Corp.  in 
Mountain  View,  Calif.,  has  cut  prices  on 
its  low-end  SPARCstation  4  Unix  worksta¬ 
tion  and  added  an  entry-level  model  at 


$4,295  to  compete  against  PC-based  work¬ 
stations.  The  new  model  has  a  110-MHz 
MicroSPARC  II  RISC  processor,  32M 
bytes  of  memory,  1G  byte  of  storage  and  a 
15-in.  color  monitor.  The  older  model  was 
priced  $400  higher  but  had  a  85-MHz 
processor  and  16M  bytes  of  main  memo¬ 
ry.  Sun  also  cut  the  price  of  its  SPARCsta¬ 
tion  5  to  $8,995,  or  about  20%.  Both  low- 
end  workstation  models  are  shipping. 

Sun  said. 

Optical  storage  standard 

The  Optical  Storage  Technology  Asso¬ 
ciation  has  updated  its  Universal  Disk 
Format  standard  to  include  the  ability  to 
interchange  data  with  consumer  digital 
video  disks  (DVD).  PC  users,  with  the 
help  of  authoring  software,  will  be  able  to 
create  interactive  multimedia  applications 
with  video  data  from  a  DVD  player. 


More  secure 

WRQ,  a  Seattle  Unix-to-PC  connectivity 
firm,  recently  announced  Reflection 
Secure,  a  Windows  PC  package  that  en¬ 
sures  secure  access  to  Unix  servers  via 
Telnet.  The  $99  package  works  with  Ker¬ 
beros  security  software.  It  will  ship  by 
year’s  end. 

HP  gets  digital  video 

Hewlett-Packard  Co.  will  soon  offer  net¬ 
worked  digital  video  across  its  hardware 
line,  from  PCs  up  to  Unix  system  servers, 
thanks  to  an  agreement  with  Starlight 
Networks,  a  maker  of  multimedia  net¬ 
working  middleware.  The  first  product, 
HP’s  NetServer  with  Starlight’s  Starware 
2.0,  is  targeted  at  low-end  workgroups 
and  will  cost  $28,000  to  support  50  users 
and  store  up  to  20  hours  of  video,  for 
example. 
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IONS  are  BUILT  by  TEAMS  of  COMPANIES. 


Any  computer  company  can  build  hardware  that 
runs  software  that  runs  your  business.  Or  can  it? 
After  all,  this  is  your  business  we’re  talking  about 
here.  Do  you  really  want  to  trust  it  to  mere  hard¬ 
ware?  At  Compaq,  we’re  betting  you’d  prefer  an 
easy-to-use,  fully  thought-out  solution.  A  solution 
that  is  the  right  combination  of  server,  operating 
system,  and  database  application  that  solves  the 
puzzle  of  your  varied  computing  needs. 

Well,  that  takes  several  companies.  Companies 
like  Microsoft,  with  whom  we  created  the  ideal 
platform  for  Windows  NT  and  BackOffice,  integrat¬ 
ing  hardware,  software,  and  server  management. 
Novell,  with  whom  we’ve  created  networking  stan¬ 
dards  for  years.  Oracle,  whose  databases  are  far 
easier  to  deploy  on  a  Compaq  server  thanks  to  our 
partnership.  And  SAP,  a  leader  in  client/server 
applications,  who’s  named  us  Partner  of  the  Year. 

You  see,  they  may  be  Compaq  servers.  But  they 
are  Compaq-  Microsoft-  Oracle  -SAP-  Intel  -  Novell 
SCO-Sybase-Cheyenne  solutions.  (We  just  couldn’t 
fit  all  those  logos  on  them.) 

COMPAQ, 

Has  It  Changed  Your  Life  Yet? 
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Workgroup  Computing 


NetWare  management  made  easier 


A  helping  hand 

The  administration  of  extended  networks  can  be  a  chore. 
The  following  two  products  can  help: 

Company: 

NetPro  Computing 

Scottsdale,  Ariz. 

Citadel  Computer 

Houston 

Product: 

DS  Expert  for 

NetWare  4.1 

NetOff  System  V 

Version  4.54 

Description: 

Monitors, 
troubleshoots  and 
optimizes  NDS 

Automatically  logs  idle  or 
forgetful  users  off 
network.  Enhanced  to 
save  work  and  exit 
applications  first. 

Price: 

$1,299  f°r  the  NDS  tree 
monitor  and  Windows 
console  with  two  server 
agents;  $499  for  each 
additional  agent 

$499  per  server  for  up 
to  100  stations 

By  Patrick  Dryden 


Two  recently  shipped  tools  help 
administer  extended  networks 
based  on  Novell,  Inc.’s  NetWare. 

NetPro  Computing,  Inc.  has 
completed  DS  Expert  for  Net¬ 
Ware  4.1,  the  first  diagnostic  utili¬ 
ty  for  NetWare  Directory  Ser¬ 
vices  (NDS).  DS 

Expert  monitors 
NDS  on  servers 
throughout  an  enter¬ 
prise  network  to  help 
managers  optimize  performance, 
and  it  helps  find  and  fix  inconsis¬ 
tencies  in  replicated  tables. 

Citadel  Computer  Systems,  Inc. 
upgraded  NetOff,  software  that 
automatically  logs  off  idle  stations 
to  enhance  security,  free  server 
connections  for  other  users  and 
prevent  open  files  from  disrupting 
scheduled  backup  routines.  The 
new,  friendlier  version  saves  the 
user’s  work  and  exits  each  appli¬ 
cation  —  unless  data  transfer  is 
under  way  —  by  playing  a  se¬ 
quence  of  keystrokes. 

Both  packages  seek  to  simplify 
the  management  of  distributed 
client/server  networks  for  har¬ 
ried  administrators. 

“NDS  is  a  great  global  service 
that  lets  anyone  access  from  any¬ 


where,  but  it  will  go  wacko  on  you 
if  you  don’t  keep  all  the  replicas 
synchronized,”  said  Andy  Von 
Der  Bruegge,  server  administra¬ 
tor  at  the  Missouri  Department  of 
Health. 

He  beta-tested  DS  Expert  and 
plans  to  implement  it  for  monitor¬ 
ing  17  NetWare  4.1  servers  at  the 
department’s  head¬ 
quarters  in  Jefferson 
City  and  six  servers 
in  regional  offices. 
“Now  we’ll  know  at 
a  glance  what’s  going  on  in  NDS,” 
Von  Der  Bruegge  said. 

Besides  making  administrative 
life  easier,  DS  Expert  should  also 
reduce  the  cost  of  ongoing  Net¬ 
Ware  support  by  slashing  incident 
payments  for  phone  fixes  by  No¬ 
vell  —  as  soon  as  NetPro  fills  the 
gaps  in  its  context-sensitive  help. 

NetPro’s  ambitious  goal  is  to 
explain  every  NDS  parameter  and 
error  condition  and  then  suggest 
solutions.  But  statistics  and  error 
messages  aren’t  all  complete,  Von 
Der  Bruegge  said.  “This  is  the  on¬ 
ly  product  I’ve  seen  that  manages 
NDS  like  this,  telling  you  what’s 
wrong  and  how  to  fix  it.” 

Officials  at  NetPro  in  Scotts¬ 
dale,  Ariz.,  said  even  Novell  engi¬ 
neers  can’t  explain  all  the  intrica¬ 


cies  of  NDS  yet,  so  updates  will 
follow.  Future  versions  will  sup¬ 
port  the  broadcast  of  alerts  via 
electronic  mail  or  pager  and  will 
integrate  with  Novell’s  Manage- 
Wise  console. 

DS  Expert  starts  at  $1,299  for 
software  that  monitors  the  NDS 
tree,  two  agents  for  servers  and 
the  Windows  console.  Additional 
agents  cost  $499. 

Ghost  in  the  machine 

For  its  part,  Version  4.54  of  Net- 
Off  System  IV  adds  a  database  of 


shutdown  keystroke  sequences 
that  can  execute  automatically 
when  users  forget  to  log  off  the 
NetWare  3.x  or  4.x  network.  This 
“virtual  user”  feature  can  pre¬ 
serve  any  work  that  was  under 
way,  unlike  prior  NetOff  versions 
that  dumped  users  to  meet  the 
needs  of  an  administrator  or  secu¬ 
rity  policy. 

“Often  users  don’t  do  what  you 
tell  them,  so  NetOff  is  a  safe  way 
to  deal  with  those  who  don’t  log 
out  before  they  leave,”  said  Men- 
bere  Haile,  help  desk  manager  at 


the  U.S.  Inspector  General  Agen¬ 
cy.  He  credited  NetOff  for  secur¬ 
ing  important  files  accidentally 
left  up  on  users’  screens  and  as¬ 
suring  that  LAN  backup  routines 
don’t  skip  over  any  files  left  open 
overnight. 

The  4K-byte  NetOff  module 
running  in  each  PC  offers  three 
control  stages.  It  blanks  the 
screen  and  locks  the  PC  after  a 
hot  key  is  pressed  or  a  period  of 
inactivity  passes.  It  logs  a  user  off 
the  network  after  an  extended  pe¬ 
riod  of  keyboard  and  mouse  idle¬ 
ness.  And  it  logs  all  users  off  the 
network  at  a  preset  time  for  back¬ 
ups  or  maintenance. 

NetOff  costs  $499  for  one  serv¬ 
er  and  up  to  100  stations.  Hous¬ 
ton-based  Citadel  offers  a  library 
of  shutdown  routines  for  popular 
software,  and  administrators  can 
customize  keystrokes  to  exit 
homegrown  applications. 

However,  this  new  NetOff  fea¬ 
ture  works  only  with  Windows  ap¬ 
plications  and  DOS  programs  run¬ 
ning  from  Windows,  according  to 
Haile.  “If  you  boot  with  DOS  only, 
NetOff  doesn’t  know  how  to  close 
a  program  for  you.  It  must  look 
through  the  Windows  task  list  to 
see  what’ s  open  and  how  to  termi¬ 
nate.” 


Network 

administration 


NLMAuto  lets  managers 
get  a  grip  on  workstations 


By  Laura  DiDio 


Knozall  Systems  has  released 
software  for  NetWare-based  LANs 
that  lets  administrators  automate 
routine  server  tasks  on  corporate 
and  remote  office  networks  and 


of  Novell,  Inc.  NetWare  3.x  and 
4.x  LANs,  said  Torie  Brown,  Kno- 
zall’s  product  manager.  Knozall,  a 
division  of  Tangram  Enterprise 
Solutions,  Inc.  in  Chandler,  Ariz., 
will  ship  the  product  this  month. 

The  NLMAuto  Professional  al- 


The  Knozall  NLM  also  gives  busi¬ 
nesses  the  ability  to  synchronize, 
copy  and  delete  directories  on 
NetWare  file  servers,  according 
to  John  Lucas,  Knozall’s  develop¬ 
ment  manager  of  LAN  products. 

Longtime  Knozall  user  Des¬ 
mond  Fuller,  senior  member  and 
manager  of  Pencom  Systems  Ad¬ 
ministration,  a  division  of  Pencom 
Systems,  Inc.  in  Reston,  Va.,  said 
he  was  initially  skeptical  that  the 
software  would  live  up  to  its  ad¬ 
vance  billing.  But  upon  beta-test¬ 
ing  the  NLMAuto  Professional, 
Fuller  said  he  found  it  reliable  and 
easy  to  use  —  and  that  it  relieved 
him  of  the  burden  of  several  time- 
consuming  management  tasks. 

“I  used  the  NLMAuto  Profes¬ 
sional  to  shut  down  my  databases, 
run  a  backup  copy  and  then  con¬ 
figured  it  to  automatically  reload 
and  restart  the  databases.  My  end 
users  never  knew  the  server  was 
down,  and  they  never  lost  any 
work  time,”  Fuller  said.  “The 
NLMAuto  Professional  has  al¬ 
lowed  me  to  off-load  about  two  to 
three  hours’  worth  of  repetitive 
everyday  tasks,  so  I’m  now  free  to 


respond  to  users’  requests  for 
help  and  training.” 

Other  new  features  in  NLMAu¬ 
to  Professional  Version  3  include 
the  following: 

•  Automated  job  scheduling  on  re¬ 
mote  or  branch  office  servers. 
•The  ability  to  perform  direct 
server-to-server  file  transfers. 
This  saves  time  over  the  more  tra¬ 
ditional  method  of  transferring 
files  between  workstations  and 
servers,  Lucas  said. 

•The  ability  to  transfer  files  from 
workstations  in  the  background 
as  a  terminate-and-stay  resident 
program.  This  lets  users  continue 
to  work  without  interruption. 

•Job  scheduling  based  on  user- 
customizable  parameters.  Net¬ 
work  administrators  can,  for  ex¬ 
ample,  program  the  NLMAuto 
Professional  to  automatically  per¬ 
form  such  tasks  as  purging  files 
when  server  disk  space  has 
reached  a  certain  capacity,  such 
as  75%. 

•  The  Make  Directory  facility  lets 
network  managers  synchronize 
directories.  This  is  especially  im¬ 
portant  for  users  with  slower 
leased  lines  because  the  software 
ensures  that  only  necessary  data 
will  be  transmitted  across  the 
lines,  avoiding  excessive  transfers 
or  network  overloads. 

•  The  Modify  file  lets  managers 


modify  text  files  during  upgrades 
from  their  management  consoles. 

The  NLMAuto  Professional 
Version  3  lists  for  $695. 


SystemView 

CONTINUED  FROM  PAGE  53 

grate  IBM  tools  on  the  console  as 
the  first  step.  This  version  lacks 
the  same  interface  and  depth  of 
functions,”  McConnell  said.  For  a 
SystemView  solution,  he  recom¬ 
mended  adding  proxy  agents  to 
workgroups  and  servers  and  man¬ 
aging  them  from  the  ADC  version, 
which  has  far  more  tools  available 
than  the  OS/2  version  does. 

IBM  plans  to  overcome  many 
SystemView  for  OS/2  shortcom¬ 
ings  with  another  release,  which 
analysts  said  they  expect  in  the 
second  quarter  of  next  year. 

With  all  the  SystemView  plat¬ 
forms  and  differences,  IBM’s 
management  message  is  getting 
very  confusing,  said  Sylvia  Clark, 
a  management  analyst  at  Aber¬ 
deen  Group,  Inc.  in  Boston.  “IBM 
has  overcome  many  political  hur¬ 
dles  internally  to  streamline  man¬ 
agement  products  on  SystemView 
platforms,  but  they  still  have  a 
ways  to  go,”  she  said. 


Features: 


Requires: 


Price: 


•  Schedules  unattended  server  tasks  such  as 
backup  and  file  transfers 

•  Cuts  file  transfer  time  by  up  to  8o% 

•  Manages  remote  servers  without  user’s  having 
to  pay  for  a  full-time  connection 

•  Novell  NetWare  3.x  or  4.x  file  server 

•  180K  bytes  of  server  memory  and  1.5M  bytes  of 
server  disk  space  ' 

•  8K  bytes  of  RAM  on  each  DOS  3.x  or 
Windows  3.1  or  higher  IBM-compatible  PC 

•  $695 


reduce  management  time  by  up  to 
three  hours  a  day. 

The  NLMAuto  Professional 
Version  3  is  a  software-based  Net¬ 
Ware  Loadable  Module  (NLM) 
that  runs  as  an  application  on  top 
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lows  network  administrators  to 
schedule  and  control  remote 
server  and  workstation  tasks 
such  as  running  unattended  tape 
backups  and  performing  large 
batch  file  transfers  and  print  jobs. 

1995 


2*24  pm 

10,000-page  run  under  way. 


2  *25  PM 

Printer  speaks  to  you  in  strange 
new  language. 


Call  service  supplier  and  try  not  to  panic. 

5  •  16  pm 

Service  guy  finally  arrives. 

5*59  PM 

Can’t  help,  he  says,  it’s  a  network  thing. 

6*00  PM 

Panic.  Visualize  IBM  printers  to  calm  down. 


Within-the-hour  access  to  IBM  printer  specialists,  not 
catchall  generalists.  Specialists  who  can  help  even  when 
it  turns  out  to  be  a  network,  not  a  printer  problem. 
And  whose  expertise  keeps  you  covered  24  hours  a  day, 
365  days  a  year.  That’s  all  standard  with  IBM.  You  have 
client/server  printing  needs,  we  have  a  host  of  laser  and 
impact  printers  to  meet  them.  Such  as  the  30-ppm  IBM 
3130  laser  printer,  which  handles  up  to 
seven  paper  sizes  as  well  as  2,500-  * 

sheet  output  and  3,000-sheet  input.  To 
learn  more  about  a  range  of  products 
and  services  you  won’t  find  anywhere  else,  call 
1  800  IBM-3333,  ext.  IA032.  Or  visit  our  web  site  at 
http://www.canada.ibm.com/ibmprinters 


The  IBM  home  page  can  he  found  on  the  internet  at  http://www.ibin.com 

IBM  is  a  registered  trademark  (4  International  Business  Machines  ( iorporation.  <C  1095  IBM  < iorp'-r  ti>  u 


Introducing  our  new  high-capacity,  affordable  storage 
solution:  Travan™  technology.  Use  3M  Travan  minicartridges 
to  off-load  little-used  files.  Archive  old  information. 
Transfer  large  documents.  And  back  up  critical  data.  The 
400  megabyte  (uncompressed)  TR-1  minicartridge  is  only 
the  beginning.  As  your  needs  change, Travan  technology 


a  keeps  pace,  continuously  expanding,  with  capacities  to 

4  gigabytes  in  the  near  future.  It’s  one  more  reason  why 
more  businesses  protect  important  information  on  3M 
brand  data  storage  products  than  any  other  brand  in  the 
world.  To  find  out  more,  call  1-800-888-1889,  ext.  2300. 
Or  send  e-mail  to  datastorage@mmm.com. 


Travan  drives  available  from 
Aiwa,  Conner,  Exabyte, 
HP  Colorado,  Iomega,  Pertec, 
Rexon  and  Teac. 


Expand  your  vision  with  Ihivatf  Technology. 


Workgroup  Computing 


Check  imaging  is  like  money  in  the  bank 


By  Tim  Ouellette 


Customers  are  checking  out  Bank  of  the 
West’s  imaged  monthly  checking  account 
statements. 

About  half  of  all  regular  checking  ac- 


the  front  and  back  and  are  created  with 
CheckVision  software  from  IA  Corp.  in  Em¬ 
eryville,  Calif.  The  back-end  check-process¬ 
ing  functions  are  handled  by  a  Unisys  Corp. 
check-processing  system,  said  Don  Ward, 
vice  president  of  operations. 


their  checks  printed  on  fewer  sheets  of  pa¬ 
per,  while  the  bank  saves  money  on  post¬ 
age  and  tracking  of  the  checks. 

Ward  said  Bank  of  the  West  has  gained 
the  following  benefits  from  using  LA’s 
CheckVision  software: 

•  Check  reading  machines  now  can  pro¬ 
cess  many  more  checks.  Before,  a  single 
check  was  read  several  times  for  different 
purposes;  now,  with  the  new  software,  a  sin¬ 
gle  read  puts  the  check’s  image  into  an 
electronic  file  that  can  be  accessed  con¬ 
stantly. 

•  The  check-processing  operation  isn’t  held 
up  by  checks  jamming  the  reader  ma¬ 
chines. 

•  The  statement  creation  process  is  faster 
because  the  system  doesn’t  have  to  sort 
and  count  the  checks  going  into  each  state¬ 
ment. 

•  Postage  costs  have  dropped  because  the 
weight  of  monthly  statements  without 
checks  has  decreased. 

Ward  said  next  year  sometime  the  bank 


plans  to  issue  statements  to  its  business 
customers  on  CD-ROMs  that  contain 
searchable  image  files  of  all  checks  written 
that  month. 

‘Today  they  get  back  trays  full  of  checks. 
And  if  there  is  a  problem,  they  have  to 
physically  search  for  the  check,”  Ward 
said. 

Bank  of  the  West  also  plans  to  offer  on¬ 
line  account  access  so  that  businesses  can 
call  up  their  accounts  and  review  what 
checks  have  been  processed  that  day.  With 
this  function,  they  can  find  out  immediately 
whether  some  checks  have  bounced  rather 
than  wait  two  days. 

Ward  said  adding  imaging  as  part  of  the 
bank’s  customer  service  strategy  also  has 
been  well  received  by  workers  at  Bank  of 
the  West’s  100  branches  around  Northern 
California  judging  from  early  feedback,  or 
lack  thereof. 

“If  we  don’t  hear  complaints  from  the 
branches,  it  means  everything  is  working 
smoothly,”  Ward  said. 


Bank  of  the  West  says  95%  of  new  account  customers  want  images  of  their  checks  returned 
with  their  bank  statements  instead  of  the  actual  checks 


count  holders  at  the  San  Francisco-based 
bank  —  85,000  out  of  170,000  accounts  — 
now  receive  a  sheet  containing  images  of 
the  checks  they  wrote  that  month  instead 
of  a  pile  of  unsorted  checks  that  they  have 
to  store  in  bulky  envelopes. 

New  account  holders  are  leaping  at  the 
offer;  95%  of  these  customers  have  opted 
for  imaged  check  statements,  said  Bob 
Raye,  senior  vice  president  of  marketing. 

The  statements  come  on  three-hole- 
punched  sheets  with  10  check  images  on 


Customers  receive  binders  in  which  to 
store  the  checks.  Customers  with  vision 
problems  are  given  the  option  to  have  few¬ 
er  checks  on  a  page. 

Bank  customers  Anthony  Harris  and 
Mary  Tamby  said  the  imaged  statements 
make  it  easier  to  maintain  their  records  and 
faster  to  look  up  information. 

Analysts  said  the  practice  of  issuing  im¬ 
ages  of  checks  instead  of  the  checks  them¬ 
selves  is  becoming  more  common  among 
banks.  Customers  benefit  from  having  all 


ConferTech  International,  Inc.  has  an¬ 
nounced  Prelude,  a  multipoint  document 
conferencing  product. 

According  to  the  Westminster,  Colo., 
company,  Prelude  lets  users  conduct  multi¬ 
point  sessions  over  any  combination  of  ana¬ 
log  modem,  TCP/IP  or  Novell,  Inc.  IPX  net¬ 
works.  Users  can  share  computer 
documents  (including  spreadsheets, 
graphs  or  diagrams)  while  participating  in 
a  standard  voice  conference  call. 

Prelude  features  a  suite  of  connection 
and  conference  management  functions  in¬ 
cluding  conference  scheduling,  connection 
management,  conference  monitoring,  call 
detail  reporting,  remote  management  and 
network  security.  It  can  be  used  to  manage 
conferences  on  a  corporation’s  data  net¬ 
work  or  as  a  gateway  for  access  to  other 
conferencing  networks. 

Pricing  for  Prelude  starts  at  $20,000  for  a 
minimum  eight-port  configuration.  A 
single-bridge  configuration  supports  up  to 
32  ports. 

►  ConferTech  International 

(303)  633-3000 


Saros  Corp.  has  introduced  Document 
Server  for  Microsoft  Corp.’s  BackOffice. 

According  to  the  Bellevue,  Wash.,  com¬ 
pany,  the  product  uses  BackOffice  to  create 
an  enterprisewide  electronic  information  li¬ 
brary.  This  library  lets  users  scattered 
throughout  an  office  or  enterprise  work  to¬ 
gether  and  share  text,  scanned  images, 
spreadsheets,  graphics,  electronic  forms, 
video  and  computer-aided  design  drawings. 

Document  Server  for  BackOffice  fea¬ 
tures  include  Smart  Search,  check-in/ 
check-out,  version  control  and  object-level 
security.  These  let  users  conduct  network¬ 
wide  searches  by  attributes  or  content  for 
document  types.  Document-management 
services  are  applied  to  all  documents  even 


as  users  share  them  through  Microsoft’s 
Mail  or  Exchange. 

Document  Server  for  BackOffice  is  a  32- 
bit  server  application  that  uses  the  multi¬ 
threading  facilities  of  Microsoft’s  Windows 
NT  Server  to  serve  a  large  number  of  client 
workstations.  It  uses  Microsoft’s  SQL  Serv¬ 
er  as  a  relational  database  engine. 

Pricing  starts  at  $450  per  workstation 
and  $895  per  server. 

►  Saros 

(206)  646-1066 


Retarus  Network  Services  has  intro¬ 
duced  MS:  Link,  a  product  for  linking  elec¬ 
tronic-mail  products  from  Lotus  Develop¬ 
ment  Corp.  and  Microsoft  Corp. 

According  to  the  Munich,  Germany, 
company,  MS:Link  provides  a  link  between 
Lotus’  CC:Mail  and  Microsoft’s  MS-Mail 
E-mail  products.  It  recognizes  different  for¬ 
mats  and  automatically  converts  them  ac¬ 
cording  to  the  system  involved.  Licenses 
are  priced  based  on  the  number  of  users 
communicating  over  the  gateway.  Pricing 
starts  at  $1,295  for  a  five-user  license. 

►  Retarus  Network  Services 
(498)  102-7400 


Connectix  Corp.  has  announced  Video- 
Phone,  a  low-cost  videoconferencing 
product. 

According  to  the  San  Mateo,  Calif.,  com¬ 
pany,  VideoPhone  sports  a  collaborative 
whiteboard  and  lets  users  share  video  and 
sound.  It  includes  Connectix’s  QuickCam 
digital  camera  and  doesn’t  require  a  video 
capture  card;  video  is  captured  through  the 
parallel  or  serial  port,  depending  on  the 
platform.  It  includes  software  that  lets  us¬ 
ers  send  video  mail  and  create  stand-alone 
movies  and  still  pictures. 

VideoPhone  works  over  standard  high¬ 
speed  networks:  TCP/IP  or  AppleTalk  for 
the  Macintosh  and  Novell,  Inc.  NetWare  for 
PCs.  Pricing  starts  at  $150  per  person. 

►  Connectix 

(415)  571-5100 


MEDICAL  ALERT... 

Ulcers  Tied  to  Unix  "vi"  Editor 


Can't  stomach  another 
editing  session?  Use  the 
Unix  editors  and 
languages  that  worked  for 
you  on  the  mainframe. 

uni-XEDIT  cms-style  Editor  with 
Full  Macro  Support 

uni-SPF  ispf-style  Editor,  Browse, 
Utilities,  ....  even  Dialog  Mgmt! 

uni-REXX  Portable  System  Control 
and  Macro  Language 


wrk/grp 

The  Workstation  Groupie  M 


800-228-0255 
sales@wrkgrp.com 
http  ://www.  wrkgrp  .com 
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TO  MAKE  SOFTWARE  MORE  FLEXIBLE, 

OUR  DEVELOPERS  PUT  IN 

A  LOT  OF  EXTRA  TIME  AT 

THE  OFFICE. 


Dana  Quitslund  believed  working  in  a  conventional  office  made  him  think  conventionally. 
He  felt  a  change  of  scenery  would  give  him  a  fresh  perspective.  And  it  did.  Dana  and  his  team 
designed  a  suite  of  remarkable  visual  tools  that  enables  you  to  easily  access  and  change  enter- 
prise-wide  business  information.  They  help  you  manipulate  complex  organizational,  accounting, 
and  security  structures.  And  with  these  unique  tools,  you  can  now  consolidate,  model,  analyze, 
or  reorganize  —  online,  in  a  matter  of  minutes. 

These  tools  are  just  one  example  of  how  software  from  PeopleSoft  gives  you  unparalleled  flexibility 
to  manage  your  business — and  to  manage  change.  Flexibility.  It’s  a  word  you  hear  a  lot  around 
PeopleSoft.  After  all,  it  was  our  flexible  corporate  environment  that  allowed 
Dana  to  set  up  shop  where  he  felt  most  inspired  in  the  first  place. 

If  flexibility  is  what  you’re  looking  for  in  client/server  business  solutions, 
give  us  a  call  at  800-947-7753.  Or  e-mail  us  at  info@peoplesoft.com. 


©1995  PeopleSoft,  Inc.  PeopleSoft  and  the  PeopleSoft  logo  are  trademarks  of  PeopleSoft,  Inc. 

Dana  Quitslund  lives  and  works  on  Bainbridge  Island,  Washington.  His  office  was  designed  by  Wind  and  Tides,  Ltd.,  a  wholly  owned  subsidiary  of  Mother  Nature,  Inc. 


A  FEW  FOLKS  WHO 
FEEL  THE  EXTRA  TIME 
WAS  WORTH  IT. 

PeopleSoft  customers: 
Airborne  Express 
Alcoa  of  Australia  Ltd. 

Bell  +  Howell 

The  Black  &  Decker 
Company 

The  Dow  Chemical  Company 

Eli  Lilly  and  Company 

Eveready  Battery  Company 

Gerber  Products  Company 

The  Gillette  Company 

John  Hancock  Financial 
Services 

Lockheed  Martin  Technical 
Operations 

McCaw  Cellular 
Communications 

Monsanto  Company 

Nestle  USA 

Northwestern  University 
Owens-Corning 
Shell  Oil  Company 
and  hundreds  more. 

We  listen. 

We  hustle. 

We  deliver. 

You'll  see. 
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Pentium1’  processor  pose. 


Its  prudent, 
value-minded  side. 


Its  aggressive, 

3-year  limited  warranty  look. 


They’re  Powerful,  Reliable 
Value-Priced  And,  May  We  Say, 

Very  Photogenic 


Its  reliable,  service 
and  support  stance. 


Designed  for 
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Microsofr 

Windows®95 


Its  serious, 

hardworking,  upgrade  look. 


NetWare* 
Tested  and 
Approved 


(N  POLLUTION  fREVENTER 


Copyright  ©  1995  Zenith  Data  Systems  Corporation  Intel  Inside  logo  and  Pentium  logo  are  registered  trademarks  of  Intel  Corporation. 
Novell  Inc  Energy  Star  and  Energy  Star  logo  are  trademarks  of  the  Environmental  Protection  Agency.  The  EPA  as  a  matter  of  policy 
Monitor  not  included.  Prices  quoted  are  ZDS  Prices.  Resellers  determine  their  own  pricing  which  may  be  higher  or  lower  than  Zenith  Data 


Its  sensitive, 
budget-conscious  side. 


Its  sincere, 

tested  and  certified  look. 


m  •' 


Its  "known  around 
the  world"  look. 


Its  flexible,  grow-how- 
you-want-it  pose. 


And  its  quiet, 
end  of  the  day  pose. 


Windows  is  a  registered  trademark  of  Microsoft  in  the  U  S.  and  other  countries.  'Yes  NetWare  Tested  and  Approved"  logo  is  a  registered  trademark  of 
does  not  endorse  any  particular  company  or  its  products.  *ZDS  desktop  system  suggested  price  includes  P75,  SMB  RAM,  540MB  HDD,  256K  cache 
Systems'  advertised  prices  All  prices  and  specifications  are  subject  to  change.  Shipping,  handling,  and  applicable  sales  taxes  not  included  in  the  price. 


Introducing  the  Z-STATION  VP  Line. 
Value  and  Performance  in  One 
Attractive  Box. 

From  any  angle,  our  new  line  of  desktop 
computers  looks  good  for  your  customer's 
business.  They  get  a  machine  built  for 
power  and  performance,  with  the  support 
and  limited  warranty  to  back  it  up. 
A  machine  that  will  work  as  hard  in 
the  future  as  it  will  today.  And  you  get 
the  peace  of  mind  that  comes  from 
ZDS'  worldwide  presence  and  reputation. 
All  for  a  value  price,  starting  from 
just  $1506*.  Which  means,  of  course, 
Z-STATION  VP  desktops  will  look  as 
good  on  a  balance  sheet  as  they  do 
in  our  ad. 

Specifications . 

75MHz,  90MHz  or  100MHz  Pentium  chip 
(other  CPU  options  available) 

256K  cache 

8MB  to  128MB  RAM 

540MB  to  1 ,2GB  Enhanced  IDE  HDDs 

PCI  local  bus 

64-bit  video  support 

1  MB  video  DRAM 

Desktop  and  minitower  cabinets 

DM  I  ready 

DDCI  compliant 

Energy  Star  compliant 

Plug-n-Play  compliant 

Windows®  95  compatible 

1-800-289-1320  Ext.5739 

http://www.zds.com 


DATA  SYSTEMS 
Make  The  Connection “ 


Pile  Options  Window 


Host  Connectivity 
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Chameleon  4.5 


BEST  VALUE. 

Chameleon  is  a  TCP/IP  Windows  desktop 
that  otters  more  applications  than  any  other 
product.  It  provides  you  with  a  comprehensive 
Windows  solution  for  TCP/IP  networking. 

SIX  INTEGRATED  SOLUTION 

SUITES. 

Chameleon  desktop  applications  are  integrated 
for  powerful  cross-functional  capabilities. 
Drag-and-drop  any  information  on  the  network 
between  applications  at  the  click  of  a  button. 


mainframes,  minicomputers,  PC-based  LANs 
and  WANs,  and  the  Internet. 

OFFICE,  HOME,  AND  REMOTE 
NETWORK  ACCESS. 

Connect  to  your  network  and  the  Internet  via 
LAN  or  dialup  access  with  one  easy-to-use 
software  package.  Send  and  retrieve  email, 
download  files,  print  documents,  login  to 
remote  hosts,  and  run  client/server 
applications.  Connect  your  PC  to  the  world 
with  Chameleon. 


OVER  40  FULLY  INTEGRATED 
APPLICATIONS  INCLUDED: 

Host  Access 

Telnet:  VT100,  VT220,  VT320,  TVI, 

Wyse,  TN3270,  TN5250,  Visual  Script 
Editor  &  Player,  X  Windows* 

File  &  Printer  Sharing 
NFS  Client  &  Server* 

FTP  Client  &  Server 
LPR/LPD 

Electronic  Mail  &  Messaging 
SMTP  Mail  with  MIME 
IBM  PROFS 
Phone  Tag,  Tag  It 
Calendar/Scheduler 
Internet  Access 

WWW  Client  &  Server 

Gopher 

Newsreader 

Archie 

Whois 

Group  Collaboration 
ECCO  Personal  &  Group 
Information  Management* 

InPerson  Network  Whiteboard 
Desktop  Management 

Ping,  Finger,  Name  Resolver 
DNS  Client  &  Server 
R-commands 
PC  Net  Time 

TCP/IP  Communications 
Winsock 

100%  DLL  TCP/IP  Stack 
LAN:  Ethernet,  Token  Ring 
Dialup:  SLIP,  CSLIP,  PPP  &  ISDN 
And  More... 

'Optional 


Desktop  To  The 


Network  Your 


Chameleon 


With 


World 


SEAMLESS  ACCESS  TO 
CORPORATE  INFORMATION 
RESOURCES. 

Chameleon  includes  more  applications 
that  allow  you  to  access  information  on  Unix 


NetManage  Chameleon  includes  WinSock 
TCP/IP  and  is  100%  DLL/VXD.  Chameleon 
requires  only  6KB  memory  and  configures  in 
just  5  minutes. 
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UPGRADE  TO  4.5  FOR  ONLY  $95! 

BONetMamge” 

Network  Your  Desktop  To  The  World 

(408)  973-7171 

e-mail:  sales@netmanage.com 
World  Wide  Web:  www.netmanage.com 


Critics  blast  medical 
records  privacy  bill 


Worried  patients 


An  opinion  poll  uncovers  some  public  concern 
about  computerized  patient  records: 


ill H 


Very  concerned 
33% 


Somewhat 
concerned 
41% 


Not  very 
concerned 
17% 


Base:  1,006  U.S.  adults 

Source:  1995  Equifax-Harris  privacy  poll,  Equifax,  Inc.,  Atlanta 


Not  at  all 
concerned 
9% 


By  Mitch  Betts 

WASHINGTON 


For  more  than  two  de¬ 
cades,  privacy  advo¬ 
cates  have  pushed 
for  a  federal  privacy 
law  to  protect  medi¬ 
cal  records.  Now 
there  is  bipartisan  support  for 
such  a  bill,  but  privacy  advocates 
are  blasting  it  for  not  going  far 
enough. 

“The  devil  is  in  the  details,” 
said  Evan  Hendricks,  editor  of 
“Privacy  Times,”  a  newsletter  in 
Washington.  At  a  congressional 
hearing  last  month  and  in  other 
statements,  critics  said  the  bill 


has  too  many  loopholes,  pre¬ 
empts  state  laws  and  doesn’t  give 
patients  enough  control  over  the 
release  of  computerized  medical 
records. 

The  bill  in  question  is  the  pro¬ 
posed  Medical  Rec¬ 
ords  Confidentiality 
Act,  sponsored  by 
Sen.  Robert  F.  Ben¬ 
nett  (R-Utah) .  Co¬ 
sponsors  include  such  unusual  al¬ 
lies  as  Sens.  Robert  Dole  (R-Kan.) 
and  Edward  Kennedy  (D-Mass.). 

Data  trafficking 

Sponsors  said  the  bill  generally 
requires  all  holders  of  medical 
records  to  get  patient  consent  be¬ 


fore  disclosing  any  personally 
identifiable  data.  Consent  isn’t  re¬ 
quired  for  disclosures  related  to 
life-threatening  emergencies,  le¬ 
gal  investigations  and  bona  fide 
public-health  research. 

But  opponents 
said  those  and  other 
exceptions  allow  too 
much  trafficking  in 
medical  records. 

“It  needs  to  be  a  patient-cen¬ 
tered  privacy  bill.  Right  now,  the 
bill  facilitates  the  flow  of  informa¬ 
tion,  and  the  patient  be  damned,” 
Hendricks  said. 

Other  opponents  of  the  Bennett 
bill  include  the  Electronic  Privacy 
Information  Center,  the  Coalition 


for  Patient  Rights  of  New  En¬ 
gland,  Ralph  Nader’s  Consumer 
Project  on  Technology  and  the 
Massachusetts  chapter  of  the 
American  Civil  Liberties  Union. 

The  privacy  issue  has  surfaced 
again  because  many  health  care 
providers  and  insurance  compa¬ 
nies  are  forming  regional  data 


networks  to  share  electronic  med¬ 
ical  records.  The  goal  is  to  reduce 
paperwork,  facilitate  electronic 
bill  payments,  identify  the  most 
cost-effective  medical  treatments 
and  combat  fraud. 

The  data  networks  need  uni¬ 
form  privacy  rules  so  that  inter¬ 
state  data  transactions  are  not 
hampered  by  a  hodgepodge  of 
state  laws,  which  is  why  the  bill 
pre-empts  state  laws. 

At  the  hearing,  a  spokeswoman 
for  the  Association  for  Electronic 
Health  Care  Transactions  in 
Washington,  which  represents 
data  processing  and  insurance 
companies,  said  the  group  is  wor¬ 
ried  that  clearinghouses  could  be 
wiped  out  by  poorly  drafted  legis¬ 
lation. 

Offering  support 

Among  the  supporters  of  the  Ben¬ 
nett  bill  are  the  Center  for  Democ¬ 
racy  and  Technology,  which  is 
trying  to  develop  a  compromise 
between  business  and  privacy  in¬ 
terests,  and  the  American  Health 
Information  Management  Associ¬ 
ation,  which  represents  medical 
records  managers. 

Business  backers  of  the  bill  in¬ 
clude  IBM,  the  Blue  Cross  and 
Blue  Shield  Association,  the 
American  Hospital  Association 
and  the  Workgroup  for  Electronic 
Data  Interchange. 

Supporters  argued  that  the 
measure,  although  it  needs  some 
amendment,  is  far  better  than  the 
current  void  in  federal  law,  which 
protects  video-rental  lists  but  not 
sensitive  medical  data. 

“The  bill  has  three  or  four 
weaknesses  that,  if  cured,  would 
make  it  a  net  plus  for  consumers. 
Right  now,  it’s  a  net  minus,  but  it 
doesn’t  miss  by  much,”  said  Rob¬ 
ert  Ellis  Smith,  publisher  of  “Pri¬ 
vacy  Journal,”  a  newsletter  in 
Providence,  R.I. 


Newbridge  unveils 
Token  Ring-to-ATM  switch 


By  Bob  Wallace 


Newbridge  Networks,  Inc.  last  week  an¬ 
nounced  a  switching  system  for  Token 
Ring  users  that  also  allows  them  to  com¬ 
municate  with  users  on  Asynchronous 
Transfer  Mode  (ATM)  networks. 

Newbridge’s  Vivid  Blue  Ridge  Switch 
is  important  because  the  huge  installed 
base  of  shared-capacity  Token  Ring  us¬ 
ers  is  beginning  to  look  for  more  band¬ 
width.  And  what  they  see  is  both  Token 
Ring  switching  and  ATM  on  the  horizon. 

Blue  Ridge  is  among  the  first  to  offer 
users  the  best  of  both  worlds  —  Token 
Ring  switching  now  and  the  ability  to  mi¬ 
grate  to  ATM  as  needed. 

Analysts  said  user  demand  for  Token 
Ring-to-ATM  switching  systems  could 
soar. 

‘Token  Ring  switching  products  like 
Blue  Ridge  let  users  extend  the  life  of 
their  Token  Ring  environments  by  acting 
as  gateway  devices  to  ATM,”  said  Skip 
MacAskill,  an  analyst  at  Gartner  Group, 
Inc.,  a  Stamford,  Conn.,  researcher. 

The  system  comes  standard  with  LAN 
emulation  software  that  enables  users 
connected  to  Blue  Ridge’s  switched  To¬ 
ken  Ring  ports  to  share  existing  applica¬ 


tions  with  users  connected  to  either  or 
both  of  the  two  155M  bit/sec.  ATM 
LANs  on  the  other  side  of  the  Blue  Ridge 
switch. 

One  organization  is  pleased  with  a 
similar  switching  system  from  Bay  Net¬ 
works,  Inc.’s  Centillion  business  unit. 

“We  needed  the  Token  Ring  switch  to 
break  up  one  Token  Ring  [LAN],  which 
had  over  300  nodes,”  said  Harry  Gent- 
ner,  information  systems  manager  at  the 
Baptist  Foundation  in  Phoenix. 

Pricing  must  come  down,  however, 
MacAskill  said.  Dividing  the  $18,500  cost 
of  Blue  Ridge  by  12  ports  gives  users  a 
cost  per  port  of  about  $1,500,  which  must 
drop  to  less  than  $1,000  per  port  by  mid- 


1996,  MacAskill  said.  The  average  cost 
per  port  is  $1,200  to  $1,500,  he  said, 
though  IBM  is  down  at  the  $700-per-port 
level. 

In  addition  to  expanding  capacity,  the 
new  box  also  lets  network  managers  sim¬ 
plify  LAN  administration  by  building  vir¬ 
tual  LANs,  which  are  logical  rather  than 
physical  networks.  The  virtual  LANs  are 
made  up  of  PCs  and  servers  attached  to 
any  of  Blue  Ridge’s  10  switched  Token 
Rings  and  two  ATM  ports. 

The  new  switch  also  supports  source 
route  bridging,  the  standard  bridging 
protocol  that  helps  efficiently  transmit 
packets  from  source  to  destination  in 
Token  Ring  networking  environments. 


Newbridge  is  entering  the  nascent  Token  Ring  switching  market 

Switched  Token  Ring  ports  shipped  in  the  third  quarter  of  1995 

Number  of 
ports  shipped 


Vendor 

Madge  Networks 
Bay  Networks 
Nashoba  Networks 
Xylan 


Total  ports  9,600 

Source:  The  Dell’Oro  Group,  Menlo  Park,  Calif. 
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Users  of  the  New  York  Public  Library’s  LEO  system  can  obtain  abstracts  from  more  than  1,000  busi¬ 
ness  publica  tions  and  2  7  newspapers 

New  York  library  is  on-line 

Patrons  can  look  up  millions  of  titles  —  or  surf  the  ’net 


By  Thomas  Hoffman 

N  E  W  Y  0  R  K 


Like  the  famed  marble  lions  that  stand  guard  at 
the  New  York  Public  Library’s  main  branch  in 
Manhattan,  LEO  is  up  and  ready  to  roar. 

Library  Entrance  Online  (LEO)  is  the  $9.5  mil¬ 
lion  on-line  public  library  information  system  that 
promises  to  revolutionize  how  patrons  gather  in¬ 
formation  from  the  library’s  50  mil¬ 
lion  items. 

LEO  is  a  fully  integrated  system 
that  links  users  in  each  of  the  li¬ 
brary’s  82  branches  to  2,600  periodi¬ 
cal  listings  and  an  extensive  assort¬ 
ment  of  databases  —  and  beyond  that 
to  the  World  Wide  Web  on  the  Inter¬ 
net. 

Where  it’s  at 

Using  any  one  of  the  1,100  DOS- 
based  Wyse  Technology,  Inc.  ASCII 
terminals  installed  throughout  the  li¬ 
brary’s  systemwide  frame-relay  net¬ 
work,  users  can  search  through  1  million  titles  of 
books,  videos,  cassettes  and  other  materials.  LEO 
tells  users  which  branch  has  a  particular  title  and 
whether  it  is  available  for  checkout. 

Frederic  Labarrere,  a  25-year-old  Parisian  stu¬ 
dent  who  is  an  intern  at  the  United  Nations  in  New 
York,  has  used  LEO  three  times  to  surf  the  ’net  us¬ 
ing  Netscape  Communications  Corp.  browser 
software. 

‘The  software  is  easy  to  navigate,  and  I  never 
have  to  wait  to  use  the  system,”  said  Labarrere, 
who  visits  the  42nd  Street  branch.  “Of  course,  I 
usually  come  here  early  to  beat  the  crowds.” 

That  kind  of  functionality  has  helped  put  the 
New  York  Public  Library  at  the  forefront  of  library 
information  systems,  according  to  library  schol¬ 


ars.  Internet  access  is  available  through  less  than 
10%  of  the  nation’s  public  libraries. 

“So  far,  the  system  has  been  fabulous.  The 
icons  and  graphical  interfaces  have  made  it  very 
easy  to  use,”  said  Susan  Harrison,  associate  direc¬ 
tor  of  technical  and  computer  services  for  the  li¬ 
brary’s  branches. 

For  example,  a  colorful  graphical  user  interface 
named  Kid’s  Cat,  developed  by  The  Carl  Corp.  in 
Denver,  lets  children  browse  a  select 
portion  of  LEO’s  Dynix,  Inc.  data¬ 
base  using  an  array  of  icons,  such  as 
a  teddy  bear  with  a  Band-Aid  on  its 
head  for  stories  about  child  abuse. 

“It’s  really  easy  and  fun  to  look  for 
stories”  using  LEO,  said  Caitlin  Cox, 
a  7-year-old  who  was  recently  hunt¬ 
ing  for  jungle  books  at  the  Donnell 
Library  Center  on  West  53rd  Street. 

Big  people  seem  to  like  LEO,  too. 
Beata  Bak,  a  20-year-old  accounting 
major  at  Saint  Francis  College  in 
Brooklyn  Heights,  was  able  to  find 
the  reference  materials  she  needed 
for  a  philosophy  paper  in  only  five  minutes  at  the 
library’s  main  branch. 

Checking  out 

LEO  was  developed  by  Ameritech  Library  Ser¬ 
vices  in  Provo,  Utah,  and  runs  on  a  Hewlett-Pack¬ 
ard  Co.  HP  9000  Model  890  Unix  server.  Ameri¬ 
tech  developed  end-user  database  and  other 
back-office  support  applications  using  its  Dynix 
application  development  tools. 

A  Dynix  inventory  control  application,  for  ex¬ 
ample,  allows  the  library’s  circulation  staff  to 
check  out  materials  and  maintain  on-line  records 
of  catalogs.  That  is  important  for  an  operation  that 
processes  20,000  invoices  per  year  and  acquires 
800,000  books  annually. 


Branching  out 


The  New  York  Public 
Library  has  branches 
in  only  three  of  its 
five  boroughs  — 
Manhattan,  The 
Bronx  and  Staten 
Island.  Brooklyn  and 
Queens  havetheir 
own  library  systems. 
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Finns  learn  net 


security  lessons 


By  Kim  S.  Nash 


One  is  a  fancy  Hollywood  movie 
studio.  The  other  is  a  buttoned- 
down  finance  firm.  Though 
MCA/Universal  Studios  and  The 
First  National  Bank  of  Chicago 
are  vastly  different  companies, 
they  recently  reached  similar 
conclusions  about  Inter¬ 
net  security  issues. 

The  goal  for  both  com¬ 
panies  was  to  prevent  on-line 
ne’er-do-wells  from  hammering 
through  their  external  World 
Wide  Web  sites  to  their  internal 
systems.  MCA  launched  its 
site  in  March  (http://www.mca. 
com),  and  First  Chicago  un¬ 
veiled  its  Web  pages  last  week 
(http:/ / www.fcnbd.com) . 

The  most  critical  finding  for 
both  firms  was  that  Internet  se¬ 
curity  is  best  left  to  their  core  in¬ 
formation  systems  groups. 

Learning  that  lesson  contrib¬ 
uted  to  a  one-month  delay  in  the 
launch  of  First  Chicago’s  Web 
site,  said  Kurt  Heuberger,  Web 
administrator  and  a  product 
manager  at  the  Chicago  bank’s 
emerging  technologies  group. 

Early  this  year,  on-line  manag¬ 
ers  at  First  Chicago  began  study¬ 
ing  hacking  methods,  encryp¬ 
tion  and  other  security  issues. 
They  soon  realized  that  “there 
was  a  lot  more  complexity  there 
than  meets  the  eye,”  Heuberger 
said. 

Not  only  are  there  nitty-gritty 
technology  issues  to  solve,  but 
banks  must  meet  stringent  feder¬ 
al  and  state  regulations. 

“We  turned  it  over  to  our  inter¬ 
nal  IS  department,  which  has 
so  much  more  experience  and 
expertise  in  these  areas,”  he 


explained. 

MCA,  meanwhile,  enlisted  its 
IS  audit  group  from  the  start, 
said  Sonia  Macias,  a  senior  IS  au¬ 
ditor  at  MCA. 

The  film  company  in  Universal 
City,  Calif.,  recently  finished  a 
250-hour  study  of  Internet  secu¬ 
rity  that  included  everything 
from  testing  the  security 
of  its  firewall  to  rewriting 
sections  of  the  corporate 
handbook. 

For  their  IS  colleagues  also 
considering  Internet  security, 
the  companies  offered  the  fol¬ 
lowing  tips: 

•  Take  advantage  of  freeware. 
Programs  such  as  Crack  can  be 
downloaded  from  the  Internet 
and  run  on  internal  systems  to 
peg  user  passwords  that  are 
common  or  easy  to  guess. 

•  Disable  services  that  can  leave 
you  vulnerable.  For  instance, 
“finger”  is  a  utility  that  lets  users 
see  information  about  others 
who  are  logged  on  to  a  remote 
system. 

•  Set  filters  carefully.  Allow  inter¬ 
nal  users  access  to  some  ser¬ 
vices  only  through  certain  ma¬ 
chines.  This  way,  administrators 
can  keep  better  track  of  what 
type  of  material  flows  through 
the  Web  site. 

But  good  security  doesn’t 
come  from  technology  alone, 
Macias  noted.  MCA  reviewed  in¬ 
ternal  procedures,  for  example, 
to  ensure  that  written  rules  stipu¬ 
lated  that  the  Internet  and  other 
on-line  services  are  used  by  em¬ 
ployees  for  corporate  purposes 
only. 

“You  don’t  want  people  start¬ 
ing  unauthorized  businesses,” 
she  said. 


Security 


Brief 


Mastercard  expands 
remote  banking 

Mastercard  Interna¬ 
tional  recently  terminated 
its  home-banking  alliance 
with  Checkfree  Corp.  and 
instead  said  it  will  expand  its 
MasterBanking  remote 
banking  and  electronic  bill 
payment  services  with 
Servantis  Systems,  Inc. 


Under  the  agreement. 
Mastercard  and  Servantis 
will  jointly  support  the 
service  and  offer  Servantis’ 
PC-based  Bank  At  Home 
software. 

The  companies  expect  to 
convert  Checkfr  ee-based 
MasterBanking  banks  to  the 
Servantis  environment 
by  mid-1996,  according  to 
A.  Christian  Fredrick,  senior 
vice  president  of  remote 
banking  at  Mastercard 
International. 
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Netscape  Server  Software. 


The  internal  web  that 
hotlinks  your  engineers  to 
the  latest  specs,  test  results, 
and  hottest  schedules. 


INTRODUCING 
SECURE,  OPEN 
SERVER  SOFTWARE 
FROM  NETSCAPE. 

Now,  you  can  create  a 
company-wide  web  within  your 
organization  that  lets  your 
engineers  exchange  data  on-line. 
And  with  hyperlink  technology, 
it  lets  them  access  data  from 

- - - - g  anywhere  in  the 

HOTUNK  TO  I  ' 

..  FREE  60  DAY  I  world  with  a  simple 
point  and  click. 
Netscape  software  includes 
encryption  technology  to  protect 
sensitive  information.  Netscape 
Servers  also  conform  to  open 
industry  standards 
and  are  available  on 
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Windows  NT  and 


CHOICE  across  UNIX  platforms 
from  AT&T,  Digital,  Hewlett- 
Packard,  Silicon  Graphics,  and 
Sun.  So,  if  you  want  your  people 
totally  connected,  don't  just 
wire  their  computers: 

Hotlink  their  information. 
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NETSCAPE 


Call  us  at  1-800-409-6224. 
Or  see  us  at 

http://info.netscape.com/cw3 
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AT&T,  Motorola  fight  for 
two-way  paging  crown 


Geotek  enhances 
specialized  mobile 
radio  network 


By  Mindy  Blodgett 


The  new  world  of  two-way  paging 
already  is  seeing  a  heavyweight 
brawl  as  AT&T  Wireless  Services 
tries  to  knock  out  the  reigning 
champ  —  Motorola,  Inc.  —  with 
its  new  PACT  protocol. 

Personal  Air  Communications 
Technology  (PACT)  will  compete 
with  Motorola’s  Flex  family  of 
protocols,  the  de  facto  standard  in 
narrowband  messaging. 

AT&T,  in  Kirkland,  Wash.,  is 
conducting  field  tests  and  hopes 
to  have  service  available  nation¬ 
wide  and  in  Canada  by  1997. 


now  known  as  AT&T  Wireless. 
CDPD  is  an  IP-based  technology 
that  uses  the  cellular  infrastruc¬ 
ture  to  transmit  packets  of  data. 

A  PACT  network  will  route 
messages  via  intelligent  base  sta¬ 
tions  that  are  equipped  with  trans¬ 
mitters  and  receivers.  This  makes 
PACT  networks  similar  to  cellular 
networks. 

On  top 

AT&T  officials  argue  that  the 
symmetric  message  transfer  ar¬ 
chitecture  of  PACT,  which  was  de¬ 
signed  to  send  as  much  data  from 
the  wireless  device  as  to  it,  makes 


Two-way  street 


Features  of  AT&T  Wireless’  PACT  two-way  messaging  protocol: 

■  Based  on  the  Internet  Protocol 

■  Built  for  wireless  two-way  devices,  including  two-way  pagers, 
PDAs,  home  monitoring  devices  and  PC  cards 

■  An  open  industry-standard  protocol  that  lets  developers 
build  to  the  network  without  paying  licensing  fees 

■  Uses  narrowband  personal  communications  services  spectrum 


AT&T’s  lateness  to  the  market 
may  affect  the  ultimate  success  of 
the  technology  —  SkyTel  Corp. 
has  been  aggressively  marketing 
the  Motorola  Tango  two-way  pag¬ 
ing  device  and  service  under  its 
name  —  but  industry  observers 
say  the  AT&T  protocol  packs  a 
punch. 

PACT  is  rooted  in  Cellular  Digi¬ 
tal  Packet  Data  (CDPD),  the  wire¬ 
less  data  communications  stan¬ 
dard  developed  by  McCaw 
Cellular  Communications,  Inc., 


it  superior  to  Motorola’s  ReFlex. 
Under  PACT,  inbound  and  out¬ 
bound  data  travels  at  the  same 
rate  of  speed,  according  to  Ken 
Arneson,  vice  president  of  busi¬ 
ness  development  at  AT&T  Wire¬ 
less’  Messaging  Division. 

ReFlex  is  “asymmetrical,” 
meaning  that  more  data  can  be 
sent  to  the  receiving  device  than 
from  it.  Therefore,  it  is  essentially 
an  “acknowledgement”  messag¬ 
ing  protocol  rather  than  a  true, 
two-way  messaging  standard. 


Motorola  officials  argue  that 
the  asymmetrical  nature  of  the 
Flex  family  is  what  the  market 
wants. 

“Our  research  shows  that  peo¬ 
ple  just  want  paging  that  lets  them 
receive  info  and  then  quickly  ac¬ 
knowledge  it,”  said  Larry  Conley, 
vice  president  and  director  of 

worldwide  markets  at  - 

Motorola’s  Advanced  WifClCSS 

Messaging  Systems  Divi-  - 

sion  in  Boynton  Beach,  Fla. 


By  Mindy  Blodgett 


The  open  standards-based  ar¬ 
chitecture  of  PACT  —  network 
developers  won’t  pay  any  licens¬ 
ing  fees  —  is  aimed  at  small  de¬ 
vices  such  as  pagers  and  personal 
digital  assistants  (PDA),  which 
conserve  power. 

Conley  said  Motorola,  which 
requires  licensing  contracts  and 
fees  for  developers  working  to  the 
Flex  standards,  doesn’t  plan  to 
change  its  standards  policies. 

Industry  observers  say  the  bat¬ 
tle  between  the  two  communica¬ 
tions  behemoths  likely  will  leave 
both  winners. 

Standard  confusion 

Iain  Gillott,  an  analyst  at  Interna¬ 
tional  Data  Corp.  in  Austin,  Texas, 
said  he  is  concerned  that  yet  an¬ 
other  wireless  standard  will  con¬ 
fuse  an  already  muddled  wireless 
communications  picture. 

“But  is  there  room  for  another 
paging  standard  in  the  market? 
The  answer  is  probably  yes,”  Gil¬ 
lott  said. 

PCSI,  a  wholly  owned  subsid¬ 
iary  of  Cirrus  Logic,  Inc.  in  San 
Diego,  has  signed  an  agreement 
with  AT&T  to  develop  base  sta¬ 
tions  for  PACT. 


Giving  users  wireless  pen-based 
computers  sounds  like  a  competi¬ 
tive  disaster,  but  one  company 
swears  it  will  gain  an  advantage 
from  doing  this. 

Tozour  Energy  Systems,  Inc., 

-  a  heating/ventilating/air- 

conditioning  sales  and 
service 


company  in 
Philadelphia,  has  signed  up  as  a 
beta  tester  for  Geotek  Communi¬ 
cations,  Inc.’s  Enhanced  Special¬ 
ized  Mobile  Radio  (ESMR)  net¬ 
work. 

Unlike  typical  wireless  net¬ 
works,  ESMR  handles  voice  and 
data  transmissions. 


Better  service  Extending 

Lou  Zaccone,  its  reach 

Tozour’s  general  _ 

manager,  said  outfit¬ 
ting  40  sales  engi¬ 
neers  with  ESMR- 
capable  pen-based 
computers  on  a  wire¬ 
less  network  gives 
his  company  “a 
great  opportunity  to 
deliver  a  higher  lev¬ 
el  of  service.”  He 
said  anything  that 
can  make  his  compa¬ 
ny  stand  out  in  what  he  calls  “a 
rather  mundane  industry”  helps 
business. 

According  to  analysts,  ESMR 
could  be  popular  among  users  in 
general. 

“There  is  a  huge  potential 
market  out  there  of  users 
who  want  both  voice  and  data, 
and  Nextel  and  Geotek  could 


Geotek  has  networks 
in  Philadelphia, 
Washington-Baltimore, 
Miami  and  Boston. 
New  York  is  on  its  list 
for  next  year,  followed 
by  Dallas,  Houston, 
Chicago  and  Atlanta. 
Eventually,  it  plans 
service  in  36  cities. 


meet  that  need  more  completely 
and  quickly  than  the  cellular  carri¬ 
ers,”  said  Mark  Lowenstein,  an 
analyst  at  The  Yankee  Group  in 
Boston. 

Nextel  Communications,  Inc.  in 
Montvale,  N.J.,  also  is  building  a 
wide-area  ESMR  network  in  the 
U.S.  It  hopes  to  lure  wireless  us¬ 
ers  by  offering  voice  and  data  ca¬ 
pabilities. 

Zaccone  and  other  beta  testers 
are  testing  the  system  with  voice 
and  data. 

Limited  availability 

Geotek’s  network,  which  is  based 
on  the  Frequency  Hopping  Multi¬ 
ple  Access  protocol, 
currently  only  offers 
voice  service  and 
transmission  speeds 
of  4.8K  bit/sec.  And 
its  nascent  network 
is  commercially 
available  only  in 
Philadelphia.  The 
company  will  add  a 
data  overlay  to  its 
networks  next 
spring,  said  Jona¬ 
than  Crane,  presi¬ 
dent  of  Geotek’s 
U.S.  operations. 

Tozour  pays  $30  a 
month  per  user.  Once  Geotek  of¬ 
fers  voice,  data  and  dispatch, 
Crane  said  he  expects  the  average 
cost  per  user  to  rise  to  approxi¬ 
mately  $75  a  month. 

Zaccone  said  the  pricing  is 
cost-effective  compared  with  that 
of  data-only  services  such  as 
those  from  RAM  Mobile  Data 
USAL.P. 


■  /  ...  ■  ; 


Central  Data  Corp.  has  intro¬ 
duced  the  SCSIModem  Server,  a 
modem  server  for  Unix-based 
computers. 

According  to  the  Champaign, 
Ill.,  company,  the  SCSIModem 
Server  is  a  PCMCIA-based  mo¬ 
dem  server  with  a  SCSI  interface. 
It  integrates  up  to  16  PCMCIA 
fax/modems  in  a  single  chassis 
and  attaches  them  via  the  SCSI 
bus.  It  shares  the  bus  with  other 
SCSI  peripherals. 

SCSIModem  Server  is  available 
in  two  models:  the  SM-5008, 
which  has  eight  Type  II  PCMCIA 
slots,  and  the  SM-5016,  which  has 
16  Type  II  slots. 


The  SM-5008  model  costs 
$1,695,  and  the  SM-05016  model 
costs  $2,395. 

►  Central  Data 
(217)  359-8010 


Siren  Software  has  introduced 
Siren  Mail  3.0  for  Microsoft 
Corp.’s  Windows  95  and  Windows 
NT. 

The  Palo  Alto,  Calif.,  company 
said  Siren  Mail  3.0  lets  users  send 
and  receive  electronic  mail  and 
Multipurpose  Internet  Mail  Ex¬ 
tensions  attachments  over  the  In¬ 
ternet.  Users  can  send  E-mail 
from  within  any  Windows-compat¬ 
ible  application  that  supports  Mi¬ 
crosoft’s  Messaging  Application 
Programming  Interface. 

Siren  Mail  3.0  is  available  for 
Hewlett-Packard  Co.’s  HP  9000, 


Sun  Microsystems,  Inc.’s  Sun- 
SPARC,  IBM’s  RS/6000,  Data 
General  Corp.’s  Aviion,  Motorola, 
Inc.’s  88000  and  PowerPC  envi¬ 
ronments. 

Siren  Mail  3.0  costs  $100  per 
user. 

►  Siren  Software 

(415)  322-0600 


InSoft,  Inc.  has  introduced  Glo- 
balConference,  an  H.323  LAN 
conferencing  gateway. 

According  to  the  Mechanics- 
burg,  Pa.,  company,  GlobalCon- 
ference  allows  bidirectional  call¬ 
ing  from  LANs  to  WANs  or  vice 
versa.  It  connects  to  Ethernet  or 
cell-based  LANs  and  WANs  using 
Integrated  Services  Digital  Net¬ 
work  (ISDN). 

The  product  bridges  InSoft’s 


Communique  and  OpenDVE- 
based  desktop  videoconferencing 
products  to  H.320  ISDN,  circuit- 
switched  systems.  The  Global- 
Conference  gateway  implements 
protocols  for  H.323  gateways,  in¬ 
cluding  initial  implementations 
of  multiplexing,  controlling  and 
video  and  audio  codes. 

Pricing  for  GlobalConference 
starts  at  $7,950. 

^  InSoft 
(717)  730-9501 


Ositech  Communications,  Inc. 

has  introduced  Ace  of  Diamonds, 
a  triple-function  PCMCIA  card  de¬ 
signed  for  mobile  users  who  need 
portable  data  access. 

According  to  the  Guelph,  On¬ 
tario,  firm,  Ace  of  Diamonds  com¬ 
bines  an  Ethernet  network  adapt¬ 


er,  a  28.8K  bit/ sec.  data/fax  cellu¬ 
lar  modem  and  a  CD-ROM  into  a 
single  Type  II  PCMCIA  card. 

Pricing  for  Ace  of  Diamonds 
starts  at  $949. 

►  Ositech  Communications 
(519)  836-8063 

Product  short 


Aries  Electronics,  Inc.  has  in¬ 
troduced  TeleTalk,  a  tool  for  pro¬ 
viding  two-way  telecommunica¬ 
tions  between  users  and 
computerized  equipment  at  local 
or  remote  sites.  TeleTalk  can  con¬ 
tact  users  to  provide  equipment 
status  updates  and  operating  con¬ 
ditions.  Users  can  also  dial  in  to 
request  information.  Cost:  $285. 
Aries  Electronics,  Frenchtown, 
NJ.  (908)  996-6841. 
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FINALLY,  SOMEONE  AROUND  THE 
OFFICE  YOU  CAN  TELL  WHAT  TO  DO. 
IMAGINE  THE  POSSIBILITIES. 


Undo 


Spell 
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SAVE 


Let’s  start  with  the  simple  stuff. 
“Find  file.”  Zap.  There  it  is. 

Now  try  something  a  bit  more 
advanced.  Change  a  column  of 
twenty  numbers  to  twenty  new 
numbers  —  just  by  reading  them 
aloud.  Done.  And  your  fingers 
never  touched  the  keyboard. 

The  AST"  Bravo  MS  with  AST- 
VoiceCommand  software 
could  make  all  your 
work  easier.  Not  that 
a  133  MHz  Pentium 
processor  doesn’t  help 
speed  things  along  already. 
You’ll  also  be  able  to  work 
more  creatively  with  16-bit 
stereo  sound  and  64-bit  graphics. 
More  securely  with  built-in  virus 
protection  for  Windows®  95. 

Now  imagine  this.  It’s  all  very 
affordable.  When  our  customers 
asked  for  “Help, ”  we  heard  them. 
So  call  us  at  800-876-4AST. 
"Quit." 

75-155  MHz  Intel  Pentium  processors; 

256  KB  standard  cache;  8  JIB  or  16 
JIB  AT//  expandable  to  128  JIB;  up  to  1. 6 
GB  hard  drive;  accelerated  PCI  6-l-bit  local- 
bus  graphics;  AST-ComniandCenter";  4X 
EIDE  CD-ROM  configurations  available. 


©1995  AST  Research,  Inc.  AST  is  a  registered  trademark  of  AST  Research.  Inc.  AST  Computer,  the  AST  logo,  AST-VoiceCommand 
and  AST-CommandCenter  are  trademarks  of  AST  Research,  Inc.  Intel,  Intel  Inside  and  Pentium  are  registered  trademarks  ol  Intel 
Corporation.  All  other  company  and/or  product  names  may  be  trademarks  or  registered  trademarks  of  their  respective  owners. 
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COM  PUTEF 


You  go  swimming  only  minutes 
after  eating. 

You  walk  under  ladders. 

You  use  a  butter  knife  to  remove 
toast  from  the  toaster. 

Then  you  go  and  test  your 
client/server  design  at  an  IBM  | 

Open  Systems  Center.  | 

So  much  for  your  daredevil  image. 

' 

. 

Even  those  who  live  on  the  edge  know  they  shouldn't  take  chances  when  designing  a  client/server 
system  for  their  business.  With  so  much  to  be  gained,  you  have  to  be  sure  that  everything  goes  just  right. 

Think  of  an  IBM  Open  Systems  Center  (actually,  there  are  42  of  them  around  the  world)  as  a 
proving  ground  for  client/server  applications.  Here,  no  stone  is  left  unturned. 


For  starters,  skilled  consultants  will  help 
you  design  and  test  your  system  before  you 
build  it.  From  developing  proof-of-concept 
prototypes  to  integrating  new  technologies  to 
anticipating  long-term  performance,  they'll 
help  make  sure  the  system  you  design  today  is 
flexible  enough  to  meet  your  needs  tomorrow. 

Does  your  current  system  use  hardware 
and  software  from  a  variety  of  vendors?  At 
an  IBM  Open  Systems  Center  you'll  find  a 
wealth  of  experience  in  designing  multivendor 
environments.  And,  just  as  important,  a 
willingness  to  look  for  solutions  wherever  they 
might  exist.  So  you  can  design  a  system  that 
lives  up  to  everyone’s  expectations. 

Of  course,  you'll  also  find  the  skills  you 
need  to  better  evaluate  technology  alternatives, 
explore  interoperability  options,  address 

Can  your  security  concerns,  even 

computer  identify  ways  to  expand 

company  J  r 

do  this?  your  system  down  the 

road.  All  to  make  sure  your  investment 
remains  secure  and  your  system  intact. 

To  find  out  how  your  company  can 
realize  the  rewards  of  client/server,  call  us  at 
1  800  IBM-3333,  ext.  JA005.  Or  visit  us  on 
the  Net  at  http://www.csc.ibm.com 

And  please,  be  careful  out  there. 


1  client/server  environment.  InfoSession  is  more  cost  effective  than  other  midd 
code.  Pius,  it’s  much  foster  than  screen  scrapers  and  less  invasive  than  gateway 
ODBC  ond  protocols  iike  LU6.2  and  TCP/IP.  Give  us  a  call  for  a  free  demonstra 
If  o  day.  {Coo!,  huh?)  for  more  information,  email  us  at  info@platinom.com,  or 


And  InfoSession  2.0 


PI  AI  INI  M  in  h.ncjh  >gv.  >n  ..  18  1 L  South  Meyers  Road,  Oakbrook  Terrace.  Illinois  60181  Phone  708.620.5000  Fax  708.691.0718  Web  http://www.platinum.com  All  product  names  mentioned  are  trademarks  or  registered  trademarks  of  the  respective  owners  and  their  subsidiaries.  ©1995  PLATINUM  technology,  me 


You  can  access  information 
red  in  I9G8,  which  is  more  than 
some  people  can  say. 
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Lab  puts  custom  apps 

THROUGH  THE  PACES,  78 


Business  collaboration 
KEY  TO  SUCCESS,  78 
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Move  it  on  over 


How  EMC  migrates  on-line  mainframe  data  to  its 
Symmetrix  5000  disk  arrays 

A  customer’s  existing  disk  subsystem  is  disconnected  from  the  mainframe. 


Mainframe 

Subsystem 

Symmetrix  is  connected  to  both  the  mainframe  and  the  old  disk  subsystem. 


Data  automatically  begins  moving  to  Symmetrix.  During  this  process,  data  can  still 
be  accessed  from  the  old  subsystem  through  Symmetrix. 


After  all  files  have  been  migrated,  the  old  subsystem  can  be  removed. 


Mainframe 


EMC  automates  data 
migration  to  arrays 


By  Craig  Stedman 


Trying  to  reduce  migration 
headaches  for  buyers  of  its 
Symmetrix  5000  disk  arrays, 
EMC  Corp.  last  month  intro¬ 
duced  a  package  of  software 
and  services  for  moving  data 
from  old  disk  subsystems  to  Symmetrix 
|  without  taking  the  files  off-line. 

EMC  and  competitors  such  as  IBM  and 
Storage  Technology  Corp.  already  offer  a 
variety  of  migration  services  for  getting 
data  out  of  an  old  box.  But  EMC’s  new  pro¬ 
gram  is  the  first  to  automate  the  migration 
and  let  processing  continue  unimpeded 
while  the  data  is  moved,  analysts  said. 

Several  Symmetrix  customers  said  the 
automatic  migration  capability  may  elimi¬ 
nate  the  need  to  dump  data  onto  tapes  and 
then  load  the  information  manually  into  a 
new  array.  That  can  be  a  drawn-out  and 
draining  process  because  data  transfers 
usually  have  to  be  done  during  brief  win¬ 
dows  of  time  at  night  or  on  weekends  when 
applications  can  be  shut  down. 

“I  really  wish  they’d  had  this  a  couple 
years  ago  when  I  could  have  used  it,”  said 
Woody  Woodard,  director  of  computer  op¬ 
erations  and  technical  services  at  The 
Home  Depot,  Inc.  Working  manually,  it 
took  the  Atlanta-based  home  improve¬ 


ments  retailer  more  than  two  months  — 
and  a  lot  of  staff  pain  —  to  move  500G  bytes 
of  data  from  IBM  3390-class  devices  to 
Symmetrix  boxes,  he  said. 

Richard  Blaschke,  vice  president  of  en¬ 
terprise  systems  marketing  at  EMC  in  Hop- 
kinton,  Mass.,  said  the  service  can  migrate 
data  at  a  rate  of  about  1G  byte/min.  That 
should  enable  multiple  terabytes  of  data  to 
be  moved  in  a  month  or  less,  he  added. 

EMC’s  Symmetrix  Data  Migration  Ser¬ 
vices  approach  puts  a  Symmetrix  array  be¬ 
tween  the  host  mainframe  and  old-style 
subsystems  such  as  the  3390.  The  array 
then  begins  pulling  the  data  off  the  old  de¬ 
vice  while  acting  as  a  middleman  to  provide 
continued  access  to  files  waiting  to  be  mi¬ 
grated  (see  chart  above). 

At  the  start,  the  middleman  process  can 
add  about  10%  to  the  time  it  takes  to  access 
data,  said  Carl  Greiner,  an  analyst  at  Meta 
Group,  Inc.  in  Stamford,  Conn.  But  perfor¬ 
mance  improves  as  more  files  are  moved  to 
the  Symmetrix  array,  and  the  temporary 
overhead  beats  the  alternative  of  having  to 
do  the  migration  manually,  he  added. 

Nick  Varvarigos,  a  managing  consultant 
at  Bell  Sygma,  Inc.  in  Toronto,  said  even 
finding  free  time  on  off-hours  shifts  “is  get¬ 
ting  harder  and  harder  because  a  lot  of  [us¬ 
ers]  are  asking  for  extensions  to  run  their 
applications  on  weekends.” 


Custom  views  key 
to  SAS’s  Orlando 


By  Julia  King 


A  shortage  of  data  is  rarely  a  prob¬ 
lem  at  most  companies.  Instead, 
the  challenge  users  face  is  getting 
all  of  the  data  there  is  and  then  or¬ 
ganizing  it  in  a  meaningful  way. 

This  is  the  puzzle  SAS  Institute, 
Inc.  in  Cary,  N.C.,  is 
aiming  to  solve  with 
a  new  set  of  data 
query  tools  and  an 
enhanced  application  development 
environment  that  began  shipping 
two  weeks  ago. 

SAS’s  Orlando  release  consists 
of  an  expanded  library  of  business 
objects  that  information  systems 
departments  can  use  to  create 
graphically  oriented  executive  in¬ 
formation  systems  that  execute 
against  almost  any  type  of  data¬ 
base. 

Also  part  of  Orlando  is  a  new 
Windows-based  interactive  inter¬ 
face.  With  it,  business  users  can 
point  and  click  their  way  through 
multidimensional  data,  creating 
customized  views  of  information. 

The  price  of  a  single  license  for  a 
Windows-based  PC  is  $500. 

At  The  Robert  Plan  Corp.,  a  spe¬ 


cialty  insurance  company  and  Or¬ 
lando  beta  site  in  Uniondale,  N.Y., 
some  25  users  are  analyzing  claims 
and  policy  data  stored  remotely  on 
different  databases  by  three  out¬ 
side  data  processing  vendors. 

Users  in  different  departments 
can  query  the  same  data  to  create 
various  kinds  of  re¬ 
ports  based  on  indi¬ 
vidual  business 
needs.  For  instance, 
new  sales,  losses  and  claims  can  be 
analyzed  by  region,  agent  or  ZIP 
code. 

A  f i  rst  for  users 

None  of  this  information  was  easily 
available  to  users  —  or  affordable 
—  before  the  firm  implemented  the 
SAS  environment,  said  Jonathan 
Farer,  director  of  financial  systems. 

“Instead,  we  got  mainframe  re¬ 
ports  from  the  vendors,  and  every 
time  we  needed  a  new  or  different 
report  it  would  cost  a  fortune  —  as 
much  as  $8,000,”  Farer  said. 

Furthermore,  Farer  said,  “The 
same  code  that  works  on  Unix  SAS 
works  on  MVS  SAS.  If  you  know 
how  to  write  SAS  programs  for  one 
SAS,  page  82 


Data  management 


Connectivity,  scalability 
highlights  of  DB/Expo 


By  Dan  Richman 


Data  warehousing,  the  hottest  top¬ 
ic  in  the  database  industry,  will  be 
the  focus  of  nearly  half  the  educa¬ 
tional  sessions  this  week  at  DB/ 
Expo  95  in  New  York. 

But  the  major  ven¬ 
dors’  announce¬ 
ments  at  the  show 
won’t  concern 
warehousing. 
Most  of  these 
vendors  already 
have  their  ware¬ 
housing  strategies  under 
way.  They  are  now  occupied  with 
other  matters. 

For  example,  Sybase,  Inc.  will  at¬ 
tempt  to  regain  market  share,  mind 
share  and  confidence  within  the 
database  management  systems  and 


investor  communities  by  formally 
launching  System  11,  an  upgrade  to 
its  product  line. 

Sybase,  based  in  Emeryville, 
Calif.,  will  debut  SQL  Anywhere, 
formerly  known  as  Watcom  SQL. 
The  product  will  be  Sybase’s 
DBMS  for  machines  that  run  under 
DOS  and  Microsoft  Corp.’s  Win¬ 
dows  3.1  and  Windows  95.  Client/ 
server  versions  of  SQL  Anywhere 
that  run  under  OS/2  and  Micro¬ 
soft’s  Windows  NT  also  will  be 
available. 

SQL  Anywhere  is  set  to  ship  by 
the  end  of  the  month.  It  will  cost 
$299  for  the  stand-alone  version 
and  between  $599  (for  four  users) 
and  $4,995  (for  unlimited  users)  for 
the  client/server  implementation. 

George  Welborn,  vice  president 
DB/Expo,  page  82 
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Lat)  puts  custom  apps  through  the  paces 


AMS  ‘torture  tests’  try  to  find  problems  before  clients  do 


By  Julia  King 

FAIRFAX.  VA. 


If  you  haven’t  seen  a  particular 
combination  of  hardware  and  soft¬ 
ware  work  together,  assume  it 
won’t 

This  is  the  motto  of  staffers 
here  at  American  Management 
Systems,  Inc.’s  (AMS)  multi¬ 
million  dollar  client/server  lab. 
Their  mission  is  to  torture-test 
customized  applications  before 
deploying  them  at  client  sites. 

The  2-year-old  lab,  part  of 
AMS’s  Center  for  Advanced  Tech¬ 
nologies,  also  tests  new  products 
and  customer  systems  that  may 
already  be  up  and  running  but  are 
performing  under  par. 

Problem-seekers 

On  this  particular  day,  Wick  Keat¬ 
ing,  the  lab’s  director,  and  Chris 
McDonald,  a  client/server  sys¬ 
tems  management  expert,  moni¬ 
tored  the  performance  of  Associa¬ 
tion  Plus,  a  packaged  application 
that  tracks  organization  member¬ 
ships  and  contributions.  At  the  cli¬ 
ent  site  where  the  package  is  be¬ 
ing  used  and  here  at  the  lab,  the 
application  runs  in  a  Novell,  Inc. 
environment  against  a  Progress 
Software  Corp.  database. 

‘The  customer  has  had  perfor¬ 


mance  problems  with  this  sys¬ 
tem,  so  what  we’ve  done  is  repli¬ 
cate  their  environment  so  we  can 
find  out  the  cause,”  Keating  ex¬ 
plained. 

In  another  corner  of  the  lab,  ap¬ 
plication  software  developed  by 
another  AMS  business  unit  runs 
under  Microsoft  Corp.’s  Windows 


NT  operating  system  and  SQL 
Server  6  database  on  a  Digital 
Equipment  Corp.  Alpha  server. 
Earlier,  the  lab  had  run  the  same 
software  configuration  but  on  an 
Intel  Corp.-based  hardware  plat¬ 
form. 

By  testing  the  software  on  vari¬ 


ous  hardware  platforms,  AMS  can 
assure  its  client  that  the  system 
works  and  offer  advice  on  which 
platform  it  will  perform  best,  Mc¬ 
Donald  said. 

At  AirTouch  Communications, 
a  cellular  communications  provid¬ 
er  in  San  Francisco,  information 
systems  director  Steve  McGrady 


ranks  AMS’s  rigorous  testing  of 
new  client/server  systems  as 
“one  of  the  critical  success  fac¬ 
tors”  behind  AirTouch’s  new 
Unix-based  customer  service  sys¬ 
tem. 

Prior  to  cutting  over  to  the  new 
system  in  April,  McGrady  said 


AMS’s  client/server  lab  staff  set 
up  a  mock  production  environ¬ 
ment  of  the  new  system  at  its  Den¬ 
ver  development  office.  Com¬ 
posed  of  core  AMS  object 
technology  and  front-end  applica¬ 
tions  written  in  Smalltalk  and  C++, 
the  AirTouch  system  runs  on  Sun 
Microsystems,  Inc.  servers  and 
workstations  against  a  Sybase, 
Inc.  database. 

During  testing,  “we  drove  the 
system  mercilessly,  testing  it  with 
200  simulated  users  against  a  test 
database”  even  though  the  sys¬ 
tem  would  be  used  by  80  users, 
McGrady  said. 

It  all  worked. 

“There  were  also  things  we 
were  able  to  find  out  about  net¬ 
work  configuration  and  where  to 
put  code  before  we  turned  on  the 
system  with  live  users,”  McGrady 
said. 

Another  advantage:  “From  the 
first  day  of  production,  the  system 
was  tuned,”  he  said. 

Unique  process 

Most  other  big  systems  integra¬ 
tors,  such  as  Andersen  Consult¬ 
ing,  also  have  in-house  facilities 
replete  with  various  hardware 
platforms  and  operating  systems 
on  which  applications  are  devel¬ 
oped.  “But  AMS’s  emphasis  on 
testing  is  unique,”  said  Tim  Bour¬ 
geois,  an  analyst  at  International 


Win  95:  No  breakthrough 

— 

Staffers  at  AMS’s  client/server  lab 
spent  much  ofthe  past  year  test¬ 
driving  Microsoft’s  Windows  95. 
AMS’s  conclusion:  The  operating 
system  “is  not  a  technology 
breakthrough,  but  it  addressesa  lot 
ofthe  technical  shortcomings  in 
Windows  3.1,”  said  Wick  Keating, 
the  lab’s  director. 


Data  Corp.  in  Framingham,  Mass. 

“AMS  is  known  for  its  really 
deep  technical  skills  and  as  being 
a  really  slick  technology  compa¬ 
ny,”  he  added.  Andersen  Consult¬ 
ing  takes  more  of  a  business  ap¬ 
proach  to  integration,  focusing 
heavily  on  business  process  re-en¬ 
gineering,  Bourgeois  said. 

Keating  said  virtually  all  of  the 
company’s  clients  benefit  from 
the  work  carried  out  in  the  client/ 
server  lab.  This  is  because  com¬ 
patibility  and  performance  data 
generated  there  is  placed  in  a 
Notes  database  accessible  to  AMS 
consultants  working  on  other 
client/ server  projects. 

The  rationale  behind  the  data¬ 
base  is  the  same  as  that  behind 
virtually  all  of  the  lab’s  activities: 
‘To  be  successful  in  client/serv¬ 
er,”  Keating  said,  “you  can’t  just 
assume  anything.” 


Business  collaboration  key  to  success 


By  Emily  Gin 

HONGKONG 


Information  technology  managers 
should  be  aware  of  a  management 
trend  that  may  affect  a  company’s 
information  technology  strategy 
in  the  next  five  years,  according  to 
research  presented  at  a  recent 
seminar  held  here.  That 
trend  —  interbusiness 
collaboration  —  will  rely 
on  information  technol¬ 
ogy  to  be  successful. 


Corporate 

strategies 


It  will  become  increasingly  im¬ 
portant  for  companies  to  work 
closely  with  suppliers,  customers, 
peers  or  competitors  and  compa¬ 
nies  outside  their  industry.  ‘To 
successfully  administer  these  re¬ 
lationships,  information  technol¬ 
ogy  will  be  a  key  factor,”  said  Rog¬ 
er  Woolfe,  director  of  consultancy 
IT  Management  Programme. 

As  an  example  of  this  interbusi¬ 
ness  collaboration,  Woolfe  point¬ 
ed  to  Tesco,  a  large  retailer  with 
600  stores  throughout  the  U.K. 

Tesco  has  formed  close  alliances 
with  such  high-profile  suppliers 
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as  H.  J.  Heinz  Co.,  The  Coca-Cola 
Co.  and  Procter  &  Gamble  Co. 

Each  Tesco  supplier  is  connect¬ 
ed  to  the  retailer’s  internal  net¬ 
work,  which  tracks  sales  by  feed¬ 
ing  this  information  directly  into 
the  supplier’s  network.  As  part  of 
the  relationship,  the  suppliers  an¬ 
alyze  Tesco’s  sales  data  and  de¬ 
cide  when  to  replenish 
the  retailer’s  merchan¬ 
dise. 

“The  companies  are 
able  to  form  these  close 
strategic  relationships  through 
their  [information  technology] 
systems,”  Woolfe  explained.  “In 
this  example,  the  [information 
technology]  link  is  spanning  from 
a  Tesco  store,  to  Tesco’s  ware¬ 
house  and  then  to  the  supplier’s 
warehouse.” 

This  trend  will  also  involve  for¬ 
mer  rivals.  Competitors  will  form 
coalitions  to  take  advantage  of 
economies  of  scale. 

One  example  of  this  is  the  Inde¬ 
pendent  Grocers  Association  in 
the  U.S.,  which  includes  3,000 
small  and  midsize  grocers.  They 


combine  their  orders  and  send 
one  big  order  to  suppliers  such 
as  Campbell  Soup  Co.  The  or¬ 
ders  are  collected  through  a 
computer  network,  which 
was  created  by  a  third-par¬ 
ty  software  developer. 


Just  starting  out 

The  business  collaboration 
strategy  is  in  its  infancy 
now,  but  Woolfe  predicted 
that  in  five  years,  there  will 
be  a  major  shift  in  the  number 
of  companies  implementing  this 
strategy.  He  acknowledged,  how¬ 
ever,  that  managing  relationships 
will  be  the  critical  factor  in  suc¬ 
cess,  and  this  won’t  be  easy. 

Developing  the  relationships 
necessary  for  this  type  of  manage¬ 
ment  approach  will  take  a  year  or 
two  and  will  involve  building  the 
systems  to  share  information  and 
building  trust.  These  relation¬ 
ships  will  need  to  be  continuously 
nurtured. 

Although  it  will  take  a  lot  of  ef¬ 
fort,  Woolfe  said  the  endeavor  will 
be  worthwhile  as  companies  see 


their  efficiency  grow  with  reduc¬ 
tions  in  inventory,  faster  response 
to  customers  and  overall  improve¬ 
ment  in  service  levels. 

The  information  technology 
piece  is  also  critical  for  the  suc¬ 
cess  of  this  new  type  of  manage¬ 
ment  strategy. 

“Current  network  systems  are 
built  to  work  with  just  one  plat¬ 
form  or  system  architecture,  but 
MIS  managers  will  need  to  build 


systems  that  can  communicate 
with  many  different  types  of  sys¬ 
tems  outside  of  the  company,” 
Woolfe  said.  “They  will  need  to 
use  common  software  and  com¬ 
mon  standards  for  not  just  one  in¬ 
dustry,  but  possibly  between 
different  industries. 

“[Information  technology] 
departments  will  need  to 
focus  on  outside  functions 
as  well  as  internal  net¬ 
works.  So  far,  networks  are 
only  managed  inside  a 
company.  But  in  the  future, 
they  will  be  managed  be¬ 
tween  companies  as  well,” 
he  said. 

While  many  companies  have 
already  implemented  electronic 
data  interchange  (EDI),  Wolfe 
noted  that  EDI  is  only  a  starting 
point  for  the  collaborative  man¬ 
agement  strategy  because  it 
doesn’t  extend  the  decision-mak¬ 
ing  process  to  suppliers  and 
strong  relationships  aren’t  neces¬ 
sary  for  it  to  work. 

Woolfe  said  about  100  firms 
worldwide  are  implementing  in¬ 
terbusiness  collaboration. 

Gin  is  a  correspondent  at  Computer- 
world  Hong  Kong. 
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MOST  POPULAR. 


MOST  LIKELY  TO  SUCCEED. 


with  the  world’s  leading  multidimen- 
*  #4  ^  1  sional  data  analysis  tool,  everyone 
\  in  your  organization  can  succeed. 

Want  to  empower  managers  to  make  the 
I  decisions  that  drive  your  business  forward? 

%  Get  PowerPlay®  4. 1 . 

PowerPlay  is  designed  to  let  your  end  users  quickly 
and  powerfully  explore  corporate  data.  So  it  satisfies 
your  need  to  provide  decision  makers  with  a  manage¬ 
able,  easy-to-use  data  analysis  tool,  and  their  need  to 
understand  what  drives  the  business.  In  fact,  PowerPlay 
does  its  job  so  well,  it’s  today’s  multidimensional  data 
analysis/OLAP  tool  of  choice  for  over  100,000  decision 
makers  worldwide.  That’s  more  than  any  other  tool  - 
and  twice  the  seats  of  our  nearest  competitor. 

What  makes  PowerPlay  the  #1  OLAP  tool? 

On  its  own  or  with  an  OLAP  server,  PowerPlay  brings 
the  power  of  on-line  analytical  processing  (OLAP)  to 
the  PC  -  at  a  considerably  lower  cost  than  traditional 
EIS  systems.  And  since  it  requires  no  programming 
or  customization,  it’s  easy  to  deploy.  Whether  you’re 
supporting  one  or  1,000  users. 


Best  of  all,  PowerPlay  gives  your  end  users  exactly 
what  they’ve  been  asking  for:  a  powerful,  intuitive 
analysis  tool.  It  lets  them  rank  and  compare  data  and 
drill  down  through  multiple  dimensions  to  get  the 
answers  they  need. 

Call  for  our  free  Visual  Tour. 


You  can  see  PowerPlay  in  action  for  yourself  by  calling 
1-800-900-7200,  ext.  2075,  for  our  free  Visual  Tour. 
One  look  and  you’ll  know  instantly  why  PowerPlay  is 
the  most  popular  multidimensional  data  analysis  tool 
in  the  world.  And  a  remarkably  easy  way  to  put  your 
business  on  the  fast  track  to  success. 


PowerPlay  |  POWERPLAY  4.1  FREE  VISUAL  TOUR 


A  Visual  Tour 


1-800-900-7200,  ext.  2075 


See  us  on  the  Web  at  http://www.cognos.com 
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Tools  that  build  business™ 


Power  Objects.  Because  every  line  ol 


Offer  valid  throaty  March  jl.  19%.  Tax .  shipping  and  handling  costs  are  not  included.  © Apple  Computer,  Inc.  Ml  rights  reserved.  Apple,  the  Apple  logo,  the  Mac  OS  logo,  and  Macintosh  are  registered  trademarks  of. Apple  Computer,  Inc.  in  the  US  and  other  countries.  Oracle  Power  Objects  mid  Oracle  Store 
are  registered  trademarks  of  Oracle.  Corp.  Ml  other  trademarks  are  the  property  of  their  respective  owneis.  Prices  listed  are  special  promotional  prices  and  reseller  prices  may  vary.  Offer  valid  only  in  the  l  S.  and  not  valid  in  connection  with  any  other  offers.  *  Based  on  the  regular  estimated  retail  price. 


Enabling  the  Information  Age 


code  you  write  ends  up  on  your  face. 
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Drudgery.  Day  in.  And  day  out.  One  line  after 
another.  One  line,  multiple  lines,  over  and  over 
md  over  again  until  it  hurts.  Unnecessary  and 
•repetitive  code  takes  its  toll.  On  your  business, 
on  your  mind,  and,  yes,  even  your  face. 

But  relax.  Apple®,  the  experts  in  easy  to  use 
technology,  has  teamed  up  with  Oracle,  the  database 
experts,  to  bring  you  a  winning  business  solution.  Oracle  Power 
Objects™.  A  visual  programming  tool,  Power  Objects  automates 
complex  database  functions  by  allowing  you  to  reuse  code 
quickly  and  easily  via  drag-and-drop  object  technology.  For 
example,  with  Power  Objects  you  can  insert  and  delete  data 
located  on  a  server  DBMS  with  full  transaction  support  and 


without  any  coding  whatsoever.  (Remember  your  lunch-hour?)  To  do  the 


Unique  drag  and  drop  technology  dramatically  simplifies  applications  development. 
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same  in  Visual  Basic  would  require 
late  nights  and  many  redundant 
lines  of  code.  Even  InfoWorld 
agrees,  “Power  Objects  boasts 
cross-platform  support  that  VB 
can’t  match.”  In  fact,  you  can  even 
run  Windows  app’s  unmodified 


Power 

Objects 

Visual 

Basic 

Drag-and-drop  database  programming 

Yes 

No 

Integrated  SQL  database 

Yes 

Yes 

Industry  standard  BASIC  language 

Yes 

Yes 

Seamless  scalability  to  Oracle  7  &  SQL  Server 

Yes 

No 

Native  Oracle  7  &  SQL  Server  interfaces 

Yes* 

No 

True  object-oriented  code  reusability 

Yes 

No 

OCX  and  OLE  2  support 

Yes 

Yes 

Multiplatform:  Windows,  Macintosh,  OS/2** 

Yes 

No 

*  Standard  in  the  client/server  version 
**  Scheduled  for  release  in  early  '% 

on  a  Macintosh™  computer  and  vice  versa.  And  learning  is  a  snap 
because  Power  Objects  uses  a  scripting  language  you  already  know, 
standard  BASIC. 


Mac  OS 


To  eliminate  unnecessary  lines  of  code  from  your 
programming,  and  perhaps  elsewhere,  buy  Oracle  Power  Objects 
today,  before  it’s  too  late.  Available  for  both  Macintosh  and  Windows 
in  the  Personal  or  Client/Server  Edition. 


W 

For  Windows 


Limited  time  offer.  Order  today  by  calling  Apple  direct  at 

1-800-950-5382  ext.  906 

visit  the  Oracle  Store™  at 

http://www.orade.com 

or  see  the  Apple  reseller  nearest  you. 


Large  Systems 


DB/Expo 
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of  development  at  CogniTech  Corp.,  a  soft¬ 
ware  developer  in  Atlanta,  said  beta  copies 
of  SQL  Anywhere  have  been  installed  on 
six  salespeople’s  laptops.  The  salespeople 
use  it  to  maintain  a  database  of  customers 
and  prospects  that  can  be  synchronized 


many  times  daily  with  SQL  Anywhere  on  a 
server  under  Windows  NT.  “Now  we  know 
whether  a  prospect  is  fuming  waiting  for  a 
call  or  would  fume  if  he  received  another 
one,”  Welborn  said. 

Making  connections 

Connectivity  among  disparate  platforms 
and  DBMSs  also  will  be  a  focus  at  the  show. 
Information  Builders,  Inc.  in  New  York  will 
announce  four  partnerships  it  says  will  give 


it  the  technology  to  create  Version  4.0  of  its 
EDA/ SQL  middleware. 

Release  4.0,  which  is  set  to  ship  by  the 
middle  of  next  year,  will  include  asynchro¬ 
nous  messaging  for  more  reliable  delivery 
of  data  to  mobile  users  and  replicated  sites, 
support  for  binary  large  objects  and  user- 
defined  data  types  and  centralized  manage¬ 
ment  capabilities. 

The  growing  popularity  of  three-tier  ar¬ 
chitectures  also  will  be  apparent  at  DB/Ex¬ 


po  95.  Open  Horizon,  Inc.  in  Belmont,  Cal¬ 
if.,  will  announce  Connection  Application 
Broker,  a  tool  it  claims  will  let  developers 
convert  two-tier  client/server  applications 
into  three-tier  applications. 

The  tool  improves  the  application’s  per¬ 
formance  by  making  more  efficient  use  of 
the  machine  handling  each  tier.  It  also 
means  changes  made  to  the  application 
have  to  be  made  only  on  the  server,  not  on 
every  client. 

Connection  Application  Broker  moves 
some  or  all  application  logic  from  a  client  to 
a  server,  with  no  sacrifice  in  performance, 
according  to  Chip  Overstreet,  marketing 
director  at  Open  Horizon.  The  product  is 
set  to  ship  by  April  1.  It  will  cost  $195  per 
machine. 


SAS 
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environment,  you  know  how  to  write  for  all 
of  them.” 

Rapp  Collins  Worldwide,  a  direct  market¬ 
ing  firm  in  Irving,  Texas,  is  using  SAS  tools 
to  furnish  its  customers  with  access  to  their 
databases.  The  company’s  clients  include 
Bell  Canada  and  Hilton  Hotels  Corp., 
whose  guest  reward  program  is  managed 
by  Rapp  Collins. 

Among  other  things,  the  marketing  firm 
used  SAS  tools  to  build  the  custom  inter¬ 
face  that  Hilton  staffers  use  to  access  guest 
data. 


A  map  of  Orlando 


Orlando,  a  new  set  of  application 
development  tools  from  SAS,  includes: 

•Objects  for  three-dimensional 
graphs  and  organizational  charts 

•The  ability  to  combine  objects  by 
pointing  and  clicking 

•  Direct  access  to  Microsoft’s  SQL 
Server  databases  in  Microsoft’s 
Windows  NT  environments 

•  Support  for  OLE-embedded  objects 


SAS’s  portability  is  an  important  advan¬ 
tage  because  Rapp  Collins  stores  its  hun¬ 
dreds  of  millions  of  records  across  a 
broad  spectrum  of  databases  on  main¬ 
frames,  Unix-based  midrange  platforms 
and  PCs. 

Support  for  Microsoft  Corp.  Windows 
NT  and  Windows  95  environments  —  both 
new  with  Orlando  —  is  another  benefit. 

One  reason  is  because  Windows  95’s 
multithreading  capabilities  will  let  users 
conduct  multiple  SAS-based  queries  simul¬ 
taneously,  according  to  Tony  Brown,  devel¬ 
opment  manager  of  decision-support  sys¬ 
tems  at  Rapp  Collins. 

Another  reason  this  support  is  key. 
Brown  said,  is  because  it  allows  users  to 
save  money  by  buying  one  version  instead 
of  one  for  each  different  desktop  environ¬ 
ment. 

The  bottom  line,  he  said,  is  that  Rapp 
Collins  is  now  saving  $4,500  to  $5,000  per 
PC  that  it  equips  with  SAS  tools. 


"Typically,  when  we  had  an 
important  event  coming  up,  we  would  rely  on 
a  mailing  to  our  own  database  as  the  prime 
vehicle  for  getting  the  information  to  the 
people  we  had  targeted. 

This  time,  with  our  Enterprise 
Application  Development  &  Executive 
Strategy  Conference,  we  knew  we  had  to 
have  a  marketing  approach  that  would  jump- 
start  awareness  for  the  conference  and 
educate  the  audience  on  Hewlett-Packard's 
Enterprise  Application  Development 
Program.  We  really  felt  we  needed  to  create 
our  own  publication.  A  piece  tailored  to 
deliver  information  of  real  value  to  the 
customer.  That,  if  they're  building  a  business- 
critical  application,  the  best  platforms  for 
their  development  are  the  HP  9000 
Workstations  and  Servers. 

Another  important  consideration 
was  using  a  publication  with  a  very  broad- 
based  appeal  in  the  information  systems 
arena.  That's  Computerworld.  We  know, 
because  we  asked  our  customers. 

As  a  result,  here  we  are 
months  later,  and  we're  still  using  several 
thousand  reprints  of  the  custom  publication 
as  a  sales  tool  for  the  field,  in  a  customer- 
deliverable  format. 

It  worked  very  effectively  in 
creating  awareness  of  the  conference  and 
building  preference  for  Hewlett-Packard 
programs." 


“My  goals  were  to 

create  awareness  and  build  a  preference  for 
Hewlett-Packard  in  application  development. 
The  custom  publication 
we  created  certainly  did  that  for  us." 


Cust on?  Publications  from  Computerworld 


Your  Technology  Solution  Showcase. 


Roberta  Anslow 

Program  Manager 

Hewlett-Packard 

Enterprise  Application  Development 


For  more  information,  contact  Carolyn  Novack,  Publishing  Services  Director,  Boston  1-800-343-6474 
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OnNet  for  Windows  2.0 

ChameleonNFS  v4.5 

LAN  Workplace  5.0 

Supports  multiple  Windows  platforms  with  a  single  product 
(Windows9 95,  Windows  NT?  Windows9 3.1,  Windowsm  for  Workgroups) 

YES 

NO 

NO 

Intelligent  installation  (user  selects  which  features  and  network  protocols  to  install) 

YES 

NO 

NO 

32-bit  Windows-based  VxD  kernel  for  high  performance  TCP/IP 

YES 

NO 

NO 

Integrated  multi-format  document  viewer  and  image  viewer/converter  (KEYview) 

YES 

NO 

NO 

An  efficient  and  secure  IP  Serial  to  LAN  switching  capability 

YES 

NO 

NO 

Extensive  support  for  diverse  network  infrastructures  (X.25,  Wireless,  ISDN) 

YES 

Partial 

NO 

Automatic  router  discovery/MTU  discovery 

YES 

NO 

NO 

Advanced  network  troubleshooting  tools  (OnNet  has  IP  Trace,  Ping  &  Retriever) 

YES 

Partial 

YES 

Automatic  scripting  capability  (Registration  Wizard) 

YES 

NO 

NO 

SOCKS  v4  network  firewall  support 

YES 

NO 

NO 

Netware  IP  2.1  (run  Netware  applications  over  IP) 

YES 

NO 

YES 

NetBIOS  over  TCP/IP 

YES 

NO 

YES 

NFS  file  locking 

YES 

NO 

YES 

A  single  vendor  for  host  access,  resource  sharing,  transport,  Internet  client  and  server 
with  a  worldwide  sales  and  support  organization. 

YES 

NO 

Partial 

'  to  qualified  buyers. 


WITH  THE  MOST  COMPREHENSIVE  COLLECTION  OF  INTERNETWORKING 

APPLICATIONS,  OnNet  FOR  WINDOWS  IS  THE  WORLD'S  MOST  POWERFUL, 

YET  SIMPLE  TO  USE,  TCP/IP  SOLUTION. 

Add  it  all  up  and  nobody  delivers  more  power,  more  flexibility,  more  award-winning  internetworking 
applications  than  the  new  OnNet  for  Windows.  Its  32-bit  NFS  client,  along  with  its  suite  of 
Windows  Sockets  applications,  make  it  perform  seamlessly  across  any  platform. 

Run  it  on  older  Windows  platforms,  or  really  fly  on  Windows1"  95  and  Windows  NT? 
OnNet  lets  users  go  anywhere  —  across  the  enterprise  or  across  the  globe — to  perform 
a  full  range  of  networking  tasks  while  delivering  advanced  security  features. 

OnNet's  VxD -based  stack  is  the  world’s  most  trusted  TCP/IP  kernel,  field-proven  by 
over  4  million  users.  Plus,  OnNet  is  backed  by  FTP  Software's  outstanding  support. 

So,  rip  this  out  and  start  shopping.  Or  save  the  frustration  and  call  us  now. 

OnNet  for  Windows  is  the  solution. 

1-800-282-4FTP,  ext. 5078 

e-mail:  info@ftp.com 
WWW:  http://www.ftp.com 

Opening  Windows 
To  Productivity 


FTP  Software,  100  Brickstone  Square,  Andover,  MA  01810  (508)  685-3300.  FTP  Software  is  a  registered  trademark  and  OnNet  and  KFYview  are  trademarks  of  FTP  Software,  Inc. 
Windows  and  the  Windows  logo  are  registered  trademarks  of  Microsoft  Corporation.  Other  tradenames,  trademarks,  or  registered  trademarks  are  the  property  of  their  respective  holders. 
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IT  HVE  US  ESP.” 


Carmine  Morello 
IS  Director 

Konica  Imaging,  U.S.A. 


Mr.  Iwama,  president 
of  Konica  Imaging,  U.S.A., 
and  a  FOCUSIEIS  user 


ESP  It’s  an  abbreviation  for  “Encouraging,  Striving,  Providing”. . .  the 
company  motto  for  Konica  Imaging,  U.S.A.  It’s  also  the  name  of  Konica’s 
new  suite  of  killer  apps  for  decision-support  developed  in  just  10  weeks 
using  FOCUS/EIS  for  Windows. 

INSTANT  ON-SCREEN  TREND  ANALYSIS 
With  FOCUS/EIS,  Konica  replaced  thousands  of  pages  of  printed  reports 
with  on-screen  graphical  snapshots  of  sales  performance,  profit  margins,  and 
buying  trends.  Color-coded  exception  analysis  allows  Konica  managers  to 
pinpoint  critical  trends  in  a  matter  of  seconds.  And  virtually  any  sum¬ 
mary  number  or  screen  graphic  can  be  programmed  as  a  hot  spot  for 
point-and-click  drill-down  to  more  detailed  information. 

CLIENT/SERVER  REPORTING  MADE  SIMPLE 
FOCUS/EIS  for  Windows  gives  Konica  managers  instant  access  to  data 
hosted  on  its  midrange  computer  systems.  All  the  screens  are  data  driven, 
which  means  the  graphics  and  summary  numbers  change  automatically 


whenever  the  data  is  refreshed.  The  graphical  interface  is  so  intuitive,  even 
Konica  executives  with  minimal  computer  experience  began  using  the 
system  with  almost  no  training. 

NOT  JUST  ANOTHER  PRETTY  FACE 
Konica  managers  need  to  analyze  more  than  two  years  of  historical  data. 
That  takes  a  lot  more  than  a  pretty  interface.  FOCUS/EIS,  exploits  the 
unparalleled  power  of  FOCUS,  the  official  reporting  standard  at  thousands  of 
the  world’s  leading  corporations  and  government  agencies.  With  FOCUS/EIS, 
Konica  managers  can  slice  and  dice  data  in  almost  any  way  imaginable  for 
more  informed  business  decisions,  better  planning,  and  maximum  profitability. 

FOCUS/EIS  for  windows.  It’s  the  reason  why  some  Konica  executives 
think  “ESP,”  the  name  of  their  new  DSS  application  suite,  really  stands 
for  Extra  Sensory  Perception!  For  more  information  or  a  free 
demonstration  contact  your  local  Information  Builders  branch  office 
or  call  1-800-969-INFO. 


World  l.tr_  n .(>.(, .,p|i k  Data 


CALL  800-969-INFO 

In  Canada  Call  416-364-2760 


FOCUS 


Information 

Builders 


FOCUS  is  a  trademark  of  Information  Builders.  Inc..  NY.  NY  212-736-4433  E-mail:  info@ibi.com  WWW:  http://www.ibi.com 
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Looking  good 


Visual  development  has  steep  learning 
curve,  but  payoff  can  be  worthwhile 


By  Frank  Hayes 


Nearly  half  a  decade 
after  Windows  be¬ 
gan  dominating  the 
desktop,  visual  de¬ 
velopment  —  using 
a  mouse  instead  of 
conventional  lines  of  code  —  is  a 
fact  of  life  for  corporate  develop¬ 
ers.  But  most  developers  working 
on  client/server  applications  still 
are  learning  hard  lessons  about 
how  to  use  these  tools. 

Visual  tools  include  Microsoft 
Corp.’s  Visual  Basic,  Sybase, 
Inc.’s  PowerBuilder  and 
high-end  visual  environ¬ 
ments  such  as  Texas  In¬ 
struments,  Inc.’s  Com¬ 
poser.  They  all  make  it 
much  quicker  to  assem¬ 
ble  the  graphical  user 
interface  (GUI)  for  a 
client/server  applica¬ 
tion,  users  said.  Using  a 
mouse  to  drag  elements 
together  to  create  a 
screen  is  much  easier 
and  less  error-prone 
than  writing  in  a  con¬ 
ventional  programming 
language  such  as  C  or 
C++. 

But  developers  in  the 
GUI-building  trenches 
also  say  that  visual  de¬ 
velopment  has  different 
rules. 

“This  is  not  the  same 
sort  of  beast  anymore,” 
said  Nicolas  Richards,  a 
senior  systems  consul¬ 
tant  at  the  Platt’s  divi¬ 
sion  of  the  Standard  &  Poor’s 
Corp.,  a  unit  of  The  McGraw-Hill 
Cos.  in  New  York.  “That  doesn’t 
mean  you  can’t  do  it.  It  means, 
know  what  it  is  you’re  going  to  be 
up  against.” 

Learning  those  new  lessons 
can  mean  the  difference  between 
success  and  failure  for  enterprise- 
scale  projects. 

The  users  have  it 

The  first  lesson:  Start  spending 
more  time  with  users  to  find  out 
what  they  need. 

“Most  of  the  time,  if  you  can’t 
sit  users  down  and  show  them  ex- 
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actly  how  it’s  going  to  work,  it’s 
hard  for  them  to  understand,” 
said  Brett  Cowell,  director  of  de¬ 
velopment  at  Regency  Systems 


tomized  data  products.  We  had  to 
do  that  in  the  past,”  Richards  said. 
The  result:  Users  are  empowered, 
and  information  systems  has 
more  time  for  other  projects. 

Like  all  applications,  those  built 
with  visual  tools  should  start  with 
a  prototype.  But  visual  tools  make 
it  much  easier  to  start  with  some¬ 
thing  small  and  build  on  it,  said 
Gary  Decker,  manager  of  forward 
warehousing  at  Tri  Valley  Grow¬ 
ers  in  San  Francisco. 

“You  deliver  something  useful 
and  then  let  users  tell  you  how  to 
make  it  fancier,  better  and  more 
useful,  rather  than  try  to  think  of 
all  the  possibilities  and  develop 
some  big  slam-bang  application,” 
Decker  said. 


“With  all  the  visual 
products,  the  database 
connectivity  hasn't  really 
been  industrial 
strength.” 


—  Greg  Colbert 
Executive  vice  president 

Docutrieve,  Inc. 

Solutions,  a  division  of  Hyatt 
Corp.  in  Oakbrook  Terrace,  Ill. 
That  makes  gathering  require¬ 
ments  on  paper,  without  using  vi¬ 
sual  tools,  a  hit-and-miss  process. 

But  visual  tools  make  it  much 
easier  for  developers  to  build 
quick  demonstration  screens  that 
show  users  what  they  will  get  — 
and  the  tools  let  users  tell  devel¬ 
opers  what  they  need  early  on. 

Close  user  involvement  also 
lets  developers  radically  improve 
applications,  instead  of  just  add¬ 
ing  a  GUI. 

‘We’re  giving  users  new  func¬ 
tionality  that  lets  them  create  cus¬ 


“Allthe  current  visual 
development  tools  are 
focused  on  screen 
development.” 

—  Leonard  Mignerey 
Director  of  administrative 
computing  services 

Rutgers  University 

Some  of  the  expected  benefits 
of  visual  rapid  development  tools 
simply  don’t  show  up,  users  said. 
Case  in  point:  “I  can’t  say  it  leads 
to  significant  developer  productiv¬ 
ity,”  said  Don  Buskard,  vice  presi¬ 
dent  at  the  Equitable  Life  Assur¬ 
ance  Society  in  New  York.  “But 
visual  development  tools  are  of 
tremendous  advantage  in  ongoing 
maintenance,  because  in  many 
ways  the  tools  are  self-document¬ 
ing.” 

The  learning  curve  for  visual 
tools  also  is  very  high,  said  Lily 
O’Byrne,  vice  president  of  applica¬ 
tions  for  Lockheed  Martin  Enter¬ 


prise  Information  Systems,  a  divi¬ 
sion  of  Lockheed  Martin  Corp.  in 
Sunnyvale,  Calif. 

“People  should  not  go  in  naive¬ 
ly  thinking  these  tools  are  very 
friendly  and  you  can  just  sit  down 
and  be  productive  in  a  short 
time,”  she  said. 

Often,  key  technical  capabili¬ 
ties  are  missing,  too.  With  all  the 
visual  products,  the  database  con¬ 
nectivity  hasn’t  really  been  indus¬ 
trial-strength,”  said  Greg  Colbert, 
executive  vice  president  of  Docu¬ 
trieve,  Inc.,  a  subsidiary  of  Title 
Guaranty  of  Hawaii,  Inc.  in  Hono¬ 
lulu.  Simple  ad  hoc  database  que¬ 
ries  may  work  fine,  but  visual 
tools  have  trouble  with  heavy-du¬ 
ty  transaction  systems,  users  said. 

Other  problem  areas  include 
the  ability  for  applications  to  run 
continuously  and  deal  with  large 
quantities  of  data,  even  on  an  ad- 
hoc  basis,  users  said. 

Finally,  never  take  the  non¬ 
visual  part  of  the  application  for 


“Visual  development 
tools  are  of  tremendous 
advantage  in  ongoing 
maintenance.” 


—  Don  Buskard 
Vice  president 

Equitable  Life  Assurance 
Society 


granted.  You’ll  need  to  prototype 
networking  and  business  logic 
and  GUI  screens. 

“All  the  current  visual  develop¬ 
ment  tools  are  focused  on  screen 
development,”  said  Leonard  Mig¬ 
nerey,  director  of  administrative 
computing  services  at  Rutgers 
University  in  Piscataway,  N.J. 
“People  focus  on  how  rapidly  you 
can  develop  the  front  end,  and 
that  ignores  a  big  knotty  problem 
—  when  you  have  an  enterprise- 
level  application  and  you  have  a 
huge  business  rule  component, 
that  takes  a  lot  of  time,  regardless 
of  how  you  develop  it.” 


Not  so  easy 
after  all 

If  visual  development 
tools  are  so  easy  to  use, 
why  not  let  users  devel¬ 
op  their  own  applications? 
As  Alaska  Airlines  learned, 
that  approach  doesn’t  fly. 

“I  think  the  principle  of 
getting  users  involved  is 
still  valid,”  said  Mark  Guer- 
ette,  a  senior  office  systems 
analyst  at  the  Seattle-based 
unit  of  Alaska  Air  Group. 
Tile  firm  built  a  new  front 
end  to  its  reservation  sys¬ 
tem  using  Microsoft’s  Visu¬ 
al  Basic.  “But  what  we  actu¬ 
ally  tried  to  do  is  make 
programmers  out  of  them,” 
Guerette  said. 

Reckoning  that  users 
would  know  best  how  the 
reservations  system  should 
work,  the  development 
team  identified  reservation 
agents  with  an  interest  and 
aptitude  in  programming. 

It  trained  them  in  pro¬ 
gramming  concepts  and 
sent  them  to  a  Microsoft-li¬ 
censed  course  in  Visual  Ba¬ 
sic.  The  user/ program¬ 
mers  joined  a  team  of 
experienced  developers 
who  tackled  the  tougher 
programming  tasks  and 
provided  guidance.  But  two 
weeks  of  training  wasn’t 
enough  to  prepare  users  for 
the  four-month  project. 

“For  some  of  them,  it  was 
[like]  trying  to  take  a  drink 
from  a  firehose,”  Guerette 
said. 

The  more  experienced 
developers  knew  program¬ 
ming,  but  the  graphical  in¬ 
terface  concepts  were  new 
to  them.  The  trouble  they 
had,  combined  with  the  in¬ 
experience  of  the  user/ 
programmers,  raised  the 
team’s  level  of  stress  and 
frustration.  Still,  “when  all 
was  said  and  done,  we 
shipped  on  time  and  the 
product  was  successfully 
received,”  Guerette  said. 

If  Alaska  Air  had  to  do  it 
over  again,  it  would  provide 
more  training  time  or  use 
the  end  users  only  in  the 
design  phase,  where  their 
system  knowledge  was  it: 
valuable.  —  Frank  Haves 
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isn’t  the 


f  In  Dante’s  Inferno,  the  damned  in  the  seventh  circle  of  Hell  must  stand  neck  deep  in  boiling  iava. 
Not  that  things  are  quite  that  bad  in  today’s  business  world.  At  least  you  can  get  GroupWise — the 
groupware  solution  from  Novell®.  Its  Universal  In  Box  helps  you  control  the  flood  of  information  by 
letting  you  see  and  manage  E-mail,  appointments,  faxes,  even  voice  mail — all  from  one  place.  And 
\  with  GroupWise  you  have  the  option  of  using  a  laptop,  phone,  or  pager  to  retrieve  your  messages  no 
matter  where  on  earth  (or  in  Hell)  you  are.  So  follow  the  lead  of  over  5  million  users  who  are  already 
being  kept  in  the  loop,  and  out  of  limbo.  '-~m-To  learn  how  other  companies  are  staying  on  top,  check  out 
\  http://www.novell.com  on  the  Internet,  or  call  us  at  1-800-778-1851. 
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Financial  services  firms  reap  object  benefits 


By  Tim  Grantham 

TORONTO 


Objects  are  closer  than  they  ap¬ 
pear. 

That  might  well  be  the  message 
for  developers  at  large  financial 
services  corporations  if  the  case 
studies  presented  at  the  recent 
Executive  Symposium  on  Object 
Technology  are  anything  to  go  by. 

While  most  companies  are  still 
waiting  for  the  Object  Manage- 

Multiple 
benefits  of 
objects 

In  1994,  Equitable  Life  of 
Canada  turned  to  object 
technology  as  a  way  to 
capture  its  employees’ 
business  knowledge  in  soft¬ 
ware.  The  technology  also 
helped  reduce  staff  size. 

In  10  months,  Equitable 
completely  redesigned  its 
information  systems  archi¬ 
tecture,  said  Anne  Brou- 
ghall,  vice  president  of  in¬ 
formation  technology  at  the 
Waterloo,  Ontario,  compa¬ 
ny. 

It  wrapped  its  core  Digi¬ 
tal  Equipment  Corp. 

OpenVMS  legacy  system  in 
an  object  technology  infra¬ 
structure  based  on  an  Ora¬ 
cle  Corp.  relational  data¬ 
base.  Server  application 
development  tools  center 
on  Borland  International, 

Inc.’s  C++  and  Forte  Soft¬ 
ware,  Inc.’s  Forte.  Win¬ 
dows  client  application  de¬ 
velopment  tools  include 
Microsoft’s  Access  and  Vi¬ 
sual  Basic  and  Digital’s 
LinkWorks. 

Equitable  first  used  the 
architecture  to  re-engineer 
its  mortgage  business,  aim¬ 
ing  to  boost  volume  by  40% 
over  two  years  without  in¬ 
creasing  costs  and  reduce 
staff  by  30%. 

After  one  year,  Broughall 
claimed.  Equitable  has  al¬ 
ready  met  the  staff  reduc¬ 
tion  goal,  and  mortgage 
sales  have  increased  by 
22%. 

Meanwhile,  unit  costs 
have  dropped  16%,  and  the 
mortgage  approval  cycle 
time  has  plummeted  from 
48  hours  to  20  minutes. 

—  Tim  Grantham 


ment  Group  and  Microsoft  Corp. 
to  work  out  their  differences, 
players  such  as  the  Bank  of  Nova 
Scotia  and  Canadian  Imperial 
Bank  of  Commerce  have  taken 
the  plunge  and  reaped  big  payoffs 
in  faster  development  and  more 
reliable  applications. 

18  million  lines  of  Cobol 

Bank  of  Nova  Scotia  has  4  million 
on-line  transactions  to  process  ev¬ 
ery  day  and  18  million  lines  of  Co¬ 
bol  code.  That  would  make  Cana¬ 
da’s  fourth-largest  bank  an 
unlikely  candidate  to  switch  to  the 
Smalltalk  object  programming 
language. 

Yet  that  is  what  it  chose  for  a 
branch  application  development 
project,  and  it  has  reaped  huge 
gains  in  programmer  productivity 
as  a  result. 

The  bank  saw  the  pace  of  its  PC 
application  development  more 
than  double,  from  90  function 
points  per  month  in  fiscal  1994  to 
205.1  points  per  month  as  of  July, 
said  Mike  Evans,  senior  vice  pres¬ 
ident  of  domestic  systems  devel¬ 
opment.  Function  points  are  a 
common  programming  productiv¬ 
ity  measurement  tool. 

The  bank’s  first  production 
Smalltalk  application,  which  en¬ 
ables  employees  at  the  bank’s 
1,236  branches  to  capture  new- 
customer  data  and  help  new  cus¬ 
tomers  choose  the  right  type  of 
account,  clocked  in  at  221.6  func¬ 
tion  points  per  month.  Evans  said 
he  expects  that  figure  to  be  even 
higher  for  the  loans  application 
processing  system,  thanks  to  the 
reuse  of  objects  developed  for  the 
first  application. 

But  while  the  ride  has  been 
fast,  it  has  also  been  rough.  Devel¬ 
oping  with  object  technology  has 
been  challenging  and  at  times 
painful,  said  J.  Drew  Brown,  se¬ 
nior  vice  president  of  operations 
and  systems  development  at  Bank 
of  Nova  Scotia. 

Training  costs 

'The  first  application  cost  about 
25%  more  than  we  anticipated  be¬ 
cause  we  had  to  put  more  money 
into  getting  our  people  up  the 
learning  curve.  We  educated  our 
technocrats  to  the  hilt  and  then 
discovered  our  business  partners 
didn’t  know  what  we  were  talking 
about,”  Brown  said. 

Brown  said  the  iterative  devel¬ 
opment  process  fostered  by  the 
switch  to  Smalltalk  proved  both  a 
blessing  and  a  curse.  While  it  en¬ 
abled  end  users  to  contribute 
much  more  directly  to  the  design 
of  an  application,  it  also  encour¬ 
aged  them  to  request  more  and 
more  functionality  at  each  itera- 


Bank  on  it 


Officials  at  the  Bank  of  Nova  Scotia  offered  these  recommendations 
for  using  object-oriented  programming: 

•  Start  by  establishing  usability  and  graphical  interface  standards 

•  Include  users,  quality  assurance  groups  and  developers  in  each 
stage  of  the  process 

•  Establish  the  build  process  -  the  stage  at  which  all  parts  of  the 
application  come  together  -  to  test  the  infrastructure  and  the 
delivery  mechanisms  early  on 

•  Build  architecture  components  concurrently  with  the  application 

•  Ensure  your  staff  has  enough  technical  depth  to  temper  outside 
consultants’  ideas 

•  Assign  staff  to  review  all  repository  code  for  unnecessary 
duplication  early  on 

•  Perform  extensive  regression  testing 

“If  we  were  going  to  get  into 
the  object  world,  we  didn’t  want  a 
door  open  through  which  to  slide 
back  into  the  procedural  world,” 
he  said. 

Of  the  bank’s  275  program¬ 
mers,  30  now  use  Smalltalk. 

Picking  Smalltalk  over  C++  has 
other  advantages,  according  to 
Steve  McClure,  an  analyst  at  In¬ 
ternational  Data  Corp.  in  Fra¬ 
mingham,  Mass.  “C++  is  very  dif¬ 
ficult  to  learn.  Smalltalk  has  a 
simpler  syntax  and  the  language 
itself  is  simpler,”  he  said. 

McClure  said  the  Bank  of  Nova 
Scotia’s  commitment  to  object 
technology  doesn’t  signal  wide¬ 
spread  adoption  by  corporate  de¬ 
velopers.  However,  the  number  of 
companies  that  say  they  are  doing 
nothing  about  object  technology 
has  dropped  from  50%  last  year  to 
30%  this  year,  he  pointed  out. 


Grantham  is  a  freelance  writer  in 
Paris,  Ontario.  He  can  be  reached  at 
timgr@ibm.net. 


Bank  of  Nova  Scotia’s  Mike  Evans 
says  the  pace  of  PC  app.  develop¬ 
ment  has  more  than  doubled 


tion.  It  became  quite  difficult  to 
manage  the  scope  of  each  project, 
he  said. 

Brown  said  the  bank  chose 
Smalltalk  from  ParcPlace  Sys¬ 
tems,  Inc.  (now  ParcPlace-Digi- 
talk,  Inc.)  over  C++  so  it  could 
make  a  clean  break  with  the  past. 


Talent  hunt 

Training  in  object 

technology  was  not 
an  issue  for  Canadi¬ 
an  Imperial  Bank  of 
Commerce  Wood  Gundy 
Securities,  Inc.,  which  sim¬ 
ply  hired  the  best  talent  it 
could  find. 

Last  August,  it  wooed 
Patrick  J.  Kerpan  from  his 
position  as  executive  direc¬ 
tor  of  Swiss  Bank/O’Con¬ 
nor’s  derivative  trading  sys¬ 
tems  to  help  Wood  Gundy 
establish  a  presence  in  the 
global  market  as  quickly  as 
possible. 

By  April,  Kerpan  had 
completely  revamped 
Wood  Gundy’s  derivatives 
trading  and  sales  systems, 
expanding  its  coverage  to 
include  200  users  in  seven 
cities  around  the  world  as 
well  as  laying  the  founda¬ 
tion  for  the  development 
of  new  products  and  ser¬ 
vices. 

Custom  applications 
were  developed  primarily 
with  C++  and  Microsoft’ s 
Visual  Basic  against  Sy¬ 
base,  Inc.’s  Sybase  4.9.2 
and  System  10  databases. 

Kerpan  said  object  tech¬ 
nology  enabled  Wood 
Gundy  to  focus  on  services 
based  on  relationships  with 
customers  rather  than 
transactions. 

—  Tim  Grantham 


Iona’s  object  request  broker 
bridges  gap  between  interfaces 


Orbix  combines  features  of  Microsoft’s 
OLE  and  OMG’s  CORBA  technologies 


By  Sari  Kalin 

LAS  VEGAS 


Iona  Technologies  Ltd.  recently 
unveiled  the  latest  version  of  its 
Orbix  object  request  broker, 
which  integrates  two  competing 
object  interfaces. 

One  is  OLE,  Microsoft  Corp.’s 
proprietary  object  interface  mod¬ 
el.  The  other  is  the  Object  Man¬ 
agement  Group’s  (OMG)  Com¬ 
mon  Object  Request  Broker 
Architecture  (CORBA),  a  stan¬ 
dard  developed  by  members  of 


the  industry  consortium  for  com¬ 
munications  among  objects. 

Iona’s  Orbix  2.0  for  32-bit 
Windows  will  let  OLE  objects 
communicate  across  a 
network  with  other 
OLE  and  CORBA  ob¬ 
jects,  Iona  officials 
said. 

This  means  developers  can 
combine  OLE’s  easy  drag-and- 
drop  capabilities  with  CORBA’s 
distributed  architecture  and  net¬ 
work  orientation. 

With  Orbix  2.0,  Visual  Basic  de¬ 


velopers  can  also  make  CORBA 
objects  using  OLE  custom  con¬ 
trols,  according  to  Colin  Newman, 
Iona’s  vice  president  of  market¬ 
ing. 

While  the  earlier  versions  of 
Orbix  for  Windows  3.x  allowed 
CORBA  objects  to  be  invoked 
from  the  Windows 
desktop,  the  new  ver¬ 
sion  also  allows  Win¬ 
dows  applications  to 
be  invoked  by  the 
CORBA  server,  he  added. 

Orbix  2.0  costs  $1,000  for  the 
developer’s  kit 


Kalin  is  an  IDG  News  Service  corre¬ 
spondent. 
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"When  I  say  jump,  I  want  my 
computer  company  to  say  ‘How  high?’" 


So  you  want  a  company  that  delivers 
more  than  just  hardware  and  soft¬ 
ware?  Presenting  IBM  HelpWare®: 
service  and  support  that’s  just  a  call 
away.  Phone  our  PC  Support  Line  at 
1 800  772-2227,  24  hours  a  day,  7  days 
a  week.’  We’ll  be  there.  And  if  on-site 


•  Online  Housecall 
(with  modem) 

•  Extended  services 
available  lor 
purchase 


•  Register  lor  International 

Warranty  Service 

•  3-year  limited  warranty2 
•  On-site  service3 

•  Fax  ID  / 11639 


For  info,  orders  or  a  dealer  near  you,  call  1  800  426-7161.4 
Or  visit  our  web  site:  www.pc.ibm.com/desktop/ 


service  is  necessary,  our  warranty 
assures  you  that  we’ll  be  there  within 
two  business  days.  It’s  like  having  your 
own  IS  department.  Minus  the  demands 
for  vacations  and  raises.  The  IBM  PC 
300.  Just  one  more  reason  why  there 
is  a  difference.”  ~~ 1 •  — —  — 


’Hardware  support  during  warranty,  preloaded  operating  system  support  lor  60  days,  excluding  some  holidays  ?For  copies  ot  IBM's  Statement  ol  Limited  Warranty,  call  1  800  772-2227. 30nly  available  during  first  year  ol  warranty 
4M-F,  8am-8pm  EST.  In  Canada,  call  1  800  465-3299  (document  #45215).  IBM  and  HelpWare  are  registered  trademarks  and  'There  is  a  dilference*  is  a  trademark  ol  International  Business  Machines  Corporation.  ©1995  IBM  Corp. 
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The  best  way  to  improve 
decision  making  is  to  start 
with  good  information. 
Complete.  Accurate.  Current. 
And  available  to  everyone 
who  needs  it — when  they 
need  it. 

Turning  corporate  data  into 
real  business  information, 
and  delivering  it  to  the  right 
people  at  the  right  time,  is 
our  business. 

We’ve  been  doing  it  for 
almost  20  years  for  many  of 
the  world’s  most  successful 
companies.  And  we  can  do 
it  for  you.  Here’s  how: 


My  Company  Can  Help 
Your  Company  Make 
Better  Business  Decisions 


Dr.  James  H.  Goodnight 
President,  SAS  Institute  Inc. 


D  at  a  W arehousing  There’s  no  better  way  to  stage  the  data 
used  in  decision  making.  Put  it  where  people  can  get  to  it  without  a  lot  of 
nonsense — and  away  from  your  on-line  transaction  processing  systems.  Your 
decision  makers  will  get  consistent  and  up-to-date  data  they  can  use — without 
dragging  down  the  performance  of  your  operational  systems.  Whether  you  need 
a  complete  end-to-end  solution  for  data  warehousing,  a  piece  here  or  there, 
or  just  some  good  advice,  we  can  help. 


Business  Intelligenc  e  You’ve  heard  all  the  buzzwords 
(EIS,  DSS,  OLAP,  Intelligent  Query,  Visualization).  But  what  do  they  all  mean? 
As  a  collection  of  incompatible  products,  they  could  mean  trouble.  But  together 
and  fully  integrated  into  a  comprehensive  decision  support  environment,  they 
could  mean  making  good  business  sense  out  of  reams  of  raw  data.  We  provide  them 
all.  And  we  can  design  just  the  right  mix  for  you. 


Technical  and  Analytical  Tools  Of  course,  decision 
making  is  not  unique  to  the  business  side.  If  you  have  quality  issues  on  the  shop  floor  or 
need  to  analyze  the  results  of  your  market  research,  we  can  deliver  the  industry’s  richest 
set  of  tools  for  handling  virtually  any  analytical  need. 


Applic  at  ions  D  ev  elopment  If  you  need  to  build 
decision  making  into  customized  systems  to  get  a  jump  on  the  competition, 
count  on  applications  development  tools  ideally  suited  for  decision  support. 
Count  on  ours.  Our  iterative  approach  to  rapid  applications  development  can 
shave  months  off  of  your  development  cycles,  and  get  the  right  information 
into  the  hands  of  your  decision  makers  faster. 


Business  Solutions  Maybe  you’re  not  ready  to  tackle  that  system  alone. 
You  won’t  have  to.  Our  professional  services  staff  can  help  you  as  much  (or  as  little)  as  you 
require.  We  can  train  you,  sit  beside  you,  or  build  complete  decision-based  applications 
to  your  specific  requirements. 


SAS  System 


TllC  B  otto  fit  L  i  ft  e  Better  decision  malting 
can  give  you  the  competitive  advantage  you’ve  been 
looking  for.  And  if  you’re  a  Fortune  500  company, 
there’s  an  excellent  chance  we’re  already  at  work 
helping  you.  To  find  out  the  role  our  teclmology  and 
services  can  play  in  your  organization,  and  to  receive 
our  free  guide,  give  us  a  call  or  send  us  E-mail  at 
cw@sas.sas.com 


SAS  Institute  Inc. 

Phone  919-677-8200 
Fax  919-677-4444 
URL:  http://www.sas.com/ 
In  Canada:  1-800-363-8397 


.  * 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc. 
Copyright  ©  1995  by  SAS  Institute  lne. 
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US  oft  Developer  the  new  player  in  U.S. 


Unisys-backed  product  will  target  server  side 


By  Nea!  Weinberg 


The  new  actor  on  the  client/ server  devel¬ 
opment  tools  stage  is  a  well-heeled  veteran 
with  a  long  list  of  European  credits  who  is 
trying  to  lose  the  foreign  accent  and  grab  a 
starring  role  in  the  U.S. 

So  far,  most  of  the  action  since  Unisys 
Corp.  bought  the  Netherlands-based  Top- 
Systems  International  in  February  has  tak¬ 
en  place  off  camera. 

The  independent  subsidiary  changed  its 
name  to  USoft,  moved  its  headquarters  to 
California,  put  a  new  management  team  in 
place,  broadened  its  product  line  and  de¬ 
fined  an  overall  strategy,  according  to  Ju¬ 
dith  Hurwitz,  president  of  Hurwitz  Consult¬ 
ing  Group,  Inc.  in  Newton,  Mass. 

But  USoft,  leading  the  way  with  its  USoft 
Developer  tool, 
is  shooting  for 
the  U.S.  lime¬ 
light  next  year. 

According  to 
Art  Sarno,  vice 
president  of 
marketing,  the 
company  is  tar¬ 
geting  the  finan¬ 
cial,  health  care 
and  banking  markets  with  open  systems 
development  tools  that  emphasize  the  serv¬ 
er  side  of  the  client/ server  equation. 

Specifically,  USoft  is  targeting  what  Sar¬ 
no  calls  the  “aftermarket”  of  users  who 
need  to  scale  beyond  the  workgroup  level. 
And  it  is  going  after  non-Unisys  customers. 

_  “This  is  very  clev- 

Client/server  er  technology,”  said 

tnnlc  Mitch  Kramer,  an 

_  analyst  at  Patricia 

Seybold  Group  in 
Boston.  But  USoft  has  yet  to  light  the  world 
on  fire. 

“It’s  probably  fair  to  say  they  haven’t  lit 
the  match  yet,”  Kramer  added. 

He  said  there  is  room  in  the  market  for 
new  development  tools,  but  “you’ve  got  to 
tell  people  what  the  tools  are,  what  they’re 
good  for  and  why.” 

According  to  Kramer,  USoft  Developer  is 
“a  good  tool  for  database-centric  applica¬ 
tions,”  but  not  necessarily  for  application 
logic. 

York  University  in  Toronto  has  been  us¬ 
ing  USoft  Developer  to  create  a  student  ac¬ 
counts  receivable  system.  Allan  Cobb,  di¬ 
rector  of  student  information  systems 
architecture,  said  that  after  about  two  years 
of  development,  he  is  deploying  the  applica¬ 
tion  for  50  users.  He  said  he  plans  to  ex¬ 
pand  that  to  150. 

Strong  suit 

Cobb  said  he  has  been  impressed  by  the 
ease  with  which  a  graphical  user  interface 
can  be  developed  with  USoft  Developer.  He 
also  said  the  product  is  strong  in  integrat¬ 
ing  business  rules  and  database  manage¬ 
ment  into  PC  and  workstation  applications. 

On  the  downside,  Cobb  said  USoft  Devel¬ 
oper  is  fine  for  stand-alone  client/server  ap¬ 


plications,  but  it  isn’t  conducive  to  “server- 
to-server  communications.” 

“My  first  item  on  the  wish  list  is  for  USoft 
to  provide  a  mechanism  for  on-line  transac¬ 
tions  with  other  servers.  That  hasn’t  ar¬ 


rived  in  concrete  form  yet,”  he  said. 

The  USoft  strategy  of  concentrating  on 
server-based  applications  is  “right  on  tar¬ 
get,”  Hurwitz  said.  But  it  is  too  soon  to  tell 
if  the  firm  will  capture  significant  market 
share  in  the  U.S. 

Hurwitz  said  there  are  at  least  20  other 


companies  competing  in  the  high  end  of 
the  market.  One  advantage  for  USoft  is  the 
$50  million  Unisys  has  committed  to  the 
venture. 

“The  fact  that  they’re  well-funded  doesn’t 
hurt,”  she  said.  “You  need  money  to  play  in 
this  market.” 


Domestic 

team 


USoft  has  275 
employees  in  the  U.S. , 
including  its  own 
sales  force. 


COMPUTERWORLD  DECEMBER  4,  1995 


Sign  Up  Now  For  The  “Data 
Warehousing  Without  Risk”  Seminar. 


□  Nov.  14 

□  Nov.  15 

□  Nov.  IB 

□  Nov.  17 

□  Nov.  28 

□  Nov.  29 


San  Francisco 
San  Jose 
Los  Angeles 
Denver 
Toronto 
Detroit 


□  Nov.  30  Minneapolis 

□  Dec.  5  Philadelphia 

□  Dec.  6  Chicago 

□  Dec.  7  Dallas 

□  Dec.  8  Cleveland 

□  Dec.  12  Boston 

□  Dec.  13  Parsippany 

□  Dec.  14  Washington,  IX! 
]  Dec.  15  Atlanta 

Register  today. 

Seating  is  limited. 

1-800-554-1116 

http://www.intersolv.com 


By  attending  one  of  the  following  sessions  you  will  see 
how  you  can  make  Virtual  Data  Warehousing  a  reality. 

(  )  Yes,  register  me  for  the  seminar  date  and  location  indicated. 

(  )  Sorry,  I  can't  attend  but  send  a  FREE  CD  Demo  and  White  Paper. 

(  )  Please  have  a  sales  representative  call  me. 


Name 


Title 


Company 


Address 


City 


State 


Zip 


Phone 


Fax 


CW 


INTERSOLV 

9420  KEY  WEST  AVENUE 
ROCKVILLE,  MD  20850 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


Business  Reply  Mail 

FIRST-CLASS  MAIL  PERMIT  NO.  423  GAITHERSBURG,  MD 
POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 


Attn:  INTERSOLV  VIRTUAL  DATA  WAREHOUSE 

INTERSOLV 

9125  ARBUCKLE  DRIVE 
GAITHERSBURG  MD  20877-9853 
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joy  Matthews 

JADto 
the  rescue 


Joint  application  development  (JAD)  is  an 
old  idea  whose  time  has  come. 

Companies  have  re-engineered  their 
business  processes,  and  now  IS  depart¬ 
ments  need  to  become  enabling  business 
partners.  To  do  this,  IS  needs  to  have  a  defi¬ 
nite  process  to  handle  projects  in  a  repeat- 
able  and  measurable  manner.  This  is  where 
JAD  can  help. 

JAD  is  a  technique  for  developing  busi¬ 
ness  systems  requirements.  It  brings  to¬ 


gether  the  business  users  and  the  IS  orga¬ 
nization  in  a  3-to-l  ratio  and  puts  them  in  a 
structured  workshop  setting  to  identify  re¬ 
quirements  based  on  consensus.  JAD 
teams  should  be  made  up  of  people  from 
across  the  corporation,  similar  to  teams 
used  in  business  process  re-engineering. 

JAD  supports  that  culture  by  providing  a 
way  for  IS  to  continually  analyze  and  im¬ 
prove  the  applications  that  support  busi¬ 
ness  process  re-engineering.  As  depart- 


"So  Risk-Free, 
It’s  A  No-Brainer. 


99 


The  INTERSOLV 
Virtual  Data 
Warehouse  begins 
at  the  user's  desktop, 
providing  immediate 
access  to  enterprise 
data.  No  complex  infrastructure 
or  costly  set-up  is  needed.  This 
dynamic,  demand-driven  approach 
is  open,  fast,  reliable  and  leverages 
any  existing  environment. 

The  Virtual  Data  Warehouse  is 
implemented  through  the  plug-and- 
play  components  in  the  INTERSOLV 
DataDirect  Series.  With  them,  you'll 
reap  the  benefits  of  a  data  warehouse 
immediately.  And  users  will  get  the 

DataDirect  SmartData 

From  $199  and  shields  users  from  the 
complexities  of  SQL,  joins,  and  cryptic 
column  names.  It  provides  quick  access 


to  data  and  delivers  it  in  business 
terms.  And  because  SmartData  is  an 
open  architecture,  you  can  use  it  with 
your  favorite  tools  and  applications. 

DataDirect  Explorer  is  the  presen¬ 
tation  component  of  the  Virtual  Data 
Warehouse.  It  lets  users 
quickly  and  easily  query 
and  analyze  data  and 
Create  charts,  reports, 

From  $499  graphs  and  forms  without 
MIS  support. 

And  when  you  combine  Explorer 
with  SmartData,  the  complexities  of 
databases  disappear. 

Less  time.  Less  hassle.  Faster 
results.  Choose  the  rapid  approach  to 
data  warehousing.  Give  users  a  way 
to  get  data  when,  where  and  how 
they  want  it  in  everyday  terms.  Order 
DataDirect  SmartData  and 
Explorer  today.  A  free  demo 
CD  and  white  paper  are  avail¬ 
able  upon  request. 


ments  across  the  enterprise  share  informa¬ 
tion,  JAD  becomes  an  important  tool  for 
companies.  The  JAD  sessions  also  provide 
an  opportunity  for  peers  across  functional 
areas  to  resolve  issues. 

The  acronym  might  seem  overwhelm¬ 
ing.  But  clearly,  something  needs  to  be 
done.  Industry  studies  show  that  56%  of 
systems  problems  are  based  on  poor  re¬ 
quirements  definition,  as  opposed  to  7% 
that  are  caused  by  poor  coding.  In  the 
maintenance  arena,  82%  of  the  effort  is  due 
to  poor  requirements  as  opposed  to  1%  for 
poor  coding. 

More  JAD 

Denise  Silver,  manager  of  business  sys¬ 
tems  engineering  at  Provident  Mutual  Life 
Insurance  Company  of  Philadelphia,  said, 
“JAD  is  more  important  now  more  than  ev¬ 
er.”  Traditionally,  JAD  had  been  used  at 
Provident  mostly  for  analysis  and  design. 
Now  it  is  being  successfully  applied 
throughout  the  systems  development  life 
cycle  for  tasks  such  as  strategic  planning, 
choosing  software  packages  and  prioritiz¬ 
ing  projects,  she  added. 

Meanwhile,  Prudential  Property  &  Casu¬ 
alty  Insurance  Co.  is  going  through  some 
business  process  re-engineering  and  is  de¬ 
veloping  the  applications  to  address  these 
business  process  changes.  To  support 
these  changes,  Prudential  is  training  45  IS 
employees  in  JAD. 

Richard  D’Addario,  Prudential’s  process 
manager,  said  JAD  has  become  “very  im¬ 
portant”  at  his  firm  because  it  provides  “an 
effective  way  to  get  our  customers/users 
directly  involved  in  designing  the  systems 
that  they  need.” 


Matthews  is  vice  president  of  training  and  con¬ 
sulting  services  at  Pierson  Applications  Devel¬ 
opment,  Inc.,  a  methodology  development, 
training  and  facilitation  firm  in  Stamford,  Conn. 


Intersolv  Tracker  debuts 

Intersolv,  Inc.  in  Rockville,  Md.,  re¬ 
cently  rolled  out  PVCS  Tracker  3.0,  a 
new  version  of  its  problem-tracking 
system  for  software  development 
teams.  The  release  uses  database 
replication  to  let  developers  at  widely 
scattered  sites  share  information  on 
bugs  and  changes  in  software  under 
development  across  wide-area  net¬ 
works.  PVCS  Tracker  3.0  can  be 
used  with  or  without  Intersolv’s 
PVCS  configuration  management 
system  and  is  available  now  at  $499 
per  user. 

CA,  Mosaixteam  up 

Computer  Associates  Interna¬ 
tional,  Inc.  announced  a  global 
agreement  with  Mosaix  Technol¬ 
ogies  Ltd.  in  Sydney,  Australia,  to  en¬ 
able  Mosaix  Technologies’  spatial  cli¬ 
ent  application  development  tool, 
Mosaix,  to  work  seamlessly  with  C  \ 
Openlngres. 


$  INTERSOLV 

800-876-3101  ext.  S101 

http://www.intersolv.com 
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Borland  adds  Win  95  features  to  Delphi,  C++ 


By  Cara  A.  Cunningham 

I.AS  VEGAS 


Borland  International,  Inc.  threw  new  ver¬ 
sions  of  its  Delphi  and  C++  tools  into  the 
Comdex/Fall  ’95  exhibition  fray,  highlight¬ 
ing  Windows  95  migration  features. 

Delphi  Client/Server  Suite  2.0,  sched¬ 
uled  for  delivery  during  the  first  quarter 
next  year,  will  let  developers  build  32-bit  ap¬ 
plications  for  Microsoft  Corp.'s  Windows 
95  or  Windows  NT,  said  M.  Zack  Urlocker, 
director  of  Delphi  product  management. 

Borland  will  include  its  16-bit  version  of 
Delphi  with  the  new  version,  so  developers 
can  create  32-bit  applications  at  their  own 
pace,  he  said. 

“There  are  lots  of  corporations  that  are 
not  ready  for  32-bit  applications  yet,”  he 
said. 

For  those  that  are,  Urlocker  said  Borland 
will  include  a  suite  of  32-bit  utilities  with 
Delphi  Client/Server.  These  include  a  pro¬ 
gram  for  examining  SQL  metadata;  a  SQL 
query  testing,  debugging  and  tuning  utility; 
a  bundle  of  drivers  for  linking  to  SQL  data¬ 
bases;  and  Intersolv,  Inc.’s  PVCS  Version 
Control  software  for  tracking  and  control¬ 
ling  code  updates. 

Feature-packed  upgrade 

Other  features  in  the  Delphi  upgrade  in¬ 
clude  a  compiler  engine  that  has  been 
tuned  to  produce  faster  code,  the  ability  to 
build  applications  that  act  as  containers  and 
servers  for  Microsoft’s  OLE  software  com¬ 
ponent  technology,  forms  that  can  be  re¬ 
used  and  a  data  dictionary,  Urlocker  said. 


Delphi  Client/Server  Suite  2.0  will  cost 
approximately  $2,000. 

Borland  C++  also  lets  developers  target 
16-  or  32-bit  Windows  or  DOS  with  their  ap¬ 
plications,  officials  said.  Version  5.0  will  en¬ 
capsulate  32-bit  Windows  95  controls  and 
emulate  them  under  Windows  3.x.  This  will 
let  developers  write  code  once  and  deploy 


them  on  both  types  of  Windows,  company 
officials  said. 

Version  5.0  also  will  include  class  librar¬ 
ies  that  adhere  to  the  latest  American  Na¬ 
tional  Standards  Institute  draft  of  specifica¬ 
tions,  the  ability  to  use  controls  found  in 
Microsoft’s  Visual  Basic  and  Visual  C++, 
and  a  collection  of  visual  database  develop¬ 


ment  aids.  Borland  has  broken  out  previ¬ 
ously  integrated  programs,  such  as  the  de¬ 
bugger,  and  made  them  add-ons.  This 
means  developers  are  free  to  use  utilities 
from  other  vendors,  company  officials  said. 


Cunningham  is  an  IDG  News  Service  corre¬ 
spondent  based  in  Paris. 


Simple 

Question. 


Microsoft’s 
Quartz  gives 
games  sparkle 

By  Niall  McKay 


Microsoft  Corp.  is  working  on  a  new  soft¬ 
ware  developer’s  kit  for  multimedia  applica¬ 
tion  development  environments. 

The  kit,  code-named  Quartz,  will  include 
low-level  application  programming  inter¬ 
faces  that  will  enable  multimedia  CD-ROM 
and  games  developers  to  write  full-screen, 
full-motion  video;  three-dimensional  graph¬ 
ics;  and  32-bit  audio  applications  for  Win¬ 
dows  95. 

'This  will  give  developers  the  ability  to 
write  games,  applications  and  CD-ROMs 
that  will  run  in  lull-screen  mode  and  will  be 
pretty  close  to  television  quality,”  said  An¬ 
dreas  Berglund,  Microsoft’s  international 
marketing  manager  in  the  personal  sys¬ 
tems  division. 

Quartz  will  be  available  in  the  second 
quarter  next  year  and  will  be  rolled  into  fu¬ 
ture  versions  of  Windows  95. 


P 

V  chances  are  you're  altogether  too  familiar  with  “simple  questions”  like  these.  Invariably,  they  come  at  the 
worst  possible  times.  Usually,  they  require  immediate  attention.  And,  more  often  than  not,  there’s  hardly  anything 
simple  about  answering  them.  Unless,  of  course,  your  organization  is  one  of  the  thousands  that  have  come  to  rely 
upon  Lightship®,  from  Pilot  Software,  for  the  power  of  answers  on  demand. 

Extremely  intuitive.  Completely  open.  And  incredibly  easy  to  implement  and  customize.  Lightship  enables 
you  to  rapidly  deploy  enterprise-level  EIS,  DSS,  OLAP  and  Data  Warehouse  applications  that  empower  decision¬ 
makers  to  visually  explore  and  analyze  vast  quantities  of  corporate  information. 


Answers  on  Demand. 


McKay  is  an  IDG  News  Service  correspondent 
based  in  London. 
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Motorola,  Inc.  has  introduced  MagicPipe, 
a  software  tool  kit. 

According  to  the  Schaumburg,  Ill.,  com¬ 
pany,  MagicPipe  uses  messages  to  commu¬ 
nicate  among  applications  across  wireless 
networks. 

It  gives  developers  a  multiplatform  tool 


set  to  develop  and  integrate  MagicPipe- 
enabled  application  components.  Messages 
then  carry  information  and  action  requests 
among  components  on  the  same  devices 
and  across  wireless  networks. 

MagicPipe  was  designed  to  create  a  mas¬ 
ter  component  that  provides  the  logic  for  a 
particular  software  product. 

Other  components  can  then  communi¬ 
cate  with  one  another  to  provide  application 
functionality,  while  the  master  component 


manages  message  routing  and  network 
system  communication.  MagicPipe  is  of¬ 
fered  exclusively  to  Motorola  alliance  part¬ 
ners. 

Pricing  will  be  available  in  the  second 
quarter  of  next  year. 

^ Motorola 

(708)  576-1000 


ViewSoft,  Inc.  has  introduced  Utah  2.0,  a 
development  tool. 


According  to  the  Provo,  Utah,  company, 
Utah  2.0  lets  programmers  interactively 
develop  and  connect  user  interface  and 
business  objects. 

This  lets  programmers  create  graphical 
user  interfaces  (GUI)  without  adding  inter¬ 
face  dependencies  to  program  objects  or 
writing  interface  code. 

The  product  features  an  object-struc¬ 
tured  interface,  mappers,  synchronized 
multiple  views,  view  embedding  and  inheri¬ 
tance. 

It  also  has  an  interface-style  model  that 
provides  fine  control  over  shading,  color, 
etching  and  three-dimensional  appearance 
without  programming.  Style  attributes  can 
be  inherited  and  overridden  from  existing 
styles. 

Utah  2.0  ships  with  an  object-oriented 
GUI-builder  that  includes  a  visual  map¬ 
per/object  connection  tool,  an  interactive 
read/ write  object  browser  and  a  geometry 
management  system. 

Utah  2.0  runs  on  Windows  and  supports 
standard  Microsoft  Corp.  and  Borland  In¬ 
ternational,  Inc.  C++  compilers. 

Pricing  for  Utah  2.0  starts  at  $495  for  the 
Windows  3.1  version.  Microsoft’s  Windows 
NT  version  starts  at  $695. 

^  ViewSoft 

(801)  377-0787 


Imperial  Software  Technology  Ltd.  has 

introduced  X-Designer  4.0,  an  interface 
builder  for  Digital  Equipment  Corp.  Alpha 
systems  running  OpenVMS. 

According  to  the  Palo  Alto,  Calif.,  compa¬ 
ny,  X-Designer  4.0  is  a  cross-platform  user 
interface  builder  that  lets  users  create  in¬ 
terfaces  for  Unix  and  Windows  applications 
from  a  single  design. 

The  product  generates  standard  code  for 
PCs  running  Windows  through  the  Micro¬ 
soft  Foundation  Class  library  and  for  Unix 
systems  through  the  Open  Software  Foun¬ 
dation’s  Motif.  It  was  designed  to  speed  ap¬ 
plication  development  without  reliance  on 
proprietary  code. 

X-Designer  4.0  can  generate  front  ends 
for  high-performance  graphics  applica¬ 
tions,  and  it  lets  users  access  all  of  their  ap¬ 
plications  from  a  single  desktop  unit. 

It  also  gives  users  graphical  ways  to  view 
information  that  incorporates  digitized 
data. 

X-Designer  4.0  runs  on  all  major  Unix 
and  VMS  platforms.  Pricing  starts  at  $3,500 
for  the  first  license. 

Imperial  Software  Technology 

(415)  688-0200 


InstallShield  Corp.  has  announced  In- 
stallShield3,  which  includes  an  unlimited 
application  license. 

According  to  the  Schaumburg,  Ill.,  com¬ 
pany,  InstallShield3  is  a  software  tool  for 
Windows  developers  that  lets  them  create 
an  installation  system  for  a  Windows  appli¬ 
cation  through  a  point-and-click  interface. 
The  unlimited  application  license  lets  de¬ 
velopers  create  an  unlimited  number  of  in¬ 
stallation  systems. 

Pricing  for  InstallShield3  starts  at  $235. 
Current  InstallShield  developers  can  pur¬ 
chase  a  bundle  of  the  16-  and  32-bit  ver¬ 
sions  for  $695. 

►  InstallShield 

(708)  291-8421 
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Sales  Update  for  October  17,  1995 


US! 

. 

MTD  Salat  by  Product  Category,  Ranked  by  X  Chg 


Product  ] 

Oct  95 

Oct  94 

%  Chg 

Portables 

458 

257 

782 

493 

315 

56.5 

Camcorders! 

745 

»  597! 

24  8 

VCRs 

. 1,034 

833 

24  1 

Televisions  i 

. 2,926 

2,451* 

1 9  4 

Stereos  i 

. 2,31 9 

1 ,996 

. 16  2 

X  Chg  in  CD  Player*  Sales  by  Region 


|»60X J41-60X J21-40X |<20X 


6  Week  Sales  T rend  lor  CD  Players 


so  ate  323  aoci  tor  icm  tost  iG'.fi 
o  Actual  ■  Forecast 


Time  Frame 

Year  To  Date 
C  Quarter  To  Date 
I*  Month  T o  Date 
Week  T  o  Date 
r  Last  YTD 
C  Last  Year 


Variable: 


Sales 


Type: 


Channel:  All  Channels 


Customer  All  Customers 


Division:  USA 


Wh  Lightship’s  point-and-click  interactive  business  analysis  tools,  users  can  take  full  advantage  of  powerful 
multi-dimensional  technology  to  ask  complex  business  questions  in  simple  business  terms.  What’s  more,  they  can 
obtain  clear,  consistent  answers  in  a  fraction  of  the  time  required  by  traditional  decision  support  systems.  All  of 
which  means  they  can  spend  considerably  more  time  and  energy  interpreting  results,  uncovering  hidden  opportu¬ 
nities  and  implementing  winning  strategies. 

For  straightforward  answers  to  your  most  complex  business  challenges,  simply  call  1-800-944-0094  and 
we’ll  provide  you  with  the  information  you  need  to  put  the  proven  power  of  Lightship  to  work  for  your  company. 


Pilot  Software 

nn  a  company  of 
MMM3  The  Dun  & Bradstreet  Corporation 


©  1995  Pilot  Software,  Inc.  Lightship  is  a  registered  trademark  of  Pilot  Software,  Pilot  Software.  One  Canal  Park.  Cambridge.  Ma  02141  (617)374-9400  lmp//www.pilotsw.com/ 


December  4. 1995  Computerworld 


Co mp uterworld  Editorial  Calendar 


Dec.  1995  -March  1996 


Issue- 

Dates 

Ad  Closings 
Color*  B&W 

Editorial  Features  &  Custom  Publications 

Show  Distribution  & 

Ad  Readership  Study  Issues 

Dec. 

4 

Nov. 

17 

Nov. 

22' 

Closer  Look:  Visual  Development  Tools 

Custom  Publication:  White  Paper  on  Service  Solutions  for  Client/Server 
(part  4  of  4-part  Enterprise  Software  Directions  Series) 

Client/Server  World  Starch 
Chicago  Study 

12/5-1  2/7 

DB  Expo 

New  York  City 

12/5-1  2/7 

Dec. 

11 

Nov. 

22- 

Dec. 

1 

CW  Guide  To:  Messaging  Software  and  E-mail  With  e-mail  going  through  a  major  architectural 
change  to  client/server,  the  market  will  have  a  very  different  shape.  IS  should  be  able  to  purchase 
products  that  better  address  company  needs. 

Buyers’ Satisfaction  Scorecard:  Market  leading  e-mail  software 

Firing  Line:  Latest  e-mail  package  from  a  leading  vendor 

Custom  Publication:  White  Paper  on  Manufacturing  Acquisition  Strategies:  A  Guide  for  User 
Empowerment  (part  4  of  4-part  Manufacturing  Series) 

Dec. 

18 

Dec. 

1 

Dec. 

8 

Closer  Look:  Contact  Management  Tools 

Dec.  25 

-Jan. 

Dec. 

8 

Dec. 

1 

Annual  Forecast  Issue:  Choices  abound  for  IS  managers  in  1  996,  but  the  budget  and  the  workday  will 
stretch  only  so  far.  Computerworld  will  draw  on  the  expertise  of  users  and  industry  figures  to  help  the  IS 
manager  solve  the  mystery  of  where  to  invest  in  1  996. 

Special  Section:  Jobs  Preview  1  996 

Jan. 

8 

Dec. 

15 

Dec. 

29 

Closer  Look:  Storage  Management 

Jan. 

15 

Dec. 

29 

Jan. 

5 

Buyers  Guide  to  Notebook  Computers:  A  look  at  technology  directions  in  portable  computers,  tips  for 
evaluating  notebooks  and  an  analysis  of  the  strengths  and  weaknesses  of  leading  notebook  product  lines. 

Starch 

Study 

Jan. 

22 

Jan. 

5 

Jan. 

12 

Special  Report:  The  Best  Computer  Science  and  IS  Schools 

Jan. 

29 

Jan. 

12 

Jan. 

19 

Buyers  Guide  to  Network  Management:  How  do  today’s  network  management  packages  meet 
corporate  needs,  and  how  will  those  products  and  corporate  requirements  evolve  in  tomorrow's  distributed 
computing  environment?  What  features  should  buyers  look  for,  and  how  do  products  compare  with  each  other? 

ComNet 

Washington,  DC 

1/30  -2/1 

Feb. 

Jan. 

5 

Computerworld  Client/Server  Journal 

Extended  Enterprise:  Integrating  external  information  with  existing  applications 

Product  Focus:  Networking 

Careers:  Team  compensation 

Networks  Expo,  UniForum 
Application  Development  Conf. 
Software  Developers’  Conference 
Database  &  Client/Server  World 
AIIM 

Feb. 

5 

Jan. 

19 

Jan. 

26 

Special  Report:  Electronic  Commerce 

Feb. 

12 

Jan. 

26 

Feb. 

2 

Closer  Look:  OS/2  and  Unix 

Networks  Expo 

Boston,  2/13-2/15 

UniForum 

San  Francisco,  2/14-2/16 

Feb. 

19 

Feb. 

2 

Feb. 

9 

Hot  Happenings:  An  IS  professional’s  guide  to  upcoming  conferences  and  trade  shows. 

Feb. 

19 

Feb. 

2 

Feb. 

16 

Buyers  Guide  to  RAID:  Now  accepted  by  corporate  users  as  one  of  their  primary  storage  vehicles,  RAID 
is  being  offered  at  the  workgroup  and  the  enterprise  levels.  A  look  at  issues  such  as  when  RAID  is  the  best 
bet  for  an  application  and  when  it  isn’t.  Experts  share  advice  on  how  to  evaluate  RAID  products,  and  offer 
insight  into  where  RAID  can  and  should  go  from  here. 

Special  Supplement:  Top  25  Systems  Integrators 

Starch 

Study 

|  Mar. 

j 

Feb. 

16 

Feb. 

23 

Closer  Look:  Web  Usage  Tracking  Tools 

_ 

Mar. 

11 

Feb. 

23 

Mar.  Buyers  Guide  to  Implementing  Windows  95  and  Windows  NT:  When  is  Win95  the  right  solution? 
When  should  you  go  to  NT?  What  are  the  implementation  issues  and  costs  involved  with  each  operating 

j  system?  What  utilities  and  applications  are  available  for  each? 

L  ..  i 

Starch 

Study 

’  Includes  mis  within  pec  nil  editorial  features  and  premium  positions.  •  Please  note  early  advertising  close. 


Editorial  contacts  (t»Q8)  879-0700:  Annual  Forecase  Issue:  Paul  Gillin,  Closer  Look:  Johanna  Ambrosio,  Buyers  Guide:  James  Connolly,  Hot  Happenings:  Allan 
Alter,  Special  Report  &  Electronic  Commerce:  Joe  Maglitta  and  Bruce  Rayner,  Parallel  Processing,  Global  100,  Job  Satisfaction  Survey,  CEO  Survey,  Best  Places  to 
Work:  Bruce  Rayner,  Client/Server  Journal:  Alan  Alper. 


Computerworld  Editorial  Calendar 


Issue 

Dates 

Ad  Closings 
Color*  B&W 

Editorial  Features  &  Custom  Publications 

Show  Distribution  & 

Ad  Readership  Study  Issues 

Mar. 

18 

Mar. 

1 

Mar. 

8 

Closer  Look:  Remote  Access  Software 

Mar. 

25 

Mar. 

8 

Mar. 

15 

Buyers  Guide  to  Client/Server  Development  Tools:  Which  of  the  many  vendor  offerings  are  best 
suited  for  client/server  development?  Which  features  top  a  user’s  checklist  when  they  are  shopping? 

What  benefits  are  corporations  finding  as  they  move  to  these  tools? 

Software  Developers'  Conference 

Washington,  DC,  3/25  -  3/29 

Database  &  Client/Server  World 

Boston,  3/26  -  3/28 

April 

Mar. 

21 

Client/Server  Journal 

Extended  Enterprise:  The  latest  in  Customer  Service 

Careers:  Learning  from  the  Third  World 

Product  Focus:  Databases 

Networld  +  Interop  Harvey 

DB  Expo  Study 

SIM  CIO  Conference 

Executive  Technology  Summit 

Object  World 

April 

1 

Mar. 

15 

Mar. 

22 

Closer  Look:  Bandwidth  Busting:  tips  and  techniques  for  users  who  want  better  network  performance. 

AIIM 

San  Francisco,  3/3 1  -  4/3 

Networld  +  Interop 

Las  Vegas,  4/2  -  4/4 

April 

8 

Mar. 

22 

Mar. 

29 

Closer  Look:  Application  Middleware 

April 

15 

Mar. 

29 

April 

5 

Buyers  Guide  to  Enterprise  DBMS:  A  look  at  the  corporate  world's  options  for  enterprise  database 
management,  ranging  from  server-oriented  DBMSs  to  those  running  on  traditional  hosts.  Which  category  of 
products  is  right  for  various  applications?  What  are  the  strengths  and  weaknesses  of  products  within  those 
categories? 

DB  Expo  Starch 

San  Francisco  Study 

4/15-4/19 

April 

22 

April 

5 

April 

12 

Buyers  Guide  to  Distributed  Systems  Management:  Vendors  are  promising  new  levels  of  system 
management  —  application  management,  desktop  management  and  multi-platform  management.  A  look  at 
some  of  the  competitors  at  several  levels  with  users  and  experts  evaluating  the  strengths  and  weaknesses  of 
those  products. 

SIM  CIO  Conference 

Rancho  Mirage,  CA,  4/21  -  4/23 

Executive  Technology  Summit 

Rancho  Mirage,  CA,  4/24  -  4/26 

April 

29 

April 

12 

April 

19 

Special  Report:  Parallel  processing 

*  Includes  ads  within  special  editorial  features  and  premium  positions. 


Editorial  contacts  (508)  879-0700:  Closer  Look:  Johanna  Ambrosio,  Buyers  Guide:  James  Connolly,  Hot  Happenings:  Allan  Alter,  Special  Report  & 
Electronic  Commerce:  Joe  Maglitta  and  Bruce  Rayner,  Parallel  Processing,  Global  100,  Job  Satisfaction  Survey,  CEO  Survey,  Best  Places  to  Work:  Bruce  Rayner, 
Client/Server  Journal:  Alan  Alper. 


Issue 

Dates 

Ad 

Closings 

Custom  Publications 

Show  Distribution  & 

Ad  Readership  Study  Issues 

Dec. 

4 

White  Paper:  Service  Solutions  for  Client/Server 
(part  4  of  4-part  Enterprise  Software  Directions  Series) 

Client/Server  World  Starch 

Study 

Dec. 

White  Paper:  Manufacturing  Acquisition  Strategies:  A  Guide  for  User  Empowerment 

11 

(part  4  of  4-part  Manufacturing  Series) 

Feb. 

Nov. 

White  Paper:  Enterprise  Resource  Planning 

5 

24 

(part  1  of  4-part  Manufacturing  Directions  Series) 

Feb. 

Dec. 

White  Paper  Hierarchical  Storage  Management 

Starch 

26 

29 

(part  1  of  4-part  Enterprise  Storage  Management  Series) 

Study 

March 

Dec. 

White  Paper:  Application  Development 

4 

22 

(part  1  of  4-part  Enterprise  Software  Directions  Series) 

April 

Feb. 

White  Paper:  Document  Imaging 

SIM  CIO  Conference 

22 

23 

(part  1  of  4-part  Enterprise  Storage  Management  Series) 

Executive  Technology  Summit 

Custom  Publications  are  written  independently  of  the  Computerworld  editorial  staff.  For  advertising  information  on  Custom  Publications,  contact  Carolyn  Medeiros  at 
(508)  620-7733.  Custom  Publications  have  different  advertising  closes  from  Computerworld.  For  deadline  information  contact  Heidi  Broadly  at  (508)  820-8536. 


There’s  never  been 
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No 

SELLING 


STACKS  OF  THEM 


Introducing  the 
Access  Stack  Node, 
the  FIRST 

STACKABLE  ROUTER. 


Okay,  so  it  doesn  t  look  like  a  router.  But  trust  us,  it  is.  And  there  s 
not  another  one  like  it.  That’s  because  the  Access  Stack  Node'M  from 
Bay  Networks  is  the  only  router  that  lets  you  pay  as  you  grow — up  to 
,12  network  interfaces  with  up  to  200,000  pps  forwarding  performance. 
Although  you  can  stack  up  to  four,  they  manage  as  a  sin  ele  router. 

(C .red it  that  to  a  unicjue  multiprocessor  architecture.)  And  you  can  also  unstack  and  redeploy  them 
as  needed.  Its  one  more  way  Bay  Networks  gives  you  more  choices  lor  your  network.  So  call 
1-800- 8- BA\  NET  EXT.  213  to  learn  more.  I  he  Access  Stack  Node.  Its  got  the  potential  to  be  very  big. 


ftay  Networks,  Inc. 


Visit  our  Web  site:  http://www.baynetworks.com 


Bay  Networks 

The  Merged  Company  of  SynOptics  and  Wellfleet 


and  videoconferencing  technologies,  distributors  and  other 


service  firms  are  finding  better  ways  to  work  with  clients  and, 


suppliers.  Here’s  what  three  companies  are  doing.  BY  LINDA  WILSON 


any  law  firms  are  leery  about  participating  in  the  Electronic  Age.  But  not 
Bullivant  Houser  Bailey,  where  a  specialized  application  allows  lawyers  and 
clients  to  work  on  litigation  together.  The  program  has  been  so  successful 
since  its  launch  in  1992  that  Bullivant  has  been  able  to  lure  three  new  cli¬ 
ents  from  competing  law  firms,  according  to  Don  Evans,  Bullivant’ s  chief 
executive  officer. 

That’s  not  bad  in  these  days  of  stiff  competition.  The  fact  is,  electronic 
collaboration  is  finally  enhancing  the  way  people  work  together  and  fostering 
impressive  productivity  gains. 

In  the  past,  electronic  collaboration  was  limited  to  formal,  standards- 
driven  transactions  such  as  purchase  orders  using  electronic  data  inter¬ 
change  and  informal  messages  via  electronic  mail.  Both  techniques  are  se¬ 
verely  limiting  by  nature.  But  by  using  newer  technologies  such  as  group- 

Collaborate  and  conquer,  page  101 
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No  Matter  What. 


Tomorrow,  he’ll  finalize  a 
merger  that  puts  your  company 
on  the  international  map, 
and  you  in  charge  of  7,000,000 
more  transactions  daily. 


- 


■ 


EMC. 


Oh  yeah,  did  we  mention  it  all  needs 
to  happen  without  so  much  as  a  blip 
in  7x24  operations?  And  if  it’s  not  a 
merger,  it’s  a  takeover,  or  an  acquisi¬ 
tion.  All  adding  to  the  growing  sea  of 
information  you  manage. 

So  how  can  you  prepare  for  such 
an  event  when  you’re  the  last  to  know? 
Symmetrix®  Data  Migration  Services 
(SDMS™)  from  EMC. 

Only  SDMS  combines  cutting 
edge  Symmetrix-based  software  with  a 
team  of  specialists  to  ensure  your  migra¬ 
tion  goes  flawlessly,  from  planning 
through  post-migration  verification. 
Keeping  your  information  on-line  and 
available.  Making  your  move  to  the 
high  performance,  large  capacity,  and 
unmatched  availability  of  Symmetrix 
storage  solutions  easier  than  ever. 

For  more  information  on  SDMS 
and  the  Symmetrix  family,  call  1-800- 
424-EMC2,  ext.  260.  Or  visit  us  at 
http://www.emc.com. 


DATA  MIGRATION  IS  IMPROVED  BY  A  FACTOR  OF  EMC 

THE  STORAGE  ARCHITECTS 

;Jf<  .S  ,i!i,uinx  and  THE  STORAGE  ARCHITECTS  are  registered  trademarks  and  SDMS  is  a  trademark  of  EMC  Corporation.  © 1995  EMC  Corporation.  All  rights  reserved. 
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IS/MIS/DP  Management 
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12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 


DEPARTMENTAL  MANAGEMENT 

51.  Sales  &  Mktg.  Management 
70.  Medical,  Legal,  Accounting  Mgt. 

OTHER  PROFESSIONAL  MANAGEMENT 
80.  Information  Centers/Libraries,  Educators, 

Journalists,  Students 
90.  Other  Titled  Personnel 

3.  Do  you  use,  evaluate,  specify,  recommend,  purchase: 
(Circle  all  that  apply) 


(a)  Solaris 

(b)  Netware 

(c)  OS/2 

(d)  Unix 


(e)  Mac  OS 

(f)  Windows  NT 

(g)  Windows 

(h)  NeXTStep 
ucts  □  Yes  □  No 

□  Yes  □  No 
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Computer-aided  Collaboration 


Collaborate 


CONTINUED  FROM  PAGE  99 

ware,  workflow  or  videoconferenc¬ 
ing  combined  with  increasingly  so¬ 
phisticated  public  networks,  part¬ 
ners  are  able  to  contribute  jointly 
to  works  in  progress,  including 
sales  proposals,  lawsuits  and  tele¬ 
vision  commercials. 

“Every  major  customer . . . 

[with]  electronic  connections  is 
looking  for  something  far  more  so¬ 
phisticated  than  E-mail.  They  want 
the  ability  to  manage  projects 
across  companies,”  says  Larry  Jol¬ 
ly,  director  of  consulting  services 
at  DPI  Services,  Inc.,  a  consulting, 
training  and  systems  integration 
firm  in  San  Jose,  Calif. 


GREY  ADVERTISING 


Take  the  example  of  Grey  Advertising. 
Since  1994,  the  advertising  agency 
has  used  Drums,  a  high-speed,  digital 
fiber  network  from  Sprint  Corp.  in 
Westwood,  Kan.  The  Drums  network 
was  designed  specifically  to  allow 
partners  in  the  advertising  and  enter¬ 
tainment  industries  —  including  agen¬ 
cies,  animation  houses,  computer 
graphics  specialists  and  post-produc¬ 
tion  facilities  —  to  electronically  col¬ 
laborate  on  creative  material. 


Using  a  Tl  (1.54M  bit/sec.)  link  to  Drums,  Grey 
is  able  to  collaborate  with  anyone  on  the  network. 
To  access  the  network,  employees  use  Indy  and 
Indigo2  desktop  computers  from  Silicon  Graph¬ 
ics,  Inc.  (SGI)  in  Mountain  View,  Calif.  The  work¬ 
stations  are  loaded  with  an  assortment  of  software 


MARSHALL  INDUSTRIES 


and  Conquer 


programs  that  Sprint  has  integrated  into  a  single 
package.  The  package  includes  a  graphical  user 
interface  with  multimedia  capabilities  designed  by 
R/ Greenberg  Associates,  a  New  York-based  soft¬ 
ware  developer. 

The  setup  lets  Grey  employees  and  business 
partners  discuss  and  edit  full-motion  video  from 
their  desktops  and  communicate  using  white¬ 
boards.  A  television  camera  mounted  on  top  of  the 
SGI  computers  facilitates  desktop  videoconferenc¬ 
ing.  The  system  reduces  lead  time  to  complete 
projects  and  cuts  down  on  business  travel. 

“A  typical  graphics  job  might  take  six  or  eight 
weeks  from  start  to  finish.  Using  Drums,  we  are 
able  to  cut  six  weeks  [out  of  the  process] .  And  our 
jobs  are  less  expensive  because  we  can  more  effi¬ 
ciently  manage  our  personnel,”  says  Buzz  War¬ 
ren,  senior  vice  president  at  Grey. 


BULLIVANT  HOUSER  BAILEY 

Bullivant  Houser  Bailey  uses  Notes, 
the  workgroup  software  from  Lotus 
Development  Corp.  in  Cambridge, 
Mass.,  to  aid  collaboration.  Rather 
than  rely  on  status  reports,  clients 
and  their  lawyers  use  computers  to 
create  documents,  develop  strategies 
and  communicate  opinions. 


Marshall  Industries,  Inc.,  a  $1.9  bil¬ 
lion  electronic  components  distribu¬ 
tor  in  El  Monte,  Calif.,  also  uses  Notes 
to  aid  collaboration.  Marshall  employ¬ 
ees  need  to  deal  with  workers  at  the 
company’s  suppliers  to  respond  to  re¬ 
quests  for  proposals.  Since  February, 
Marshall  has  used  Notes  and  a  spe¬ 
cialized  workflow  package  to  foster 
collaboration  on  bids  between  it  and 
its  suppliers. 

“This  allows  for  total  collaboration  among  people 
and  access  to  information  when  they  need  it”  so 
they  can  follow  up  on  bid  requests,  says  Rob  Ro¬ 
din,  president  and  CEO  of  Marshall. 

Employees  in  the  corporate  office  simply  tap  a 
PC-based  Notes  server,  while  suppliers  dial  in  to  a 
public  Notes  server  at  CompuServe,  Inc.,  a  value- 
added  network  in  Columbus,  Ohio.  Notes’  auto¬ 
mation-replication  feature  keeps  the  corporate 
and  public  servers  in  sync.  The  bid  process  relies 
on  a  specialized  workflow  manager  that  runs  on 
top  of  Notes:  Quality  of  Work  from  Quality  Deci¬ 
sion  Management,  Inc.  in  Andover,  Mass. 

When  a  supplier  requests  a  quote,  the  request 
is  automatically  fed  into  the  system  electronically 
or,  if  it’s  on  paper,  through  optical  character  recog¬ 
nition.  If  the  bid  request  is  complicated,  the  sys¬ 
tem  routes  it  to  the  appropriate  people  at  Marshall 
and  at  the  suppliers.  Those  involved  in  a  specific 
bid  work  together  —  assisted  by  automated  rout¬ 
ing  and  deadline  features  —  to  evaluate  the  re¬ 
quest,  pull  together  a  response  and  plan  suppliers’ 
production. 


For  example,  a  lawyer  will  send  a  client  an  elec¬ 
tronic  draft  of  a  case  strategy,  which  the  client 
reads  and  comments  on.  The  process  continues 
until  the  client  is  satisfied  with  the  end  product.  A 
dozen  clients  use  the  system. 

The  firm,  which  has  offices  in  Portland,  Ore.; 
Sacramento,  Calif.;  Seattle;  and  Vancouver,  B.C., 
uses  a  public  Notes  service  from  Elf  Technologies 
in  Mercer  Island,  Wash.,  to  exchange  case-status 
information  with  clients.  Elf  is  a  software  develop¬ 
er  and  a  value-added  network. 

The  software  from  Elf  pulls  information  from 
other  applications  into  the  Notes  application 
where  the  data  is  stored  by  case.  The  type  of  infor¬ 
mation  stored  includes  case  strategies,  settlement 
discussions,  budgets,  time  and  billings  and  court 
documents. 

Information  from  the  Bullivant  server  is  repli¬ 
cated  to  a  similar  Notes  server  at  Elf,  which  then 
automatically  updates  servers  at  Bullivant’s  cli¬ 
ents.  Elf  is  the  intermediary  that  provides  soft¬ 
ware  and  integration  services  for  both  sides.  It  al¬ 
so  manages  the  replication  of  data  back  and  forth, 
making  sure  neither  side  sees  information  they 
aren’t  supposed  to. 

The  electronic  collaboration  chops  at  least  15% 
off  the  time  Bullivant  attorneys  spend  on  a  case 
because  they  no  longer  write  periodic  status  re¬ 
ports  for  clients.  Evans,  who  is  based  in  the  Port¬ 
land  office,  says  he  can’t  quantify  that  savings  in 
dollar  figures,  but  “some  of  our  clients  have  told 
us  it’s  worth  a  significant  amount.” 


Total  Collaboration: 

Rob  Rodin,  president 
and  CEO  of  Marshall  In¬ 
dustries,  says  his  com¬ 
pany’s  Notes-based 
system  helps  his  em¬ 
ployees  work  with  sup¬ 
pliers  when  suppliers 
bid  on  new  contracts. 

“This  allows  for  total 
collaboration  among  people  and  access  to  infor¬ 
mation  when  they  need  it,  ”  he  says. 

For  routine  requests  of  small  amounts  of  prod¬ 
uct,  the  system  responds  automatically  without 
human  intervention.  That  leaves  employees  free 
to  work  on  big  projects. 

The  system  is  one  of  many  that  Rodin  attributes 
to  dramatic  increases  in  productivity  over  the  past 
three  years.  Productivity  has  soared  from 
$360,000  per  person  in  1992  to  $740,000  per  per¬ 
son  in  1995,  he  says.  ■ 


Wilson  is  a  freelance  writer  in  Glen  Ellyn,  Ill. 


■TalkbackOcw.com 

How  are  you  using  electronic  collabora¬ 
tion?  Is  it  helping?  Hurting?  Let  us  know 
over  the  Internet  at  talkback@cw.com,  or 
fax  us  at  (508)  875-8931.  Direct  your 
comments  to  Editor,  Management. 
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NOTES  IS  WORKING 


Today,  Lotus  Notes' 


helps  organiza¬ 


tions  of  all  sizes 


coordinate  critical  busi¬ 


ness  information-  To  get  the 


right  products  to  market 


faster-  To  get  salespeople 


the  information  they  need 


to  close  the  deal-  To  stream¬ 


line  processes  like  new 


drug  approvals,  mortgage 
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loan  processing  and 


health  care  delivery 
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Notes™  and  only  Notes, 
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gives  you  access  to  all 


the  information  you  need  - 


whether  itrs  in  e-mail, 
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a  relational  database  or 
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For  more  information  on  Lotus  Notes  or  for  a  copy  of  The  Book  on  Groupware,  call  1-800-828-7086  ext.  B395 
(1-800-GO-LOTUS  in  Canada).  Or  explore  Lotus  on  the  World  Wide  Web  at  www.lotus.com. 


Lotus 


Working  Together’ 

host  system,  your  favorite 
desktop  application,  or  even 
on  the  Web-  And  Notes'  unique 
replication  technology 
lets  you  be  part  of  the  team, 
even  when  you're  traveling- 
That's  because  Notes  is 
the  only  proven,  open 
platform  for  communicating, 
co  1 1  abor a t i ng  and  coordi¬ 
nating  m  i  ss i on - cr i t i ca 1 


(NOTES  FRON  THE  FIELD, 
BURGER  KING) 


fUt  we  needed  1o  rwpdiy  deploy  field— 
bated  team  in  a  m/or  ftvrqen  King  re-eyiq/noermp. 
L-otus  dotes  emerged 39  tie  only pneduotcspabh 
efweetrMj  our  Timetable,  dto  advanced WeplicalioH, 
tupe nor'  mottle  and  collaboration  features pro/ed 
eoseritiai  Jd juot  7 months  w>&  had  IZO?  o&rt 
worldwide.  And  by  year  end,  we  had  developed 
and  foiled  out  fi/e  rna/or  applied/ oho. 


erl  TOle\ 


Director,  Distributed  Systems, 
Burger  King  Corporation 


business  processes 


Your  people  work  around 


the  clock-  They  work 

iwid.iii-i 


around  the  world- 


They're  working  on  the 


future  of  your  business 


Shouldn't  Lotus  Notes 
be  working  for  them? 
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New  books,  videos  and  CD-ROMs 


A  little  anarchy  is  a  good  thing 

David  Hurst  makes  the  case  for  organizational  turmoil  in  his  new  book  Crisis  &  Renewal 

BY  IRWIN  SITKIN 


CRISIS  &  RENEWAL:  MEETING  THE  CHALLENGE  OF 
ORGANIZATIONAL  CHANGE 

By  David  K.  Hurst 

Harvard  Business  School  Press,  Boston;  256  pages;  $24.95 

Here  is  a  book  written  by  a  veteran  manager  who  is 
obsessed  with  understanding  the  human  behavior 
that  underpins  modern  business  practice.  David  K. 
Hurst  has  a  stimulating  message:  Crisis  is  essential 
to  the  process  of  restoring  values  lost  as  organiza¬ 
tions  grow  and  prosper.  He  suggests  organizational 
anarchy  —  destroying  the  company’s  structure  cre¬ 
atively  —  is  the  gateway  to  organizational  change. 

I  like  his  message  enough  to  recommend  it  as  a 
fast  read.  I  found  several  good  ideas  for  senior  information  sys¬ 
tems  executives  responsible  for  implementing  and  managing 
information  technology.  These  include  creating  cross-function¬ 
al  issues-driven  teams  and  dispersing  leadership  throughout 
the  organization.  He  also  gives  advice  for  entrepreneurs.  Hurst 
handily  gets  readers  to  examine  their  experiences  in  the  light  of 
his  observations.  The  result  is  a  book  that  can  be  used  effec¬ 
tively  by  any  manager  caught  in  the  middle  of  organizational 
change. 

Quickly  look  at  the  introduction  and  first  three  chapters. 
They  discuss  how  entrepreneurial  companies  precipitate 


change  by  shattering  the  logic  of  their  organization. 

Skim  Chapters  4,  5  and  6,  which  deal  with  the  social  dynam¬ 
ics  of  innovation  and  learning.  They  also  describe  an  organiza¬ 
tional  ecocycle  model  and  the  management  implications  of  the 
ecocycle.  Then  land  hard  on  Chapter  7  where  Hurst  concludes 
that  managers  have  to  create  contexts  in  which  people  and  or¬ 
ganizations  can  be  self-organizing. 

The  book  has  a  few  stutter  steps  (for  example,  the  author 
jams  at  least  20  words  beginning  with  “re”  into  the  first  dozen 
pages)  and  a  slightly  ponderous  academic  orientation. 

Hurst  is  currently  a  speaker,  consultant  and  research  fellow 
at  the  University  of  Western  Ontario’s  National  Center  for  Man¬ 
agement  Research  and  Development  in  London,  Ontario.  But 
don’t  be  put  off  —  there’s  some  valuable  information  to  be  had 
here. 


Sitkin,  a  former  senior  technology  executive  at 
Aetna  Life  and  Casualty  Co.  in  Hartford,  Conn.,  is 
a  member  of  the  team  that  developed  the  Society 
for  Information  Management  Forum  for  Informa¬ 
tion  Executives  at  The  Aspin  Institute. 
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Reality 
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ROBERT  J.THTCRAUF 


COMPUTER  CRIME:  A 
CRIMEFIGHTER’S  HANDBOOK 

By  David  Icove,  Karl  Seger  and  Wil¬ 
liam  VonStorch 

O’Reilly  &  Associates,  Inc.,  Sebasto¬ 
pol,  Calif.;  437  pages;  $24.95 

This  book  will  interest  every  IS  man¬ 
ager  who  ever  wrote  a  password  on  a 
Post-it  note.  Well-organized  and  in¬ 
dexed,  it  offers  advice  on  crime  pre¬ 
vention,  hacker  profiles  and  nitty- 
gritty  details  on  using  electronic 
mail  to  obtain  a  search  warrant.  Who 
knows  how  long  any  book  can  re¬ 
main  salient  in  this  fast-changing 
field ,  but  this  is  a  strong  resource 
right  now. 


VIRTUAL  REALITY  SYSTEMS  FOR 
BUSINESS 

By  Robert ].  Thierauf 
Quorum  Books,  Westport,  Conn.; 
304  pages;  $59.95 

You  can  tell  the  excitement  is  wear¬ 
ing  off  a  technology  when  the  books 
about  it  turn  turgid.  Robert  J.  Thie¬ 
rauf  starts  with  a  shaky  thesis  — 
that  “experiencing”  business  infor¬ 
mation  is  better  than  reading  and 
viewing  it  —  and  does  little  to  sup¬ 
port  it.  The  book  succeeds  in  envi¬ 
sioning  more  for  virtual  reality  than 
video  games  and  cyberporn,  but  its 
academic  style  and  amateurish 
graphics  make  for  a  tough  read. 


MANAGING  PROJECTS  IN 
ORGANIZATIONS:  HOW  TO  MAKE  THE 
BEST  USE  OF  TIME,  TECHNIQUES, 

AND  PEOPLE  (Revised  Edition) 

By  J.  Davidson  Frame 
Jossey-Bass,  Inc.,  San  Francisco;  247 
pages;  $28.95 

J.  Davidson  Frame’s  revision  of  his 
fine  1987  book  explains  howto  main¬ 
tain  esprit  de  corps  in  the  age  of 
downsizing  and  emphasizes  the  shift 
from  boss-  to  team-oriented  corpo¬ 
rate  culture.  A  blend  of  common- 
sense  advice,  scheduling  strategies 
and  anecdotes,  the  book  succeeds 
because  it  never  forgets  that  projects 
depend  on  people. 


CLIENT/SERVER  AND  OPEN 
SYSTEMS:  TECHNOLOGIES  AND  THE 
TOOLS  THAT  MAKE  THEM  WORK 

By  Rand  Dixon 

John  Wiley  &  Sons,  Inc.,  New  York; 
303  pages;  $34.95 

This  book  is  aimed  at  IS  managers 
considering  shifting  to  client/server. 
Its  strong  suit  is  its  evenhandedness; 
Rand  Dixon  assesses  the  technol¬ 
ogy’s  strengths  and  weaknesses 
without  grinding  any  axes.  The  writ¬ 
ing  is  uneven  and  open  systems  get 
short  shrift,  but  this  is  a  clear-eyed 
look  at  a  technology  that  too  often  is 
treated  like  a  buzzword. 

—  Reviews  by  Steve  Ulfelder 
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FOR  IS  MANAGERS 


Projects  get  KickStart 

Experience  in  Software’s  Project  KickStart  helps  managers  at  their 
most  vulnerable  point  —  the  early  stage  of  the  project 


By  Jeffrey  Gordon  Angus 


Experience  shows  that  most  projects 
in  U.S.  organizations  fail  to  achieve 
their  original  goals.  More  than  half 
of  those  failures  are  the  result  of  employees 
not  thinking  through  goals,  tasks  and  barri¬ 
ers  before  plunging  into  action.  Now 
there’s  a  new  project  management  tool 
that’s  designed  to  help  you  succeed  where 
most  managers  fail. 

Don’t  worry,  Project  Kick- 
Start  isn’t  a  project  manage¬ 
ment  behemoth.  The  program, 
from  Experience  in  Software, 

Inc.,  can  be  used  as  a  prepro¬ 
cessor  to  a  high-end  project 
management  program,  but  it 
has  more  value  for  the  vast  ma¬ 
jority  of  projects  that  need  good 
planning. 

For  most  projects,  you  need 
20  to  60  minutes  to  outline  ob¬ 
jectives,  things  to  do  and  other  issues.  If 
you  aren’t  good  at  this  kind  of  planning  — 
and  this  isn’t  a  natural  strength  for  most 
managers  charged  with  planning  responsi¬ 
bility  —  it’s  valuable  to  have  an  assistant  re¬ 
mind  you  of  things  you  should  be  thinking 
about.  Project  KickStart  can  serve  as  that 
assistant. 

For  the  minority  of  projects  that  do  re¬ 
quire  a  heavyweight  project  management 
system  or  even  a  useful  middleweight  such 
as  Microsoft  Corp.’s  Project,  Project  Kick- 


Start  serves  a  role  that  none  of  them  do:  It 
helps  you  examine  preconceptions  and 
strategic  goals  before  you  start  laying 
down  the  “plumbing”  of  a  project  (calendar 
dates,  dependencies  and  so  on).  That  done, 
you  can  export  the  polished  project  outline 
to  Microsoft’s  Project. 

Project  KickStart  features  a  very  ad¬ 
vanced,  usable  Windows  interface.  Beyond 
extensive  drag  and  drop,  the  program  is  ba¬ 
sically  a  wizard,  a  prepro¬ 
grammed  set  of  questions  with 
on-line  explanations  you  an¬ 
swer  to  arrive  at  an  almost-com- 
plete  end  product  that  can  be 
fine-tuned.  The  wizard  takes 
you  through  a  linear  process  of 
answering  questions  about 
project  phases  and  tasks.  It 
then  moves  on  to  goals.  Note 
the  unusual  sequence;  in  a  pro¬ 
gram  based  on  academics’ 
ideals,  goals  typically  come 
first.  Project  KickStart  actually  asks  you  to 
examine  which  tasks  you  haven’t  men¬ 
tioned  that  would  support  the  goals. 

Once  you’ve  assigned  tasks  to  phases 
and  staff  to  tasks,  you  can  examine  a  li¬ 
brary  of  projects  —  your  previous  ones  or  a 
bunch  of  decent  canned  ones  included  in 
the  product  —  to  look  over  tasks  you  might 
want  to  add.  This  feature  can  make  contin¬ 
ued  work  with  the  product  even  more  effi¬ 
cient  because  most  organizations’  projects 
tend  to  be  fairly  similar. 


The  program  then  takes  on  a  persona 
that  everyone  loves  to  hate  as  it  starts  a  dia¬ 
logue  about  barriers  to  implementation.  In 
most  organizations,  someone  has  to  do 
this,  but  that  person  is  often  reviled  by 
peers  and  superiors  for  his  constant  nay¬ 
saying.  The  program  asks  probing  ques¬ 
tions  about  each  thought  or  task  that  you 
add,  and  this  can  feel  like  nagging.  But  the 
end  product  of  this  skepticism  is  a  set  of  fo¬ 
cused  suggestions  for  preventing  and  over¬ 
coming  the  barriers. 

Minor  flaws 

The  product  isn’t  without  room  for  im¬ 
provement.  While  the 
DOS  version  exports 
to  many  different 
project  management 
packages,  Project 
KickStart  for  Win¬ 
dows  exports  only  to 
Microsoft’s  Project. 

This  means  you’re  re¬ 
stricted  to  using  it 
with  that  product  or 
the  other  programs 
that  import  Micro¬ 
soft’s  file  format.  And 
drag  and  drop  reor¬ 
dering  of  project 
tasks  would  be  a 
swell,  though  not  vi¬ 
tal,  addition. 

Project  KickStart  is 


useful  for  those  who  manage  technology 
projects,  because  as  a  class  of  projects, 
they  are  more  likely  to  be  riddled  with  or¬ 
ganizational  politics  than,  for  example,  con¬ 
struction  projects.  Project  management 
software  understands  things  change  (time, 
resources  and  so  on),  but  it  doesn’t  consid¬ 
er  the  treacherous  political  environments 
we  work  in.  The  question-and-answer  mod¬ 
el  Project  KickStart  takes  you  through 
brings  up  key  issues  about  support  and  op¬ 
position  inside  the  organization  and,  I  be¬ 
lieve  ,  leads  to  more  realistic  planni  ng.  ■ 


Angus  is  a  freelance  writer  in  Seattle. 


Project  KickStart  -  COMPANY  NEWSLETTER 


Pie  Edit  yiew  Help 
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Assign  People  to  Each  Task 


B3 


Now,  you  can  assign  one  or  mote  people  to  each  task  in  “COMPANY 
NEWSLETTER.’*  Fast,  c&ck  on  a  task.  Then  click  on  each  person  you 
want  to  assign  to  that  task.  If  you  want  to  assign  warty  tasks.  Clii-ctock 
on  several  tasks  first 


For  each  phase  or  task: 


P  Assign  some  people: 


V  Plan  the  newsletter 

T 

1  nxib 

V  Define  the  audience  and 

Marie  Patnck 

V"  Create  budget 

Dan  Mueller 

■/  Develop  story  ideas 

Andrew  Becker 

</  Assign  articles 

Carrie  Williams 

>/  Review  other  company 

The  Design  Group 

•/  Contact  graphic  designer 

Cindy  Alvarez 

V  Define  size,  type,  design 

•S  Design  logo 

V  Name  the  newsletter 

V  Contact  printers 

>/  Price  alternate  printing 

V  Check  internal  piinting 

✓  Create  and  distribute  schedule 

3 
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Experience  in  Software’s  Project  KickStart  takes  users  through  a 
list  of  questions  to  reach  the  end  product 


Project 

KickStart 

Experience  In 
Software,  Inc., 
Berkeley,  Calif. 

Requires  Intel  386 
or  higher  processor 
and  2WI  bytes  of  free 
disk  space 


Calendar 

Jan.  11-26 


MANAGEMENT 


International  Association  of  Facilitators  (IAF) 
Conference  ’96:  The  Art  81  Mastery  of  Facili¬ 
tation.  Dallas,  Jan.  11-15  —  Topics  include 
group  facilitation  methods,  strategic  plan¬ 
ning  and  computer-supported  facilitations. 
Contact:  IAF  Registration,  Dallas  (214)  248- 
9233. 

Product  Data  Management  Decisions. 
Phoenix,  Jan.  15-18  —  A  workshop  and 
conference  for  chief  information  officers 
and  information  systems  managers  respon¬ 
sible  for  the  flow  of  product  development 
information.  Keynote  address  by  Roy  Cam- 
blin,  CIO  of  Oracle  Corp.  Fees:  $295  to 
$1,095.  Contact:  The  Management  Round¬ 
table,  Waltham,  Mass.  (800)  338-2223. 

Effective  Methods  for  Information  Technol¬ 
ogy  Quality.  Orlando,  Fla.,  Jan.  15-19  — 

The  conference  has  two  parts:  an  outline  of 
the  process  for  installing  a  total  quality 
management  system  and  the  process  for 
short-term  deployment.  Contact:  Quality 
Assurance  Institute,  Orlando,  Fla.  (407) 
363-1111. 


Success  Strategies  for  Improving  Software 
Technical  Support.  San  Diego,  Jan.  23-25 

—  For  software  technical  support  execu¬ 
tives  who  face  increasing  demand  for  soft¬ 
ware  services  and  decreasing  resources. 
Topics:  “How  to  Make  Key  Technical  Sup¬ 
port  Services  Profitable”  and  “Using  the  In¬ 
ternet  to  Increase  Efficiency.”  Contact: 
Global  Business  Research,  New  York  (212) 
645-4226,  ext.  8012. 


INDUSTRIES 


Data  Warehousing  Strategies  for  Financial 
Institutions  Conference.  New  York,  Jan.  17- 
19  —  Topics  include  ensuring  key  data  ele¬ 
ments  get  selected  for  warehouses,  gaining 
sponsorship  for  warehousing  projects,  get¬ 
ting  prototypes  running  and  standardizing 
data  elements.  Contact:  Global  Business 
Research  Ltd.,  New  York  (212)  645-4226. 

On-line  Strategies  for  Book  Publishers: 


Profiting  from  New  Media  Opportunities  in 
Book  Publishing.  New  York,  Jan.  18-19  — 

The  conference  targets  CIOs  and  execu¬ 
tives  at  publishing  companies.  Topics  in¬ 
clude  repositioning  for  the  new  media,  in¬ 
tellectual  property  in  cyberspace  and 
targeting  your  audience.  Fee:  $1,295.  Con¬ 
tact:  AIC  Conferences,  New  York  (212)  952- 
1899. 

1996  Financial  Electronic  Data  Interchange 
(EDI)  Conference.  Nashville,  Jan.  21-24  — 

Focus  is  on  designing,  implementing  and 
upgrading  financial  EDI  programs  and 
electronic  commerce.  Speakers:  Herman 
Cain,  president  and  chief  executive  officer 
of  Godfather’s  Pizza,  Inc.,  and  futurist 
Frank  Feather,  president  of  Glocal  Market¬ 
ing,  Inc.  Sponsored  by  the  Treasury  Man¬ 
agement  Association  (TMA)  and  the  Na¬ 
tional  Automated  Clearing  House 
Association.  Contact:  TMA’s  Member¬ 
ship  and  Marketing  Department,  Be- 


thesda,  Md.  (301)  907-2862. 


TECHNOLOGIES 


Firewalls  and  Internet  Security  Conference 
’96.  Arlington,  Va.,  Jan.  25-26  —  Spon¬ 
sored  by  the  National  Computer  Security 
Association  (NCSA).  Topics  include  evalu¬ 
ating  firewalls,  establishing  a  security  re¬ 
sponse  team  and  nontechnical  security 
threats.  Contact:  NCSA,  Carlisle,  Pa.  (717) 
258-1816,  ext.  226. 

Calendar  announcements  should  be 
submitted  at  least  six  weeks  prior 
to  the  event  and  include  the  title  of 
the  event,  dates,  location,  theme  or 
focus,  keynote  or  major  speakers, 
principal  topics  and  a  contact  person, 
organization  and  phone  number. 


Steve  Ulfelder,  Associate  Editor/ 
Management,  Computerworld, 

500  Old  Connecticut  Path,  Framingham, 
Mass.  01701.  Fax:  (508)  875-8931. 
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OU  NOTES  WORKS 


Notes™  combines  world-class 


•  •  • 

v->.  y 


For  more  information  on  Lotus  Notes  or  for  a  copy  of  the  Get  the  Facts  brochure,  call  1-800-828-7086  ext.  B398 
(1-800-GO-LOTUS  in  Canada).  Or  explore  Lotus  on  the  World  Wide  Web  at  www.lotus.com. 


Lotus 

Working  Together* 

Whether  they're  using  UNIX® 
Mac®  OS/E®  or  Windows®. 

Its  robust  bi-directional 
replication  delivers  up- 
t o - the  -  second  information 
to  the  people  who  need  it- 
Whether  they're  across  the 
hall  or  across  the  ocean- 

Lotus  Notes  works  the  way 
your  people  work-  It  works 
the  way  your  company  works- 
Which  is  why  it's  working 
for  thousands  of  companies 
worldwide-  Today- 

You  can  wait  for  something 
else,  but  chances  are  it 
just  won't  meet  your  needs- 


Sr.  Vice  President,  CIO, 
F i r e m a n ' s  Fund'insurance 


(NOTES  FROM  THE  FIELD, 
FIREMAN'S  FUND) 
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The  godfather  of  structured  analysis 
design  is  still  delivering  management 
wisdom  on  fostering  programmer 
productivity  —  whether  corporate 
America  wants  to  hear  it  or  not 


BY 

KATHLEEN 

MELYMUKA 


‘‘The  great  vogue  of  the  1990s  seems  to  be  be¬ 
coming  lean  and  mean.  Am  I  the  only  one  who 

thinks  this  is  dumb?” 

So  asks  Tom  DeMarco,  who  loves  nothing  better 
than  looking  through  the  filmy  fabric  of  convention¬ 
al  wisdom  to  declare  that,  actually,  the  emperor  is 

naked. 

DeMarco  isn't  just  some  upstart  troublemaker 
smashing  sacred  cows  in  the  software  development 
area  for  sport.  Rather,  he’s  a  bona  fide  development 
guru  who  earned  his  early  programming  creden¬ 


tials  at  AT&T  Bell  Laboratories  and  La  Cegos  Infor- 
matique,  a  French  mainframe  real-time  systems 
company.  He  has  managed  one  software  company 
and  numerous  projects.  His  pioneering  wi 
structured  analysis  culminated  in  the  develo1 
of  the  DeMarco  method  outlined  in  the  book  Struc¬ 
tured  Analysis  and  System  Specification  in  1978, 

But  don’t  let  that  techie  background  fool  you.  De-a 
Marco  is  as  avid  as  they  come  on  the  people  issu< 
in  development. 

That’s  why  the  push  to  lean  and  mean  just  mi 


jcrazy.  That  goal,  he  says  in  his  most  recent 
hy  Does  Software  Cost  So  Much?  (Dorset 
35),  isn’t  only  ill-advised  but  downright 
^word  [mean]  describes  an  assortment 
^of  which  seems  to  be  very  desir- 
Js  too  often  a  prelude  to  acting 

^ Productive  Projects  and 
DeMarco  says  infor- 
e  misled  by  “man- 
ong,  such  as 
rker’s  esti- 
work  at 


at  man- 
page 112 


“You  couldn’t  be 
too  crazy  or  too  weird” 
under  the  guidance  of  a 
great  manager,  says  IS 
management  guru  Tom 
DeMarco,  because 
“weirdness  was  under¬ 
stood  to  be  a 
capital  asset.” 


Working  Together* 


infrastructure,  to  give 


your  company  the  founda¬ 


vrc 


tion  it  needs  to  compete 


This  means  that  your 


people  can  not  only 


communicate,  but  collab¬ 


orate  in  teams  and,  most 


importantly,  build  and 


deploy  custom  applications 


that  coordinate  mission- 


critical  business  processes 


like  streamlining 


product  development 


cycles  and  improving 


customer  service- 


Lotus  Notes  is  here  now 


If  you'd  prefer  something 


less,  wait  a  while- 


It'll  be  here  eventually 


Interview  with  Tom  DeMarco 


DeMarco 


tivating,  leading,  coaching,  helping  peo¬ 
ple  resolve  differences. 


DEMARCO:  No!  I  don’t  believe  that  at  all!  Management  is 
an  enormously  legitimate  function  —  the  catalyst  that  al¬ 
lows  work  to  proceed  effectively,  not  overhead  to  be 
trimmed. 

It  isn’t  enough  to  get  out  of  [a  developer’s]  way,  but 


CW:  Some  of  the  misconceptions  about 
what  makes  a  good  manager  seem  to  go 
back  to  misplaced  democratic  ideals: 
the  idea  that  a  manager  who  isn’t  working  down  in  the 
trenches  is  elitist. 


slope  of  management  by  objectives,  which  is  a  deeply 
flawed  concept. 


CONTINUED  FROM  PAGE  108 

agers  that  made  them  gleeful  in  the  presence  of  the  ex¬ 
traordinary  craziness  that  characterized  their  people.  You 
couldn’t  be  too  crazy  or  too  weird.  Weirdness  was  under¬ 
stood  to  be  a  capital  asset  because  weird  people  aren’t 
clones;  they  give  us  our  edge.  These  managers  had  an  ex¬ 
traordinary  appreciation  for  the  weird. 

CW:  You  talk  about  the  intense  deadline  pressure  on  pro¬ 
grammers  as  being  counterproductive  on  many  levels. 
But  what  about  the  argument  that  work  expands  to  fill 
the  time  available  to  get  it  done? 


CW:  Can  great  IS  managers  be  made  or 
are  they  born  that  way? 


DEMARCO:  That  idea  is  Parkinson’s  Law,  and  Parkinson 
was  a  humorist,  not  a  scientist.  He  didn’t  say  it  because  it 
was  true;  he  said  it  because  it  was  funny. 

Of  course,  there  has  to  be  a  germ  of  truth  in  anything 
funny.  The  germ  of  truth  about  Parkinson’s  Law  is  that 
when  you  hate  your  work,  the  work  expands  to  fit  the 
time  allotted.  My  observation  is  that  Parkinson’s  Law 
doesn’t  apply  to  the  kind  of  work  [developers]  do. 

[By  imposing  a  deadline,]  you’re  really  asking  work¬ 
ers  to  make  compromises  with  what  they  understand  to 
be  quality. 

You  can’t  ask  for  general  compromises  with  quality.  You 
must  come  up  with  something  specific,  and  you  need  to 
talk  with  them  about  it.  Maybe  this  program  will  be  used 
only  once,  so  maintainability  isn’t  as  important  as  it  would 
be  otherwise.  You  can  redefine  quality  in  this  way,  and  then 
[your  programmers  will]  go  about  [a  project]  differently. 


CW:  I  get  the  feeling  you  think  software  developers  would 
do  better  if  people  would  just  leave  them  alone. 


“One  of  my  best 
clients  was  Microsoft 
but  they  never  invited 
me  back  after  the 
Peopleware  book. . . . 


•  j 


skills  if  you  aren’t  naturally  a  leader,  a 
people  person.  This  thing  about  glee  in 
the  presence  of  weirdness  —  you  can’t 
fake  that. 


DEMARCO:  A  great  manager  is  mostly 
born,  not  made.  It’s  largely  charisma. 

I  was  mostly  a  mechanistic  manager.  I 
copied  some  of  the  best  things  and  not 
just  the  easiest.  But  I  was  never  a  great 
manager. 

I  don’t  think  you  can  acquire  those 


many  of  the  things  people  do  in  the  guise  of 
management  are  likely  to  [lead  to]  trouble. 

CW:  How  so? 


DEMARCO;  Say  someone  does  some  set  of  development 
activities  well,  so  they  make  him  a  manager.  He  ends  up  do¬ 
ing  the  same  things  he  did  before,  only  now  he  says  he’s 
doing  them  to  illustrate  and  give  example.  But  he  runs 
away  from  the  scariest  thing  of  all:  the  soft  business  of  mo- 


CW:  You  talk  about  how  even  good  metrics  can  goad  peo¬ 
ple  into  doing  useless  or  even  harmful  things.  Do  metrics 
have  a  place  in  a  software  development  environment? 

DEMARCO:  Metrics  have  a  definite  place  in  software 
development,  just  as  they  have  a  definite  place  in  medicine. 
Metrics  are  the  equivalent  of  blood  pressure  and  weight. 

It’s  important  to  monitor  things  to 
conduct  a  project  in  a  sensible 
way. 

When  I  complain  about 
the  bad  effects  that  some¬ 
times  accrue  from  using 
metrics  to  control  develop¬ 
ment  work,  I  want  to  make 
a  distinction.  There  are 
three  things  to  use  mea¬ 
surement  for:  to  understand, 
1  to  predict  and  to  control  or 

P  change  behavior. 

If  I  use  metrics  to  control  —  to 
measure  —  people,  I’m  really  trying  to  send  a  message  that 
they  damn  well  better  improve. 

You  get  into  trouble  when  you  use  measurement  to 
control  behavior.  That  takes  you  down  the  slippery 


“A  great 

manager  is  mostly 
bom,  not  made. 
It’s  largely 
charisma.” 


DEMARCO:  There’s  this  strange  attitude  that  work  at  the 
lowest  level  is  intrinsically  noble  but  management  isn’t.  So 
if  you  need  to  trim  costs,  go  for  the  middle. 

But  the  middle  is  where  we  invent  the  company  and  en¬ 
able  it  to  go  on  to  the  future.  At  the  bottom,  there  isn’t 
enough  power,  and  at  the  top,  they’ve  lost  track  of  what’s  in¬ 
volved  [in  the  work] .  At  the  middle,  you  can  make  changes 
that  cause  a  company  to  grow. 


CW:  I  know  you  have  a  problem  with  the  team  analogy  for 
workgroups.  I  think  the  term  “team”  has  certain  macho 
connotations  that  appeal  to  many  corporate  cultures. 

DEMARCO:  Yeah.  It’s  macho,  male.  That’s  part  of  it.  One  of 
the  worst  things  that  ever  happened  to  American  manage¬ 
ment  was  Vince  Lombardi.  He’s  a  symbol  of  everything 
wrong  with  American  management.  You  go  to  one  of  those 
corporate  trophy  stores  and  you  can  buy  20  or  30  manager 
plaques  with  Vince  Lombardi  on  them  that  say  things  that 
are  deeply  injurious  to  human  dignity. 

CW:  How  so? 

DEMARCO:  He  was  a  user  and  abuser  of  people.  It  has  to 
do  with  abusing  people’s  dignity  to  get  them  to  be  part  of  a 
machine  you’re  building. 

CW:  Whatever  you  call  them,  how  do  you  see  teams 
changing  in  the  future?  Might  the  workgroup  concept 
evolve  into  something  else  entirely? 

DEMARCO:  Something  I  see  already  happening  is  that  the 
things  we  call  teams  have  begun  to  fill  the  role  that  our 
towns  used  to  fill  in  the  19th  century. 

We’re  community  creatures.  The  19th  century  town  re¬ 
sponded  to  something  deep  in  the  firmware  of  the  human 
creature.  You  lived  where  your  father  and  his  father  lived. 
You  knew  your  neighbors  and  their  children.  You  paid  on 
credit.  You  knew  everybody.  You  had  roots. 

There’s  something  in  us  that  needs  this  community,  but 
now  bedroom  communities  are  all  bedroom  and  no  com- 

DeMarco,  page  117 


COMPUTERWORLD  DECEMBER  4,  1995 


Network  keeps  your 
business  up  and  running, 
even  when  you're  not. 


Network 


SunSpectrum" system  support.  It's  for  anyone  who's  concerned  about  the  fate  of  their  mission-critical  networked  systems.  We're  the  only  support 
team  that's  100%  committed  to  UNIX  client/server  computing.  In  fact,  we  support  over  half  a  million  systems  worldwide.  With  SunService,  you'll 
have  a  single  point  of  contact  around  the  world,  and  multi-vendor  support  at  your  disposal.  Not  to  mention  the  comfort  of  knowing  that  SunService  is 

SunService 

call  us  at  1-800-821-4643.  Or  contact  us  on  the  Internet  at  http://www.sun.com/sunservice  Have  a  good  evening.  the  network  is  the  computer 


ISO  9001  certified.  It's  all  part  of  the  full  range  of  services  we  offer.  For  the  nearest  SunService  sales  office  or  reseller,  # 


O  Mi  Sun  Micro: 


All  fight*  rewfved  Sun.  Sun  Miciotyilemy  the  Son  logo.  SuliScfwce.  the  SuftSemce  logo.  SceiSpectium.  end  T>w  Network  b  The  Computer  are  udmrft)  fegntered  trademark*  or  lemtc  mark*  ol  Sun  Micrtw/ihen*  Inc  w  the  Owed  S'aler.  end 
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gb  WOf 


id  your  database  vendor 
just  pull  a 

data  warehousin 

out  of  the  trunk? 


sleadi 

So  why  is  the  cc 
it  Informix?  Maybe  t 
e  afraid  to  a< 


3  data  ware 


„ 


" Informix's  DSA  is  the  best  all-round 
parallel  DBMS  on  the  market." 

— Bloor  Research,  Parallel  Database 
Report,  10/95 


isn't  what  it' 

ir  database,  unlike  ours,  wasn't  architected  witl 


"It  is  not  clear  what  is  actually  going  on.  Oracle's  marketing  department  is 
claiming  capabilities,  and  talking  about  futures." 


— Bloor  Research,  Parallel  Database  Report,  10/95 


n  •> 


or  what  it  means  to  data 
;ing.  And  it's  proven 
there  for  data  warehousing  as  well  as 
ndustry-leading  data  warehouse  partners, 


warenoi  . ... . ^ d  li 

to  be  the  most  scalable  databc  '  ,r  "  f  * 
OLTP  applications.  Together  with  oi 
we  deliver  best-of-breed  solutions. 


Informix  is  well-placed  to  become  the  brand  leader  at  the  top  end  of  merchant  DBMSs 

Bloor  Research,  Parallel  Database  Report,  10/95 


Parallel  Hash  Join 


Parallel  Index  Scans 


Mr? 


Read  the  quotes, 
the  charts,  the  third- 
party  surveys.  Then  call 

.  ,  orvA  zoo  r ruv  Parallel  Aware  Optimizer 

us  at  1  -800-688-1 FMX,  — 
x78,  and  get  our  Data 
Warehouse  Literature  Kit, 
including  some  revealing 


INFORMIX 

First  Shipped  Q1  ’94 


ORACLE 

Promised  Q1 


First  Shipped  Q1  '94  Promised  Q1 


First  Shipped  Q1  ’94 


Data  Partitioning 


First  Shipped  QV94  |||1|  Promised 


Promised 


Partition  Level  Recovery 


First  Shipped  Ql  ‘94 


Promised  Ql  '96 


Parallel  Update 


First  Shipped  Q3'95 


Promised  1996 


information  from  the  Bloor  report. 
But.  please,  get  the  whole  story. 
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Unix: 

The  Real 
Success  Story 

Your  business  requires  flexibility,  inter¬ 
operability,  and  rapid  response  to 
change — requirements  that  propri¬ 
etary  systems  were  never  designed  to 
deliver.  You’re  looking  for  more  open 
alternatives  to  your  mainframe  and  for  more  robust 
alternatives  to  your  departmental  systems.  You  want 
technology  solutions  that  will  give  you  seamless 
access  to  data,  easy  integration,  rapid  portability, 
and  above  all,  a  real  competitive  advantage. 

Fortunately,  such  solutions  are  available 
today.  Read  on  to  hear  what  business  users  say 
about  Unix  and  why  it  dominates  the  server  and 
workstation  marketplaces. 

The  Unix  operating  environment  offers  an  alter¬ 
native  that  puts  you,  not  the  vendor,  in  control  of 
infonnation  technology  decisions.  The  Unix  alterna¬ 
tive  balances  cooperative,  open  systems  develop¬ 
ment  with  the  advantages  of  a  freely  competitive 
market.  With  Unix,  multiple  vendors  share  an  open 
architecture,  but  they  compete  on  price,  perfor¬ 
mance,  and  innovation.  They  earn  the  right  to  your 
business  over  and  over  again  in  the  open  market, 
rather  than  locking  you  into  single-vendor  solutions. 

Unix  is  about  choice:  the  freedom  to  choose 
the  best  hardware,  the  best  operating  system, 
and  the  best  applications  and  development  envi¬ 
ronments,  and  the  freedom  to  change  your  mind 
when  your  business  needs  change.  Users  like 
choices — that’s  one  reason  why  Unix  installations 
are  growing  at  nearly  18  percent  per  year  in  all 
multiuser  environments,  when  industry  growth 
as  a  whole  is  at  just  seven  percent.  As  Janelle 
Hill,  an  information  systems  manager  at  MCI 
responsible  for  sales  force  technical  support, 
says,  “Moving  to  Unix  has  given  us  control  over 
our  own  destiny.” 

What  Open  Really  Means 

There  is  one  basic  reason  why  Unix  remains  the 
premier  enterprise  operating  system  and  the  only 
operating  system  that  can  span  your  organization’s 


computing  needs  from  palmtops  to  massively  par¬ 
allel  supercomputers:  Unix  is  an  open  technology. 

But  it  seems  that  every  vendor  now  is  claim¬ 
ing  to  be  “open.”  Let’s  review  what  that  word 
means  to  computing  and  why  it’s  important. 

Open  means  that  the  specification  for  a  tech¬ 
nology  is  published  and  freely  available.  No  single 
vendor  can  control  it.  Anyone  can  use,  develop, 
and  improve  the  technology  at  any  time,  without 
permission  from  a  vendor  and  with  little  or  no 
capital  investment.  Many  implementations  of  the 
specification  evolve,  and  the  input  of  multiple 
vendors  is  required  to  change  the  specification.  In 
mature  open  technologies,  conformance  tests  exist 
to  certify  that  a  specification  is  met.  This  model 
gives  the  user  the  ultimate  flexibility  and  freedom 
of  choice.  If  you  are  dissatisfied  for  any  reason,  or 
if  a  better  product  exists,  it  is  a  relatively  trivial 
task  to  port  applications  to  a  competitive  system. 

In  short,  this  market  is  characterized  by  users’ 
ability  to  easily  replace  one  vendor  with  another. 
Unix  meets  all  of  these  criteria. 

When  a  technology  is  truly  open,  it  takes  on  a 
life  of  its  own.  Open  technologies  lead  to  a  mar¬ 
ket  characterized  by  rapid  innovation  and  intense 
competition.  Whereas  a  single  company,  no  mat¬ 
ter  how  large,  can  invest  only  a  finite  amount  of 
money  in  research  and  development,  open  tech¬ 
nologies  benefit  from  a  vast  number  of  technolo¬ 
gists,  all  working  in  a  shared  development  envi¬ 
ronment  that  moves  forward  rapidly.  We  estimate 
that  companies  spend  $1  billion  annually  on  Unix 
research  and  development. 

The  World-Wide  Web  is  one  recent  example 
of  how  open  technologies  can  outperform  single¬ 
vendor  development.  After  only  a  few  short  years, 
the  Web  has  become  a  mainstream  communica¬ 
tions  tool.  No  single  company  could  have  afford¬ 
ed  to  launch  the  Web  with  as  much  success.  The 
Web  itself,  of  course,  is  built  on  the  Internet,  a 
fundamental  open  technology  that  has  grown 
along  with  Unix. 

Unix  has  enjoyed  an  open,  cooperative 
development  environment  for  over  25  years.  As 
a  result,  it  has  become  the  most  flexible,  scal¬ 
able,  and  robust  operating  system  available 
today.  And  because  Unix  is  open,  it  will  contin¬ 
ue  to  evolve  more  rapidly,  and  to  provide  better 
solutions  to  users,  than  any  single-vendor  oper¬ 
ating  system  possibly  can. 
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Unix  Systems  Provide  Business  Value 

The  first  great  benefit  that  Unix  systems  give  you 
is  the  ability  to  replace  one  vendor  with  another, 
as  your  business  needs  change  and  as  one  vendor 
or  another  takes  the  lead  in  providing  ground¬ 
breaking  new  value.  No  other  oper- _ 

ating  system  gives  you  that  range 
of  flexibility. 

“Open  systems  have  made  our 
vendors  much  more  responsive,” 
says  Hugh  Brownstone,  vice  presi¬ 
dent  of  new  business  development 
for  IMS  America,  Ltd.,  a  division  of 
Dun  &  Bradstreet.  “We’re  able  to 
capitalize  on  a  Darwinian  environ¬ 
ment.  It’s  survival  of  the  fittest.  We 
win,  because  we  are  able  to 
choose  the  best  solution  available 
in  the  market.” 

Competition  for  your  business 
leads  to  technical  excellence  in 
Unix  systems  that  is  unmatched 
by  any  other  operating  system. 

Eager  to  differentiate  their  products  from  com¬ 
petitors,  Unix  suppliers  have  introduced  innova¬ 
tions  in  user  interfaces,  application  develop¬ 
ment  tools,  and  systems  and  network 
management.  The  robustness  of  its  core  archi¬ 
tecture  has  made  Unix  virtually  the  only  alterna¬ 
tive  for  companies  wanting  to  run  critical  appli¬ 
cations  in  a  distributed  environment.  And  many 
of  the  technologies  that  Unix  has  made  possible 
in  the  scientific  and  engineering  environ¬ 
ments — such  as  object  database  management, 
three-dimensional  graphics,  simulation  tech¬ 
nologies,  and  virtual  reality — are  becoming 
increasingly  important  to  commercial  users. 

Competition  also  means  superior  performance 
at  lower  prices.  A  better  price/performance  ratio 
has,  for  example,  allowed  IMS  America  to  provide 
the  kind  of  detailed  point-of-sale  market  data  that 
its  client  pharmaceutical  companies  demand. 

Three  years  ago,  based  on  a  mainframe,  IMS 
America  had  to  make  do  with  wholesale  data, 
which  required  much  less  computing  power. 
“We’ve  been  running  a  1.4  terabyte  farm  of  Unix- 
based  systems  since  1993,”  says  Brownstone.  “We 
just  couldn't  afford  to  do  that  on  a  mainframe. 

Our  documentable  savings  are  in  the  tens  of  mil¬ 
lions  of  dollars.” 


And  competition  means  better  service.  “Our 
mainframe  is  long  gone — we’re  ainning  everything 
it  takes  to  run  a  retail  business  on  Unix  systems,” 
says  Mike  Prince,  director  of  information  services 
for  Burlington  Coat  Factory  Warehouse.  “The  fact 


that  we  can  change  vendors  relatively  easily 
means  our  vendors  are  anxious  to  be  our  partners 
and  to  provide  the  kind  of  support  we  need.” 

Distributed  Computing  Made  Real 

Why  are  businesses  moving  with  confidence  from 
their  glass  houses  to  Unix  systems?  Because  Unix 
is  the  only  operating  system  that  can  rival  the 
security  and  reliability  of  mainframe  systems,  yet 
still  offer  the  flexibility  of  an  open  environment. 
No  other  operating  system  alternative  can  match 
it — that’s  why  Unix  is  the  hands-down  market 
leader  in  mainframe  replacement. 

“We  needed  more  flexibility,  more  control, 
and  more  rapid  response  to  our  changing  busi¬ 
ness  needs,”  says  Hill  about  MCI’s  decision  to 
move  its  sales  support  functions  from  a  mainframe 
to  a  Unix  server.  “Now  I’m  in  complete  control.  If 
there’s  a  problem  in  any  area,  I  can  fix  it  quickly, 
not  ask  someone  else  to  do  it  for  me,  the  way  I 
needed  to  in  the  mainframe  environment.” 

“We  didn’t  want  to  be  in  the  business  of 
maintaining  code.  We  wanted  to  take  advantage 
of  common,  off-the-shelf  software,”  says  Jim 
McCann,  vice  president  of  internal  information 
services  for  Northrup  Grumman  Corp.,  which 
over  the  last  two  years  has  replaced  its  main- 


Unix  and  Overall  Multiuser  Markets,  1994 


Total  multiuser  systems 

Unix 

All  operating  systems 

Units 

83,962 

153,551 

Growth  rate/units 

17.6% 

7% 

Value 

$6.3  billion 

$19-7  billion 

Growth  rate/value 

23.5% 

-8.6% 

A  multiuser  system  is  any  installation  with  more  than  one  device  attached; 
this  includes  everything  but  individual  PCs  and  workstations. 

Source:  International  Data  Corp. 
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frame  with  Unix-based  business  systems.  “But 
these  are  applications  that  we  run  our  business 
on  day-to-day.  We  chose  Unix  to  run  them.  Noth¬ 
ing  else  came  close  to  providing  the  level  of  reli¬ 
ability  we  needed.” 

As  organizations  come  down  off  centralized 
legacy  systems,  Unix  offers  the  best  architecture 
for  distributed  computing.  By  using  X  Window 

System  communica¬ 
tions  and  client/server 
protocols,  you  can 
decouple  your  desktop 
user  interface  from 
your  application,  so  all 
or  part  of  the  applica¬ 
tion  can  run  on  your 
Unix  server.  That  capa¬ 
bility  allows  you  to 
minimize  investment  in 
memory  and  storage  at 
each  desktop,  while 
still  amning  very  pow¬ 
erful  applications.  By 
running  applications 
centrally  on  Unix,  you 
also  eliminate  desktop 
crashes  of  the  applica¬ 
tion,  as  well  as  the 
need  for  decentralized 
(and  expensive)  sup¬ 
port.  X  can  run  on 
multiple  platforms, 
offering  a  complete 
range  of  choices  for 
your  desktop  operating 
environment. 

Unlike  some 
desktop-centric  sys¬ 
tems,  Unix  enables  you 
to  partition  the  operat¬ 
ing  system,  user  inter¬ 
face,  application,  and 
database  management 
system  across  a  flexible 
architecture  of  two, 
three,  or  even  more  tiers,  taking  advantage  of  the 
capabilities  of  each  platform  in  a  customized  fash¬ 
ion  right  for  your  business. 

Because  Unix  vendors  have  operated  in  an 
extremely  competitive  market,  they  have  devel¬ 


oped  the  security,  robustness,  and  ease  of  admin¬ 
istration  required  for  replacing  mainframes.  “Our 
downtime  has  not  increased  at  all,”  says  Dennis 
Courtney,  vice  president  of  business  reengineering 
at  Dunlop  Tire  Corp.  Dunlop  has  moved  critical 
applications  such  as  payroll,  purchasing,  accounts 
payable,  and  general  ledger  to  Unix  servers,  and 
plans  to  replace  its  mainframe  entirely  by  1997. 

Scalable  Systems  for  Every  Need 

Another  reason  that  Unix  has  become  the  operat¬ 
ing  system  of  choice  for  distributed  computing  is 
its  unrivaled  scalability.  Unix,  in  conjunction  with 
massively  parallel  processing  architectures  and/or 
symmetric  multiprocessing  architectures,  is  at  the 
heart  of  eveiy  interactive  television  trial  in  the 
world — an  application  that  quickly  exceeds  even 
terabytes  of  data.  Compared  with  this  commercial 
application,  most  business  applications  will  be 
managed  by  Unix  with  ease,  at  a  price/perfor- 
mance  point  that  far  outdoes  any  other  alterna¬ 
tive.  In  addition,  Unix  companies  were  the  first  to 
have  64-bit  computing,  and  their  operating  sys¬ 
tems  will  lead  the  way  into  this  advanced  next 
generation  of  processing  power. 

“We  were  going  to  require  a  great  deal  of 
scalability  in  what  we  chose,”  says  MCI’s  Hill,  who 
is  currently  implementing  a  sales  system  that  will 
support  5,000  simultaneous  users  on  a  single  Unix 
server.  “We  were  not  comfortable  that  any  alterna¬ 
tive  to  Unix  would  scale  up  to  support  all  5,000 
users.  With  Unix,  we  were  very  comfortable.” 

“We  close  25  percent  of  all  checks  cleared  in 
the  U.S.,”  says  Tsvi  Gal,  senior  vice  president  of 
information  technology  for  Bank  of  America.  “For 
the  volume  of  computing  that  Bank  of  America 
requires,  no  other  operating  system  can  scale  as 
well.  Unix  is  the  name  of  the  game  in  non-main¬ 
frame-oriented  computing.” 

What’s  more,  as  well  as  being  highly  scalable, 
fault-tolerant  Unix  clusters  offer  mainframe-class 
reliability.  And  as  departmental  networks  increas¬ 
ingly  are  used  as  gateways  to  wide-area  networks 
and  the  Internet,  Unix  becomes  the  most  secure 
choice  for  even  small  installations. 

Unix  runs  on  more  hardware  platforms  than 
any  other  operating  system:  from  hand-held 
devices  to  supercomputers,  on  all  flavors  of 
CPU.  Companies  are  able  to  take  advantage  of 
that  scalability  by  choosing  the  best  applications 


We  win. 


we  are 


able  to 
choose 
the  best 
solution 
available 
in  the 
market." 


Hugh  Brownstone, 
vice  president  of 
new  business 
development, 
IMS  America,  Ltd. 
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for  their  needs,  by  making  downsizing  a  reality, 
and  by  deploying  the  best  hardware  architec¬ 
tures  for  their  business. 

Making  Networks  Interoperate 

Arnie  Schapiro,  director  of  information  systems  at 
Orchard  Supply  Hardware  Stores,  became  a 
believer  in  open  systems  after  his  supplier  of  pro¬ 
prietary  point-of-sale  equipment  announced  that  it 
would  discontinue  support.  “After  that,  I  was  sold 
on  the  advantages  of  open  systems,”  he  says. 

“With  Unix,  we  have  freedom  of  choice  and  aren’t 
locked  into  one  supplier  any  more.” 

In  addition  to  freedom  of  choice,  Schapiro 
also  wanted  to  make  use  of  Unix’s  advanced  net¬ 
working.  “Unix  network  utilities  made  our  net¬ 
work  easy  to  administer,”  he  says.  “The  utilities 
that  come  with  Unix  aren’t  there  with  other  oper¬ 
ating  systems.” 

It’s  no  accident  that  Unix  provides  the  richest 
networking  capabilities  or  that  Unix  is  the  pre¬ 
ferred  environment  for  companies  interested  in 
seamlessly  connecting  systems  and  networks. 

From  the  beginning,  the  Unix  community  has 
been  defined  by  its  commitment  to  interoperabili¬ 
ty,  a  commitment  that  has  made  Unix  the  launch 
point  for  all  significant  enterprise  network  tech¬ 
nologies  in  the  last  20  years.  Here’s  a  short  list  of 
contributions  from  the  Unix  community  that  have 
become  industry  standards  and  make  interoper¬ 
ability  a  reality  for  users: 

TCP/IP  It’s  easy  to  forget  that  network 
interoperability  used  to  be  impossible  unless 
you  bought  everything  from  a  single  vendor. 
Unix  was  the  first  operating  system  with  which 
users  could  take  a  computer  out  of  a  box  and, 
without  worrying  about  its  architecture  or  hard¬ 
ware  configuration,  plug  it  into  an  Ethernet  net¬ 
work  and  have  it  communicate  immediately  with 
other  devices. 

When  given  the  choice,  users  overwhelmingly 
choose  the  open  systems  alternative  over  propri¬ 
etary  network  solutions.  That’s  why  TCP/IP, 
designed  and  adopted  as  the  Internet  communica¬ 
tions  protocol  in  1983,  has  become  the  glue  that 
holds  enterprise  systems  together.  It  has  played  an 
indispensable  role  in  the  Internet’s  dramatic 
growth.  And  that’s  why  purveyors  of  single-ven¬ 
dor  solutions  have  begun  to  ship  their  products 
with  TCP/IP  stacks. 


The  X  Window  System  In  keeping  with  the 
commitment  to  choice,  the  Unix  community  has 
acknowledged,  through  its  shared  development 
work,  users’  freedom  to  choose  other  operating 
systems  when  appropriate.  For  example,  using  X, 
a  sophisticated  windowing  system  developed  and 
overseen  by  a  nonprofit,  vendor-neutral  consor¬ 
tium,  you  can  easily  connect  diverse  laptops,  ter¬ 
minals,  and  desktop  computers  to  Unix  servers, 
making  network-wide  interoperability  a  reality. 

SNMP  and  SMTP  The  Unix  community  has 
recognized  that,  if  distributed  networks  are  going 
to  succeed,  users  will  need  a  simple  way  to  man¬ 
age  these  networks  from  a  central  location,  as 
well  as  a  simple  way  to  communicate  via  elec¬ 
tronic  mail  across  diverse  networks.  The  Simple 
Network  Management  Protocol  (SNMP)  and  Sim¬ 
ple  Mail  Transport  Protocol  (SMTP),  spearheaded 
by  the  Unix  community,  provide  solutions  that 
have  become  industiy  standards. 

C  and  C++  The  Unix  community  embraced 
these  common  development  languages  as  a  way 
to  assure  interoperability  among  different  kinds  of 
computers;  these  languages  have  since  become 
standard  environments  for  other  operating  sys¬ 
tems.  User  benefits  include  faster  application 
development,  easily  portable  applications,  and 
reduced  development  costs. 

The  World-Wide  Web  Originally  developed 
by  the  Unix  community,  this  graphical  Internet 
environment  has  been  extended  to  other  operat¬ 
ing  systems  and  has  become  one  of  the  most  suc¬ 
cessful  and  most  rapidly  deployed  network  com¬ 
munications  tools  ever  created. 

With  its  tradition  of  open,  shared  develop¬ 
ment,  Unix  has  become  the  core  environment  for 
new  network  and  interoperability  advances.  As 
these  advances  are  accepted  in  the  market,  ven¬ 
dors  of  all  stripes  feel  compelled  to  provide  at 
least  a  gateway  to  the  open  alternative.  The  open 
solution  then  becomes  the  common  language  for 
the  enterprise  network  and  beyond.  Because  of 
open  systems,  at  last  you  have  the  power  to 
demand — and  receive — interoperability  among 
diverse  systems. 

A  Word  About  Standards 

In  the  past,  the  Unix  community  has  been  criti¬ 
cized  by  analysts  and  users  alike  for  not  providing 
a  single  set  of  standards  for  all  Unix  operating  sys- 
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terns.  But  standards  bodies  fail  whenever  they 
attempt  to  rein  in  competitive  forces  and  whenev¬ 
er  they  attempt  to  define  for  users  what  your 
needs  should  be.  Standards  should  not  be  used  to 
build  the  car,  only  to  give  us  the  rules  of  the  road. 
If  vendors  were  forced  to  conform  fully  to  a  sin¬ 
gle  standard  rather  than  be  allowed  to  differenti¬ 
ate  their  product, 
users  would  suffer — 
Unix  would  become, 
in  essence,  as  limited 
as  any  single-vendor 
product. 

The  real  goal  of 
Unix  standards  bod¬ 
ies  is  to  define  for 
users  and  vendors 
what  a  baseline, 
commodity  Unix 
operating  system 
should  look  like. 
Standards  assure  you 
that  Unix  systems  are 
interoperable  and 
that  applications  are 
readily  portable.  But 
they  also  allow  for 
the  innovation  and 
technical  excellence 
that  a  competitive, 
open  development 
environment  brings. 

Unix  systems 
already  offer  more 
interoperability  and 
portability  than  any 
other  operating  sys¬ 
tem  environment. 
Common  networking 
and  systems  manage¬ 
ment  protocols  allow 
you  to  mix  and 
match  multiple  Unix 
systems  with  ease. 
Porting  applications 
from  one  Unix  flavor 
to  another  takes  a 
matter  of  days,  rather  than  the  months  or  years  it 
takes  to  rewrite  code  from  one  completely  differ¬ 
ent  operating  environment  to  another. 


And  the  Unix  industry  is  moving  forward 
rapidly  to  make  interoperability  and  portability 
even  easier  for  you.  Unix  ’95,  administered  by 
the  vendor-independent  X/Open  Co.  (and  for¬ 
merly  known  as  Spec  1170  for  the  1,170  applica¬ 
tion  programming  interfaces  it  includes),  defines 
for  operating  systems  vendors  and  application 
developers  alike  what  commodity  Unix  is.  All 
Unix  vendors  have  conformed,  or  will  soon  do 
so,  to  the  Unix  ’95  specification. 

By  developing  or  buying  applications  that  use 
only  Unix  ’95  extensions,  you  are  guaranteed  seam¬ 
less  portability  from  one  operating  system  to  anoth¬ 
er.  But  users  aren’t  forced  to  buy  only  Unix  ’95 — 
you  will  still  have  the  choice  of  buying  or 
developing  applications  that  take  advantage  of 
state-of-the-art  extensions  that  are  made  available 
by  Unix  vendors,  in  an  open  and  freely  competitive 
market,  as  a  way  of  differentiating  their  products. 

In  this  manner,  the  Unix  industry  again  offers 
you  the  power  to  choose.  If  scalability  and  portabil¬ 
ity  are  the  most  important  elements  to  your  busi¬ 
ness,  you  will  choose  applications  that  comply  with 
Unix  ’95;  if  leading-edge  technology  is  key,  you  can 
choose  applications  that  take  advantage  of  new 
extensions  introduced  by  a  vendor  that  are  not  yet 
incorporated  into  the  standard.  And  because  of 
Unix’s  thriving  community  of  shared  development, 
even  standard  Unix  ’95  will  continue  to  outstrip  the 
innovations  introduced  in  single-vendor  markets. 

Unix  Is  About  Choice 

One  operating  system  has  made  distributed  com¬ 
puting  a  reality.  One  operating  system  is  making 
new  forms  of  interactive  entertainment  a  reality 
and  is  leading  the  way  in  new  engineering  and 
business  applications. 

That’s  Unix. 

But  Unix  is  more  than  all  those  things.  Mostly, 
Unix  is  about  giving  you  the  freedom  to  choose 
the  best  applications  and  development  environ¬ 
ments,  the  best  networking  alternatives,  the  best 
hardware  to  meet  your  business  needs.  Unix  gives 
you  the  choice  of  when  to  upgrade  your  systems, 
or  even  when  to  change  your  mind  and  install 
new  solutions  with  a  minimum  of  pain,  should 
your  business  demand  it. 

The  Unix  industry  is  dedicated  to  keeping 
the  power  of  choice  where  it  belongs:  with  you, 
the  user.  ■ 


“For  the 
volume  of 
computing 
that  Bank 
of  America 
requires, 
no  other 
operating 
system  can 
scale  as 
well.” 


Tsvi  Gal, 

senior  vice  president 
of  information 
technology, 
Bank  of  America 
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UniForum  Corporate  Sponsors  are  vendor  and  end-user  organizations  that  support  the 
mission  of  UniForum  and  actively  participate  in  its  programs. 


Vendor  Sponsors 

Amdahl  Corp. 

http://www.amdahl.com 

Bull  Worldwide  Information  Systems 

htt  p :  // www  .bull.com 

Chase  Research 

http://www.chase.com 

Computone  Corp. 

http://www.computone.com 

Cray  Research,  Inc. 

http://www.cray.co 

Data  General  Corp. 

http://www.dg.com 

DigiBoard,  Inc. 

http://www.digibd.com 

Digital  Equipment  Corp. 

http://www.digital.com 

EMATEK  Informatik  GmbH 

Enhanced  Software  Technologies,  Inc. 

http://www.indirect.com/www/est 

Equinox  Systems,  Inc. 

http://www.equinox.com 

FourGen  Software  Technologies,  Inc. 

Fujitsu  Open  Systems  Solutions,  Inc. 

http://www.fujitsu.com 

HaL  Computer  Systems 

http://www.hal.com 

Hewlett-Packard  Co. 

http://www.hp.com 

Hitachi,  Ltd. 

IBM  Corp. 

http://www.ibm.com 

IQ  Software  Corp. 

JYACC,  Inc. 

http://www.jyacc.com 

Lawson  Software 

Locus  Computing  Corp. 

http  ://www.  locus .  com 

Mortice  Kern  Systems 

http://www.mks.com 

Novell,  Inc. 

http  ://www.  novell .  com 

Open  Software  Foundation,  Inc. 

http://www.osf.org 


PowerOpen  Association,  Inc. 

http://www.poweropen.org 

Pyramid  Technology 

http://www.pyramid.com 

The  Santa  Cruz  Operation,  Inc. 

http://www.sco.com 

SCH  (Software  Clearing  House) 

http://www.sch.com 


Sequent  Computer  Systems,  Inc. 

http://www.sequent.com 


Softbank  Comdex,  Inc. 

http://www.comdex.com/ 

The  Software  Group,  Ltd. 

http://www.group.com 

Specialix,  Inc. 

Structured  Software 
Solutions,  Inc. 

Sun  Microsystems,  Inc. 

http://www.sun.com 

Tandem  Computers 

Tenon  Intersystems 

http://www.tenon.com 

Transarc  Corp. 

http://www.transarc.com 

UB  Networks 

http://www.ub.com 

Veritas  Software 

http://www.veritas.com 

WRQ 

http://www.wrq.com 

End-User  Sponsors 

Burlington  Coat  Factory 

http://www.coat.com 

Information  Service  Center 


These  companies 
also  support 
“Unix:  The  Real 
Success  Story”: 

1776  Software,  Inc. 

Applix,  Inc. 

Axil  Computer,  Inc. 

Motorola  Computer 
Corp. 

O’Reilly  &  Associates, 
Inc. 

Simba  Technologies, 
Inc. 

Stallion  Technologies, 
Inc. 

TriTeal  Corp. 

UniPress  Software, 
Inc. 


Millipore  Corp. 

http://www.millipore.com 

National  Security  Agency 

Quantum 

Southwestern  Bell 

http://www.swbell.com 

US  West  NewVector  Group,  Inc. 
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About  UniForum 

Since  its  inception  in  1981,  UniForum  has 
served  as  an  international,  vendor- 
independent  association  for  developers, 
vendors,  and  end  users  to  promote  and 
exchange  information  about  the  benefits  of 
open  systems  and  related  hardware, 
software,  applications,  and  standards. 

UniForum  is  committed  to  open  systems 
because  it  provides  users  with  a  complete 
technology  environment  that  supports 
interoperability  between  existing  systems 
and  new  technologies.  Open  systems  also 
gives  users  a  choice  in  the  technologies 
they  purchase  and  the  ability  to  change  as 
their  needs  dictate. 

UniForum  is  a  member-supported,  not- 
for-profit  organization  with  more  than  7,000 
individual  members  and  more  than  40 
corporate  sponsors  worldwide.  UniForum’s 
primary  mission  is  to  deliver  education  and 
information  about  open  technologies, 
including  Unix,  TCP/IP,  the  X  Window 
System,  SNMP,  SMTP,  C  and  C++,  the 
Internet,  and  the  World-Wide  Web.  It  does 
so  through  various  programs  that  include 
the  following: 

■  Publishing 

UniForum  Monthly  magazine 
UniNews  newsletter 
Open  Systems  Products  Directory 
UniForum  Press  books 
UniForum  Technical  Guides. 


For  more  information,  call  (408)  986-8840, 
ext.  17,  or  send  e-mail  to 
pubs@uniforum.org. 

■  Trade  Shows 

UniForum  ’96:  Feb.  12-16,  1996,  Moscone 
Center,  San  Francisco 

UniForum  Conference  at  Comdex  Spring: 
June  1996 

UniForum  Conference  at  Comdex  Canada: 
July  1996. 

For  more  information,  call  (617)  433-1656  or 
via  the  World-Wide  Web 
http://www.uniforum.org. 

■  Conferences  and  Seminars 

Annual  UniForum  Conference 
UniForum  Training  Series 
UniForum  Career  Advancement  Seminars. 
For  more  information,  call  (408)  986-8840, 
ext.  12,  or  send  e-mail  to 
conferences@uniforum.org. 

■  Advocacy 

UniForum  White  Papers 
UniForum  Corporate  Sponsorship 
Program. 

For  more  information,  call  (408)  986-8840, 
ext.  31,  or  send  e-mail  to 
rich@uniforum.org. 


UniForum,  2901  Tasman  Drive,  Suite  205,  Santa  Clara,  CA  95054.  Tel:  (800)  255-5620  or  (408) 
986-8840;  Fax:  (408)  986-1645;  URL:  http://www.uniforum.org. 

The  UniForum  White  Paper,  “Unix:  The  Real  Success  Story,”  is  copyright  1995  by  UniForum, 
all  rights  reserved. 
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Interview  with  Tom  DeMarco 


DeMarco 

CONTINUED  FROM  PAGE  112 

munity.  That  need  has  to  be  filled  some¬ 
place  else. 

Workgroups  are  evolving  into  communi¬ 
ties  —  filling  a  need  that  used  to  be  filled 
by  towns.  Companies  go  with  that  because 
it  helps  them  keep  people.  You  can  combat 
the  loss  of  knowledge  workers  by 
building  a  community.  Then  when  some¬ 
body  thinks  about  leaving,  they’re  leaving 


“One  of  the  worst 
things  that  ever 
happened  to  American 
management  is  Vince 
Lombardi.  He’s  a 
symbol  of  everything 
wrong  with  American 
management.” 


their  friends.  That’s  the  good  news. 

The  bad  news  is  that  that  requires  a  ma¬ 
turity  in  the  form  of  valuing  people  as  capi¬ 
tal  assets:  We’ve  got  a  lot  invested  in  this 
guy;  it  wouldn’t  be  the  same  without  him. 
[We  need  to  think  that]  everybody’s  irre¬ 
placeable  as  opposed  to  nobody’s  irreplace¬ 
able. 

CW:  How  do  geographically  dispersed 
teams  fit  in  to  this  community  picture? 
Can  you  have  a  community  where  people 
don’t  see  each  other? 

DEMARCO:  No.  Teams  have  to  be  together. 
Remoteness  makes  the  good  [community 
aspects]  impossible.  Too  often  we  name  a 
group  of  people  a  team.  They  don’t  acquire 
teamhood;  they  have  it  ascribed  to  them. 

Today  we  pay  lip  service  to  the  team 
idea,  but  it’s  often  a  code  word  for  being  a 
good  follower  —  for  letting  yourself  be 
“Vince  Lombardied.” 

CW:  In  your  discussion  of  the  pathology  of 
lean  and  mean,  your  arguments  that  peo¬ 
ple  do  better  in  an  attitude  of  respect  and 
trust  than  in  a  culture  of  abuse  and  fear 
make  a  lot  of  sense.  But  in  today’s  politi¬ 
cal  climate,  they  smack  of  the  “L”  word. 
With  that  kind  of  message,  how  do  you 
get  invited  to  speak  anywhere? 

DEMARCO:  I  am  persona  non  grata  in  some 
places  —  even  some  good  places.  One  of 
my  best  clients  was  Microsoft,  but  they 
never  invited  me  back  after  the  Peopleware 
book.  They  were  very  troubled.  They  took 
me  aside  and  said,  “Don’t  say  any  of  this 
antiworkaholic  stuff.” 

In  his  essay,  “Politics  and  the  English 
Language,”  George  Orwell  said  many  of 
the  things  you  do  in  politics  are  preceded 
by  things  you  do  in  language  that  make 
something  acceptable  that  wouldn’t  other¬ 
wise  be  acceptable.  Firebombing  peasants 


and  forcing  them  out  of  the  place  they’ve 
occupied  for  tens  of  generations  is  “pacify¬ 
ing  the  countryside.”  When  you  talk  about 
it  that  way,  you  create  the  possibility  for 
things  that  couldn’t  exist  before.  You  en¬ 
able  the  doing  of  terrible  things  in  the  fu¬ 
ture. 

I’m  trying  to  make  it  impossible  to 
use  the  phrase  “lean  and  mean”  and 
make  it  harder  to  do  [inhumane]  things 
that  are  done  because  that  phrase  is  used. 


CW:  If  you  had  to  sum  up  your  message  to 
IS  managers  in  a  few  words,  what  would  it 
be? 

DEMARCO:  Management  is  intrinsically 
noble.  Management  isn’t  a  kind  of 
overhead  that  needs  to  be  trimmed.  What 
a  manager  does  is  the  most  essential 
thing  done  in  a  company.  Managers  make 
great  work  possible.  There’s  no  more 
respectable  work  done  anywhere  than 


what  a  great  manager  does. 

And  there’s  some  potential  for  good  man¬ 
agement  in  most  people  who  get  appointed. 
Even  though  you  aren’t  a  natural,  you  can 
do  good  work  anyway.  I’ve  seen  people  who 
weren’t  naturally  great  managers  but  who, 
nonetheless,  were  catalytic  to  good  work, 
and  that’s  what’s  important.  ■ 


Melymuka  is  a  freelance  writer  in  Duxbury, 
Mass. 
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A  four-year-old  is  full  of  hope 
That’s  one  of  the  reasons  there’s 
Head  Start. 

We  give  low-income 
preschool  children  what 
other  children  already 
have.  The  chance  to 
learn.  To  be  healthy.  1 
To  be  happy. 

It’s  a  big  job  and  we  ^ 
need  volunteers.  Especially 
skilled  professionals  like  you  who 


want  to  make  a  difference  in  the 
life  of  a  child.  Come  share 
your  special  talents  and 
interests  with  Head 
Start.  Because  if  you 
change  the  world  of  a 
child,  you  change  the 
world. 

Call  1-800-27-START 
and  we’ll  send  you  a 
brochure  on  volunteer  oppor¬ 
tunities  with  your  local  Head  Start. 
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BRIAN:  “Small  to  mid-sized  businesses  see 
their  accounting  systems  as  critical.  Our  cus¬ 
tomers  focus  on  accounting,  not  database 
administration.  They  need  accounting  soft¬ 
ware  that’s  easy  to  use,  maintenance  free  and 
has  the  full  power  of  a  relational  database.” 


VERN:  “With  Scalable  SQL,  our  system 
delivers  superior  performance  and  flawless 
data  integrity.  We  can  support  any  customer 
environment,  from  mobile  systems  to  full 
client/server-and  customers  are  less  affected 
by  network  traffic  and  system  overhead.” 


BRIAN:  “Scalable  SQL  gives  users  instanta¬ 
neous  access  to  information.  It  provides  all 
the  advantages  of  database  products  costing 
three  times  as  much.  And  it  uses  a  fraction 
of  the  computing  resources.” 


VERN:  “When  we  set  out  to  design  Solomon 
IV,  we  envisioned  a  mission  critical  applica¬ 
tion  for  the  middle  market  budget-an 
affordable  product  with  an  industry  proven 
database,  total  data  security  and  scalability. 
Scalable  SQL  made  it  all  possible.” 


For  the  complete  story  about  Solomon  IV,  winner 
of  the  PC  Magazine/Price  Waterhouse  award  for 
best  Windows®  accounting  software,  contact  BTI. 
http://www.btrieve.com  •  info@btrvtech.com 
800-BTRIEVE 
512-794-1719 


BTRIEVE 

I  fli  TECHNOLOGIES 


“FOR  SCALABILITY,  PERFORMANCE  AND 
SHEER  VALUE,  NOTHING  ADDS  UP 
LIKE  SCALABLE  SQL.” 

Vern  Strong ;  Vice  President  of  Systems  Development, 
Solomon  Software 
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What's  Now?  |  What's  Cool?  |  Handbook  |  Not  Search  |  Net  Directory  |  Newsgroups  | 


Computerworld’s  l®1 
Center  for  Professional  computerworld  ,  ? 

CWcnt/swrvpr  fares  up  to  enterprise  ^ 

Development 

Career,  recruitment  and  educational  resources  on  the  Internet 

Computerworld’s  Center  for  Professional  Development  provides  access  to  career 
development  information  specific  to  the  Information  Systems  field. 

*NEW!  This  week  in  Computerworld’s  Careers  pages: 

November  20 

Satisfaction  guaranteed  by  Rosemary  Cafasso 

Leading  IS  departments  are  using  a  variety  of  methods  to  keep  employees  happy  and  on  board 


Q  Recent  editorial  features  in  Computerworld 
Q  Career  opportunities  with  employers  nationwide 

^  Education  &  Events 
Q  About  Computerworld 
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suburban  Denver,  CO 

1-800-488-9204 

to  register  or  for  more  info 


By  Joseph  Maglitta 


many  days  when  Katrina  Pugh  Leinbach  opens  her  mail  at 
MIT’s  Sloan  School  of  Management,  a  bittersweet  missive 
awaits. 


“We  go  and  hope  we  get  love  letters,”  she  says  with  a  laugh, 
“but  the  folder  is  stuffed  with  recruiting  letters  that  say  things 
like,  ‘Please  come  to  the  Citibank  presentation  tonight.  Cocktails 

and  business  attire _ ’  ”  She’s  far  from  complaining,  mind  you. 

Indeed,  as  a  May  1996  Sloan  graduate  specializing  in  informa¬ 
tion  systems,  the  30-year-old  can  expect  to  take  her  pick  of 
offers,  with  first-year  income  of  $89,000  or  more. 

A  hallowed  international  reputation,  new  curriculum,  strong 
IS  research,  close  ties  with  major  corporations  and  teaching 
partnerships  with  other  world-class  departments  on  campus 
have  made  the  Sloan  School  of  Management  the  nation’s  hottest 
school  for  technology-minded  business  leaders  and  business- 
minded  technology  leaders. 

Sloan  gained  the  top  spot  on  Computerworld' s  “Top  25  Techno 
MBA”  programs,  scoring  higher  than  nearly  300  similar  pro¬ 
grams  (see  chart,  page  123).  The  list  was  based  on  a  survey  of 
296  corporate  recruiters  at  large  and  medium-size  firms  who 
hire  personnel  with  MIS  and  MBA  graduate  degrees.  More  than 

103  deans  of  accredited  U.S.  business  schools  also  were  polled. 

Top  Techno  MBAs,  page  122 


These  hybrid  degrees 
can  bridge  the  gap 

0 


busiiess.  Bit  they're 
net  for  eeerpe. 
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Special  Report:  Top  Techno  MBAs 
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Satisfactory 

What  skills  are  most  relevant? 


Corporate  recruiters  say  Techno  MBA 
students  get  a  solid  business  foundation. 
But  they  want  experienced  team  players 
with  even  better  technical  skills. 


Needs  improvement 

“What  would  better  prepare  grads?" 


Broad  business  perspective 


Real  world  experience/internship 


Systems/IS  skills 


Communication/interpersonal/team  skills 


Hardware  and  software  skills 


Communication/interpersonal/team  skills 


Business  experience/skills 


Analytical  and  thinking  skills 


More  emphasis  on  cutting-edge  technology 


Multiple  responses  allowed 

Source:  Exclusive  1995  Computerworld  MBA  Survey 


Reality  check 


The  message  from  the  business  world: 
Hands-on  experience  counts.  Nearly  half  of 
the  67  recruiters  polled  in  a  follow-up  sur¬ 
vey  said  Techno  MBA  programs,  in  gener¬ 
al,  could  better  prepare  graduates  by  pro¬ 
viding  better  hardware  and  software  skills, 
and  more  real-world  experience  (see  chart 
above) . 

“The  value  of  an  MBA  program,”  says 
William  Ziegler,  director  of  campus  recruit¬ 
ing  at  Andersen  Consulting  in  New  York, 
“is  directly  related  to  its  [basis  in]  reality.” 
The  firm’s  U.S.  technology  practice  will 
hire  450  MBAs  this  year. 

It  should  come  as  no  surprise  that  other 
top-ranked  programs  —  including  those  at 
Carnegie  Mellon  University  in  Pittsburgh; 
the  University  of  Texas  in  Austin;  the  Uni¬ 
versity  of  Minnesota  in  Minneapolis;  and 
the  University  of  Arizona  in  Tucson  —  offer 
solid  front-line  opportunities.  (Several  first- 
rate  business  schools,  including  Harvard, 
Duke  and  Northwestern  didn’t  make 
the  list  because  they 


don’t  offer  concentrations  in  information 
systems.) 

Recruiters  say  that  of  the  289  U.S.  busi¬ 
ness  schools  that  offer  Techno  MBA  pro¬ 
grams,  the  ‘Top  25”  offer  the  strongest  mix 
of  business,  technical,  analytical,  team  and 
communications  skills  and  relevant  work 


experience. 

Leinbach,  recruiters  say,  is  a  fine  exam¬ 
ple. 

Articulate,  bright  and  ambitious,  the  for¬ 
mer  technology  analyst  would  be  a  fine 
catch  for  any  company.  But  as  a  female 
Sloan  graduate  with  real-life  IS  experience, 
including  a  summer  internship  at  Mercer 
Management  Consulting,  Inc.,  she’s  even 
more  desirable  to  corporate  suitors.  “I 
know  I’ll  get  a  job  when  I  get  out,”  she  says 
confidently. 

But  where?  That’s  the  big  question  for 
graduates  and  technology  managers.  In  IS? 
In  a  business  unit?  As  a  consultant?  Busi¬ 
ness  schools  and  IS  leaders  say  the  answer 
will  help  shape  the  future  of  corporate  tech¬ 
nology  usage. 


these  hybrids  have  become  a  popular  train¬ 
ing  track  for  next-generation  managers, 
chief  information  officers  and  even  chief 
executive  officers. 

“We  seem  to  be  at  a  real  crossroads  in 
the  industry,”  says  James  Bussey,  vice 
president  of  IS  at  Carnival  Corp.  in  Miami. 
“In  the  old  glasshouse  days,  [IS  leaders] 
needed  to  be  schooled  in  the  profession 
and  their  industry.”  But  as  users  design 
and  develop  more  systems,  those  who 
aren’t  using  hard-core  technology  such  as 
objects  and  data  warehouses  may  find  busi¬ 
ness-oriented  training  more  relevant,  he 
says. 

Many  observers  agree.  They  say  Techno 
MBA  programs  can  serve  as  the  long- 
sought  bridge  between  IS  and  business 
units.  The  degree  is  popular  with  IS  consul¬ 
tants,  analysts  and  business  process  rede¬ 
signers.  It  may  even  be  the  boost  your  own 
career  needs  (see  story,  page  124). 

Still,  actual  numbers  remain  small.  Tech¬ 
no  MBAs  will  number  only  about  3,000  of 
the  roughly  88,000  MBAs  that  the  Ameri¬ 
can  Association  of  Collegiate  Schools  of 
Business  (AACSB)  says  will  be  awarded 
next  spring.  But  the  schools  say  demand  is 
brisker  than  ever,  and  many  are  projecting 
a  strong  increase  in  enrollment  in  the  com¬ 
ing  years. 

A  good  example  is  the  University  of 
Texas.  In  two  years,  the  school’s  informa¬ 
tion  management  program  has  swelled 
from  30  students  to  more  than  200  — 


roughly  40%  of  the  business  school’s  enroll¬ 
ment,  says  Thomas  W.  Davenport,  program 
director. 

MIT’s  Sloan  School  expects  to  boost  total 
enrollment  to  680  next  fall  —  a  33%  jump 
from  last  year.  The  school  created  two  IS 
tracks  following  a  curriculum  revamp  last 
year.  The  school  has  only  just  started  to 
track  student  choices,  but  it  expects  “rigor¬ 
ous  demand”  for  “end-user”  and  “supplier” 
programs. 

Sloan  spokesman  David  Lampe  says 
there  is  only  one  semester  of  required 
courses,  “so  some  people  are  de  facto  in  IS 
just  by  their  selection  of  [optional]  cours¬ 
es.”  Many  others,  he  says,  will  formally 
register. 

“[Employers]  are  fighting  tooth  and  nail 
for  these  people,”  says  Harvey  Shrednick, 
director  of  Arizona  State  University’s 
MBA/master's  degree  program  in  IS  and 
president  of  the  Society  for  Information 
Management  (SIM).  He  was  chief  of  IS  at 
Corning,  Inc.  for  10  years  before  he  left 
the  company  this  summer  to  enter  aca¬ 
demia. 

The  interest  in  those  with  Techno  MBAs 
is  notable  at  a  time  when  many  corpora¬ 
tions  continue  to  shed  thousands  of  other 
types  of  highly  paid  MBAs.  Starting  sala¬ 
ries  for  graduates  from  top  Techno  MBA 
programs  average  $53,375,  a  figure  equal  to 
or  higher  than  the  salaries  paid  for  many 
other  MBA  specialties.  About  40%  to  50% 
Top  Techno  MBAs,  page  124 


What  makes  a  top  Ik  program? 


At  a  crossroads 


Graduate  degrees  that  combine 
management  and  IS  studies 
have  been  around  for  a  de¬ 
cade  or  more.  But  as  the 
lines  between  business  and 
technology  continue  to  blur, 


■  -  A  strong  IS  program.  It’s  axi- 
omatic,  but  the  best  Techno  MBA 
schools  also  boast  strong  undergradu¬ 
ate  and  graduate  IS  departments.  They 
include  the  University  of  Minnesota, 
Georgia  State  and  New  York  University. 
Carnegie  Mellon  adds  more  exotic  spe¬ 
cialties  such  as  artificial  intelligence 
and  expert  systems  to  its  curriculum. 


©Strong  ties  to  industry.  MIT  has 

signed  two  dozen  corporate 
megasponsors  for  its  “Inventing  the  Or¬ 
ganizations  of  the  21st  Century”  part¬ 
nership.  The  chairmen  of  Xerox  Corp. 
and  American  Management  Systems  sit 
on  the  board  at  Carnegie  Mellon.  Get 
the  picture? 


©Heavy  use  of  technology.  Top 

Techno  MBA  programs  practice 
what  they  teach.  They  spend  more  than 
the  $700-per-student  average  for  busi¬ 
ness  schools.  The  University  of  Califor¬ 
nia  at  Irvine  is  the  leader  and  spends 
$2,571  per  student.  MIT,  Carnegie  Mel¬ 
lon  and  the  University  of  Texas  at  Aus¬ 
tin  boast  state-of-the-art  securities 
trading  floors.  The  University  of  Michi¬ 
gan  offers  a  900-node  Ethernet  net¬ 
work.  World  Wide  Web  classes  and 
business  simulations  let  Carnegie  Mel¬ 
lon  students  interact  with  fellow  stu¬ 
dents  in  Japan  and  Sweden.  Among 
other  innovations,  MIT  uses  virtual  re¬ 
ality  to  view  market,  research  data.  “We 
walk  the  talk,”  says  Dean  Glen  Urban. 


OAn  integrated  curriculum.  No 

good  Techno  MBA  program  is  an 
island.  The  best  programs  offer  cross¬ 
training  in  courses  that  include  faculty 
from  finance,  economics,  accounting, 
engineering  and  other  departments. 


©Good  public  relations.  A  strong 
marketing  and  public  relations 
effort  never  hurt  any  MBA  program.  To 
be  well-known  is  to  be  well-ranked,  es¬ 
pecially  among  recruiters.  As  a  result, 
it’s  tough  for  excellent  smaller  or  re¬ 
gional  schools  such  as  Babson  College 
in  Babson  Park,  Mass.;  Bentley  College 
in  Waltham,  Mass.;  and  the  Stevens  In¬ 
stitute  of  Technology  in  Hoboken,  N.J., 
to  crack  national  lists.  n  j 

— Joseph  Maglitta 
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The  Top  25  Techno  MBAs 


School 

Web  page 

E-mail 

Annual 

tuition1 

Ratio  of  students 
to  faculty 

Class  size:  % 

<  25  students 

%  of  working 
students2 

%  of  courses 
with  field  work3 

%  of  grads 
offered  jobs4 

Salary 

Massachusetts  Institute  of  Technology 
Cambridge,  Mass.  (617)  253-1000 

http://web.mit.edu/sloan/www/ 

masters@sloan.mit.edu 

$23,000 

5:1 

50% 

NA 

25% 

95% 

$89,000 

Carnegie  Mellon  University 

Pittsburgh,  Pa.  (412)268-2000 

http://www.cniu.edu/ 

gsia-admissions-i-@andrew.cmu.edu 

$21,400 

6:1 

0% 

93% 

NA 

100% 

$68,167 

University  of  Texas  at  Austin 

Austin,  Texas  (512)  471-3434 

httpyVwww.  utexas.ed  u 
texasmba@bus.utexas.edu 

$10,600 

7:1 

50% 

70% 

50% 

100% 

$73,000 

University  of  Minnesota 

Minneapolis,  Minn.  (613)  625-5000 

http://www.umn.edu 

bhaasl-blilie@csom.umn.edu 

$13,092 

15:1 

10% 

75% 

10% 

100% 

$35,000 

University  of  Arizona 

Tucson,  Ariz.  (602)621-2211 

http://www.arizona.edii/ 

bswyers@bpa.arizona.edu 

$7,978 

14:1 

33% 

70% 

50% 

100% 

$43,000 

University  of  Michigan 

Ann  Arbor,  Mich.  (313)  764-1817 

http://www.umich.edu 

umbusmba@umich.edu.application 

$22,000 

5:1 

70% 

10% 

15% 

100% 

NA 

University  of  Pennsylvania 

Philadelphia,  Pa.  (215)  898-5000 

http://gopher.upenn.edu 

mba.admissions@wharton.upenn.edu 

$21,978 

45:1 

40% 

50% 

20% 

100% 

$80,077 

Purdue  University 

West  Lafayette,  Ind.  (317)  494-4600 

http://www.purdue.edu 

misch@mgmt.purdue.edu 

$11,000 

4:1 

95% 

80% 

50% 

100% 

$50,000 

University  of  Pittsburgh 

Pittsburgh,  Pa.  (412)  624-4141 

http://info.pitt.edu 

mba-admissions@katz.business.pitt.edu 

$23,757 

9:1 

50% 

100% 

25% 

100% 

$50,175 

New  York  University 

New  York,  N.Y.  (212)  998-4636 

http://www.stenn.nyu.edu/OS.html 

stemmba@stern.nyu.edu 

$21,342 

28:1 

15% 

80% 

20% 

95% 

$62,066 

University  of  Illinois,  Urbana 

Champaign,  III.  (217)  333-1000 

http://mba.cba.  uiuc.edu 
mba@commerce.cba.uiuc.edu 

$14,460 

10:1 

100% 

30% 

50% 

70% 

NA 

Texas  A  &  M  University 

College  Station,  Texas  (409)  845-3211 

http://www.tamu.edu 

inquiries@mba-lab.tamu.edu 

$10,361 

5.5:1 

70% 

20% 

0% 

100% 

$33,500 

Georgia  Institute  of  Technology 

Atlanta,  Ga.  (404)894-2000 

http://www.gatech.edu/rechHome.html 

msm@mgt.gatech.edu 

$17,838 

5:1 

50% 

80% 

50% 

100% 

$46,000 

University  of  California,  Berkeley 
Berkeley,  Calif.  (510)  642-6000 

http://www.berkeley.edu/ 

mbaadms@haas.berkeley.edu 

$16,000 

NA 

80% 

25% 

50% 

98% 

$65,000 

Rensselaer  Polytechnic  Institute 

Troy,  N.Y.  (518)276-6000 

http://ftp.rpi.edu 

cervej@rpi.edu 

$16,350 

12:1 

80% 

100% 

80% 

95% 

$48,000 

Ohio  State  University 

Columbus,  Ohio  (614)  292-6446 

http://www.acs.ohio-state.edu 

cob-grd@cob.ohio.state.edu 

$12,000 

3:1 

40% 

80% 

40% 

100% 

$52,000 

Michigan  State  University 

East  Lansing,  Mich.  (517)  355-1855 

http://www.msu.edu 

busl8@msu.edu 

$16,589 

8:1 

80% 

10% 

50% 

100% 

$40,000 

University  of  Wisconsin,  Madison 
Madison,  Wis.  (608)  262-1234 

httpy7wiscinfo.wisc.edu 

UWMadMBA@bus.wisc.edu 

$13,432 

15:1 

100% 

50% 

70% 

100% 

$41,000 

University  of  Southern  California 

Los  Angeles,  Calif.  (213)740-2311 

http://www.usc.edu/Univ/indexTXT.shtml 

uscmba@sba.usc.edu 

$18,246 

26:1 

10% 

20% 

100% 

100% 

$50,000 

Georgia  State  University 

Atlanta,  Ga.  (404)  651-2000 

http://gsusgi2.gsu.edu/index.html 

NA 

$7,177 

8:1 

20% 

92% 

20% 

96% 

$41,000 

University  of  Georgia 

Athens,  Ga.  (706)  542-3030 

http://www.uga.edu/ 

dperry@cbacc.cba.uga.edu 

$6,795 

3:1 

100% 

25% 

25% 

NA 

NA 

Arizona  State  University 

Tempe,  Ariz.  (602)965-9011 

http://www.asu.edu/ 

asudis@asuvmother.inre.asu.edu 

$7,958 

12:1 

50% 

30% 

15% 

90% 

$48,500 

University  of  California,  Irvine 

Irvine,  Calif.  (714)824-5011 

http://www.uci.edu/ 

gsm-mba@uci.edu 

$13,862 

NA 

100% 

NA 

0% 

90% 

$50,600 

Boston  University 

Boston,  Mass.  (617)  353-2000 

http://web.bu.edu/ 

mba@bu.edu 

$19,420 

5:1 

20% 

100% 

25% 

82% 

$52,000 

Northern  Illinois  University 

Dekalb,  III.  (815)  753-1000 

http://www.niu.edu/ 

cob@wpo.cso.niu.edu 

$4,152 

12:1 

50% 

75% 

50% 

100% 

$42,000 

NA  =  Not  available 


Methodology:  How  the  Top  25  Techno  MBA  schools  were  ranked 


!  In  May  and  June  1995,  Computerworld  surveyed  more  than  3,000  recruiters,  primarily  at  large  and 
2  Tuition  for  out-of-state  where  applicable  medium-size  organizations,  and  304  deans  of  U.S.  business  schools  accredited  by  the  American  Assembly 

Includes  IS  internships  and  jobs  for  Collegiate  Schools  of  Business.  Response  rates  were  10%  and  34%,  respectively.  Recruiters  were  asked 

Required  graduate-level  IS  classes  that  mandate  involvement  to  rank  the  top  MBA/1S  programs  based  on  their  ability  to  produce  IS  business  leaders,  effective  managers, 

(  with  industry  practitioners  j  consultants  and  successful  entrepreneurs.  Business  school  deans  were  asked  to  rank  the  top  MBA/IS 

Students  who  accepted  an  employment  offer  within  six  months  programs  based  on  their  reputation  for  IS  scholarship,  curriculum,  faculty  and  students.  The  deans  weren’t 

after  graduation  allowed  to  nominate  their  own  program.  The  recruiters  and  deans  were  allowed  to  rank  a  maximum  of  10 

!  programs,  and  their  responses  were  given  equal  weight. 


Source:  Exclusive  Computerworld  1995  MBA  schools  survey. 

Acknowledgments:  Computerworld  thanks  the  following  people 
for  their  assistance  in  developing  the  research  instruments  for 
this  survey:  Andrew  B.  Whinston,  professor  of  IS,  Economics 
and  Computer  Science  at  the  University  of  Texas  at  Austin; 
Anitesh  Barua,  assistant  professor  of  IS,  University  of  Texas  at 
Austin;  and  Clyde  Holsapple,  Rosenthal  Endowed  Chair  in 
University  of  Kentucky.  'ix-fj 


December  4, 1995  Computerwop.lo 


Computer  Careers 


124 


Special  Report:  Top  Techno  MBAs 


Top  Techno  MBAs 


CONTINUED  FROM  PAGE  122 


become  consultants,  lured  by  large  national 
firms  that  offer  salaries  that  can  hit  six  fig¬ 
ures. 

That’s  a  far  cry  from  just  a  few  years  ago, 
notes  Charles  W.  Hickman,  project  director 
at  AACSB.  Between  1982  and  1992,  the 
powerful  St.  Louis-based  accrediting  body 
had  to  sponsor  summer  “crash  courses”  to 
train  thousands  of  B-school  instructors 
how  to  teach  IS.  Today,  Techno  MBAs  have 
become  “an  important  emerging”  specialty, 
he  says. 

The  irony  isn’t  lost  on  Glen  Urban,  dean 
at  MIT’s  Sloan  School.  For  years,  many  em¬ 
ployers  avoided  the  business  program  be¬ 
cause  it  was  “too  techie.”  Now,  Urban  says, 
“the  world  is  finally  coming  around  to  us.” 


Turbocharged  career 


offers.  He  took  a  programmer/analyst  job 
in  IS  at  Ford  Motor  Co.’s  customer  service 
division  in  Livonia,  Mich.  His  current  sala¬ 
ry  is  “more  than  double”  his  old  one. 

The  degree’s  value  to  IS  managers  is  less 
clear.  Many  agree  the  Techno  MBA  has  a 
place  in  their  company,  but  opinions  vary 
on  whether  the  graduates  belong  in  IS  or 
end-user  departments.  Experienced  hands 
offer  a  simple  metric:  The  more  manage¬ 
ment  duties  and  end-user  contact,  the  bet¬ 
ter  the  fit  for  a  Techno  MBA. 

Miley  Ainsworth,  director  of  client/ 
server  development  at  FedEx  Corp.,  seeks 
Techno  MBAs  to  complement  his  group’s 
technology  wizards.  “We’re  trying  to  be 
more  customer-focused.  We’re  leaning  to¬ 
ward  the  MBAs  to  bring  balance,”  he  ex¬ 
plains. 

Alan  Ditchfield,  director  of  MIS  at  Pro¬ 
gressive  Corp.,  an  insurer  in  Mayfield 
Heights,  Ohio,  agrees  that  candidates  with 
Techno  MBAs  seem  like  good  choices  for 
business  units.  “But  in  IS  we’re  looking  for 
the  technical  tool  bag,  people  who  can  real¬ 
ly  apply  client/server,  object  technology, 
the  Internet,”  he  adds. 


For  IS  managers  and  professionals,  the  de¬ 
gree’s  growing  popularity  raises  new  ques¬ 
tions:  For  companies,  is  it  worth  an  extra 
$30,000  a  year  to  hire  someone  with  a  Tech¬ 
no  MBA  over  someone  with  a  technical  un¬ 
dergraduate  degree?  For  students,  is  the 
degree  worth  two  years  of  time,  $150,000  in 
tuition  and  thousands  of  dollars  in  lost  wag¬ 
es?  (Nearly  all  the  Techno  MBA  programs 
are  full  time.) 

Not  surprisingly,  schools  that  offer  Tech¬ 
no  MBAs  say  the  benefits  outweigh  the 
costs.  They  tout  the  degree  as  a  way  to 
turbocharge  a  career  and  open  new  doors. 

“Nobody  forces  people  to  come  to  these 
MBA  programs,”  notes  B.  Joseph  White, 
dean  of  the  University  of  Michigan  Busi¬ 
ness  School,  which  was  ranked  sixth  in  the 
Computerworld  survey.  “In  what  other  way 
would  you  move  in  two  years  from  a 
$35,000-a-year  job  to  a  $70,000-a-year  job?” 
he  asks.  Candidates  with  Techno  MBAs  al¬ 
so  get  “greater  responsibility,  exposure  and 
more  interesting  work,”  he  says. 

Many  graduates  agree  the  long-term  re¬ 
wards  justify  the  sacrifice.  “Myself,  my  wife 
and  my  two  children  starved  the  whole 
time,”  says  Alan  Berrey  of  his  two-year  stint 
at  Carnegie  Mellon’s  Graduate  School  of 
Industrial  Administration.  Was  it  worth¬ 
while?  “Absolutely,”  says  Berrey,  30,  who 
left  a  programming  job  at  IBM  in  Salt  Lake 
City  to  go  back  to  school  in  Pittsburgh. 

Berrey  graduated  in  May  and  had  six  job 


No  guarantees 


Of  course,  snagging  a  Techno  MBA  is  no 
more  a  guarantee  of  success  for  the  compa¬ 
ny  that  is  hiring  than  it  is  for  the  degree- 
holder. 

Shrednick,  who  says  he  hired  a  couple  of 
dozen  MBAs  in  his  tenure  at  Corning,  ad¬ 
mits  to  hiring  “a  couple  of  misfits.”  The  big 
problem?  “Often  the  person  doesn’t  mea¬ 
sure  up  to  what  you  originally  thought  you 
were  buying,”  he  says.  He  advises  compa¬ 
nies  to  screen  and  check  candidates  care¬ 
fully. 

Experienced  hands  say  those  with  Tech¬ 
no  MBAs  can  unsettle  an  IS  department. 
For  example,  staffers  who  earn  less  or  get 
passed  over  for  promotions  can  resent  the 
highly  paid  newcomers.  And  hot  shots  can 
irk  less  secure  colleagues  simply  because 
they  are  strong  performers. 

John  Otroba,  human  resources  manager 
at  American  Management  Systems,  Inc., 
says  some  former  IS  workers  “want  to  go 
back  to  being  a  programmer  using  MBA 
skills.  That’s  a  real  frustration  for  us.” 

And  criticism  persists  that  Techno  MBA 
training  doesn’t  always  provide  relevant 
courses,  skills  and  experiences  needed  for 
real-world  success.  One  IS  recruiter  for  a 
large  manufacturer  complained  about  the 
schools:  “Sometimes  the  factory  doesn’t 
talk  to  the  buyers  enough.” 

Leading  schools  have  taken  the 
criticism  to  heart.  Many 


have  revamped  their  core  curricula  to  in¬ 
clude  Lotus  Notes,  Internet-based  com¬ 
merce,  multimedia,  supply-chain  automa¬ 
tion,  business  process  re-engineering  and 
other  new  topics. 

Last  year,  for  example,  Sloan  revised  its 
core  program  to  stress  cross-functional 
teamwork,  among  other  things.  Top 
schools  also  have  redoubled  their  efforts  to 
hire  faculty  with  real-world  experience  and 
strengthened  their  ties  to  corporate  part¬ 
ners  and  advisers.  But  providing  real-life 
experience  remains  a  top  priority.  IS  stu¬ 
dents  at  Sloan  spend  one-third  of  their  time 
working  at  local  businesses  such  as  Lotus 
Development  Corp.  and  CSC  Index,  Inc. 

Many  say  they  believe  graduates  with 
Techno  MBAs  will  enjoy  rising  demand  as 
information  technology  plays  a  bigger  role 
in  business.  In  the  next  few  years,  Hickman 
predicts,  about  two  dozen  schools  will 
carve  out  niches  as  top  MBA/IS  programs. 
Most  others  will  embed  IS  in  courses  such 


as  manufacturing  and  finance.  ‘There’s 
never  going  to  be  a  time  when  business 
schools  are  producing  lots  of  IS  special¬ 
ists,”  he  says. 

The  question  of  where  Techno  MBAs  fit 
best  may  become  harder  to  answer.  “What 
is  the  [information  technology]  group  any¬ 
more?”  asks  Ray  Hoving,  IS  director  for  Air 
Products  and  Chemicals.  “As  a  technology 
leader,  you  really  care  that  [information 
technology]  is  being  used  well  in  the  com¬ 
pany  —  not  necessarily  in  the  old  organiza¬ 
tions.”  If  current  trends  quicken,  the  place¬ 
ment  issue  may  be  moot:  Consultancies  will 
scoop  up  mostTechno  MBAs. 

MIT’s  Leinbach  ultimately  see  herself  as 
a  liaison  between  a  technology  group  and  a 
business  group.  “Maybe  I  will  end  up  a 
CIO,”  she  muses.  Nobody  is  betting  which 
door  she’ll  walk  through  to  get  there.  ■ 


Maglitta  is  Computerworld s  senior  editor  of  re¬ 
engineering/  corporate  strategies. 


Should  you  get  a  Techno  MBA? 


dvanced  degrees  that  mix  gener- 
^s®SF  al  business  and  information  sys¬ 
tems  can  indeed  turbocharge  your  ca¬ 
reer,  but  they  aren’t  a  surefire  guar¬ 
antee  for  career  success. 

“These  degrees  are  substantially 
oversold  as  far  as  what  they  are  going 
to  do  for  people’s  careers  and  lives,”  ar¬ 
gues  Steve  McMahan,  managing  direc¬ 
tor  at  Source  EDP  in  Boston.  McMahan 
specializes  in  placing  midlevel  IS  man¬ 
agers. 

Experts  agree  Techno  MBAs  are  best 
for  IS  workers  between  the  ages  of  25 
and  30  whose  passion  is  management, 
not  hard-core  technology. 

“Degrees  are  less  important  to 
[those]  in  their  40s  and  50s.  If  you  have 
20  years  of  experience  in  a  particular 
industry,  an  MBA  may  not  do  very 
much,”  says  Rouja  Brzozowski,  a  New 
York-based  IS  career  consultant. 

Consider  Clayton  Beale.  After  five 
years  as  a  programmer/analyst  at  Ford 
Motor  Co.,  Beale  decided  to  pursue  a 
general  MBA  instead  of  an  IS-heavy 
program  at  the  University  of  Michigan. 
He  took  just  two  independent-study  IS 
courses.  Beale  graduated  last  May  and 
landed  a  job  as  a  senior  systems  ana¬ 
lyst  at  chemical  maker  Rohm  &  Haas 
Co.  in  Philadelphia.“There’s  a  cross¬ 
road  you  come  to  if  you’re  heavy  into 
technology,”  he  says.  Layering  manage- 
ment  on  technical  skills  gives  him  “the 
best  of  both  worlds,”  he  says. 

Even  if  Techno  MBA  graduates  can 
leapfrog  career  steps,  McMahan  says, 
that  may  not  be  wise.  “Long-term  suc¬ 
cess  requires  solid  technical  grounding. 


YES 


If  you  aspire  to  the  highest 
management  ranks. 


4  If  you  are  more  of  a  generalist 
and  could  use  a  stronger  IS 
foundation. 


If  the  degree  fits  into  your 
long-term  career  goals. 


4  If  your  goal  is  to  be  director 
in  a  highly  technical  area, 
such  as  research  and 
development.  A  master’s 
degree  in  computer  science 
may  be  better. 


4  If  you  are  a  hard-core  techie 
more  interested  in  how  than 
why. 


4  If  you  are  in  midcareer  with 
experience  in  a  particular 
industry. 


MAYBE 


4  If  you  have  an  undergraduate 
degree  in  computer  science 
and  your  career  path  is  IS 
and/or  applied  technology. 
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Vice  President  - 
Software  Development 
Metrics 


Fidelity  Investments  offers  extraordinary 
benefits,  including  health  and  dental 
insurance,  profit  sharing,  401(k)  and 
pension  plans,  and  programs  for 
working  families. 

Please  submit  resume  and  cover  letter  to: 
Human  Resources,  Fidelity  Investments, 
82  Devonshire  Street,  Mall  Zone  A3B, 
Job  Code  CL646,  Boston,  MA  02109. 
Internet  Address:  resumes@fmr.com 


We  are  looking  for  an  experienced  professional  to  manage  our  senior  technical  team  responsible  for  deploying 
software  engineering  improvements  to  a  large  and  diverse  population.  You  will  facilitate  adopting  “best  practices” 
and  work  with  senior  management  on  organizational  improvement  plans  to  achieve  increased  software  engineer¬ 
ing  cost-effectiveness  and  productivity.  Major  responsibilities  include  managing  the  implementation  of  an 
integrated  Project  Management  System;  using  the  Software  Engineering  Institute’s  (SEI's)  Capability  Maturity 
Model  (CMM);  implementing  formal  estimating  models,  techniques,  and  automated  tools  and  guiding  the 
development  of  company-specific  estimating  procedures;  managing  a  company-wide  software  inspection 
initiative;  and  providing  periodic  reporting  to  senior  management  on  key  software  development  indicators. 

To  be  considered  for  this  position,  you  must  have  a  minimum  of  15  years’  software  process  improvement 
experience  with  emphasis  on  software  development  metrics,  preferably  with  5+  years  as  a  practitioner.  You  need 
to  have  a  demonstrated  track  record  of  managing  a  software  engineering  process  group  that  showed  increased 
quality,  productivity,  or  cost-effectiveness  using  the  SEI  Capability  Maturity  Model  (CMM)  as  a  framework  for 
software  engineering  improvements. 


Fidelity 


investments 8 


Fidelity  Investments  is  committed  to  creating  a  diversified  environment  and  proud  to  be  an  equal  opportunity  employer. 


Drive  the  future 
at  Oracle 


Opportunity  passing  you  by?  Come  work  with  the  company 
that  developed  the  first  SQL  database,  first  portable  DBMS,  first 
DB  to  run  on  massively  parallel  computer  and  watch  your  career 
shift  into  high  gear. 

If  you’re  a  motivated  fast-forward  thinker  with  substantial 
database  knowledge,  C  and  C+  +  programming  skills,  a  BS  in 
Computer  Science  and  strong  software  development  expertise  in  one 
or  more  of  the  following  areas,  here’s  your  chance  to  take  the  wheel: 


Applications  - 
manufacturing,  financial, 
human  resources. 

Product  Line  Groups  - 
UNIX,  massively  parallel, 
desktop,  Sun,  HP,  IBM, 
DEC,  Compaq. 


•  Server  Technologies  - 
database,  media  server, 
networking,  programming 
languages,  systems  management 

•  Tools  -  graphic,  reporting 
tools,  CASE,  application 
development  tools,  document 
automation. 

Management  positions  require  at  least  3  years’  demonstrated 
leadership  and  project  planning  experience  along  with  strong 
technical  background.  Openings  are  available  at  our  corporate 
headquarters  in  Redwood  Shores,  CA.  For  details,  visit  our  Web 
site  at:  http://www.oracle.com/info/hr/recruiting.html 

Speed  your  resume  to:  Oracle  Corporation,  500  Oracle  Parkway, 
Box  659501,  Redwood  Shores,  CA  94065.  FAX:  (415)  506-1073- 
E-mail:  jobs@us.oracle.com  Equal  talent  will  always  get  equal 
opportunity. 


OR  ACL 


Enabling  the  Information  Age 
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'reat  thinking  doesn't  help  a  company  if  its 
people  keep  that  thinking  to  themselves.  That's 
why,  at  Perot  Systems,  we've  created  an 
environment  that  rewards  people  not  merely  for 
having  ideas,  but  for  expressing  them  -  vigorously 
and  vocally. 


One  look  at  us 
and  you’ll  see 
your  two  cents  is 
highly  valued. 

Sure,  monetary  benefits  are  important.  But  it's 
amazing  what  people  will  do  when  you  pay 
them,  and  their  ideas,  seven  figures-worth  of 
respect.  They  work  harder.  Accomplish  more. 
And  get  more  satisfaction  out  of  their  jobs. 

Obviously,  our  approach  is  working.  We're 
growing  by  leaps  and  bounds.  Which  means  we 
need  more  brilliant,  motivated  information 
technology  team  players  to  service  new  and 
existing  business  all  across  the  country. 

DALLAS,  TX 

AS/400,  RPC  Programmer 
Operations  Support  -  entry  level  tape 
management,  PC  and  mainframe  skills  a  plus 
Systems  Programmers  DB2  -  5+  yrs  with  DB2 
and  other  systems  software;  SMP/E 
Systems  Programmers  CICS  -  5+  yrs  in  large 
MRO  and  ISC  enterprises,  IMS,  DB2;  SMP/E 

PEROT 

Systems 

CORPORATION 


ATLANTA,  CA 

Business  Analyst/QA  Testing-  Client  Server  or  Mainframe, 
Billing  Systems  &  Telecom  experience  preferred 
AS/400  Systems  Engineer  -  RPC400  applications  on  AS/ 
400;  JDEdwards  accounting  packages  a  plus 

AUBURN  HILLS  8  LIVONIA,  Ml 

Systems  Engineers  -  Manufacturing  environment  with  C 
&  UNIX;  DBAs  or  System  Administration  in  UNIX  or 
PROGRESS;  IBM  Mainframe  environment  experience 

COLORADO  SPRINGS,  CO 

Software  Engineers  -  2+  years  experience  in  C++  or 
COBOL,  CICS,  DB2,  IMS,  VSAM 

CEDAR  RAPIDS,  IA 

)r.  Business  Engineers  - 1  +  yrs  experience  in  business 
engineering,  testing,  tools,  or  CSMD 
Software  Engineers  -  2+  yrs  experience  in  COBOL,  CICS, 
DB2,  IMS 

WASHINGTON,  DC  METRO  AREA 

Analysts  -  Life  Cycle;  UNIX  and  C  or  C++ 

Developers  -  PowerBuilder  or  UNIX,  C  and 
relational  database 
DBAs  -  ORACLE 

MECHANICSBURG,  PA 

Programmer/ Analysts  -  MVS/COBOL,  Natural,  DB2, 
CICS  or  VSAM 

DBAs  -  DB2,  ORACLE,  SYBASE,  or  ADABASE 
Systems  Engineers  -  COBOL  and  AS/400 

BRIDGEWATER,  N) 

Programmer/ Analysts  -  COBOL,  DB2,  ORACLE;  Telecom 
and  billing  experience  preferred 

NEW  YORK  CITY/STAMFORD,  CT 

Sr.  Technical  Recruiter-  5+  years  IT  recruiting  experience 
required 

So  if  you're  looking  for  a  place  where  your  ideas  have  real 
value,  take  a  look  at  Perot  Systems.  We  offer  a 
competitive  compensation  package  that  includes  an 
innovative  individual  and  team-based  bonus  plan.  To 
learn  more  about  Perot  Systems,  including  career 
opportunities  throughout  the  country,  visit  us  on  the 
World  Wide  Web  at  www.ps.net  or  call  our  Job  Line  at 
1-800-60-  PE  ROT.  Resumes  should  be  sent  to  Recruiting, 
Attn:  pubcpw.  FAX:  (703)  648-2476.  Mail:  Perot 
Systems  Corporation,  1801  Robert  Fulton  Dr.,  Suite  200, 
Reston,  VA  22091.  Equal  Opportunity  Employer. 

Perot  Systems  scans  all  resumes  into  a  centralized  applicant 
tracking  system.  Please  fax  in  "fine”  mode  and  avoid  italics, 
underlining  and  unusual  fonts. 
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Computer  Careers  East 


MANAGEMENT 
INFORMATION  SYSTEMS 

KEMET  Electronics  is  seeking  talented  technical  experts  who  possess  excellent  orga¬ 
nizational  and  interpersonal  skills  as  well  as  strong  communication  abilities  for  the  fol¬ 
lowing  exciting  opportunities  on  our  MIS  team  in  Greenville,  SC. 

Plant  Support  &  Standards  Supervisor 

A  BS  degree  in  a  related  field  and  8+  years  experience  along  with  superb  project  man¬ 
agement  skills  are  required.  Excellent  application  development  and  LANA/VAN  skills 
are  essential.  Experience  with  Novell  Netware  4.x,  Windows  3.1x/NT/95,  C/C++, 
PowerBuilder,  FoxPro  development,  SQL  Server/Sybase  RDBMS,  TCP/IP,  UNIX  and 
NT  servers  a  plus.  (Dept.  PSSS) 

Client/Server  Application  Developer 

With  responsibility  for  applications  design,  development  and  support  for  the 
Client/Server  environment,  this  individual  must  have  5+  years  experience  with 
PowerBuilder,  Visual  Basic,  C/C++,  SQL  Server/Sybase,  Windows  3.1x/NT/95,  and 
LAN/WAN.  A  BS  degree  or  5+  years  equivalent  experience  is  required.  Experience 
with  Novell  Netware  4.x,  FoxPro,  UNIX,  NT,  Lotus  Notes,  MVS  Mainframe  or  AS400 
is  a  plus.  (Dept.  CSAD) 

PC  LAN  Support  Specialists 
Two  Positions 

The  candidates  chosen  will  provide  expert-level  application  support  for  KEMET’s 
1 500  PC  users  to  include  LAN/WAN  (Novell  4.1)  support  and  administration,  and  pro¬ 
ject  management  for  product  evaluations.  A  BS  degree  or  equivalent  and  excellent 
LAN/WAN  skills  gained  from  5+  years  experience  with  Novell  Netware  4.x,  Windows 
3.1x/NT/95  and  DOS  are  required.  Netware  CNE  essential.  Network  monitoring, 
C/C++,  PowerBuilder,  FoxPro  development,  TCP/IP,  Internet,  Notes  Mail/CC'.Mail, 
Network  connectivity  (gateways,  routers,  bridges  and  concentrators),  AS400  and 
MVS  Mainframe,  UNIX  and  NT  servers,  Microsoft  Certified  Professional  and  Certified 
Notes  Consultant  experience  a  plus.  (Dept.  LANSS) 

KEMET  Electronics  offers  competitive  compensation,  extensive  fringe  benefits  and 
clear  opportunity  for  growth.  For  consideration,  please  submit  your  resume  and  salary 
requirements,  indicating  appropriate  department  code  on  envelope/all  correspon¬ 
dence,  to:  Betty  C.  Bennett,  Dept.  CW- _ (Dept.  Code),  KEMET  Electronics 

Corp.,  P.O.  Box  5928,  Greenville,  SC  29606. 

KEMET 

Electronics  Corporation 

An  equal  opportunity  employer  m/f/d/v. 


Computing  and  Information 
Systems  Support  Specialist 

The  Department  of  Pathology  seeks  a  C  &  IS  Support  Specialist  to  provide  technical 
support  of  Novell  Network  and  desktop  support  for  Macs,  PCs  and  UNIX  worksta¬ 
tions.  In  addition,  provide  clinical  information  systems  support  on  the  VAX;  on  site 
evaluation  of  hardware  and  software  needs.  Troubleshoot  system;  set  up  and  maintain 
WWW  site;  train  users. 

Position  requires  a  BS  in  computer  science  and  4  years  experience  with  VAX/VMS 
and/or  UNIX  operating  system  and  Novell  networks.  Programming  experience  in  at 
least  two  of  the  following  languages  (C.  MUMPS  and  SQL  preferred).  DOS/Windows/ 
MAC/UNIX  VMS  operating  systems  expertise  Novell;  TCP/IP  knowledge.  Exceptional 
oral  and  written  skills.  MS  degree  preferred. 

Send  resume  or  fax  to  Ms.  S.  Sautter,  Yale  University,  Department  of  Human 
Resources,  P.O.  Box  9168,  153  College  Street,  New  Haven.  CT  06532-0168. 

Yale  University 

S  cfioo  C  of  Medicine 

Yale  University  is  an  Affirmative  Action, 

Equal  Opportunity  Employer. 


Fax  203-785-3165. 


SYSTEMS  ANALYST  Analyze, 
design,  develop  and  test  applica¬ 
tion  software  using  SYBASE  V 
4.9.2  (Transact  SQL,  Triggers. 
Stored  Procedures.  DB-Library, 
Open  Server),  JAM/JPL  5.0 
under  SUN  operating  system 
and  ORACLE  DBMS  (SQL*Plus, 
SQL  Forms  V3.  PL/SQL.  SQL* 
ReportWriter,  PRO’COBOL)  on 
UNIX  operating  system;  develop 
applications  using  Yourdon's 
structured  systems  design  devel¬ 
opment  methodology  involving 
Data  Modelling  (ERD),  Data 
Normalization.  Structured  Flow 
Charting  and  Prototyping;  devel¬ 
op  test  plans  and  QA  proce¬ 
dures;  prepare  technical  and 
user  documentation  for  installing 
system  software.  Bachelor's  in 
Computer  Science  and  two 
years  experience  in  job  offered 
or  two  years,  experience  in  soft¬ 
ware  development.  Included  in 
the  two  years,  experience  in 
software  development  using  C 
and  CQDOL;  in  development 
using  C  and  CQDOL;  in  develop¬ 
ing  applications  on  Perkin  Elmer 
mainframe;  in  usage  of  4GL 
tools;  and  in  Manufacturing 
Industry  (Inventory,  Accounting. 
Receivable,  Order  Processing 
applications)  and  International 
Banking  Industry  (Deposits/ 
Money  Market,  S.W.I.F.T.  com¬ 
munications  for  incoming  and 
outgoing  payments  and  confir¬ 
mations  for  Money  Market  and 
Foreign  Exchange  applications. 
Electronic  Share  Trading  appli¬ 
cations:  with  a  minimum  of  nine 
months  in-depth  experience  in 
SYBASE,  JAM  on  SUN  environ¬ 
ment.  $41 ,000/year.  Apply  in 
person  or  by  resume  to  Georgia 
Department  of  Labor,  Job  Order 
No.  GA5918852,  2943  N.  Druid 
Hills  Road.  Atlanta.  Georgia 
30329-3909,  or  the  nearest 
Department  of  Labor  Field 
Service  Office. 


Full-time  Director  of  Engineering  and 
Operations  responsible  for  supervis¬ 
ing  the  design  and  implementation  of 
mobile  communications  networks 
and  supervise  and  execute  design 
and  operation  of  digital  cellular  sys¬ 
tems.  Carry  out  design  and  modeling 
of  the  cellular  networks,  including 
radio  coverage  predications,  capacity 
and  demographic  analysis,  morpho¬ 
logical  studies  and  database  acquisi¬ 
tion,  market  analysis,  specification  of 
features  and  services,  signaling  and 
interface  and  testing  methodology. 
Participate  in  U.S.  Cellular  Standards 
organizations,  particularly  the  TIA, 
JTC,  Telocator.  Provide  liaison 
between  these  organizations  and  the 
equivalent  European  organizations, 
particularly  ETSI.  Assist  manufactur¬ 
ers  and  operators  in  the  preparation 
and  submission  of  license  applica¬ 
tions  and  equipment  tenders. 
Conduct  prototype  testing  and  field 
trials  of  digital  cellular  systems. 
Develop  conversion  protocols  to 
allow  integration  of  European  Cellular 
systems  with  US  cellular  systems. 
Design  applications  for  Smart  Cards 
in  digital  cellular.  Specify  activations 
and  intelligent  services.  Specify  soft¬ 
ware  and  procedures  for  security 
and  fraud-prevention  on  digital  cellu¬ 
lar  systems.  Develop  software  for 
planning  and  optimizing  of  traffic  and 
circuit  nodes  in  digital  cellular  net¬ 
works.  Must  have  Bachelor  of 
Science  in  Electrical  Engineering. 
Must  have  three  years  experience  in 
the  job  offered  or  three  years  experi¬ 
ence  in  Engineering  with  similar 
duties.  Experience  must  have  includ¬ 
ed  designing,  implementing  and 
operating  PCS  networks  on  the 
GSM,  DCS1800  and  USA  Cellular 
operator.  Salary  $95,000/yr.  If  inter¬ 
ested,  please  contact:  Georgia 
Department  of  Labor,  Job  Order  # 
GA  5923707,  2943  N.  Druid  Hills 
Road.  Atlanta,  GA  30329-3909  or 
the  nearest  Department  of  Labor 
Field  Service  Office. 


TARqET  ExceLIence 


EDP  Contract  Services,  the  leading  national  supplier  of  contract  pro/essionals 
in  technical  support,  so/tware  applications,  and  systems  development,  is 
seeking  experienced  DP  Pro/essionals  for  immediate  long  and  short  term 
opportunities. 


CUent  Server 

•  PowerBuilder 

•  Visual  Basic 

•  Visual  C++ 

•  MS  Access 

•  Oracle 


M  aIimFrame 

•  SAS 

•  SAS/Clinical 

•  SAS/Oracle 

•  COBOL/CICS 

•  C0B0L/DB2 


TEck  SuppORT 

•  Novell 

•  CNA/CNE 

•  OS/2 

•  Windows  NT 
•MS  0//ice 


PkiLddpkia 


BaItimore 


AiLnta 


401  City  Line  Ave. 

Suite  915 

8alo  Cynwyd,  PA  1 9004 
(610)  667-2990 
fax  (610)  667-8735 
balacynwud@edpcs.com 


10480  Little  Patuxent  Pkwy. 
Suite  500 

Columbia,  MD  21044 
(410)  715-9704 
fax  (410)  715-9706 
columbia@edpcs.com 


1040  Crown  Pointe  Pkwy. 
Atlanta,  GA  30338 
(404)  481-0900 
fax  (404)  913-9379 
atlanta@edpcs.com 


WasImm^ton,  DC 
2095  Cham  Bridae  Rd 
Vienna,  VA  22182 
(703)  893-2400 
fax  (703)  893-9051 
vienna@edpcs.com 


New  YorIi  Chy 

2  Penn  Plaza 
Suite  1190 
New  York,  NY  10121 
(212)  947-6033 
fax  (212)  564-7547 
newyork@edpcs.com 


dTTT]  EDP  Contract 
Services 


http://edpcs.cpm 


SYSTEMS  ANALYST  to  analyze, 
design  and  develop  customized 
software  for  business  applica¬ 
tions;  develop  systems  and  busi¬ 
ness  solutions  using  structured 
design  techniques  and  method¬ 
ologies  for  client-server  applica¬ 
tions/migrations  in  a  multi-hard¬ 
ware,  multi-software  environment 
including  UNIX.  DOS.  VMS  oper¬ 
ating  systems  using  Windows 
GUI  development  with  Power- 
builder,  Visual  Basic,  SDK  and  C 
in  conjunction  with  Gupta  Sybase. 
Ingres,  Unify  and  4GL  Miracle; 
develop  and  implement  installa¬ 
tion  programs  using  InstallShield, 
UNIX  based  utilities  Awk,  Shell, 
Q+E  and  ESQL.  Require:  B.S.  (or 
equivalent)  in  Business/Systems/ 
or  Information  Management/ 
Computer  Science  and  two  years 
experience  in  the  described  job 
duties  as  Systems  Analyst  or  as 
Software  Engineer,  50%  paid 
travel  required  within  the  United 
States.  Experience  must  include 
UNIX  based  Sybase.  Ingres.  Unify 
and  4GL  Miracle.  Salary;  $64,000 
per  year.  8  am  to  5  pm.  M-F. 
Apply  by  resume  to:  Job  Service 
of  Florida,  701  SW  27th  Avenue. 
Room  47,  Miami,  FL  33135-3014. 
Job  Order  number  FL-1 341511. 


ithcare  Software  Opporti,ni 

Product  Developers  v| 

Leading  edge  healthcare  software  firm  is  seeking  additions  for  our  product 
development  teams  in  our  new  Atlanta  headquarters.  CareCentnc  Solutions. 
Inc.  is  a  fast  growing,  Point-Of-Care  applications  leader,  undergoing  expansion. 
We  are  in  need  of  skilled  product  developers  to  join  the  team  building  our  sec¬ 
ond  generation  tablet  computer  and  server  based  applications. 

Candidates  with  experience  of  varying  levels  within  the  following  programming 
areas  will  be  considered.  The  more  tools  and  experience,  the  more  we  would 
like  to  talk  to  you. 

2  or  more  years  experience  with  these  software  products  &  tools 


SOFTWARE  ENGINEERING 
CONSULTANT.  Designs,  devel¬ 
ops,  evaluates  and  installs  soft¬ 
ware  management  information 
systems,  specifically  technical 
construction  including  program¬ 
ming  for  coop  processing  applica¬ 
tion  and  delivery  of  financial  and 
retail  systems  using  CASE  Tools 
in  OS/2  Windows  based  client/ 
server  environment.  Responsible 
for  presentations  and  demonstra¬ 
tions  to  current  and  potential 
clients.  Duties  entail  work  with 
OS/2.  Windows,  SQL,  Microsoft 
C.  Object  Oriented  Analysis, 
Design  and  Programming,  Rel¬ 
ational  Database  Management 
Systems,  and  Analysis,  Develop¬ 
ment  and  Delivery  of  Application 
Systems  utilizing  CASE  Tools  in  a 
client/server  environment.  Req¬ 
uires:  B.S.  in  Computer  Science 
or  related  field.  Must  have  experi¬ 
ence  or  coureswork  in  OS/2, 
Windows,  SQL,  Microsoft  C, 
Object  Oriented  Analysis.  Design 
and  Programming,  Relational 
Database  Management  Systems, 
and  Analysis,  Development  and 
Delivery  of  Application  Systems 
utilizing  CASE  Tools  in  a  client/ 
server  environment.  Required  to 
travel  throughout  Georgia.  40  hr 
wk.  8:00  am  -  5:00  pm.  Mon-Fri. 
S38,200/yr.  Overtime  N/A.  Over¬ 
time  SExempt.  Job  located  in 
Marietta.  GA  and  various  on  site 
client  locations  in  Georgia. 
Interested  applicants  apply  in  per¬ 
son  or  by  resume  to:  Georgia 
Department  of  Labor,  Job  Order  # 
GA  5923340,  2972  Ask-Kay 
Drive,  Smyrna,  GA  38802-2309. 
or  the  nearest  Department  of 
Labor  Field  Service  Office. 


TITLE:  Systems  Analyst: 
SALARY:  $40,000.00  per  year. 
HOURS:  8:00  a.m.  to  5:00  p.m.; 
40  hours  per  week.  Position 
available  to  analyze,  design, 
develop,  test  and  implement 
applications.  Transaction  man¬ 
agement  system  to  size  and  time 
applications  under  TP  monitors 
for  satellite  TV  industry  using 
cluster/network  multi-hardware, 
multi-software  environment 
including  VAX  mainframes,  IBM 
and  DEC  stations  using  relation¬ 
al  databases  and  transaction 
processing  monitors.  Bachelors 
degree  in  Computer  Science  or 
Engineering  or  equivalent  req¬ 
uired.  Requires  two  years  in  job 
offered  or  two  years  in  related 
occupation  of  Programmer 
Analyst  or  Software  Engineer/ 
professional.  Required  experi¬ 
ence  should  include  working  on 
VAX/VMS  using  ACMS,  RDB,  C, 
COBOL,  DECForms  and 
CDDPIus;  Architecture  and 
Systems  Management.  Must 
have  proof  of  legal  authority  to 
work  permanently  in  U.S.  EEO/ 
AA  Employer.  Job  opportunity 
located  in  Atlanta,  Georgia. 
Applicant  should  send  resume 
to:  Georgia  Department  of 
Labor,  Job  Order  #  GA  5920542, 
2943  N.  Druid  Hills  Road, 
Atlanta,  GA  30329-3909  or  the 
nearest  Department  of  Labor 
Field  Service  Office. 


Programmer/Analyst:  Provide  pro¬ 
gramming  analysis  services  in 
Object-Oriented  design,  coding 
and  testing  for  the  development  of 
Computer  Integrated  Manufactur¬ 
ing  packages.  Applicant  must  pos¬ 
sess  an  M.S.  in  computer  science 
or  mechanical  engineering  or 
manufacturing  systems  engineer¬ 
ing.  Requires  (a)  six  months  expe¬ 
rience  on  object-oriented  design 
and  programming  in  C  and  C++  for 
the  development  of  CIM  and  CIM 
related  CAD/CAM  packages  on 
IBM/RS/6000  or  SUN  Workstation 
in  UNIX  environment;  and  (b)  six 
months  experience  in  CATIA  as  a 
Programmer  Analyst/  Systems 
Analyst/Software  Specialist  or 
Research  Assistant.  Location: 
Durham,  NC;  40  hrs/week  (M-F, 
8-5),  $55,000  per  annum  Send 
resume  including  job  order  num¬ 
ber  NC3051166  and  DOT  code 
030.162-014  and  SSN  to  Job 
Service.  1105  Briggs  Avenue, 
Durham  NC  27703  or  to  the  near¬ 
est  job  service  office.  EOE. 


Sftwr  Developers.  Design,  devel¬ 
op,  implem’t  &  test  client-server 
(CS)  applic’ns  w/  PowerBuilder 
(PB)  &  Object  Oriented  Program'g 
Method'gy;  Provide  PB  train’g. 
monitor'g,  &  co-develop’t  for 
clients;  Design,  develop,  maintain, 
&  test  graphical  user  interfaces  w/i 
CS  architecture  &  PB  class 
library;  Work  alone  at  client 
site/lead  a  team  of  developers  in- 
house  to  design  database  mod¬ 
els.  optimize  databased  manage- 
m't  &  train  users  w/  CS  &  PB  pro¬ 
gram'g.  40  h/w,  8-5,  $38k/yr  MS  in 
Engineering,  1  yr  work  exper’ce  in 
PB  program'g  position  w/ 
PB3. 0/4.0,  Class  Lib.  Sybase 
System  10,  Shell  Scripts, 
Certified  PB  Developer  lic'se  & 
travel  req'ed.  Resume  to  Job  Svc 
of  FL.  PO  Box  “C".  Clearwater.  FL 
34618. Job# 1345984 


•C++ 

•  One  or  more  Data  Base  Manage¬ 
ment  Systems  (ie,  Oracle,  Sybase. 
Access),  and  programming  within 
those  environments 

•  0-0  Distributed  Systems 
•Multi-platform  implementations 

OS/2  Warp,  NT,  Windows,  Unix 


Pen  based  user  interface 
Applications  communicating  with 
TCP/IP  network  technology. 
Ability  to  be  extremely  flexible, 
communicate  well  witn  peers  and 
management,  and  work  in  team 
oriented  environment. 


We  offer  competitive  salaries  &  benefits,  open  &  casual  office  environment,  and 
an  opportunity  to  get  in  early  and  build  your  own  future  with  what  could  be  a 
large,  multi-national  firm. 

Please  forward  /  fax  resume,  with  salary  &  responsibility  highlights,  to.- 

CareCentric ^  Solutions m 

9666  Olive  Street.  Suite  370,  St.  Louis,  MO  63132 
FAX  31 4-993  1^12  •  Internet:  hrgcarecentric.com 

ANOTHER  . . 

REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS ... 

!  Computerworld  gives  its 
readers  career  updates  on 
I  today’s  computer  skills  and 
|  employment  issues. 

And  it  does  this  through  spe¬ 
cial  Computer  Careers  editorial 
that  anchors  Computerworld’s  j 
|  recruitment  advertising  section 
j  every  week.  Whether  it’s 
|  informing  IBM  professionals  on 
their  career  paths,  or  updating 
|  UNIX  experts  on  what’s  ahead 
with  their  careers, 

I  Computerworld  delivers  the 
I  most  pertinent  and  frequent 
1  computer  career  information 

I  available  in  America. 

To  place  your  advertisement 
regionally  or  nationally,  call 

I  John  Corrigan,  Vice  President/ 
Professional  Development 
Division,  at: 

800/343-6474  x8201 

in  MA  508/879-0700 


COMPUTERWORLD 

Where  the  qualified  candidates  look.  Every  week 


Computerworld  December  4,  1995 


Computer  Careers  East 


Database  Administrator 

An  excellent  opportunity  is  available  for  a 
Database  Administrator  in  the  Information 
Systems  Department  of  ALSAC-St.  Jude 
Children’s  Research  Hospital  to  maintain  an 
1DMS  database,  design  new  databases,  modify 
existing  systems  and  provide  technical 
assistance.  Duties  will  also  include  providing 
problem  research  and  resolution  within  the 
department. 

This  position  requires  a  Bachelor’s  degree  and  a 
minimum  of  5  years  experience  as  an  IDMS 
Database  Administrator  with  COBOL  and 
ADSA/ADSO  experience.  Must  be  able  to  work 
flexible  schedules. 

ALSAC  has  a  special  role  as  the  fund  raising 
arm  of  St.  Jude  Children’s  Research  Hospital 
in  Memphis,  Tennessee.  St.  Jude  is  the  largest 
pediatric  cancer  research  institution  in  the 
country  and  was  founded  by  the  late  entertainer, 
Danny  Thomas.  If  you  are  interested  in 
becoming  part  of  the  ALSAC  team  dedicated  to 
the  eradication  of  cancer  in  children,  send  your 
confidential  resume  and  salary  history  to: 

Lena  Williams,  Employment/Benefits  Specialist 
ALSAC-St.  Jude  Children’s  Research  Hospital 
Danny  Thomas,  Founder 
RO.  Box  3704 
Memphis,  TN  38173-0704 
EOE,  M/F/D/V 
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arehousing 


As  the  demands  of  our  clients  place  an  ever-greater  emphasis  on  rapid  and  reliable  access  to  information,  the  world's  leading  organizations 
look  to  Price  Waterhouse  for  superior  expertise  in  knowledge  management  and  data  warehousing.  We  are  recognized  throughout 
the  industry  as  a  premier  source  for  data  warehousing  technology,  strategy  and  innovation. 

With  our  diverse  capabilities  and  global  resources,  we  chart  the  course  for  the  future  with  a  wide  range  of  solutions  for  both 
legacy  and  client/server  environments.  Our  total  approach  to  data  warehousing  blends  information  technology  and  industry  knowledge 
with  change  integration  and  performance  measurement. 


YOUR  BEST  SOURCE  FOR 
OPPORTUNITY 

As  stated  in  InformationWeek.  we  are  the  selected  client- 
server  recruiter  for  the  New  York  Metro  area.  We  service  the 
leaders  in  software  development  technology  within  the  financial 
community.  Integrity  and  confidentiality  are  the  foundation  of 
•our  business. 

We  have  positions  at  all  levels  for  technologists  with 
expertise  on  either  UNIX  or  PC  platforms.  Specifics  include 
development,  support,  systems,  dba,  networking  and  project 
management. 

SUN/OS,  Solaris,  C,  C++,  Sybase,  GUI 
Powerbuilder,  Visual  Basic,  Notes,  Novell,  NT 

The  BMW  Group  Inc.,  40  Exchange  Place.  Suite  7 00 

NY.  NY,  10005.  212-943-8X00.  212-943-8852  FAX 
bmw@pipeline.com  ( ASCII  text  only) 


FLORIDA 

OPPORTUNITIES  FOR 

OP  PROFESSIONALS  WITH: 

INFORMIX 

NewEra 

Consulting  Partner 

•  IDMS/ADSO  .POWERBUILDER 

•  ASSEMBLER7COBOL  .C/UNIX/TP  MONITOR 

. CLIPS/GUI/MOTIF/SQL  .INFORMIX  DBA/4GL/ISQL 

.  COBOLII/DB2/CICS/DCS  •  C/MOTIF/UIMX/CELLULAR 

•  PICK  QUALITY  ANALYSTS  •  PEOPLESOFT/HR/FINANCIALS 

•  BANYAN/3COM  NETWORK  .SYSTEMS  PROGRAMMER/IMS 

•  BIA/AIRLINE  &  TRAVEL  EXP  .TANDEM/COBOL/SCOBOUSQL 
.  PICK  DEVELOPERS/UNIX7NT  •  DATA  ADMIN/MODEUPACBASE 

FOR  IMMEDIATE  CONSIDERATION  CALL  OR  FAX  RESUME  TODAY 

Syslogic 

(800)797-5644  P  O  Box  261 46  FAX 

(813)  287-0054  Tampa,  FL  33623  (813)  282-9511 


JV 
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DATA  ADMINISTRATOR 

Information  Systems  Division 

Seeking  Data  Administrator  to  plan,  coordinate,  design  &  manage  the 
data  resources  of  VDOT  including  various  components  required  to 
support  their  effective  use.  Must  demonstrate  experience  in  managing 
agency-wide  data  resources.  Working  knowledge  of  various  data 
repositories  such  as  ORACLE.  STERLING.  AND  DB2  SOFTWARE  is 
preferred.  Skill  in  ad  hoc  reporting  tools  such  as  Crystal  reports  or 
Esperant,  desired.  Proven  ability  to  effectively  work  in  a  consultative 
role  and  foster  collaborative  relationships  with  senior  level  managers, 
internal  users  &  technical  staff.  Experience  in  Client/Server  &  Data 
Warehousing  technologies  is  preferred.  Degree  in  Computer  Science 
or  comparable  background.  Position  #  08521 .  Closing  date  12/29/95. 
A  completed  Virginia  state  application  &/or  resume,  referencing  job 
title  &  position  number  must  be  received  on  the  closing  date. 

VIRGINIA  DEPARTMENT  OF  TRANSPORTATION 
Human  Resources  Division 
1221  East  Broad  Street,  Richmond.  VA  23219 
(804)  786-5011  Jobline:  (804)  278-1864 
An  Equal  Opportunity  Employer 


Now,  we  are  inviting  individuals  with  proven  success  in  implementing  data  warehousing  to  join  us  in  our  Northeast  Region 
and  discover  firsthand  the  advantages  of  our  firm 


Database  Administrators 

■  ORACLE,  Informix,  Sybase 

■  Knowledge  of  tools 


Data  Modelers 

■  ERWIN,  Silverrun 

■  FACT,  Dimensional  and 
Star  Schema  models 

■  Meta  data  for 
warehousing 


Systems  Architects 

«  System  infrastructure 
•  Multi-tiered  architectures 
and  operations 
■  UNIX-based  servers, 
LAN/ WAN 


Project  Managers 

■  Proven  project 
management 
responsibilities  in  a 
data  warehousing 
environment 

■  Must  be  hands-on 


We  offer  an  excellent  compensation  package,  superior  professional  development  program  and  progressive  work/life  setting,  as  well  as  exposure 
to  high-profile,  career-building  challenge.  For  consideration,  send  your  resume  to  Henry  Janssen,  Dept.  CW,  Price  Waterhouse  LLP, 
1177  Avenue  of  the  Americas,  New  York,  NY  1 0036.  An  Equal  Opportunity  Employer  M/F/D/V 


H  T.l'iHHT'MHF  n 


'TO  WORK 


Price  Waterhouse  llp 

Excellence  is  our  only  standard 


CONTRACT  OPPORTUNITIES 
NOW!!! 


Immediate  Contract  Assignments 


Oxford  International.  Iho  pre-eminent  supplier  of 
contracting  services,  has  contract  opportunities 
for  individuals  with  experience  in  the  following: 


Main  Frame 

Client\Server 

*DB2 

•Lotus  Notes 

*CICS 

*Oracle*Financials 

•IMS 

•Smalltalk,  Digitalk, 

•IDMS 

•SAP  R/3-R/2 

•COBOL 

•Peoplesoft 

•DB/DC 

“Unix  Sys.  Admin. 

Immediate  positions  are  available  in  the  follow¬ 
ing  locations:  'Hie  Tri-Slate  Area.  Connecticut, 
Miami,  Charlotte.  Atlanta,  and  Reston.  VA 


Please  contact  Carl  Williams  at: 


Tel:  800-426-9196  FAX:  508-977-0732 
Internet:  oxintl v/'shore.nct 

4  Centennial  Dr 
Peabody.  MA 
0 1 960 
EOE/AA 


OXFORD 

^-^International 


Client  Server  Professionals 

Keane,  Inc.  is  a  leading  software  services  company  dedicated  to 
helping  Fortune  500  companies  align  their  information  systems 
with  changing  business  objectives.  With  a  network  of  40  branches 
throughout  North  America,  Keane  is  recognized  as  one  of  the  most 
successful  organizations  in  its  market  segment,  boasting  revenues 
of  over  $350  million. 

If  you  want  to  be  a  part  of  a  dynamic,  solutions-oriented  company 
where  superior  performance  is  recognized  and  rewarded,  then 
send  your  resume  to  Keane.  We  are  looking  for  key  professionals 
to  help  with  our  tremendous  growth  in  the  following  roles: 

Designers  and  Developers: 

•  C++  •  Visual  C++ 

•  PowerBuilder  •  Visual  Basic 


The  Advantage  of  Experience _ 


Keane  offers  excellent  career  advancement  opportunities  and  outstanding 
benefits.  For  immediate  consideration,  please  send/fax  your  resume  to: 

Recruiting  Department 
1375  Piccard  Drive,  Suite  200 
Rockville,  MD  20850 
Fax:  (301)548-1047 
KEANE  An  Equal  Opportunity  Employer,  M/F/D/V. 


December  4,  1995  Computerworld 


Computer  Careers  East 


ACCOUflt  Database  Design  Solutions,  Inc.  has  an 

nvwuiii  .  outstanding  reputation  in  the 

m.  a _ _ _ I  J.—A.  /  corporate  database  revitalization  arena 

Management/  and  is looking  to  expand  Its  staff  by 
,  ~  .  adding  a  dedicated  marketing  professional 

Sales  '  -V:'-  '  You  will  be  responsible  for  maintaining  and 
UOIVB  <  ’  groking  our  existing  accounts  as  well  as  opening 
up  new  ones  in  the  New  York/New  Jersey  area. 


Our  excellent  reputation  guarantees  your  success.  This  newly  created 
position  wili  have  the  advantages  of  qualified  leads,  an  excellent  consult¬ 
ing  staff,  and  the  freedom  to  implement  self-directed  marketing  and  sales 
strategies.  Candidates  must  be  familiar  with  the  IS  environment  of  large 
Fortune  500  organizations  •  particularly: 


•  Data  Warehouse  Development 

•  Client/Server  Database  Architectures 

•  Development  Tool  Integration 


■  Data  Administration 

•  0-0  and  E-R  modeling 

•  Repository  Set-up  &  Maintenance 


Send  resume  with  salary  requirements  lo: 

Adrienne  Tannenbaum,  President 

("database  design  solutions-) 

Corporate  Database  Revitalization 

40  Morristown  Rd.,  Suite  1A,  Bernardsville,  NJ  07924 
Fax:  (908)  204-0606 


ORACLE 
INGRES 
INFORMIX 

CONTRACT  &  FULLTIME  IMS/DB2 

RDBMS/DBA 
COBOL  CICS 
C/C++  OS2/UNIX 
CLIENT-SERVER 
AS/400  RPG/400 
POWERBUILDER 
VISUAL  BASIC/ACCESS 
CNE/CNA 


GREAT  OPPORTUNITIES! 


Be  Ltam 

SYSTEMS,  INCORPORATED 

A  Professions/  Services  Company 

301  S.  Perimeter  Park  Dr.,  #100 
Nashville,  TN  37211 


Tel  (800)  822-4275  •  Fax  (615)  331-3080 
DICE  BBS  515-280-3423  •  deltam2@ix.netcom.com 
Member  of  NACCB  -  EOE 


PROGRAMMER  ANALYST 
Software  engineer  (Client 
Server  experience),  to  design, 
develop,  test,  implement,  sup¬ 
port.  train  and  troubleshoot 
client  server  solutions,  define 
hardware  and  software  require¬ 
ments,  firmware  design,  and 
network  connectivity  solutions 
on  UNIX,  HP-UX  9.0,  MSDOS, 
OS/2,  LAN  and  WAN  environ¬ 
ments.  Bachelor’s  in  Computer 
Science  and  two  years  experi¬ 
ence  in  job  offered  or  two  years 
experience  in  software  develop¬ 
ment.  Included  in  the  two  years, 
experience  in  C,  Assembly,  C++ 
and  in  Multiple  Relational  Data¬ 
base  environments  like 
SYBASE,  ORACLE  and 
INFORMIX,  with  two  years 
experience  in  Database  Admini¬ 
stration  and  UNIX  System 
Administration  activities.  Two 
years  experience  migration 
skills  and  re-engineering  skills  to 
convert  systems  over  cross  plat¬ 
forms.  Must  have  two  years 
experience  in  real  time  image 
generation  technologies,  devel¬ 
opment  of  space  design  and 
modelling  technologies,  Two 
years  experience  Graphic  pro¬ 
gramming  and  installing,  config¬ 
uring,  programming  using  com¬ 
munications  manager,  sub-sys¬ 
tem  management,  FTP/PCTCP 
developers  tool  kit  for  DOS  and 
OS/2.  Excellent  communication 
skills  to  interface  with  interna¬ 
tional  clients  on  software  design 
projects  of  client  server  nature. 
Academic  background  must 
include  programming  in 
Assembly  Language,  C  and 
Fortran.  The  job  requires  exten¬ 
sive  travel,  week-end  work  at 
client  sites  and  twenty-four  hour 
technical  support  on  beeper 
calls.  $47, 500/year.  Apply  in 
person  or  by  resume  to  Georgia 
Department  of  Labor,  Job  Order 
No.  GA  5918862,  2943  N.  Druid 
Hills  Road,  Atlanta,  Georgia 
30329-3909  or  the  nearest 
Department  of  Labor  Field 
Service  Office. 


DP  STAFFING  SINCE  1969 
PERMANENT  FL.  OPPIYS 


Dir.  Appl.  MVS  I  Windows  $90K 
Analyst  Airlines  Acctg  $70K 
DBA’ s  Sybase  or  Oracle  $65K 
Team  Leader  C++  MFC  $60K 
P/A  Unix  C  RCS/SCCS  $48K 
P  /  A ‘s  DB2  CICS  556K 

P  /  A  ‘  s  POWERBUILDER  S55K 
P/A's  C++,  MFC  S48K 

AIX  Systems  Admin  S55K 

AS400  Sys  Prog&P/A’s  $45K 


AVAILABILITY,  INC.  Deptc. 
P.O.Box  25434 
Tampa,  FI.  33622 
813/286-8800,  Fax  286-0574 
availability@delphi.com: 


Outstanding 
Information  Solutions 
Firm  Seeks 
Professionals.... 


Any  of  the  following  skills 
are  essential: 

•PacBase 

•IEF 

•Data  Modeling 
•IMS  DB/DC 
•DB2/CICS 
•Natural/DB2 
•Sybase/SQL 
•Peoplesoft 
•SAS 

•PowerBuilder 
•Oracle/DBA/Financials/Data 
Warehouse 
•Lotus  Notes 

•C,  C++,  AIX,  NT 
•Visual  Basic/Access 

Computer  Management  Sci¬ 
ences,  Inc.,  is  a  successful 
employee-owned  systems  inte¬ 
gration  firm  with  offices  located 
nationwide. 

CMSI  provides  “IT”  solutions 
and  customer  software  devel¬ 
opment  services  to  a  diverse 
group  of  clients,  primarily  For¬ 
tune  1000  companies. 

Our  benefits  package  includes 
401 K,  profit  sharing,  product  cer¬ 
tification  and  tuition  reimburse¬ 
ment.  Relocation  assistance  is 
provided.  For  detailed  informa¬ 
tion,  please  contact  Vivian 
Merritt  at  Computer  Manage¬ 
ment  Sciences,  Inc.  Fax:  (904) 
737-6376  Phone:  800-725- 
2674,  (904)  737-8955  or  e-mail 
resume  vivianm@cmsx.com. 
CMSI,  8133  Baymeadows  Way, 
Jacksonville,  FL  32256.  EOE 


umpwlrr  MtliftaMI  Snnr,l.  la 


APPLICATIONS  SPECIALIST  - 
Leads  the  design,  development 
and  implementation  of  advanced 
programming  techniques  to 
enhance  communications  capa¬ 
bility  of  computer  reservations 
system.  Develops  and  imple¬ 
ments  software  to  facilitate  the 
intake,  storage  and  retrieval  of 
data  from  providers  of  travel  ser¬ 
vices.  Guides  junior  program¬ 
mers  and  end  users  in  system 
function.  Must  have  Bachelor  of 
Science  degree  in  Engineering. 
Computer  Science  or  a  related 
field  plus  2  yrs  exp.  in  the  same 
or  related  job  (Programmer 
Analyst  including  AS400  pro¬ 
gramming  for  large  scale,  multi¬ 
platform  system  using  SQL. 
RPG400  and  RPGIII  languages). 
If  no  degree,  must  have  2  addi¬ 
tional  yrs  exp.  in  same  or  related 
|Ob.  $54,600.00/yr.  40hrs 
Monday-Frlday  8:00am  -  5:00 
pm.  Send  resume  only  to  Job 
Service  of  Florida,  701  SW  27th 
Ave,  #47.  Miami.  FL  33135- 
3014  Job  Order  KFL-1345472 


Programmer/Analyst 

Programming,  design  & 
analysis  of  accounting  & 
credit  balance  computation 
software  on  IBM  maintrames 
&  PCs  in  COBOL  &  COBOL 
ll/CICS  employing  JCL.  Re¬ 
quired:  one  yr.  of  DB2/SQL 
programming.  Bachelor's  In 
Computer  Science,  Com¬ 
puter  Studies  or  M  I  S.  2 
years  exp.  in  job  offered. 
$35,131  .oo/yr.,  9-5,  M-F,  40 
hrs./wk.  Send  resume  to:  Job 
Service  of  Florida.  701  SW 
27th  Ave.,  Room  47,  Miami, 
FL 331 35-301 4.  RE:  Job  Or¬ 
der  Number  FL-1341393. 


APPLICATIONS  PROGRAM¬ 
MER  ANALYST  -  Works  in  a 
team  to  develop,  test  and  imple¬ 
ment  software  &  advanced  pro¬ 
gramming  techniques  to  enhance 
client-server  capability  of  large 
scale  automated  reservation  sys¬ 
tem.  Must  have  Bachelor  of 
Science  degree  in  Math,  Comp¬ 
uter  Science,  Engineering  or  a 
related  field  plus  2  yrs  exp.  in  the 
same  or  a  related  job  (Program¬ 
mer  for  large  scale,  multiplatform, 
AS400  system,  using  RPG400, 
RPGIII,  CL).  If  no  degree,  must 
have  2  additional  yrs  exp.  in 
same  or  related  job.  $45,996.00  / 
yr.  40  hrs.  Monday  -  Friday 
8:00am  -  5:00pm.  Send  resume 
only  lo  Job  Service  of  Florida, 
701  S.W.  27th  Ave.  #47,  Miami, 
FL33135-3014,  Job  Order  #  FL- 
1345508 


SYSTEMS  ANALYST  to  provide 
specialized  consultancy  in  analy¬ 
sis  and  related  development  activ¬ 
ities  associated  with  systems 
analysis,  design,  development 
and  implementation  of  client-serv¬ 
er  based  financial/insurance  appli¬ 
cations  using  Windows/GUI  appli¬ 
cation  development  with  Power 
Builder,  Visual  Basic,  C,  SDK  and 
relational  database  technology 
Sybase,  DB/2,  PACE.  Total,  Unify 
on  multi-platforms  UNIX/DOS/ 
WANG  VS/OS;  work  with  APIs, 
Microsoft  SQL  Server,  and  UNIX 
based  utilities  AWK,  SHELL  and 
E-SQL.  Require:  B.S.  (or  equiva¬ 
lent)  with  major  in  Business/ 
Systems/  or  Information  Manag¬ 
ement/Computer  Science  and  two 
years 'experience  in  the  described 
job  duties  as  Systems  Analyst  or 
as  Software  Engineer.  50%  paid 
travel  required  within  the  United 
States.  Experience  must  include 
UNIX  based  RDBMS  Unify, 
Sybase  and  Wang  VS  series 
related  databases  PACE  and 
Total.  Salary:  $64,000  per  year.  8 
am  to  5  pm,  M-F.  Apply  by 
resume  to:  Job  Service  of  Florida, 
701  SW  27th  Avenue,  Room  47, 
Miami,  FL  33135-3014,  Job  Order 
number  FL-1341498. 


ENGINEER,  SOFTWARE:  De¬ 
sign,  code  &  test  s/w  systems; 
includes  providing  system  level 
technical  support  to  customers; 
analyze  &  debug  UNIX  V.4.2  ker¬ 
nel  problems  &  kernel  memory 
dumps;  maintain  source  base  of 
various  UNIX  releases;  dev.  & 
maintain  UNIX  V.4.2  pkgs.  &  test¬ 
ing  &  source  code  control.  BS  in 
CE  or  CS  +  2  yrs.  of  related  exp. 
Exp.  must  incl.  providing  kernel 
source  level  technical  support  for 
UNIX  V.4.2;  must  also  have  exp. 
in  internals  of  UNIX  V.4,  coding  & 
debugging  in  the  kernel  of  multi¬ 
processor  UNIX  systems.  Must 
have  programming  exp.  writing 
Block  &  Streams  based  device 
drivers,  &  ANSI  C  &  386/486 
assembly  language.  $54,000/yr. 
Job  site:  Stamford,  CT.  Clip  ad  & 
send  w/resume  to  Attn:  Job 
Order  #3156334,  Program 
Support.  2nd  Floor,  Connecticut 
Dept,  of  Labor,  200  Folly  Brook 
Blvd..  Wethersfield.  CT  06109. 


Sftwr  Developers:  Design,  devel¬ 
op,  implem't  &  test  client-server 
(CB)  applic'ns  w /  PowerBuilder 
(PB)  &  Object  Oriented  Pro¬ 
gram^  Method'gy;  Provide  (PB) 
train'g,  monitor'g  &  co-developm't 
for  clients;  Design,  develop,  main¬ 
tain.  &  test  graphical  user  Inter¬ 
faces  w/i  CS  architecture  &  PB 
class  lib.;  Work  alone  at  client 
sit/lead  a  team  of  developers  in- 
house  to  design  database  mod¬ 
els,  optimize  databased  man- 
age't  &  train  users  w/  CS  &  PB 
program'g.  40  h/w,  8-5,  $36,750- 
$46k/yr.  BS  in  Eng'g,  1  yr  work 
exper'ce  in  PB  program’g  w/ 
Oracle  Sybase  on  UNIX/ 
Netware  &  Certified  P8  Devel¬ 
oper  Llc’se  req'ed.  Resume  to 
Job  Svc  of  FL,  PO  Box  C, 
Clearwater,  FL  34618.  Job# 
1347058 


Management  Consultant.  Pro¬ 
vide  system  analysis  services  in 
project  design,  coding,  testing, 
implementation  of  financial  man¬ 
agement  information.  &  commer¬ 
cial  &  manufacturing  systems: 
develop  on  line  batch  systems 
application  s/w  on  HP3000, 
HP900,  UNIX  platform,  &  IBM 
RS6000.  Support  HP3000  XL 
applications  in  multiple  sites. 
Must  have  4  yrs  exp  in:  convert¬ 
ing  systems  to  different  environ¬ 
ments,  systems  analysis  &  pro¬ 
gramming  of  software  applica¬ 
tions,  &  w /  PC386  &  PC  software 
applications:  &  12  months  exp  in 
database  admin.  Total  exn  need 
not  exceed  4  vrs.  Proficiency 
reqd  w/:  HP3000  XL.  Turbo 
Image.  KSAM/300,  Adager, 
MPEX/3000,  query  in  first  line 
support  team  environment  utiliz¬ 
ing  24/365  support,  COBOL, 
QEdlt  Editor,  Powerhouse,  Quiz 
Reports,  Supertool,  VPIus,  Quick 
screens,  JCL.  &  QUERY.  40 
hrs/wk.  $42,000/yr.  Send  res¬ 
ume  lo  Job  Service  of  Florida. 
2312  Gulf-to-Bay  Blvd..  P.O.  Box 
C,  Clearwater.  FL  34618-4090. 
Refer  to  J.O.  #FL-1 344297.  If 
not  U.S.  citizen,  specify  current 
visa  status. 


Senior  Programmer/Analyst 

Performance  of  client  spe¬ 
cific  financial  &  administra¬ 
tive  applications  program¬ 
ming  &  systems  design  in 
mainframe  &  networked  PC 
environments  in  NATURAL 
&  NATURAL  ll/ADABAS. 
Use  of  CONSTRUCT  code 
generator,  TSO  TP  monitor, 
JCL  &  SQL.  Coordinate  file 
changes  with  database  ad¬ 
ministrator.  Conversion  of 
COBOL  to  NATURAL  2  yrs. 
exp.  in  job  offered.  Must 
have  proof  of  legal  authority 
to  work  in  the  U.S.  $67,200.00/ 
yr.,  9-5,  M-F,  40  hrs./Wk.  Ap¬ 
ply  in  person  or  by  resume 
to:  Georgia  Department  of  La¬ 
bor,  Job  Order  #GA592001 5, 
2943  N.  Druid  Hills  Road, 
Atlanta,  GA  30329-3909  or 
the  nearest  Department  of 
Labor  Field  Service  Office. 
An  Employer  Paid  Ad. 


ASIC  DESIGN  ENGINEER:  High 
speed  CMOS  design;  Tackling  Dense 
CMOS  Layout  issues  with  emphasis 
on  layout  verification  techniques; 
Post-fabrication  device  testing  on 
high  speed  device  testers  and  non- 
instrusive  electron  beam  probing 
techniques;  CMOS  design  for  5  volt. 
3.3  volt  and  mixed  5  and  3.3  volt 
devices.  High  speed  communication 
port  design.  The  duties  include 
Architecting  and  designing  ASICs  for 
the  FT2000  project.  Implementing 
designs  in  CMOS  circuits,  testing  the 
designs  with  simulators  and  test- 
benches  and  ensure  optimal  physical 
layout  of  CMOS  circuitry.  Post  design 
test  vector  generation  and  debug  of 
fabricated  ASICs.  Requires  Masters 
in  Computer  Engineering  with  2 
years  of  experience  in  Hardware 
Development.  40  hours  per  week  at 
$36/an  hour.  Please  send  resume  to: 
Job  Order  No.  568556,  Jobs  and 
Training  Division,  VT  Department  of 
Employment  and  Training,  P.O.  Box 
488,  Montpelier.  VT  05601-0488 


Title:  Systems  Engineer:  Duties: 
Analyzes  data  processing  require¬ 
ments  to  determine  electronic  data- 
processing  system  that  will  provide 
system  capabilities  required  for  pro¬ 
jects  or  workloads  &  plans  layout  of 
new  system  installation  or  modifica¬ 
tion  of  existing  system,  utilizing  knowl¬ 
edge  of  electronics  &  data- processing 
principles  &  equipment.  Confers  with 
data-processing  &  project  managerial 
personnel  to  obtain  data  on  limitations 
&  capabilities  of  existing  system  & 
capabilities  required  for  project,  rec 
ommend,  &  plan  layout  for  type  of 
computer  &  peripheral  equipment  or 
modifications  to  existing  equipment  & 
system,  that  will  provide  capability  for 
proposed  project  or  workload. 
Requirements:  M.S.  degree  Informa¬ 
tion  Systems  plus  1  yr  exp.  or  1  yr 
related  exp.  as  Graduate  Assistant  in 
University  Computer  Laboratory. 
Salary:  535,000/yr.  Hours:  8:30am- 
5:30pm,  Mon-Fri,  40  hrs/wk.  Contact: 
Georgia  Department  of  Labor.  1535 
Atkinson  Rd..  Lawrenceville,  GA 
30243-5601  or  the  nearest 
Department  of  Labor  Field  Service 
Office.  Job  Order  #  GA  5922751 . 


APPLICATIONS  PROGRAM¬ 
MER  ANALYST  -  Works  in  a 
team  to  design,  develop,  test 
and  implement  specialized  soft¬ 
ware  systems  to  enhance  capa¬ 
bility  of  computer  reservations 
system  serving  the  travel  indus¬ 
try.  Must  have  Bachelor  of 
Science  degree  in  Computer 
Science,  Engineering  or  a  relat¬ 
ed  field  plus  2  yrs  exp.  in  the 
same  or  a  related  job  (Progra¬ 
mmer  in  AS400  for  large  scale, 
multi-platfotm  system  using 
RPG400,  RPGIII  and  CL  lan¬ 
guages).  $3813. 00/mo.  40hrs. 
Monday-Friday  8:00-5:00pm. 
Send  resume  only  to  Job 
Service  of  Florida,  701  S.W. 
27th  Avenue,  #47,  Miami,  FL 
33135-3014,  Job  Order  #FL- 
1345515 


PROGRAMMER/ANALYST  to 
design,  develop,  analyze  and  pro¬ 
gram  in  C.  C++,  SQL,  Sybase 
and  Oracle  in  UNIX  environment 
for  application  systems;  design 
efficient  parallel  algorithms,  com¬ 
piler  design  and  graphic  simula¬ 
tion  of  network  systems;  client/ 
server  design  and  programming 
using  object  oriented  methodolo¬ 
gies.  Require:  M.S.  in  Computer 
Science.  Coursework  must 
include  Database  Design,  Com¬ 
puter  Graphics,  Computer  Net¬ 
works,  Software  Engineering, 
Algorithm  Analysis  and  Structured 
Programming  Languages.  Salary: 
$40,000  per  year.  8:30  am  to  5:30 
pm,  M-F.  Apply  by  resume  to:  Job 
Service  of  Florida,  2810  Sharer 
Road,  Suite  30-B,  Tallahassee, 
FL  32312,  Job  Order  number  FL- 
1341646. 


Results. 


Computerworld 

gives 

recruitment 

advertisers 

results. 

Weekly. 

Regionally. 

And 

Nationally. 

To  place  your 
advertisement, 
call  Lisa 
McGrath  at 
800-343-6474 
x820 1 , 
in  MA 

508-879-0700. 


Weekly. 
Regional. 
National. 
And  it  works. 


An  IDG 

Communications 

Newspaper 


Another 

Reason  Why 
Computerworld 
Recruitment 
Advertising  Works... 

Computerworld  gives  you  large  numbers 
of  professionals  who  work  in  your  industry. 

When  you’re  recruiting  computer  profes¬ 
sionals,  it’s  often  important  to  find  ones  with 
experience  working  on  systems  specific  to 
your  industry.  Computerworld’s  audience  of 
over  one  half  million  is  made  up  of  the  right 
people  in  every  major  industry. 

Industry  Computerworld’s 

Audience 

Information  Systems 
“vendor”  companies 
(includes  consulting)  165,037 

Computer  Manufacturer  67,894 

large-scale  systems  36,446 

mid-range  systems  49,590 

PCs/workstations  53,379 

Software  Vendor  100,012 

large-scale  systems  44,865 

mid-range  systems  82,722 

PCs/workstations  61,517 

Non-CPU  Computer 

Products  Manufacturer  24,401 

VAR/Dealer/Retailer  22,685 

DP  service  bureau/contract 

DP  services  42,231 

Consulting/Planning  75,019 

Information  Systems 

“user”  companies 

and  organizations  475,301 

Manufacturing  (not  computers)1 26,464 
Insurance  69,501 

Healthcare  76,548 

Banking/Financial  Services  83,985 

Government 

Federal/State/Local  144,312 

Business  Service  (except  DP)  27,035 

Communications  Systems  31,729 

Public  Utilities  39,424 

Transportation  6,735 

Wholesale/Retail  Trade  123,785 

Education  70,764 

SOURCE:  Skill  Survey  of  Computerworld's  Audience, 
August  1994. 

To  place  your  advertisement  regionally  or 
nationally,  call  John  Corrigan,  Vice  Pres¬ 
ident/Professional  Development  Division  at 

800/343-6474  x8201 

in  MA  508/879-0700 

COMPUTERWORLD 
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MICROMEDEX,  INC. 


A  MEDICAL  ECONOMICS  COMPANY 


Micromedex,  Inc., 
the  worldwide 
leading  provider 
of  knowledge 
bases  for  health¬ 
care,  safety  and 
the  environment, 
is  developing  the 
next  generation 
of  integrated, 
clinical  decision 
support  systems 
and  disease 
management/ 
outcomes  orient¬ 
ed  solutions.  We 
offer  a  dynamic 
team  environ¬ 
ment  focusing  on 
innovation  and 
creativity.  We  cur¬ 
rently  have  the 
following  exciting 
openings: 


ACCOUNT  MANAGERS  (Position  #387)- 


We  are  seeking  experienced  sales  professionals  with  the  following 
qualifications: 


5+  years  general  sales  experience  with  intellectual  property  and 
information  systems  experience. 

2+  years  sales  experience  in  healthcare  information  systems. 

2+  years  sales  experience  at  the  strategic  or  large  account  level 
with  director  level  client  contacts. 


Familiarity  with: 

•  API  information  technology. 

•  Object-oriented  design  technology. 

•  HL-7  standards. 

•  Relational  database  management  systems. 


PRODUCT  MANAGER  (Position  #391) 


Qualified  candidates  will  have  the  following: 

•  5+  years  senior  product  management  experience  in  healthcare 
industry  including  profit  and  loss  accountability,  market  assess¬ 
ment  and  strategic  planning,  business  development  with  alliance 
building  and  contract  negotiations  experience. 

•  Familiarity  with  electronic  information  technology  a  must. 


Please  join  us  as  we  partner  with  pre-eminent  providers  in  the  health¬ 
care  information  industry.  As  part  of  the  Medical  Economics  family  of 
companies,  we  are  poised  for  growth  into  the  next  century. 


Please  send  resume  to: 


Micromedex,  Inc., 

Manager,  Employee  Services 

6200  S.  Syracuse  Way, 

Suite  300  Denver,  CO  80111-4740 

fflythe@mdx.com 

Non-smoking  company: 

must  reference  job  #  above.  EOE,  M/F/D/V 


» 


PLATINUM 


TEG  H  NOLOGY 


Here’s  an  opportunity  you  don’t  want  to  pass  up 


If  you  have  1-3  years  of  IT  experience  and  a  desire  to  work  with  cutting  edge  technol¬ 
ogy,  then  read  on!  We  are  looking  for  bright,  aggressive,  career-oriented  individuals  to 
go  through  our  intense  training  program,  beginning  in  January.  Following  are  the  two 
departments  that  are  seeking  candidates  for  this  program: 


Field  Support: 


Graduates  of  the  training  program  will  provide  pre-  and  post-sales  support  and  will 
act  as  a  technical  liaison  between  PLATINUM  and  the  customer.  Travel  for  this  posi¬ 
tion  will  be  around  60%.  You  will  have  the  option  to  travel  exclusively  within  the  U.S. 
or  Internationally. 


Technical  Support: 

Graduates  of  the  training  program  will  lend  their  technical  expertise  to  prospective  or 
existing  clients  on  our  products.  Travel  is  not  expected  of  individuals  in  this  position. 


Ideal  candidates  will  have: 

*  A  Bachelor's  degree  in  Computer  Science  or  related  field 

'  A  minimum  of  1  year  experience  (preferably  in  the  software  industry) 

*  Excellent  communication  and  presentation  skills 

*  Superb  problem-solving  ability 
'  UNIX  experience  is  a  plus! 


PLATINUM  offers  a  unique  working  environment  and  unlimited  career  growth  opportu¬ 
nities.  Selected  candidates  will  enjoy  an  exceptional  compensation  plan  as  well  as  a 
generous  benefits  package.  For  consideration,  please  mail/fax  your  cover  letter  (specify¬ 
ing  the  department  you  are  interested  in)  and  resume  and  salary  requirements  to: 


PLATINUM  technology,  inc. 

Attn:  Julie  SE/CW/12-4 

1815  South  Meyers  Road,  Oakbrook  Terrace,  IL  60181-5235 
Fax:  (708)  691-0410 
e-mail:  staffing@platinum.com 

No  phone  calls  please 


For  more  information  on  PLATINUM  or  to  get  a  peek  at  our  other  fcj 
job  opportunities,  visit  our  WWW  site  at  http://www.platinum.com! _ 

aa/eoe  m/f/d/v 


Please  come  visit  us  at  Database  Client/Server  World, 
Booth#  709,  December  6-7,  Navy  Pier,  Chicago,  IL. 


Informix 
>  Earnings 


Read  between  the  lines. 


Sybase 

Earnings 


At  Informix,  we  could  tell  you  that  we're  winning  the  RDBMS  war  hands-down. 

We  could  point  out  that  we  offer  the  best  scalable  architecture  technology  on  the 
market.  But  we'd  rather  let  our  numbers  do  the  talking.  The  fact  is,  we’ve  enjoyed 
18  quarters  of  record  growth  and  profitability — while  Sybase  has  continued  to  stumble. 

So  judge  for  yourself.  If  you're  looking  for  a  career  with  real  impact,  choose  a 
company  with  a  real  future.  Team  up  with  Informix.  And  you'll  be  right  on  the  money. 


SALES 

positions  available  nationwide 

Senior  Sales  Representatives 
Pre/Post-Sales  Systems  Engineers 
Consultants/Trainers 

Advanced  Technology  Engineers/Consultants 
Branch  Managers 


CUSTOMER  SERVICES 

Menlo  Park,  CA;  Kansas  City,  MO  and  Field  Offices  nationwide 

2nd/3rd  Level  Technical  Support  Engineers 
Senior  Technical  Support  Managers 
Senior  Course  Development  Instructors 
On-Site  Technical  Support  Consultants 


MIS 

positions  available  nationwide 


MIS  Managers 
Systems  Administrators 
Programmer  Analysts 


MARKETING 

Menlo  Park,  CA 

Senior  Product  Marketing  Directors/Managers 
Senior  Industry  Vertical  Marketing  Managers 
Marketing  Communications 
Public  Relations 
Technical  Marketing  Engineers 


PRODUCT  DEVELOPMENT 

Menlo  Park,  CA;  Portland,  OR;  and  Kansas  City,  MO 

Senior  Software  Development  Engineers 
Senior  Technical  Writers 
Architects 
Platform  Engineers 
SQA  Engineers 


ADDITIONAL  OPPORTUNITIES 

available  in  our  new  acquisition:  Stanford  Technology  Group 

Development 

Marketing 

Professional  Services 
Sales 


Informix  offers  a  generous  compensation  package  including  comprehensive  benefits.  For  immediate 
consideration,  please  send  your  resume,  indicating  Dept.  CW1204  and  position  of  interest,  to:  Informix  Software, 
Inc.,  M.  Goldberg,  4100  Bohannon  Drive,  Menlo  Park,  CA  94025.  FAX  (415)  926-6873.  E-mail: 
resumix@informix.com.  For  information  on  other  opportunities  at  Informix,  please  look  under  “What's  New"  at  our 
Web  site:  http77www.informix.com.  We  are  committed  to  workforce  diversity.  EOE  M/F/D/V. 


fli  INFORMIX 


I.S.  Consultants 


Permanent  and  Contract  Positions  Available. 
4  or  more  years  of  experience  required. 


•PowerBuilder  4.x  desired 
w/Oracle  7.x  or  Sybase 
•Oracle  Finacials 


•IMS  DB/DC 
COBOL  II 


NOLA 

COMPUTER 

SERVICES 


NOLA  Computer  Services 
1100  Poydras  St.,  Suite  1250, 

New  Orleans,  LA  70163  1250 
1(800)  347-1670  fax(504)  585-3760 


nola@mailhost.accesscom.net 


IPDG 


P  o  c  i  I  i  c  D  o  I  a  Group 


We  have  a  proven  track  record  of  systems 
integration  and  information  services  consult¬ 
ing.  Our  8  years  of  double  digit  growth  and 
market  leadership  is  due  to  our  strong  ethics, 
skilled  employees  and  ability  to  offer  top  pay 


PDG  offers  an  attractive  compensation  and 
benefits  package.  For  immediate  considera¬ 
tion,  mail,  fax  or  e-mail  your  resume  to: 
Pacific  Data  Group,  Inc.,  10300  SW  Green- 
burg  Road.  Suite  230,  Dept  C,  Portland,  OR 
97233. 


Fax:  (503)  293-3898.  Tel:  503-293-2499 
Internet:  PDG@teleport.com 
Equal  opportunity  employer 


•  DB2.  CICS 

•  IMS  DB/DC 

•  IDMS/DC 

•  IDS/II 

•  COBOL.  CSP 

•  Huron 

•  Naiural/Adabas 

•  PowerBuilder 

•  Oracle  V6/V7 

•  Oracle  Forms 

•  Oracle  Case 

•  Progress 

•  Sybase 

•  SQL  Servei 

•  SQL  Window 
•IBMS 

•  Windows  Dev. 

•  IEF.  ADW 
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UNITED  NATIONS 


19  NATIONS  UNIES 

W 


Database  Administrator  (P4) 
United  Nations  Joint  Staff  Pension  Fund 
New  York 


Under  the  supervision  of  the  Chief.  Computer  Operations,  the 
incumbent:  performs  database  administration  functions  on  IBM 
mainframe  and  AS/400  computers  using  the  product  DB2:  formulates 
guidelines,  establishes  connectivity  and  monitors  usage  of  mainframe. 
AS/400  and  LAN  applications:  develops  guidelines  for  applications, 
provides  applications  development  support  and  training:  develops, 
installs  and  supports  a  distributed  database  computing  environment; 
functions  as  project  leader  for  major  systems  installations  by 
coordinating  and  interfacing  with  users  and  other  specialists. 


Requirements:  Advanced  university  degree  in  data  processing  or 
computer  science.  Approximately  8  to  12  years  of  extensive 
expenence  in  system  programming  and  data  base  administration,  with 
at  least  5  years  experience  with  DB2.  at  the  national  and  international 
levels.  Ability  to  prepare  written  and  oral  presentations  and  expenence 
with  both  large  scale  general  purpose  and  smaller  dedicated  systems, 
desirable.  Fluency  in  English  or  French;  working  knowledge  of  another 
UN  official  language  desirable. 


Preference  will  be  given  to  equally  qualified  women  candidates. 


Remuneration:  Depending  on  professional  background  and 
experience,  annual  gross  salary  plus  post  adjustment  from  US$  84.781 
(without  dependents)  and  US  $86,064  (with  dependents)  plus  a  number 
of  additional  benefits,  when  applicable,  such  as  housing  subsidy, 
dependency  allowance,  education  allowance  for  children,  repatriation 
grant,  employer's  contribution  to  pension  fund.  6  weeks’  annual 
vacation,  paid  home  leave  every  two  years.  Closing  date  for  receipt  of 
applications;  10  January  1996.  Applications  with  full  curriculum  vitae, 
including  salary  history,  birth  date  and  nationality,  should  be  sent  to: 


Ms.  Maria  Carmen  Emmerich,  Office  of  Human  Resources 
Management,  Room  S-2535,  United  Nations,  P.O.  Box  20,  New 
York,  NY  10017,  USA.  Fax:  (212)  963-3134 


CONTRACTORS 


ALL  TECHNICAL  SKILLS 

NATIONWIDE  REQUIREMENTS 


Simply 

The  BEST 


MBEST 


CONSULTING 


Best  Consulting  makes  a  point 
of  finding  professional  individu¬ 
als  with  the  highest  level  of 
technical  expertise  possible. 
BEST  empowers  individuals  to 
make  a  difference,  to  interpret 
client  needs  and  respond  with 
service  that  exceeds  all 
expectations. 


Your  technical  and 
business  experience  in 
the  following  areas  may 
qualify  you  for  our  team! 


Please  contact 
BEST  today! 


These  positions  are  located  in 
Salt  Lake  City,  Utah.  It  is  a 
relatively  crime  free  city, 
providing  many  opportunities 
for  those  who  enjoy  the  great 
outdoors  (skiing  &  hiking)  and 
have  a  family  oriented  lifestyle. 


For  the  successful  candidates 
we  offer  a  salary  commensu¬ 
rate  with  your  experience  level 
and  outstanding  fringe  benefit 
programs. 


•  Powerbuilder 

•  Visual  Basic 
C++/MFC 

•  AS400  /RPG 

•  Lotus  Notes 
Developers 

•  Oracle  Tools/ 
Forms 

•  Delphi  Developers 

•  IEF  (construction) 


XBE5T 


CONSULTING 


1100  East  6600  South  •  Suite  200 
Salt  Lake  City,  UT  84121 
801-266-6138  •  FAX  (801)  266-0069 


SAP  PROFESSIONALS 


OR  PARTNER  presents  unique  career 
opportunities  for  SAP  consulting 
specialists  in  our  rapidly  growing 
group  of  professionals  (average  SAP 
experience:  5  years).  If  a  team-oriented 
atmosphere,  personalized  attention  to 
your  goals  and  a  competitive  salary  are 
intriguing  to  you,  please  fax  your 
resume  or  call  us. 


OR  ^  PARTNER 


Phone  (605)  339-3074  Fax  (605)  339-2947 


We  mail  your  resume  to  brokers 
nationwide  at  no  cost  to  you. 
Send  your  resume  to: 


JKL  Enterprises,  Inc. 

500  North  College,  Suite  108 
Charlotte,  NC  28202 


1413  K  Street  NW.  First  Floor 
Suite  167 

Washington.  DC  20005 


1-800-257-0945 
(202)543-1930 
FAX:  (202)  543-2230 


FLORIDA 

Opportunities 

AS400,  RPGIII,  CL 
IEF  PROJECT 
IMS,  COBOL  II 
DBS,  MILLENIUM,  COBOL 
OOD,  UNIX,  C++ 
POWERBUILDER,  C,  RDBMS 
UNISYS,  COBOL,  MASM1 
LOTUS  NOTES  EXPERT 
VISUAL  BASIC,  MS  ACCESS 
OS/2,  C 

COBOL  II,  CICS,  DB2 
SYBASE  DBA 
ORACLE  Fiancials 
ORACLE,  UNIX,  WINDOWS 
COBOL,  Learn  SAP 
TANDEM,  COBOL 


CBA 

1511  N.  Westshore  Blvd., 
Suite  260 
Tampa,  FL  33607 
(813)  287-2100  FAX:  287-2954 


Consultant,  40hrs/wk.,  9am  - 
5pm,  $43. 680/year.  Analysis  of 
user-requirements  document 
programming  &  performance 
tuning  queries  in  SQL  for  DB2 
database  system  on  IBM  main¬ 
frame.  Conversion  of  SQL 
queries  from  DB2  to  ORACLE 
(SQL  Plus).  Programming  in  Pro 
C.  UNIX  system  administration. 
M.S.  in  Computer  Science  as 
well  as  three  months  experience 
in  job  offered  or  as  Graduate 
Assistant  required.  Previous 
experience  must  include:  data¬ 
base  development;  UNIX  system 
administration;  C;  ORACLE; 
SQL;  data  conversion  from  other 
platforms  to  ORACLE.  Must 
have  proof  of  legal  authority  to 
work  permanently  in  the  US. 
Send  two  copies  of  resume  to; 
ILLINOIS  DEPARTMENT  OF 
EMPLOYMENT  SECURITY,  401 
South  State  Street  -  3  South, 
Chicago,  IL  60605,  Attention: 
Janet  Aschenbrenner,  Refer¬ 
ence  #V-IL-1 3769-A.  NO  CAL¬ 
LS.  An  Employer  Paid  Ad. 


SAP 


We  specialize  In  the  place¬ 
ment  of  SAP  professionals 
and  have  over  300  open¬ 
ings  worldwide  for  long 
term  contracts  ond  per¬ 
manent  positions.  We 
have  low  overhead,  so  we 
can  pay  you  TOP  rates! 


People  Unlimited 


1805  Sardis  Rd.  N.  #103 
Charlotte,  NC  28270 
Phone:  704-841-1135 
Fax:  704-841-1173 


★  (JET  OUT  ★ 
OF  TOWN 


NATIONWIDE 


OPPORTUNITIES 


YOUR  HOME  TOWN  MAY  HAVE 
MANY  JOBS.  BUT  NOT  YOUR 
CAREER  OPPORTUNITY.  THE 
COMPUTER  TECH  NETWORK  OF  160 
NATIONAL  COMPUTER  SEARCH 
AGENCIES  SPECIALIZES  IN  THE 
NO  CHARGE  PLACEMENT  AND 
EMPLOYER  PAID  RELOCATION  OF 
COMPUTER  PERSONNEL  TO  ALL 
AREAS  OF  THE  US  A.  A.  OVERSEAS 
TOLL  FREE  1  -800  752  3674 
FAX  (216)  356-9991 


COMPUTER  I 


NETWORK 


21010  ( tenter  Ridjje  Rd. 
Rocky  River,  Ohio  44116 


Looking  for  software 
j\  development 
I'  experience? 

▼  t 


>?.'* —  i-+  ' 

.  '  vT  -  j  r 


Computerworld’s 
readers  have  it! 


Access 

Ada  bas/ Natural 
C++ 

CA-Datacom/DB 

CA-IDMS 

DB2 

dBase 

DL/1 

Ethernet 

FoxPro 

Gupta/SQLBASE 

Ideal 

IMS 

Informix 

Ingres 

Inquire 

Model  204 

NETVIEW 

Object  Database 

Objectview 

Oracle 

Paradox 

PowerBuilder 

R:BASE 

RDB 

Smalltalk 

SQL 

Superbase 

Supra 

Sybase 

System  1032 

Total 

Uniface 

Unify 

VAX  DBMS 
Visual  Basic 
VSAM 


Product  category 


data  management/DBMS 
data  management/DBMS 
language/ G  U  T/utility 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
LAN** 

data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
communications 
data  management/DBMS 
development/CASE^  tool 
data  management/DBMS 
data  management/DBMS 
development/CASE^  tool 
data  management/DBMS 
data  management/DBMS 
language/GUlVutility 
language/G  U  T/ utility 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
data  management/DBMS 
development/CASE^  tool 
data  management/DBMS 


Reader’s 
who’ve  worked 
with  product 


120,063 

22,065 

137,056 

5,332 

66,520 

165,383 

257,769 

71,912 

248,973 

142,757 

26,507 

2,526 

109,619 

46,748 

29,313 

2,526 

8,114 

98,758 

6,430 

21,985 

134,106 

176,340 

86,026 

67,362 

16,453 

11,537 

177,484 

8,395 

8,114 

51,659 

1,123 

23,163 

1,964 

12,664 

39,732 

197,697 

192,909 


For  more  information,  or  to  place 
your  recruitment  advertisement, 
call  1-800-343-6474  x8201. 
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Computer  Careers 


What  lies  beyond  the 
leading  edge  of  information 
technology  today  ? 


The  COMSYS  edge.  We’ve  been  unstoppable 
since  entering  the  information  technology  arena  in 

1979  and  our  record 
grow  tit  has  made  us 
one  of  the  most  pro¬ 
gressive  and 
sought-after  com¬ 
puter  consulting 
organizations  in 
the  country.  We 
provide  support 
to  a  multitude 
of  Fortune 
S00  clients 

who  expea  the  technological  expertise  it  takes  to  be 
better  than  the  best. 

Work  on  the  COMSYS  edge.  We’re  looking 
for  accomplished  software  development  consultants 
who  seek  greater  challenge  and  the  opportunity  to 
participate  in  the  leading  edge  of  future  technology. 

We  have  immediate  positions  available  in  the  following 
technologies. . . 

■  Sybase  ■  Oracle  m  0B2  m  IMS 
m  PeopleSoft  ■  C/C++  m  COBOL 

...in  all  of  the  following  regional  offices,  as  well  as 
other  locations  throughout  the  U.S.: 


Atlanta,  GA 

(800) 562-7882 
fax  (770)  393-0367 

Dallas,  TX 
(800)653-7636 
fax  (214)  701-0801 

RTP,  NC 

(800)  326-6797 
fax  (919)  460-1010 


Colorado  Springs,  CO 

(800)288-2667 
fax  (719)  260  0030 

Phoenix,  AZ 

(800)726-6797 
fax  (602)  252-3090 

Washington,  DC 

(800)926-6797 
fax  (301  >417-0686 


We  offer  an  excellent  compensation  and  benefits 
program,  including  health  /dental,  401  (k),  flexible 
spending  and  more.  Please  send  your  resume  to  our  Re¬ 
gional  Offices  for  specific  details!  Attn:  SC  WXX 1204. 
Or  contact  Christine  Bristol,  National  Operations 
at  800-926-6797  Ext.  3652  or  mail  your  resume  to 
COMSYS,  P.O.  Box  7947,  Gaithersburg,  MD 
20898-7947,  fax  301-921-3700.  Internet: 
cbristol@ix.netcom.com  EOE/M/F/D/V. 

HCOMSYS. 

L,  ,A  computer  project  support 

“Providing  Technology  Through  Pkopi.k” 


T 


Saudi  Business  Machines  Ltd. 

General  Marketing  &  Services  Representative 
for  IBM  World  Trade  Corporation  has  an  opening  for 

BRANCH  MANAGER  OF  AVAILABILITY  SERVICES 

with  the  following  skills: 

•A  well  balanced  business  and  people  manager. 

Business  Responsibilities: 

Total  revenue  of  1 6  MS 

•  10.5  MS  maintenance  revenue  •  shared  between  IBM  & 

Multi  Vendor  Maint. 

•  5.5  MS  operations  support  services  (Networking  and  site  services) 

•  Responsible  for  achieving  the  Gross  Profit  target  (maximising  the  revenue 
and  reducing  the  cost,  wnile  maintaining  the  quality  of  service  as 
measured  by  customer  satisfaction  and  motivation  of  his/her  team). 

People  Management: 

•  Direct  people  management  for  27,  including: 

•  A.S.E.  -  Availability  Services  Engineers  (HW  &  SW) 

•  Systems  Programmers 

•  A.S.R.  -  Availability  Services  Representatives 

(Services  project  managers  and  implementers) 

•  Stock  Keepers  and  a  call  dispatcher. 

Experienced  in  managing  service  subcontractors  technicians  can  vary 
from  1 5  to  4  5  persons 

•  No  field  manager,  only  coordinators. 

•Up-to-date  technical  knowledge 
Deals  directly  with  customers,  marketing  and  Availability  Services 
Representatives  on  services  and  solutions. 

•Good  knowledge  of: 

•  Service  business  and  service  offerings.  •  Basics  of  finance. 

•  Support  structure  and  ALERT  procedures.  •  Stock  operations. 

•  Call  dispatch  and  call  reporting  systems. 

•  Prerequisites: 

•  IBM  experience  is  a  must. 

•  High  orientation  towards  business  management  &  total  quality  management. 

•  Experienced  in  carrying  out  ISO/9000  standards. 

Benefits: 

•  A  Basic  monthly  salary  of  1 8  to  20  thousand  Saudi  Riyals. 

•  One  month  bonus  paid  with  December  salary. 

•  Candidate  will  be  on  70  /  30  %  salary  split,  can  achieve  up  to  1 20% 
of  his/her  base  salary  depending  on  the  actual  results. 

•  SBM  Housing,  schooling. 

Those  interested  are  requested  to  apply  in  writing  along  with  CV  to: 

The  Recruitment  Manager 
Saudi  Business  Machines  Ltd. 

P.O.  Box  5648,  Jeddah  21432,  K.S.A. 


CAPITALIZE  ON 
YOUR  EXPERIENCE 


Datacom  Technology  Group  Inc. 
is  a  technical  resources  firm  with 
national  and  international  connec¬ 
tions  for  recruiting,  consulting  and 
training.  We  offer  seminars  in  the 
latest  technologies,  Client/Server 
development,  assistance  in 
migrating  from  legacy  systems 
and  product  sales  including 
PowerBuilder,  SQL  Anywhere, 
Vmark,  Sun  and  Oracle. 

Our  Fortune  500  clients  have 
immediate  requirements  for  the 
following: 

NeXTSTEP  Developers  s 

NY/IL/NC/TX/CA/CO 

Learn  EOF/PDO/Sybase 
Contact:  Brian  Mitchell 

ORACLE  (SQL*...;Financials) 
DBA's  &  Developers 

NY/NJ/CT/GA/OH/CA/FLA/TX 
Contact:  Laverne  Richards 

fe*  C++/VISUALBASIC/  *ss 
Windows/MFC/OLE 
POWERBUILDER/SYBASE 
or  ORACLE 

NY/NJ/CT 

Contact:  Len  Golod/Eric  John 

Datacom  Technology  Group  Inc. 

The  Empire  State  Building 
350  Fifth  Avenue-Suite  3805 
New  York,  NY  10118 

Phone:  212-629-5720 
Fax:  212-629-3374 
E-mail:  LENDTG@A0L.C0M 


CONSULTANTS 

Immediate  Interviews 

MAINFRAME 


DB2/CICS  • 

EDI 

ADSO 

DB2  or  CICS  • 

■  IDMS 

IMS 

Natural  2 

1  Internals  • 

Ideal 

Tandem 

’  CASE 

AS  400 

ADWorlEF  ■ 

CSP 

M&D  or  MSA 

BAL 

APS 

PL1 

FOR  or  API  * 

•  QMF 

SAP 

CLIENT  SERVER 

Lotus  Notes 

•  Informix 

•  C  or  C++ 

Powerbuilder 

•  Visual  C+ 

+  •  Banyan 

Smalltalk 

•  Novell 

•  Paradox 

Oracle 

*  Unix 

•  Vis  Basic 

Lan/Wan 

•  Sybase 

•  VAX/RDB 

Gupta 

•  Access 

•  Progress 

Sys/Admins 

*  TCP/IP 

•  Motif 

PeopleSoft 

•  Testing 

•  Windows 

Win  NT  or  95 

•SAP 

•  System  1 0 

Rohn  Rogers  Consulting 

550  No  Reo  Street,  Suite  300 
Tampa,  FL  33609-1013 
Attn:  Rich  Michaels 
813-287-5034  Fax  813-287-5179 

,  1212  6th  Ave,  9th  FI.  NYC  10036 
800-421-5158  212-921-1319 
Fax  212-302-4363 
email:  00801@psilink.com 


813-2 

V 


DATABASE 

EXPERTS 


Hamilton  Technical  has  a  special 
emphasis  in  placing  DBA  s  &  database 
developers.  Excellent  opportunities 
exist  tor  those  with  strong  RDBMS 
skills  &  good  work  history. 

All  USA  /  $45-90k  /  Help  Paid 

Sr.  Corp.  DB  Expert  $65-80k 

Multiple  RDBMS  experience 
required  for  new  technology 
planning  &  integration 

C/S  Oracle  DBA  $50-65k 

Lovely  NEW  ENGLAND  selling 
&  low  cost  of  living.  Establish 
Oracle  standards  in  multiple 
Al  DB  environment 

Also 

C/S  -  RDBMS  Architect  $70-90k 
Oracle/Mfg  Systems  $55-65k 
DB  Internals/C  +  +  $55-70k 
Oracle  Developers  $45-65k 


HAMILTON 

1  TECHNICAL  PERSONNEL,  INC 

P.O. Box  3  69  WestHurley, NY  1  249  1 
914-67 9-4050 -Fax: 914-679-57 04 

email:  htp@mhv.net 


TANDEM 


COBOL,  PATHWAY.TAL, 
SCOBOL.C,  SQL, X. 25 


STRATUS 


PL1,  COBOL,  C.ON/2 


MUMPS  UNIX 


SUN,  HP,  RS/6000.  GUI,  SDK 
Powerbuilder,  C++.  Visual  Basic 
Fulltime/Consuthng  Positrons 
available  in  the  USABROAD 


STRATEM 


800-582-JOBS 
TEL  (212)967-2910 
FAX  (212)967-4205 

124  W.  30th  St.  Suite  #302 
New  York,  N.Y.10001 


Leaders  in  information 

ARCHITECTURE, . . 

SPECTRUM  TECHNOLOGY  GROUP,  INC.  hos  been  assisting  tlienls  with  advanced  expertise  in  informalion  technology  planning, 
integration  and  project  implementation  since  1979.  The  foundation  for  our  quality  reputation  is  a  group  o(  dedicated  people  -  IS 
professionals  who  lake  pride  in  their  work,  enjoy  the  diversity  of  consulting  challenges  and  ore  eager  to  contribute  to  our  mutual  growth. 

Al  Spectrum  we've  created  o  corporate  culture  that  encourages  the  exchange  of  ideos  and  promotes  inter nol  networking  through  monthly 
dinner  meetings,  in-house  dosses  and  o  variety  of  social  octivilies.  At  Spectrum,  you'll  hove  ample  opportunity  to  develop  the  vision, 
technical  skills  and  business  sovvy  to  meet  all  of  your  career  objectives. 

'information  architecture  consultants 

Industry  trends  such  os  business  process  re-engineering,  data  warehouse,  and  client/server  computing  ore  cousing  increasing  demand 
for  Spectrum  consultants  to  serve  as  Doto  and  Information  Technology  Architects  ond  Enterprise  Modelers.  Barboro  von  Halle,  Spectrum 
Principol,  author,  ond  respected  Informalion  Management  Consultant,  is  leading  Spectrum's  initiative  in  emerging  oreos  including 
business  rule  theory  ond  tools,  ond  the  effective  use  of  Object  Orientotion.  We  hove  immediote  opportunities  for  candidates  who  possess 
expertise  in  Enterprise  Modeling,  Data  Modeling  and  Doto  Warehouse  Planning  ond  Implementation.  Opportunities  exist  in  NJ,  Atlonto, 
GA  and  along  the  East  Coast. 


BUSINESS  SYSTEMS  ARCHITECTS  &  DEVELOPERS 

Spectrum  is  currently  supporting  several  large  scale  systems  integration  projects  focusing  on  monufocturing,  distribution,  forecasting 
ond  planning.  We  ore  looking  for  individuals  to  play  a  key  role  in  the  evolution  of  o  "World  Class"  Decision  Support  System  (DOS)  for 
the  monufocturing  industry.  We  ore  interested  in  speaking  with  qualified  individuals  to  serve  os  Architects,  Designers,  Technical 
Developers,  ond  Linear  Programming  Specialists.  Ideal  condidales  must  be  bright,  ombitious,  possess  a  bachelor's  degree  and  have  o 
background  in  ot  least  2  of  the  following: 

•  Groduote  degree  in  Operolions  Research,  Computer  Science  or  Mothemotics  •  Relational  DBMS/GUI/C  Development 

•  SD1C  experience,  ideally  in  o  client  server  environment  •  Monufocturing  experience  (MRP/DRP) 

All  Spectrum  Consultants  ore  full-time  employees  who  receive  on  excellent  compensation  package  including  full  benefits  and  relocation 
ossislonce. 

Call  1-800-875-6091  ext.  324  today  .  You  moy  olso  fox  your  resume  ond  salary  requirements  to:  (908)  725-4072  or 
moil  them  to:  Spectrum  Technology  Group,  Inc.,  Dept.  CW- 1 2/95,  3421  U.S.  Highway  22,  Somerville,  NJ  08876  6026.  EOE  M/f/D/V. 

-  SPECTRUM 

Technology  Group,  Inc. 

Spectrum  People.  The  Paradigm  For  Excel lence 


Florida 

DON'T  DREAM  THE  LIFE, 

LIVE  THE  DREAM!!! 

ROM  AC  is  the  largest  search  firm  in  the  SoutheasL 
with  permanent  and  contract  opportunities  within 
Florida's  premier  information  processing  centers.  We 
have  positions  for  professionals  with  experience  in  any 
of  the  following: 

•  LOTUS  NOTES 

•  COBOL,  CICS,  DB2,  IMS,  DCS 

•  POWERBUILDER,  SYSB  ASE,  INFORMIX 

•  ORACLE,  FOXPRO,  ACCESS 

'  •  IFF,  PACB  ASE.  CASE  TOOLS 

•  OBJECT  ORIENTED 

•  C,C++,  SMALLTALK,  VISUAL  BASIC 

•  UNIX,  AIX,  HP  UX,  NOVELL.  TCP/IP 
BANYAN.  WINDOWS-NY 

•  AS400 

Please  indicate  your  preference  for  contract  or  permanent  jobs. 

119  ROMACINTERNATIONAL 

"the  best  and  the  brightest" 


1 20  West  Hyde  Park  Place 
Suite  200,  Tampa,  FL  33606 


(8 1 3)  25 1-2493  FAX 
(813)259-0738  24  hrs/day 


FLORIDA  CAREERS 

Ir  Oracle® 

We  are  experiencing  uprecedented  growth  in  our  ALCIE 
Financials  Division  Professional  Services  and  Products 
Groups,  located  in  Clearwater, FL.  Immediate  opportunities 
for  professionals  proficienl  in  Oracle. 


Project  Managers  Complete 
project  life  cycle,  business  re¬ 
engineering,  manufacturing 
distribution 

WEB  Expert  TCP/IP  Oracle, 

Internet,  HTML 

Oracle  Developers  Designer 
2000,  Dev,  2000,  Forms  V3,  RPT. 

Quality  Assurance  Accounting 
Systems,  structured 
methodologies. 

Find  your  career  “Place  In  The  Sun."  Send  resume  to: 


Technical  Specialists  Oracle 
RDBMS  &  Tools,  client/server, 
Novell,  UNIX,  Database 
Administration, 

Trainers  Accounting, 
distribution,  manufacturing,  Oracle 
Products,  Designer  2000  & 
Developer  2000,  Cognos, 
Business  Analysts  Oracle 
background  required. 


13577  Feather  Sound  Dr.  Ste  450 
Clearwater,  FL  34622 
FAX  813-571-1703  AnN:  RMJ 
richj@mamba.alcie.com 


"S  Y  S  T  E  M  S  1 


A Window  Of 


Technology  Consulting,  Inc.  is  a  dynamic  and  rapidly  growing 
Software  Development  Firm  with  challenging  assignments.  We 
are  a  leader  in  application  outsourcing.  Current  client  projects 
and  our  regional  development  center  require  the  following  skills: 

CLIENT/SERVER 

C,C++,  Visual  Basic,  Visual  C++,  MS/Access,  Oracle, 
SQL*FORMS,  Sybase,  Interoperability  -  MDI,  Powerbuilder, 
Windows  NT,  OS/2,  Lotus  Notes,  SAP,  R/3 

AS/400 

RPG/400,  COBOL 

MAINFRAME 

COBOL,  CICS,  IMS  DB/DC,  DB2,  IDMS,  EDI,  PARADOX 

Booch/Rumbaugh  Methodology^  RAD/JAD,  Bachman,  Data 
Warehouse,  Business  Process  “Reengineering 
TCI  offers  competitive  salaries,  attractive  benefits,  and  relo¬ 
cation  assistance.  For  consideration,  send  resume  or  call: 

502-589-3110. 


TCI 


TECHNOLOGY 

CONSULTING 

INC. 


1800  Meidinger  Tower,  Louisville,  KY  40202  FAX:  502-589-3107 


Attention  Contractors! 

Add  your  resume  to  the  Jupiter  Database  and  let  all  the  consulting  companies  that 
are  looking  for  your  skillset  come  to  you  Assignments/Positions  are  available 
locally  and  nationwide  for  absolutely  all  skillsets  The  Jupiter  System,  an  on-line 
database  of  IS  professionals  that  are  available  for  contract  and/or  permanent 
positions,  can  give  you  the  added  advantage  in  finding  that  perfect  assignment  or 
job  And  it  costs  you  nothing!  If  you  want  that  added  advantage,  mail  or  fax 
your  resume  to 

The  Discovery  System 

(Formerly  The  Jupiter  System) 

P.O.  Box  37075  FAX  (800)  505-6293 

Kansas  City,  Mo.  64138  Voice  (800)222-0751 

Contract  and  Permanemt  Placement  available  /  Minimum  2  years  experience 
required  /  Highest  position  supported  is  Technical  Team  Leader 
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Computer  Careers 


nfonnix  plays  a  significant 
role  in  your  professional  life  or  if  you 


INFORMIX 


If  the  name  Informix 
v°  . 

would  like  it  to.. .read  on! 

ILEX  Systems  is  now  the  fastest  growing 
software  consulting  firm  in  the  Bay  Area. 
One  of our  concentration  areas  is  Informix. 
Our  business  model  of  full-service  spe¬ 
cialization  and  a  history  of  RDBMS  ac¬ 
complishments  allow  us  to  truly  deliver 
on  the  promise  of  partnering  with  major 
firms  at  all  levels  of  the  IT  development 
paradigm. 

With  success  comes  opportunity,  and  we 
have  it  in  spades!  We  are  seeking  truly 
exceptional  Informix  professionals  at  all 
levels,  from  Project  Managers  and  Senior 
Analysts  to  Developers anaTechnical  Writ¬ 
ers.  Internally  we  are  also  adding  to  our  elite 
staff  of  Senior  Consultants  and  DBA's. 

ILEX  offers  a  rare  opportunity  to  be  part  of 
an  exciting  and  dynamic  consulting  envi¬ 
ronment,  with  a  high  degree  of  individual 
freedom  and  authority  of  action  matched 
with  ■best-in-class"  team  support  and  tech¬ 
nical  training.  We  have  excellent  compen¬ 
sation  and  real  career  paths.  Best  of  all  we 
offer  the  true  professional  the  chance  of  a 
lifetime. ..something  to  believe  in. 

To  join  a  winning  team  please  send/FAX/ 
E-mail  your  resume  in  confidence  to:  Con¬ 
sulting  Recruitment,  ILEX  Systems,  Inc., 
1 988  Tarob  Court,  Milpitas,  CA  95035- 
6802.  FAX  (408)  945-9289.  E-mail: 
consulting@corp.ilex.com.  EOE. 


Systems,  Inc. 


IDMS 

Programmer  with  excellent 
IDMS.  and  DL/I  or  IMS  DB 
skills  required,  financial  sys¬ 
tems  exp.  a  plus.  Six  to  nine 
month  assignment  in  Alaska, 
immediate  start. 

Call  or  send  resume  to  -. 

InterWEST 

6239  B  Street,  Suite  204 
Anchorage,  Alaska  99518 
907/562-8516 
FAX:  907/562-8517 


Recruit 
The  Best! 

Place  your  advertisement 
in  regional  or  national  edi¬ 
tions  of  Computerworld's 
Computer  Careers  sec¬ 
tion.  For  more  informa¬ 
tion,  call  Lisa  McGrath. 

800-343-6474 

X8201 

(in  MA  508-879-0700) 


AS/400 

PROGRAMMER 


Memorial  Hospital  of 
Sweetwater  County,  a 
modern  99-bed  rural  acute 
care  facility  serving  the 
communities  of  southwest 
Wyoming  is  seeking  an 
RPG  AS/400  Programmer. 

As  a  member  of  our  team, 
you  will  write,  modify,  test 
and  install  computer  pro¬ 
grams  in  our  A/S  400  sys¬ 
tem.  In  exchange,  we  will 
provide  you  with  a  com¬ 
petitive  salary  and  excel¬ 
lent  benefit  package  in  a 
state  with  no  state  income 
tax,  and  offer  you  a  loca¬ 
tion  with  ready  access  to 
various  outdoor  recre¬ 
ational  opportunities  and 
western  historical  sites  in¬ 
cluding  Flaming  Gorge 
Lake,  Jackson  Hole  and 
Yellowstone  National 
Park. 

If  you  are  interested  in 
joining  us,  please  send 
your  resume  to:  Human 
Resources,  MHSC,  P.O. 
Box  1359,  Rock  Springs, 
WY  82902,  Tel:  (307) 
362-3711,  ext.  448,  Fax: 
(307)  362-8391. 


EOEIADA 


PROG  RAMMER /ANALYST 
(Consultant).  Provide  tech.  & 
funct.  leadership  in  re-engineer¬ 
ing  of  business  practices.  Design, 
dev.  &  imp.  custom  global  mfg. 
(MRP,  WIP,  BOM)  &  dist.  apps. 
(Order  Entry,  Inventory  &  General 
Ledger)  using  mfg.  &  dist.  apps. 
s/w  based  on  rel.  d/b,  SQL,  4GLs, 
C  prgrmmng.  &  CASE.  Conduct 
detailed  business  &  operational 
analysis,  &  transform  business 
reqs.  into  detailed  designs  & 
implement.  Design  &  imp.  global 
central  d/b's  to  support  world¬ 
wide  data  rptng.  &  tracking.  Must 
have  BSCS  or  equiv.,  2  yrs.  exp. 
in  job  offered  or  in  dev.  info.  sys. 
based  on  rel.  &  dist.  d/b  s/w,  & 
exp.  in  implmntng.  custom  global 
dist.  apps.  &  decision  support 
systems.  Must  have  coursework 
or  eqiv.  exp.  in  rel.  d/b,  op.  sys. 
(must  have  ability  to  prgrm.  UNIX 
&  at  least  2  other  OS),  &  net¬ 
works  (min.  Novell  &  TCP/IP). 
Must  have  exp.  w/automated 
mfg.  systems  such  as  Inventory 
or  BOM.  Home  Office/interview 
site  in  Chicago,  but  freq.  travel  to 
Mid-West  client  sites.  40  hrs./wk. 
$3917/mo.  Resume  to  CW- 
163917,  Computerworld,  Box 
9171,  Framingham  MA  01701- 
9171. 


Consultant,  40hrs/wk.,  9am  - 
5pm,  $44,000/yr.  Network  instal¬ 
lation,  support  and  administra¬ 
tion.  Hardware  support.  Data¬ 
base  administration  and  support. 
Optimization  and  tuning  of 
servers.  Tools:  MS  Windows; 
Windows  for  Workgroups;  NT 
Servers  and  workstations,  MS 
SQL  server;  Windows  NT;  Ad¬ 
vance  servers  &  workstation; 
Compaq  Insight  Manager; 
System  Management  Server; 
MKS  RCS;  DCS16  DB  Artisan. 
M.S.  in  Computer  Science  or 
Electrical  Engineering  as  well  as 
one  year  experience  in  job 
offered  or  as  System  and/or 
Network  Administrator  required. 
Previous  experience  must 
include:  network  administration 
and  technical  support:  internals 
of  network  operating  system  & 
protocols;  internetworking;  opti¬ 
mizing  4  tuning  of  servers.  Must 
have  proof  of  legal  authority  to 
work  permanently  in  the  U.S. 
Send  two  copies  of  resume  to: 
ILLINOIS  DEPARTMENT  OF 
EMPLOYMENT  SECURITYt  401 
South  State  Street  -  3  South, 
Chicago,  IL  60605,  Attention, 
Janet  Aschenbrenner,  Refer¬ 
ence  #  V- 1 L- 1  3702-A.  NO 
CALLS.  An  Employer  Paid  Ad. 


Software  Engineer:  Atlanta.  GA; 
Perform  detailed  investigation/ 
analysis  to  assess  busn,  functional  & 
tech  reqrmnts  of  clients  engaged  in 
business  activities  reg  scientific/ 
engg/acctg/manufg/retailg  applica¬ 
tions.  Design/develop/test/imple¬ 
ment  approp  computer  s/ware  for 
engg/commercial  applications  to 
enhance  busn  of  clients.  Prepare/ 
provide  training  on  all  developed 
s/ware.  Use  both  IBM/DEC 
m/frame/midrange  computers.  Use 
NATURAL.  ADABAS,  PREDICT. 
CICS/TSO  &  MVS/XA  to  develop 
s/ware.  Manage/maintain  a  produc¬ 
tive  prj  team  of  s/ware  personnel  of 
varied  skills  to  deliver  reliable  &  eas¬ 
ily  maintainable  computer  systems. 
Reqd:  Masters  in  Electrical  or 
Systems  Engg  +  2  yrs  exp  as 
Systems  Engineer  and  2  yrs  exp  in 
using  NATURAL,  PREDICT  and 
ADABAS.  Supv  2.  $56K/yr,  40 
hrs/wk,  9a-5p,  O/time  $30/hr.  Must 
have  proof  oi  legal  authority  to  work 
in  the  U.S.  Apply  in  person  or  by 
resume  to:  Georgia  Department  of 
Labor,  Job  Order  #  GA  5919103, 
2943  N.  Druid  Hills  Road,  Atlanta 
GA  30329-3909  or  nearest 
Department  of  Labor  Field  Service 
Office.  An  employer  paid  ad. 


Team  Leader  -  Manufacturing 
Systems  Development,  40hrs/ 
wk.,  8am  -  5pm,  $50,525/yr.  Lead 
team  in  the  design,  development 
&  enhancements  to  manufactur¬ 
ing  system  applications  to  meet 
customer  specifications.  System 
testing  &  implementation. 
Systems  conversion  from  multi¬ 
hardware/multi-software  environ¬ 
ments.  Technical  support, 
including  problem  identification  & 
resolution.  Tools:  UNIX;  ORA¬ 
CLE;  SQL  Plus;  SQL*Forms; 
SQL’REPORTWRITER; 
SQL'RPT;  C;  PRO‘C;  COBOL; 
ALGOL.  B.S.  in  Computer 
Science*  as  well  as  five  years 
experience  in  job  offered  or  as 
Lead  Analyst  required.  *B.S.  in 
any  engineering  field  +  one  year 
exp.  in  software  development  is 
acceptable  in  lieu  of  B.S.  in 
Computer  Science.  Previous 
experience  must  include:  devel¬ 
opment  of  manufacturing  applica¬ 
tions,  including  MRP  material 
management;  UNIX;  ORACLE; 
SQL  Plus;  SQL'Forms; 
SQL'Reportwriter;  SQL'Rpt; 
COBOL;  ALGOL.  Send  cover  let¬ 
ter  &  resume  to:  B.Abraham,  #5- 
211,  MDES,  390  N.  Robert 
Street,  St.  Paul,  MN  55101. 


^sResumesD/mT 

The  Source  Network  For  New  Opportunities. 


Our  Clients  Are  Hiring 
information  Systems  Professionals 

NOW! 


One  Resume  ^  Multiple  Opportunities 


- 


FAX  or  moil  your  resume  to: 


^ResumesDirect 

ci  o  om  nccA 


Fax:  513-891-9564 


7672  Montgomery  Rd. Cincinnati,  OH  45236-4204 
E-MAILRESUMES@MEGAUNX.NET 

E/g/EsaACfcort Reamed Sa™ce«rCVERAFEE  TO APPLICANTS' 


Recruit  computer 
professionals  in  the  one 
newspaper  that  reaches 
more  QUALIFIED  professionals 
than  any  other  newspaper: 
Computerworld. 


<r.V^ 
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For  more  information  or  to 
place  your  advertisement, 
call  Lisa  McGrath  at 
1-800-343-6474;  x8201 
(in  MA,  508-879-0700). 

Weekly.  Regional. 
National. 

And  it  works. 


Computerworld/CorpTech  Career  Index 
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“Building  world-class  systems  and 
products  requires  world-class 
information  Systems  talent. 


...Talent  we  find  and  hire  by 
advertising  in 
Computerworld. 


Don  Desjardins 

Recruiting  Manager/ Information  Technology 
MCI  Communications  Corp. 


“Just  recently  we  hired  65  professionals  from  510  responses  gener¬ 
ated  by  just  one  recruitment  advertisement  in  Computerworld. 

With  a  qualified  hit  rate  of  80°/o,  Computerworld  advertising  gen¬ 
erates  enough  responses  to  keep  nine  full-time  recruiters  busy.” 


With  some  40,000  employees  worldwide  and 
revenues  totaling  over  $13  billion  annually,  MCI 
Communications  Corp.  has  established  itself  as 
the  nation's  second-largest  long-distance  provider 
and  one  of  the  world's  largest  communications 
companies.  The  company's  recent  alliance  with 
British  Telecom  further  enhances  its  position  to 
supply  a  vast  array  of  telecommunication  products 
and  services  to  the  global  community.  To  ensure 
MCl's  competitive  edge  in  the  communications 
marketplace  both  now  and  in  the  21st  Century, 
Recruiting  Manager  Don  Desjardins  advertises  in 
Computerworld  to  recruit  the  best  IS  talent. 

"The  recent  release  of  networkMCI  BUSINESS  and 
internetMCI  are  just  two  examples  of  the  sophisti¬ 
cated,  seamless  communications  products  our 
software  engineers  are  continually  developing  and 
introducing.  Building  world-class  systems  and 
products  requires  world-class  Information  Systems 
talent.  In  the  networkMCI  Services  and 
Engineering  groups,  our  culture  demands  that  we 
employ  only  the  best.  It's  this  top  talent  we  find 
and  hire  by  advertising  in  Computerworld. 

"In  my  mind,  Computerworld  is  one  of  the  best 
multi-platform,  leading-edge  information  systems 
publications  going.  It  covers  even/  aspect  of  the  IS 
world,  and  its  readers  are  IS  professionals  with  a 
variety  of  technical  backgrounds.  Since  MCl's  infor¬ 
mation  technology  group  develops  systems  and 
products  on  a  wide  range  of  platforms,  from  open 
systems  to  large  mainframes  to  the  Internet,  and 
recruits  for  extremely  diverse  technical  environ¬ 
ments,  Computerworld  is  a  perfect  advertising  fit. 
It  is  the  industry-specific  publication  that  targets  all 
the  top  talent  in  all  the  right  environments. 


"Having  just  completed  a  three-year  migration  of 
our  entire  systems  engineering  group  from 
Arlington,  Virginia  —  one  thing  is  certain: 
Computerworld  recruitment  advertising  was  a  key 
element  in  successfully  identifying  and  hiring 
qualified  IS  developers  for  Colorado  Springs.  Case 
in  point,  during  1994  our  recruiters  hired  1,124 
technical  professionals  into  systems  engineering 
without  paying  a  single  agency  fee.  As  a  result, 
our  cost-per-hire  falls  well  below  the  industry 
average  -  thanks  largely  to  our  Computerworld 
recruitment  advertising. 

"On  a  regular  basis,  our  information  technology 
group  is  in  the  market  to  hire  a  full  range  of  pro¬ 
fessionals  -  from  entry-level  technical  IS  recruits 
to  senior  network,  database,  and  systems  archi¬ 
tects.  Since  we're  highly  selective,  we  look  to  our 
Computerworld  recruitment  advertisements  to 
make  all  the  right  matches. 

"The  future  is  clear.  To  maintain  MCl's  telecom¬ 
munications  leadership  position  well  into  the 
21st  Century,  we  well  continue  to  rely  on  recruit¬ 
ment  advertisements  in  Computerworld  to 
enhance  our  visibility  and  recruit  the  hard-to-find, 
high-quality  technical  professionals  crucial  to 
developing  products  and  systems  for  our  global 
customers." 

For  all  the  facts  on  how  Computerworld  can  help 
you  recruit  world-class  IS  talent,  call  John 
Corrigan,  Vice  President  of  Computerworld's 
Professional  Development  Division,  at 
1.800.343.6474,  x8201. 


COMPUTERWORLD 


Where  the  qualified  candidates  look.  Every  week. 
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If  you  want  to  rein  in 
backdoor  purchases  of 
hardware  and  software, 
you  need  a  get-tough  policy 


By  Alan  R.  Earls 


DON  BARKER, 

Associate  Professor  of  Information  Science 

Gonzaga  University,  Spokane,  Wash. 


“I  know  right 
away  when 
someone  has 
installed 
Windows  95.” 


Barker  knows  be¬ 
cause  Microsoft 
Corp.’s  32-bit  op¬ 
erating  system 
usually  crashes 
his  network  serv¬ 
er.  That  isn’t  the 
fault  of  Windows 
95;  it’s  just  that  the  network,  which  serves 
some  1,000  users  at  the  school  of  business, 
isn’t  yet  configured  to  support  it. 

Like  many  other  information  systems  ex¬ 
ecutives,  Barker  faces  the  challenge  of 
keeping  order  in  an  inherently  chaotic  envi¬ 
ronment —  in  essence,  closing  the  barn 
door  after  the  horses  have  wandered  off. 
Users  want  the  freedom  to  select  hardware 
and  software,  and  the  relatively  low  cost  of 
many  items  makes  it  easy  to  hide  such 
items  under  discretionary  budgets.  But  for 
IS,  that  means  increased  heterogeneity 
among  systems,  additional  support  prob¬ 
lems,  more  crashes  and,  sometimes,  a  dilu¬ 
tion  of  the  funds  available  for  planned  mis¬ 
sion-critical  items. 


THEO  FORBATH, 

Consultant 

Northeast  Consulting  Resources,  Boston 


“The  key  is  to 
set  a  policy 
and  put  teeth 
in  it.” 


“It  is  a  question  of 
determining  at 
what  level  to  cen¬ 
tralize  and  what 
level  to  decentral¬ 
ize,”  Forbath  says. 


‘There  is  obvious  value  in  the  buying-pow¬ 
er  leverage  you  get  from  centralizing,  not  to 
mention  the  benefits  of  commonality  and 
interoperability.”  Still,  any  policy  designed 
to  control  how  hardware  and  software  is  ac¬ 
quired  must  meet  the  needs  of  the  organi¬ 
zation.  Several  managers  warn  that  estab¬ 
lishing  policies  —  and  enforcing  them  can 
be  painful. 


CHARLES  PERUCHINI, 

Director  of  IS 

Superior  Industries,  Van  Nuys,  Calif. 


“Our  policy  is 
that  you  can 
run  but  you 
can’t  hide.” 


The  manufacturer 
of  alloy  automobile 
wheels  is  one  firm 
where  termination 
is  an  option,  albeit  a 
remote  one.  “We 
found  that  despite 
our  stated  corporate  policy,  someone  went 
and  got  authorization  from  a  vice  president 
to  buy  a  software  package,”  Peruchini  says 
of  one  incident. 

In  alliance  with  the  corporate  purchasing 
director,  “we  found  the  culprit  and  met  with 
him  to  explain  the  policy,”  Peruchini  says. 
‘We  said  to  him,  ‘It  is  very  clever  of  you  to 
circumvent  our  policy,  but  as  far  as  we  are 
concerned,  that  dog  don’t  hunt.’  ”  Peruchi¬ 
ni  then  reviewed  the  policy  with  the  vice 
president  who  had  been  too  free  with  his 
signature. 

However,  after  slapping  hands,  Peruchi¬ 
ni  found  that  the  software  made  sense,  so 
the  user  was  allowed  to  keep  it. 

For  the  most  part,  Peruchini  says,  Supe¬ 
rior’s  policy  —  supported  by  top  manage¬ 
ment  —  has  worked.  The  backdoor  is 
closed.  The  policy  centralizes  all  purchas¬ 
ing  in  Peruchini’s  hands  and  flatly  prohibits 
employees’  bringing  any  unapproved  soft¬ 


ware  onto  the  premises.  But  he  also  has 
gone  to  great  lengths  to  persuade  people  to 
suggest  products  he  should  acquire. 

“We’ve  even  gone  a  step  further  to  bring 
attention  to  the  policy.  When  a  user  signs 
up  for  network  access,  this  policy  is  printed 
right  above  the  signature  line.  And  it  is  also 
displayed  as  a  message  from  the  chairman 
when  you  first  log  in  at  the  beginning  of 
each  week,”  Peruchini  says. 

Not  content  to  be  merely  reactive,  Peru¬ 
chini  says  his  department  conducts  occa¬ 
sional  surprise  software  audits.  “You’d  be 
amazed  at  the  things  we  find,”  he  says. 


ROBERT  BEST, 

Chief  Information  Officer 

Provident  Life  and  Accident  Insurance  Co., 
Chattanooga,  Tenn. 


“We  run  into 
individuals 
who  are  con¬ 
vinced  they 
are  better 
able  to  come 
up  with  solu¬ 
tions  than 


we  are. 


Provident  started 
off  with  the  back¬ 
door  partly  closed 
—  a  clearly  de¬ 
fined  technical  in¬ 
frastructure  was  in 
place,  and  the 
company  had  good 
general  rules 
about  IS  opera¬ 
tions —  but  unau¬ 
thorized  acquisi¬ 
tion  problems 


haven’t  been  elimi¬ 
nated  entirely.  In  one  instance,  an  individ¬ 
ual  actually  built  his  own  hardware  — 
about  a  dozen  PCs  and  a  jury-rigged  LAN. 
However,  Best  says,  “we  haven’t  had  prob¬ 
lems  as  big  as  some  companies’  because 
we  did  have  a  strong  infrastructure  in  place 
and  most  of  the  businesses  are  pretty  well 
adapted  to  it.”  Still,  a  few  “renegades”  are  a 
few  too  many,  he  says,  and  Best  says  he 


supported  the  formation  of  a  companywide 
technology  steering  committee  of  senior 
managers.  That  body  has  come  up  with 
more  than  a  dozen  principles  to  which  all 
departments  are  now  expected  to  adhere 
when  making  purchasing  decisions. 

Best  says  that  approach  —  starting  at  the 
top  and  getting  management  buy-in  —  is 
critical  for  any  organization  hoping  to  reas¬ 
sert  control  over  IS  purchases.  “I’ve  heard 
of  some  companies  making  infractions  a  fir¬ 
ing  offense,”  Best  says.  ‘We  don’t  want  to 
go  that  far  because  we  are  making 
progress,  and  this  is  truly  a  partnership  en¬ 
vironment.” 

KAREN  FEDELE, 

Vice  President 

Purchasing  Management  Association, 

Boston 

Fedele,  who  is  also 
national  contracts 
manager  at  Thom¬ 
son  Corp.,  says 
purchasing  has  a 
role  in  enforce¬ 
ment,  but  she  ad¬ 
vises  IS  managers 
to  recognize  that 
the  temptation  for 
users  to  supple¬ 
ment  their  wares 
won’t  go  away. 

“If  your  user  base 
is  fairly  savvy,  they 
will  be  particularly  determined  to  get  the 
latest  versions  of  things,  so  you  should  be 
proactive  and  try  to  have  an  acquisition 
plan  in  place.  Be  ready  to  deal  with  the 
bugs  and  the  problems,”  she  adds.  ■ 


“If  people  like 
Bill  Gates 
didn’t  pro¬ 
duce  consum¬ 
er  demands, 
we  would  all 
still  be  run¬ 
ning  8088s 
with  512K 
RAM.” 


Earls  is  a  freelance  writer  in  Franklin,  Mass. 
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We  take  care  of  more 
than  just  our  own. 


IliM's  Availability  Services  provides  support  for  thousands  of  brand  name  products. 


When  IBM  talks  of  s<  trvices,  it’s  not  just  lor  IBM  products  anymore.  That’s  because  we  now 
provide  multivendor  services  for  thousands  of  distributed  computing  and  desktop  products 
including  I’t.s,  workstations,  printers  and  peripherals  from  manufacturers  like  Apple,* 
Compaq,*  Hewlett  Packard*  and  many  others.  IBM  customers  may  take  advantage  of  help 
desk  support,  network  services,  asset  management  assistance  and  much,  much  more. 

The  full  range  of  IBM’s  Availability  Services  includes: 


Information  Systems  I  ’la 


inning  arte 


Installation  and  Migration 


Design 


•  Hardware  and  Software  Maintenance 

•  Operational  Management 

To  find  out  how  IBM’s  Availability  Services 
can  take  car  .  .  all  1  800  DBM-4YOU. 


Performance  Monitoring  and  Optimization 

Backup  and  Recovery 

Security 


IBM  is  a  registered  trademark  of  International  Business  Machines  Corporation.  <D  1995  IBM  Corp. 

*  May  be  a  trademark  or  registered  trademark  of  other  manufacturers. 


Up  to  4  Users  can  Access  Multiple 
PC,  Macintosh  and  Sun  Computers 
from  a  Central  Location! 


•  Multiuser 

Up  to  4  users  can  access  different  computers 


simultaneously! 


Muitiplatform 

Supports  any  combination  of  PC,  Macintosh  and  Sun 
computers;  use  any  platform's  peripherals  to  access 
any  type  of  computer  in  the  system. 


Multimedia 


Every  user  has  full  multimedia 


ry  us 

capabilities;  supports 


keyboard,  mouse,  video, 
speakers,  microphone 
and  high  speed 
serial  port. 


AUTOBOOT  4j _ 

COMMANDER 


Cybex  Corporation 

4912  Research  Drive  •  Huntsville,  AL  35805  USA 

(205)  430-4000  •  FAX  (205)  430-4030 


PC  is  a  registered  trademark  of  International  Business  Machines  Corp.  Macintosh  is  a 
registered  trademark  of  Apple  Computer,  Inc.  Sun  is  a  trademark  of  Sun  Microsystems. 
Cybex,  Commander,  Autoboot  and  4xP  are  trademarks  of  Cybex  Corporation. 

Dealer  Program  Available  Made  in  USA 


MBER  4,  1995 


As  the  most  trusted  name 
in  Presentation 
Electronics;  we  offer: 

•  Dialog  with  knowledgeable  people 
who  really  help 

•  More  than  50  models  to  choose 
from,  available  now 

•  Overnight  shipping  to  multiple 
world-wide  locations 

•  Money-back  30-day  guarantee 

•  Free  lifetime  tech  support 

Monday  through  Friday, 

6am  —  5pm,  Pacific  Time. 

Purchase  orders  accepted 
(some  restrictions).  Leasing 
and  rental  options  available. 


ColorShow  1200 


Reduced! 

$1,999 


Affordable  color,  our  best  seller. 
Better  wall-sized,  true-color 
projection,  now  at  a  new,  lower  price. 

•  Now  1.4-million  colors 

•  Mac  or  PC  compatible 

•  Compact,  portable  design 

•  Free  remote  &  cables 

•  New  faster  response  time 

•  Brightest  color  at  any  price 


"Boxlight  means  great  prices,  superb  products, 
and  experts  to  help  you  choose  exactly  the  right  system." 


Call  for 
special  price! 

ProColor‘3080 

•  Brightest  —  use  even  in  lit  rooms 

•  Mac  or  PC,  Video  plus  Audio 

•  Only  16  lbs.  travel  weight 

•  Clarity  sharp  as  35  mm  slides 


ColorShow  2000 


s3,999 

•  All-in-one  LCD  projector 

•  Mac  or  PC  compatible 

•  Less  than  20  lbs.  travel  weight 

•  Free  remote  control 


COMPUTERWORID 
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What  would  your  customers  say  if 
you  installed  one  software  product 
that  could: 

Present  your  service  solution 
across  any  platforms  you  choose; 

Automate  your  system  facilities 
to  communicate  with  your  enteiprise 
management  solution; 

Integrate  your  service  desk, 
problem,  change,  and  asset 
management  disciplines;  and— 


Distribute  your  data  and 
applications  across  popular  non¬ 
proprietary,  relational  databases? 

How  about,  "Thank  you." 

ASG  announces 
ASG-IMPACT™  and 
ASG-IMPACT/LAN™ 
today’s  only  totally  integrated 
customer  service,  enterprise 
management  solution. 

Call  your  ASG  sales  and  service 
representative  today  for  details. 


More  than  one? 


Offices:  Naples,  FL  Atlanta  Boston  Sydney  Paris  Tokyo  Amsterdam  Singapore  Bristol  U.K. 
Copyright  1995.  Allen  Systems  Group,  Inc.  All  products  named  herein  are  trademarks  of  their  respective  holders. 


1-800-932-5536.  Ext.  411. 


Allen  Systems  Group 

Customer  Service  for  the  Enterprise 


PouierTooIsforltiePouierPreseiiiw 


For  the  latest  in  color  projection  panels  and  projectors  call 
the  experts  in  LCD  technology.  Your  satisfaction  guaranteed 
or  your  money  back.  Quick  delivery  via  Fed-X  or  UPS. 

Cal  for  CH1HL0G 1 800  726  3599 


PISPLAY  SYSTEMS,  INC. 


101  The  Embarcadero  Ste.  100-A,  San  Francisco,  CA  94105 
Hours:  6:30  to  5:30  PST,  9:30  to  8:30  EST 
VOICE:  415  772  5800  FAX:  415  986  3817 


Kablit™  Security 


STOP  COMPUTER  THEFT 

IN  THE  OFFICE  —  ON  THE  ROAD 

Secure  computer  or  notebook 
to  desk,  table,  etc. 

protect  data 

Lifetime  warranty 

Kablit ™  n 

Kablit ™  T-Lock 

Disk  Drive  Lock 

ms— - —71 


Data  Security  List  $24. 95 


Fixed  Location 


Any  Location 

List  $34.95 


Lis!  $39.95 


Padlock  Security 
Provided  by 
Master'  Lock 


Quick  And  Easy  To  Install! 

Compact  —  Lightweight! 

Available  For  Macintosh  Computers  Too! 


Order  Now  —  Call  800 -  451-7592 


18  Maple  Court,  East  Longmeadow,  MA  01028,  USA  413-525-7039 

Jhe  particular  Master  ®  Lock  Trademarks  used  are  trademarks  of  the  Master  ®  Lock  Company  and  are  used  by  Secure-lt,  Inc.  under  license. 


*  ES/9000  ^Processor 

•  RS/6000  *  Peripherals 

•  Upgrades 

*  Industrial  PC  p  rptp .  .  vmpnt 

Pretested  equipment, 

•  Data  Collection  flexible  financing,  configuration 

planning,  technical  support  and 

•  Series/!  overnight  shipping. 

•  9370  New  &  Reconditioned  Y  .  L 

■ 

•  AS/400  Offices  Nationwide?. .  TY' 

•  All  IBM  PC’s  ^  . 


Authorised 

WsfrltWPr 

Integrator. 


BUS/NFSS SYSTEMS 

18377  Beach  Blvd.  •  Huntington  Beach.  CA  92648 

(714)  847-8486  •  FAX  (714)  847-3149 
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Anaheim  Corporate  Center 

5101  E.  La  Palma  Ave.,  Second  Floor 

Anaheim,  CA  92807 


amdahl 

Cisco 

Concurrent 

IrData  General 


^TANDEM 

UNISYS 

XEROX 
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k  TA  Your  best  choice  for  mainframe  computing  services. 


REMOTE 


Extensive  Software  Library 

MVS/ESA 

IMS/DBDC 

Telenet  Tymnet 

VM/ESA 

CICS 

SAS 

Advantis  CompuServe 

VSE/ESA 

TSO 

DB2 

Extraordinary  Customer  Service 
Migration  Management 


FANEUIL 


708-574-3636 

815  Commerce  Drive,  Oak  Brook,  IL  60521 


SYSTEMS 


Outsourcing 


Call  today  for  more  information 
404-264-5770. 


Supplement  your  IS  operation... 

-  Mainframe  Processing 

-  Report  Distribution  to  CD-ROM 

-  AS/400  Remote  Management 

-  Network  Management 

-  Applications  Support 

-  Operations  &  Technical  Support,  and  more 

Quality  Account  Management 
Satisfied  Clients 

We  will  help  evaluate  your  options,  formulate  a 
flexible  strategic  and  expeditious  plan  to  help 
reach  your  goals  -  and  get  the  fastest  return  on 
your  investment. 

The  Outsourcing  Group 

A  Unit  of  American  Software  USA.  Inc. 

470  E.  Paces  Ferry  Road 
Atlanta,  GA  30305 
404-264-5770 


M  ALICOMP/  ®C  BS 

A  Unique  Outsourcing  Services  Provider 


Outsourcing  •  Remote  Computing 

Transitional  and  Long  Term  Custom  Solutions 
VM  •  MVS  •  VSE  1 05,000  sq.ft.  Secaucus,  NJ  Complex 

“Our  Platform  is  Customer  Satisfaction” 


SERVING  CLIENTS  SINCE  1980 

800  274-5556  •  212  886-3600 


♦  Neiworking  Management  Tools 


iMifiolicomDGA 

protcon  MADGE 

BUY  •  SELL  •  TRADE 


3Com  Token  Link  III  16/4  129.00 

IBM  16/4  TOKEN  RING  125.00 

IBM  16/4  TOKEN  RING  MCA  69.00 

IBM  4  MB  TOKEN  RING  49.00 

IBM  8228  MAU  149.00 

MADGE  16/4  SMART  R1NGN0DE  199.00 

DCA IRMATRAC  16/4  89.00 

PROTEON  1390  89.00 

PR0TE0N  7202  WIRE  CENTER  199.00 

IBM  3278/79  EMULATION  129.00 

IBM  5250  EMULATION  199.00 

IDEAC0M  5250  EMULATION  149.00 

DCA  IRMA  I  49.00 

DCA  IRMA  III  199.00 

A  TTACHMA  TE  3270  NEW!!!  99. 00 


Piedmont  Data  Systems 
800-903-2922 

Phone  (770)  682-9836  Fax  (770)  995-8497 
♦  Conversions 


INCREASE  Sales, 

Save  Advertising  $$$$ 


Are  you  in  the 

COMPUTERWORLD  Classified  Solutions  Section  Yet? 


If  not,  you’re  really  missing  out!  Computerworld’s  Classified  Solutions  section  is  your  most  cost-efficient  means 
for  placing  your  ad  in  the  leading  15  newsweekly  -  reaching  a  powerful  audience  who  personally  spend  an  average  of 
$4  million  each  per  year*  on  IT  products  and  services.  Here  is  what  this  special  section  within  the  Computerworld 
Marketplace  has  to  offer: 


THE 

“CONVERSION  SPECIALISTS” 


•  Ad  sizes  available  from  1/20th  page  to  a  full  page  - 15  sizes  to  choose  from. 


AUTOMATED  CONVERSIONS 
TAILORED  TO  YOUR  NEEDS 


•  5lack  and  white  or  color  ads,  use  graphics  or  your  logo. 


DOS  TO  MVS 
HONEYWELL  TO  IBM 
WANG  TO  IBM 

OTHER  PLATFORM  CONVERSIONS 

CSP  TO  C0B0L/CICS 
SHADOW  TO  CICS 
MACRO  TO  COMMAND 
RPG  TO  COBOL 
PIV1  TO  COBOL 
COBOL  TO  COBOLII 
CENTURY/FIELD  EXPANSION 
OTHER  LANGUAGE  CONVERSIONS 


BELCASTRO  COMPUTER 
SERVICES,  INC 
(216)  652-1628 
(8001  521-2861 


•  New  advertisers  call  to  find  out  what  this  section  within  the  Computerworld  Marketplace  has  to  offer  you. 


Get  the  most  for  your  $$$. 

Call  topay  to  place  your  ap  in 

COMPUTERWORLP’S  CLASSIFIEP  SOLUTIONS  SECTION 

000-343-6474,  ext.  7744 


COMPUTERWORLD 

Everything  you  need  to  know. 


L 
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Dec.  i  Stock  Ticker 


Gainers 

Losers 

Percent 

CE  Software 

75.9 

MicropolisCorp. 

-21.9 

Security  Dynamics  Tech. 

37.7 

Radius  Inc. 

-21.4 

Retix(L) 

37.5 

Optical  Data  Systems  Inc. 

-16.8 

Data  Race  Inc. 

37.5 

Software  Publishing  Corp. 

-16.1 

Cambex  Corp. 

34.7 

Merisel 

-15.0 

Banyan  Systems  Inc. 

29.5 

BGS  Systems  Inc. 

-14.4 

Telebit  Corp. 

28.1 

Intelligent  Info.  Systems 

-14.3 

Inacom  Corp. 

28.0 

Gateway  2000  Inc. 

-13.9 

Dollar 

Netscape  Comm.  Corp. (H) 

26.25 

BGS  Systems  Inc. 

-5.88 

Security  Dynamics  Tech. 

14.25 

Optical  Data  Systems  Inc. 

-5.00 

Spyglass  Inc. 

14.19 

Gateway  2000  Inc. 

-4.25 

Intuit  Inc. 

10.75 

Hewlett  Packard  Co. 

-3.13 

Ascend  Communications 

10.38 

Manugistics  Group  Inc. 

-2.13 

Shiva  Corp. 

9.50 

FilenetCorp. 

-1.88 

US  Robotics 

8.75 

Sungard  Data  Systems 

-1.75 

Adobe  Systems  Inc.(H) 

7.38 

3COM  Corp. 

-1.50 

Spontaneous  combustion 


In  the  middle  of  the  holiday  shopping  season,  it  appeared  Wall 
Street  bought  itself  a  chemistry  set  and  started  experimenting 
with  Internet-related  companies.  Decant  a  portion,  stir,  ob¬ 
serve.  Add  the  portion  back  bit  by  bit,  shake  up,  observe. 

For  example,  in  the  two  days  before  Thanksgiving,  several 
Internet-related  companies  saw  their  stock  prices  vaporize. 
Netcom  On-line  Communications  Services,  Inc.  (NETC), 
Spyglass,  Inc.  (SPYG)  and  UUNet  Technologies,  Inc. 
(UUNT)  all  dropped  more  than  20%.  Even  market  darling  Net¬ 
scape  Communications  Corp.  (NSCP)  lost  more  than  10%  of 
its  value.  Market  analysts  pinned  the  losses  on  a  New  York 
Times  article  that  theorized  that  market  short  sellers  were  arti¬ 
ficially  pumping  up  stock  prices  in  this  specialized  segment.  A 
week  later,  the  stocks  were  back  to,  or  above,  their  pre-shake- 
up  prices.  The  market  growth  is  attractive,  said  Greg  Curhan, 
an  analyst  at  Yolpe,  Welty  and  Co.  in  San  Francisco.  “No  other 
sector  has  experienced  300%  gains  in  the  last  year,  so  the  de¬ 
mand  for  Internet-related  stock  is  huge,”  he  said. 

The  “gee-whiz  shine”  of  the  Internet  measures  into  the  mix, 
said  Nate  Zelnick,  an  analyst  at  Jupiter  Communications,  Inc.  in 
New  York.  After  “years  of  simmering  hype  about  the  informa¬ 
tion  highway,  the  Internet  has  become  the  central  repository 
for  investors  betting  on  future  technology.”  And  when  stock 
prices  gain  so  much  so  quickly,  it  becomes  a  “totally  emotional 
system,”  Zelnick  said.  “Greed  and  fear”  become  part  of  the  vol¬ 
atile  mix,  he  said.  In  short,  with  the  proper  ingredients,  even  a 
small  chemistry  set  can  set  off  an  explosion.  —  Stewart  Deck 


A  market  that  can’t  say  no 


A  sampling  of  Internet-related  stocks  illustrates  their  recent 
volatility.  Listed  are  the  closing  prices  for  each  day. 
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Exch 

52-Week  Range 

Dec.  1 

Wk  Net  Wk  Pct 

Close 

Change  Change 

Communications  and  Network  Services 

up  5.95% 

COMS 

53.63 

20.13 

3  COM  Corp. 

43.38 

-1.50 

-3.3 

AIT 

56.38 

38.75 

AMERITECHCorp.  (H) 

55.00 

-0.25 

-0.5 

APTS 

15.00 

6.75 

ApertusTech. 

10.25 

0.19 

1.9 

T 

67.13 

47.25 

AT&T  (H) 

66.38 

1.88 

2.9 

ASND 

74.00 

7.00 

Ascend  Communications 

69.50 

10.38 

17.5 

BNYN 

19.75 

6.00 

Banyan  Systems  Inc. 

11.25 

2.56 

29.5 

BNET 

50.00 

16.25 

Bay  Networks  Inc.  (H) 

43.63 

1.46 

3.5 

BEL 

65.63 

48.38 

Bell  Atlantic  Corp. 

64.25 

0.38 

0.6 

3LS 

39.88 

25.38 

BellSouth  Corp.  (H) 

39.88 

1.00 

2.6 

BBN 

40.00 

12.63 

Bolt,  Beranek  &  Newman 

39.25 

4.38 

12.5 

BRKT 

25.50 

9.75 

Brooktrout Technology 

24.25 

1.50 

6.6 

CS 

87.75 

37.38 

Cabletron  Systems 

80.88 

3.88 

5.0 

CSCC 

86.00 

23.00 

Cascade  Communications 

82.50 

5.75 

7.5 

CGRM 

25.13 

12.25 

Centigram  Communications 

21.50 

0.00 

0.0 

CSCO 

89.38 

29.63 

Cisco  Systems  Inc. 

82.00 

3.88 

5.0 

CLIX 

11.38 

6.13 

Compression  Labs  Inc. 

7.63 

0.88 

13.0 

CMNT 

12.75 

4.75 

Computer  Network  Tech. 

6.06 

-0.06 

-1.0 

XCOM 

14.50 

8.38 

CrossComm 

12.25 

-0.38 

-3.0 

DIGI 

64.00 

26.88 

DSC  Communications 

39.88 

5.00 

14.3 

FORE 

63.75 

25.50 

FORE  Systems  Inc. 

58.75 

6.75 

13.0 

GDC 

35.88 

9.25 

General  Datacomm  Inds. 

19.63 

1.88 

10.6 

GSX 

42.50 

28.00 

General  Signal  Networks 

33.13 

1.50 

4.7 

GTE 

43.38 

30.00 

GTE  Corp.  (H) 

42.50 

0.88 

2.1 

MCIC 

27.13 

17.25 

MCI  Commmunications  Corp. 

26.50 

-0.38 

-1.4 

MICM 

15.50 

5.50 

MICOM  Communications  Corp. 

10.00 

1.25 

14.3 

MNPI 

26.75 

8.13 

Microcom  Inc. 

25.00 

1.00 

4.2 

NETM 

27.25 

12.25 

NetManage  Inc. 

21.50 

-0.06 

-0.3 

NTRX 

10.50 

3.63 

NetrixCorp. 

4.88 

0.13 

2.6 

MCDI 

12.00 

3.75 

Network  Computing  Devices 

8.75 

0.13 

1.4 

NWK 

42.00 

19.75 

Network  EquipmentTech. 

32.88 

-0.13 

-0.4 

NETG 

46.50 

19.75 

Network  General 

40.50 

3.00 

8.0 

NWTH 

41.88 

7.25 

Net  Worth  Inc. 

41.75 

0.13 

0.3 

NN 

44.38 

25.00 

Newbridge  NetworksCorp.  (H) 

42.25 

0.50 

1.2 

NIT 

41.00 

31.25 

Northern  Telecom  Ltd. 

40.25 

2.50 

6.6 

NOVL 

23.25 

13.75 

Novell  Inc. 

16.38 

0.31 

1.9 

NYN 

50.38 

35.88 

Nynex  Corp.  (H) 

49.75 

-0.63 

-1.2 

OCTL 

42.63 

17.75 

Octel  Communications  Corp. 

32.75 

3.63 

12.4 

ODSI 

43.25 

10.50 

Optical  Data  Systems  Inc. 

24.75 

-5.00 

-16.8 

PCTL 

39.38 

9.50 

PICTURETEL  CORP. 

37.75 

2.00 

5.6 

PTON 

10.75 

4.75 

Proteon  Inc. 

7.81 

0.56 

7.8 

RACO 

7.88 

3.00 

Racotek  Inc. 

5.88 

0.13 

2.2 

RETX 

5.50 

1.88 

Retix(L) 

2.75 

0.75 

37.5 

SFA 

24.88 

11.38 

Scientific  Atlanta  Inc. 

16.13 

0.25 

1.6 

SHVA 

76.25 

27.00 

Shiva  Corp. 

75.25 

9.50 

14.4 

SBC 

57.25 

39.63 

Southwestern  Bell  Corp. 

54.75 

1.00 

1.9 

FON 

40.25 

25.88 

SprintCorp.  (H) 

40.25 

0.63 

1.6 

SMSC 

31.63 

12.50 

Standard  Microsystems  Corp. 

20.50 

-1.00 

-4.7 

STRM 

82.00 

25.25 

Stratacom  Inc. 

73.00 

7.00 

10.6 

TBIT 

8.13 

2.38 

Telebit  Corp. 

5.13 

1.13 

28.1 

USRX  108.50 

16.75 

US  Robotics 

108.50 

8.75 

8.8 

USW 

48.38 

28.38 

U  S  West  Inc. 

31.25 

0.25 

0.8 

XIRC 

21.00 

8.88 

Xircom 

13.25 

1.88 

16.5 

XLGX 

78.00 

15.50 

Xylogics  Inc. 

68.75 

3.06 

4.7 

PCs  and  Workstations 

UP  0.45% 

AALR 

9.63 

3.63 

Advanced  Logic  Research 

7.25 

0.25 

3.6 

AAPL 

50.13 

33.63 

Apple  Computer  Inc. 

37.63 

-1.00 

-2.6 

AST  A 

19.13 

7.50 

AST  Research  Inc. 

9.50 

1.00 

11.8 

CPQ 

56.75 

31.13 

Compaq  Computer  Corp. 

47.38 

-0.25 

-0.5 

DELL 

49.38 

18.38 

Dell  Computer  Corp. 

41.50 

1.63 

4.1 

GATE 

37.50 

16.00 

Gateway  2000  Inc. 

26.38 

-4.25 

-13.9 

HWP 

96.63 

46.00 

Hewlett  Packard  Co. 

81.88 

-3.13 

-3.7 

MUEI 

29.88 

6.38 

Micron  International  Inc. 

13.75 

-1.13 

-7.6 

NIPNY 

75.13 

45.13 

NEC  America 

64.50 

3.63 

6.0 

SGI 

45.63 

27.50 

Silicon  Graphics 

35.63 

1.00 

2.9 

SUNW 

94.75 

29.88 

Sun  Microsystems  Inc. 

84.50 

4.00 

5.0 

Large  Systems 

UP  3.40% 

AMH 

13.63 

8.63 

Amdahl  Corp. 

9.56 

-0.25 

-2.5 

CNX 

8.13 

3.63 

Convex  Computer 

4.63 

0.13 

2.8 

CYR 

29.25 

14.63 

Cray  Research  Inc. 

23.88 

1.75 

7.9 

DGN 

13.88 

6.75 

Data  General Corp. 

12.13 

0.25 

2.1 

DEC 

59.88 

31.13 

Digital  Equipment  Corp. 

58.00 

5.00 

9.4 

IBM 

14.63 

68.88 

IBM 

95.75 

-0.50 

-0.5 

MDCD 

12.75 

3.00 

Meridian  Data  Inc. 

11.63 

0.75 

6.9 

NETF 

8.38 

4.25 

NetFrame 

5.75 

0.38 

7.0 

SQNT 

25.38 

14.13 

Sequent  Computer  Sys. 

15.75 

-0.50 

-3.1 

SEQS 

10.00 

3.13 

Sequoia  Systems  Inc. 

5.50 

0.25 

4.8 

SRA 

39.88 

23.00 

Stratus  Computer  Inc. 

33.50 

2.00 

6.3 

TDM 

19.75 

10.00 

TandemComputers  Inc. 

12.00 

0.50 

4.3 

TRCD 

6.50 

2.88 

TriCord  Systems 

3.06 

-0.13 

-3.9 

UIS 

13.63 

5.50 

Unisys  Corp. 

6.50 

0.38 

6.1 

Software 

UP  4.99% 

ADBE 

70.00 

27.25 

Adobe  Systems  Inc.  (H) 

66.88 

7.38 

12.4 

AMSWA  8.75 

2.50 

American  Software  Inc. 

6.13 

-0.38 

-5.8 

APLX 

39.75 

9.75 

Applix  Inc. 

39.75 

2.50 

6.7 

ARSW 

40.75 

31.25 

Arbor  Software 

40.75 

6.00 

17.3 

ACAD 

53.00 

31.25 

Autodesk  Inc. 

35.63 

-0.13 

-0.3 

BACH 

7.88 

2.00 

Bachman  Info.  Systems 

6.69 

0.81 

13.8 

BGSS 

42.00 

22.00 

BGS  Systems  Inc. 

35.00 

-5.88 

-14.4 

BMCS 

51.50 

20.50 

BMC  Software  Inc. 

40.88 

•5.25 

14.7 

BOOL 

38.50 

24.50 

Boole  &  Babbage 

35.75 

0.13 

0.4 

BORL 

18.63 

6.00 

Borland  Int’lInc. 

18.00 

2.13 

13.4 

CESH 

3.75 

1.38 

CE  Software 

3.19 

1.38 

75.9 

CYE 

23.75 

11.00 

Cheyenne  Software  Inc. 

23.50 

2.50 

11.9 

COGNF 

39.75 

13.75 

Cognos  Inc. 

39.75 

6.75 

20.5 

CA 

62.88 

28.75 

Computer  Associates  (H) 

62.88 

5.00 

8.6 

CVN 

14.38 

3.00 

Computervision  Corp. 

12.38 

0.75 

6.5 

CPWR 

43.00 

17.50 

Compu  war  e  Corp. 

21.00 

0.75 

3.7 

CSRE 

25.75 

7.25 

Comshare  Inc. 

24.50 

1.00 

4.3 

COSFF 

19.50 

10.13 

Corel  Corp. 

16.50 

-0.25 

-1.5 

DWTI 

16.25 

9.00 

Dataware  Technologies  Inc. 

11.25 

-0.50 

-4.3 

DSLGF 

32.25 

14.13 

Discreet  Logic  Inc. 

30.50 

2.50 

8.9 

FILE 

51.00 

23.00 

FilenetCorp. 

42.25 

-1.88 

-4.2 

DDDDF 

8.25 

3.38 

4th  Dimension 

4.00 

-0.38 

-8.6 

FTPS 

35.50 

20.25 

FTP  Software  Inc. 

32.38 

2.88 

9.7 

GSOF 

26.00 

9.13 

Group  1  Software 

10.50 

-1.00 

-8.7 

GPTA 

13.63 

6.50 

Gupta 

6.50 

-0.88 

-11.9 

HOGN 

12.00 

4.63 

Hogan  Systems  Inc. 

9.50 

0.00 

0.0 

HYSW 

56.75 

31.25 

Hyperion  SoftwareCorp. 

44.63 

0.13 

0.3 

IR  1C 

18.63 

10.00 

Information  Resources 

12.13 

1.75 

16.9 

IFMX 

34.38 

12.75 

InformixCorp. 

26.88 

0.31 

1.2 

INGR 

18.50 

7.38 

Intergraph  Corp. 

17.63 

1.06 

6.4 

LEAF 

12.63 

2.88 

Interleaf  Inc. 

12.00 

1.00 

9.1 

ISLI 

26.25 

8.75 

Intersolv  Inc. 

10.63 

0.63 

6.3 

INTU 

89.25 

29.63 

Intuit  Inc. 

83.25 

10.75 

14.8 

MGICF 

11.50 

3.63 

Magic  Software  Enterprises 

8.13 

0.50 

6.6 

MANU 

20.50 

6.75 

Manugistics  Group  Inc. 

17.13 

-2.13 

-11.0 

MAPS 

40.00 

17.75 

MapInfoCorp. 

19.50 

0.50 

2.6 

Exch 

52-Week  Range 

Dec.  1 

WkNet  WkPct 

3  PM 

Change  Change 

MATH 

7.38 

2.00 

MathSoft 

5.38 

0.00 

0.0 

MCAF 

52.00 

9.13 

McAfee  Associates 

49.38 

6.63 

15.5 

MENT 

22.88 

12.38 

Mentor  Graphics 

19.63 

1.75 

9.8 

MIFGY 

14.38 

8.63 

Micro  Focus 

9.13 

-1.00 

•9.9 

MGXI 

13.88 

5.13 

Micrografx  Inc. 

11.63 

0.25 

2.2 

MSFT 

109.25 

58.25 

Microsoft  Corp. 

86.63 

-1.13 

-1.3 

ORCL 

48.75 

24.75 

Oracle  Corp. 

44.50 

-0.50 

-1.1 

PMTC 

70.50 

31.25 

Parametric  Technology 

68.75 

3.88 

6.0 

PARQ 

22.75 

6.63 

ParcPlace  Systems  Inc. 

11.13 

1.38 

14.1 

PSFT 

47.00 

14.75 

Peoplesoft 

41.50 

1.75 

4.4 

PTEC 

14.38 

6.13 

Phoenix  Technologies 

12.25 

0.75 

6.5 

PSQL 

16.88 

4.88 

Platinum  Software 

6.44 

-0.81 

-11.2 

PLAT 

26.00 

13.50 

Platinum  Technology 

16.56 

0.94 

6.0 

PRGS 

35.25 

16.88 

Progress  Software  Corp. 

31.00 

-0.88 

-2.7 

RNBO 

26.75 

11.25 

RainbowTechnologies  Inc. 

22.50 

-0.63 

-2.7 

ROSS 

7.75 

2.19 

Ross  Systems 

3.25 

0.00 

0.0 

SDTI 

52.00 

7.00 

Security  Dynamics  Tech. 

52.00 

14.25 

37.7 

SKEY 

51.75 

19.13 

Softkey  International  Inc. 

29.94 

-0.31 

-1.0 

SPCO 

5.75 

2.88 

Software  Publishing  Corp. 

3.25 

-0.63 

-16.1 

SOTA 

12.50 

6.25 

State  of  the  Art 

10.38 

0.50 

5.1 

SSW 

58.63 

29.63 

Sterling  Software  Inc. 

58.63 

6.00 

11.4 

SDRC 

21.50 

4.63 

Struct.  Dynamics  Research  (H) 

21.38 

1.88 

9.6 

SYBS 

55.00 

19.88 

Sybase  Inc. 

35.38 

2.13 

6.4 

SYMC 

33.25 

15.50 

Symantec  Corp. 

27.00 

4.63 

20.7 

SNPS 

38.50 

19.75 

SynOpsys 

35.25 

1.00 

2.9 

SSAX 

45.75 

13.88 

System  Software  Assoc. 

36.25 

1.38 

3.9 

SYSF 

18.13 

6.75 

SystemsoftCorp. 

13.50 

-1.25 

-8.5 

TRUV 

10.13 

2.00 

Truevision  Corp. 

7.38 

0.56 

8.3 

VIEW 

21.75 

7.88 

ViewLogic  Systems 

11.25 

0.13 

1.1 

VMRK 

21.50 

6.25 

VMark  Software  Inc. 

6.38 

-0.13 

-1.9 

WALK 

9.75 

4.63 

Walker  Interactive  Systems 

7.63 

0.50 

7.0 

WALL 

55.50 

14.50 

Wall  Data  Inc. 

15.50 

-1.00 

-6.1 

WANG 

19.50 

9.13 

Wang  Laboratories  Inc. 

17.69 

1.06 

6.4 

internet 

UP  15.48% 

AMER 

44.25 

9.13 

America  On-Line 

39.88 

5.44 

15.8 

NETC 

91.50 

19.00 

Netcom  On-Line 

71.00 

7.00 

10.9 

NSCP 

135.75 

45.75 

Netscape  Comm.  Corp.  (H) 

135.75 

26.25 

24.0 

QDEK 

37.50 

1.94 

Quarterdeck  Corp. 

33.63 

5.63 

20.1 

SPYG 

112.00 

26.50 

Spyglass  Inc. 

104.75 

14.19 

15.7 

UUNT 

98.75 

21.75 

UUNET  Tech. 

78.50 

4.75 

6.4 

Semiconductors 

UP  5.80% 

AMD 

39.25 

19.63 

Advanced  Micro  Devices  (L) 

19.63 

-0.63 

-3.1 

ADI 

39.50 

20.00 

Analog  Devices  Inc. 

36.25 

4.38 

13.7 

CHPS 

15.88 

6.25 

Chips  and  Technologies 

10.00 

1.75 

21.2 

CRUS 

61.13 

10.50 

Cirrus  Logic 

27.75 

1.50 

5.7 

CY 

27.75 

10.50 

Cypress  Semiconductor  Corp. 

15.13 

0.00 

0.0 

INTC 

78.38 

28.75 

Intel  Corp. 

61.06 

-1.31 

-2.1 

LSI 

62.50 

18.25 

LSI  Logic  Corp. 

41.13 

1.50 

3.8 

LSCC 

43.00 

15.81 

Lattice  Semiconductor 

33.00 

1.13 

3.5 

MCRL 

32.50 

11.75 

Micrel  Semiconductor  Inc. 

16.50 

1.50 

10.0 

MU 

94.75 

20.00 

Micron  Technology 

52.63 

4.00 

8.2 

MOT 

82.50 

51.50 

Motorola  Inc. 

60.38 

-0.38 

-0.6 

NSM 

33.63 

16.50 

National  Semiconductor 

21.13 

0.25 

1.2 

SERA 

28.75 

6.63 

Sierra  Semiconductor 

18.50 

2.25 

13.8 

TXN 

83.75 

12.75 

Texas  Instruments 

55.25 

1.75 

3.3 

VLSI 

39.13 

10.63 

VLSI  Technology 

21.25 

2.25 

11.8 

WWTK 

6.88 

1.78 

Weitek 

3.38 

-0.25 

-6.9 

WDC 

22.13 

13.13 

Western  Digital  Corp. 

16.00 

1.38 

9.4 

XLNX 

55.50 

18.13 

XlLINX 

31.00 

0.88 

2.9 

ZLG 

54.13 

28.50 

Zilog  Inc. 

34.25 

4.25 

14.2 

Peripherals  and  Subsystems 

UP  3.52% 

APCC 

25.88 

9.38 

American  Power  Conversion 

10.31 

0.75 

7.8 

ADPT 

47.25 

19.88 

Adaptec  Inc. 

46.38 

5.63 

13.8 

BTEC 

22.75 

14.75 

Banctec  Inc. 

19.25 

0.00 

0.0 

CBEX 

13.13 

3.38 

Cambex  Corp. 

8.25 

2.13 

34.7 

CGN 

6.63 

1.38 

Cognitronics  Corp. 

6.13 

0.13 

2.1 

CNR 

23.13 

9.00 

Conner  Peripherals 

22.25 

1.13 

5.3 

CREAF 

14.38 

5.88 

CreativeTechnologies  Inc. 

9.38 

0.50 

5.6 

RACE 

13.13 

3.50 

Data  Race  Inc. 

5.50 

1.50 

37.5 

DTM 

9.38 

4.50 

Dataram  Corp. 

7.25 

0.38 

5.5 

EMC 

27.38 

13.00 

EMCCorp. 

17.50 

0.75 

4.5 

EM  LX 

28.50 

10.00 

EmulexCorp. 

12.25 

-1.00 

-7.5 

ESCC 

24.00 

11.25 

Evans  &  Sutherland  (H) 

23.75 

1.38 

6.1 

EXBT 

22.13 

10.00 

Exabyte 

12.50 

1.13 

9.9 

IISLF 

4.25 

1.88 

Intelligent  Info.  Systems 

2.25 

-0.38 

-14.3 

IOMG 

44.13 

2.88 

Iomega  Corp.  (H) 

42.25 

5.38 

14.6 

IPLSA 

7.88 

2.00 

IPLSystems  Inc. 

3.13 

-0.13 

-3.8 

KMAG 

74.88 

22.25 

Komag  Inc. 

52.25 

5.25 

11.2 

MXTR 

7.25 

3.88 

Maxtor  Corp. 

6.31 

0.00 

0.0 

MLIS 

11.50 

3.00 

Micropolis  Corp. 

3.13 

-0.88 

-21.9 

MTSI 

47.50 

13.50 

Micro  Touch  Systems  Inc. 

15.00 

-0.25 

-1.6 

PEAK 

31.75 

14.00 

Peak  Technology  Group 

28.25 

1.50 

5.6 

PNCL 

29.50 

8.75 

Pinnacle  Micro  Inc. 

27.75 

0.50 

1.8 

PTNX 

38.75 

16.00 

Printronix  Inc. 

18.50 

0.00 

0.0 

AQM 

9.63 

3.25 

QMS  Inc. 

4.25 

0.25 

6.3 

QNTM 

28.50 

13.75 

Quantum  Corp. 

18.88 

0.50 

2.7 

RDUS 

15.00 

2.00 

Radius  Inc. 

2.06 

-0.56 

-21.4 

SEG 

54.00 

22.88 

Seagate  Technology 

51.75 

1.88 

3.8 

STK 

33.25 

17.88 

Storage  Technology 

24.50 

0.13 

0.5 

TEK 

61.88 

31.38 

TektronixInc. 

53.75 

-1.13 

-2.1 

XRX 

140.75 

90.63 

Xerox  Corp.  (H) 

137.50 

-1.50 

-1.1 

Services 

UP  1.89% 

AMSY 

31.75 

15.88 

American  Mgmt.  Systems 

29.00 

-0.63 

-2.1 

ANLY 

33.00 

18.00 

Analysts  Int’l 

29.50 

0.00 

0.0 

AUD 

79.88 

52.50 

Auto  Data  Processing 

79.88 

3.75 

4.9 

CATP 

61.00 

16.75 

Cambridge  Tech.  Partners 

52.25 

-1.00 

-1.9 

CEN 

47.50 

23.50 

Ceridian  Corp. 

41.75 

-0.63 

-1.5 

CDO 

33.00 

20.00 

Comdisco  Inc. 

33.00 

0.56 

1.7 

CHRZ 

34.38 

8.88 

Computer  Horizons  (H) 

33.25 

2.75 

9.0 

CSC 

74.50 

45.00 

Computer  Sciences 

71.75 

1.88 

2.7 

TSK 

19.50 

7.75 

Computer  Task  Group 

19.13 

0.13 

0.7 

CPU 

44.38 

12.50 

CompUSA  Inc. 

36.50 

-0.63 

-1.7 

CDAT 

17.00 

5.38 

Control  DataSystems  Inc.  (H) 

17.00 

2.00 

13.3 

EGGS 

14.25 

6.63 

Egghead  Discount  Software 

8.19 

1.06 

14.9 

GME 

51.50 

36.00 

General  Motors  E  (EDS) 

50.88 

1.25 

2.5 

INAC 

15.25 

6.88 

Inacom  Corp. 

13.13 

2.88 

28.0 

INEL 

14.63 

6.25 

Intelligent  Electronics  (L) 

6.50 

-0.81 

-11.1 

MSEL 

8.88 

3.88 

Merisel 

4.25 

-0.75 

-15.0 

MICA 

15.00 

8.13 

MICROAGE  Inc. 

8.25 

-0.25 

-2.9 

PAYX 

47.00 

23.25 

Paychex 

45.25 

2.63 

6.2 

PMS 

54.25 

37.75 

Policy  Management  Sys. 

44.50 

0.25 

0.6 

REY 

38.75 

22.25 

Reynolds  and  Reynolds 

37.75 

0.38 

1.0 

SEIC 

24.50 

16.75 

SEICorp. 

21.13 

0.00 

0.0 

SMED 

45.50 

29.50 

Shared  Medical  Systems 

43.00 

0.75 

1.8 

SHKIF 

13.13 

4.00 

SHLSystemhouse 

12.63 

0.00 

0.0 

SSPE 

26.50 

14.00 

SoFTWARESpEORUM  1  Nt  . 

19.63 

0.38 

1.9 

SNDT 

31.75 

17.75 

Sungard  Data  Systems 

28.00 

-1.75 

-5.9 

KEY:  (H)  =  New  annual  high  reached  in  period  (L)  =  New  annual  low  reached  in  period 
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mouse 


in  a  database  server.  FIVE  seconds  to  lunch 
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on  multimedia.  THREE.  Drag.  TWO.  Drop.  ONE... 

Yeeesssss.  It’s  all  over,  baby. 

It’s  easy  to  see  why  nothing  propels  you  into  the  big  And  with  Open  Class  and  C++  compilers  for  OS/2®  Sun™ 

leagues  of  object-oriented  programming  like  our  new  Solaris  "  OS/400®  AIX®  and  MVS,  deploying  your  new  object- 

VisualAge™  C++  version  3.0.  oriented  apps  across  multiple 

It  transcends  mere  GUI  Can  y  O  U  r  software  d  O  this?  platforms  is  really  easy.  We 
builders.  This  fully  integrated  thought  that  new  features  like 

development  environment  lets  you  generate  tight,  fast  client/  these  would  excite  you.  Infoworld  agreed,  and  has  called  our 

server  applications  with  point-and-click  ease  and  efficiency.  new  VisualAge  C++  “object  reusability  at  its  finest”  and  “a 

masterpiece  of  visual  programming.”1 

True  00  client/server  development  with 
VisualAge  C++  for  OS/2.  It  could  be  the 
best  move  you  make. 

Get  a  Developer's  Kit  Including  OS/2  Warp  and  a  CD  featuring  an  evaluation  copy  of  DB2®  v2  when  you  -Z--EZz_z  t'E- 

huy  VisualAge  C++  for  OS/2*  Call  your  authorized  IBM  reseller  or  1  800  3IBM-0S2,  Dept.  SA053.  Solutions  for  a  small  planet7. 


A  simple  drag-and-drop  incorporates  the 
truly  scalable  capabilities  of  a  vast  library  of 
pre-built  Open  Class  objects,  which  means  you 
can  create  distributed  client/server  apps  quickly. 


•This  is  a  limned  time  offer  To  receive  your  Developer's  Kit  s  nply  complete  and  return  the  VisualAge  C-h  registration  card  by  December  29. 1995  OS/2  Warp  will  be  shipped  on  CD  ROM  only.  In  Canada,  please  call  1 800  IBM-CAll.  ext.  8012  Outside  North  America,  please  contact  your  local 
IBM  oltice  VisualAge  C++  (or  OS/400  will  be  available  in  4th  Otr..  19%.  The  IBM  software  home  page  is  located  at  http -//www. software  ibm  com.  IBM.  OS/2.  DB2.  OS/400  and  AIX  are  registered  trademarks  and  VisualAge  is  a  trademark  of  International  Business  Machines  Corporation.  All  other 
trademarks  are  the  property  ot  men  respective  owners  'Infumkl review.  5/8/95.  ©  1995  IBM  Corporation.  All  rights  reserved, 


News 


In  its  lawsuit  against  System  Software  Associates, 
Owens-Illinois  claims  there  were  significant  gaps 
between  how  the  vendor’s  BPCS  software  was 
supposed  to  work  and  how  it  actually  worked. 
Owens-Illinois  charges  that  BPCS: 

•  Would  not  function  in  the  distributed  processing 
environment 

•  Would  not  generate  consolidated  reports  at  all  levels 

•  Would  not  integrate  with  fax  and  E-mail  soft  ware  to  send 
spooled  print  forms  a  nd  reports 

•  Would  not  support  E-mail  interface  and  triggering 
capability,  including  broadcast  functionality 

•  Would  not  perform  date  and  time  stamp  processing  on 
all  system  records 


Microsoft 

CONTINUED  FROM  COVER  1 

for  Java  are  relatively  inexpensive, 
Microsoft  has  instead  tried  to  po¬ 
sition  its  OLE  controls  technol¬ 
ogy,  called  OCX,  as  a  direct  com¬ 
petitor  to  Java. 

Netscape  Communications 
Corp.  and  Spyglass,  Inc.  have  an¬ 
nounced  plans  to  support  Java  in 
upcoming  releases  of  their  popu¬ 
lar  browsers.  But  while  Micro¬ 
soft’s  browser  is  a  hybrid  based 


on  Spyglass’,  the  company  still 
won’t  commit  to  supporting  Java. 

Java  “is  a  really  simple  way  to 
write  applications  for  Unix,  Mac 
or  whatever,”  said  Art  McAnar- 
ney,  a  senior  programmer/ 
analyst  at  Lockheed  Martin  Corp. 
The  defense  contractor  in  Little¬ 
ton,  Colo.,  bought  an  unlimited- 
user  license  for  Netscape’s  Navi¬ 
gator  and  expects  to  install  it  on 
80,000  user  desktops  by  year’s 
end. 

Microsoft  must  address  the 
Java  question  soon  or  risk  losing 
potential  customers,  said  Dave 
Garaffa,  who  runs  BrowserWatch, 
a  Web  site  that  monitors  the 
browser  market. 

Still,  many  observers  agreed 
that  this  week’s  Internet  strategy 
briefing  will  produce  at  least  the 
appearance  that  Microsoft  will 
soon  be  a  big  presence  on  the 
’net.  Products  and  technologies  to 
be  shown,  according  to  execu¬ 
tives  and  sources  at  Microsoft,  in¬ 
clude  the  following: 

•  Early  versions  of  Office  96  appli¬ 
cations  that  will  provide  Internet 
integration  features,  such  as  con¬ 
ferencing  over  the  Internet. 

•The  Exchange  messaging  serv¬ 
er,  which  entered  release  candi¬ 


date  stage  (the  phase  right  before 
commercial  release)  on  Dec.  1. 
Exchange  Server,  the  electronic- 
mail  engine  that  will  be  the  cor¬ 
nerstone  of  Microsoft’s  future 
groupware  strategy,  will  bundle  in 
a  Simple  Mail  Transfer  Protocol 
(SMTP)  Internet  Connector, 
which  enables  users  of  mail  cli¬ 
ents  that  support  SMTP  mail  to 
send  E-mail  to  the  server. 

•  The  Internet  Information  Serv¬ 
er  (IIS),  code-named  Gibraltar, 
which  just  entered  beta  testing. 
The  IIS  will  also  feature  a  new  ap¬ 
plication  programming  interface 


Lawsuit 

CONTINUED  FROM  COVER  1 

have  traditionally  shunned  Wall 
Street  analysts,  are  suddenly  call¬ 
ing  on  them  to  attend  a  hastily  ar¬ 
ranged  meeting  with  Unix  cus¬ 
tomers.  The  meeting  will  be  held 
next  week  in  Chicago. 

On  the  industry  analyst  front, 
Judith  Hurwitz,  president  of  Hur- 
witz  Consulting  Group,  Inc.  in 
Newton,  Mass.,  is  warning  her 
clients  “to  stay  away  from  SSA  for 
a  while.” 

“I  am  quite  concerned,  with 
what  I’ve  seen  from  customers,  in 
SSA’s  ability  to  implement  their 
new  version  of  software  in  a  time¬ 
ly  manner,”  Hurwitz  said  last 
week. 

Gartner  Group,  Inc.  placed  a 
similar  hold  on  SSA  software  in 
February,  noting  that  the  vendor 
at  that  time  was  “stumbling”  in  its 
development  of  a  Unix  version  of 
its  flagship  manufacturing  soft¬ 
ware  for  the  IBM  AS/400. 

Now,  however,  “we  believe  they 
actually  have  systems  that  users 
can  look  at  and  that  are  reliable,” 
said  Eric  Keller,  an  analyst  at 
Gartner  Group,  a  software  re¬ 
search  firm  in  Stamford,  Conn. 

The  lawsuit  against  SSA  stems 
from  Owens-Illinois’  purchase  of 
SSA’s  Business  Planning  and  Con¬ 
trol  System  (BPCS)  software. 

Owens-Illinois  claims  that  SSA 
consistently  misrepresented  the 
software’s  capabilities  in  sales 


presentations  and  even  after  Ow¬ 
ens-Illinois  purchased  the  manu¬ 
facturing  applications  (see  chart). 

The  lawsuit  also  states  that  SSA 
misrepresented  its  plans  and 
timetable  for  delivering  a  version 
of  BPCS  that  would  work  on  Sy¬ 
base  databases,  which  Owens-Illi¬ 
nois  uses.  Larry  Ford,  former 
CEO  of  SSA,  told  Owens-Illinois 
executives  that  a  Sybase  version 
would  be  ready  in  November 
1994,  according  to  the  lawsuit. 
The  BPCS  software  runs  on  data¬ 
bases  from  Informix  Corp.  and 
Oracle  Corp. 

Covey  last  week  said  SSA  devel¬ 
opers  are  still  working  on  a  Sy¬ 
base  System  11  version  of  BPCS, 
but  he  couldn’t  offer  a  release 
date. 

Covey  also  noted  that  the  con¬ 
tract  with  Owens-Illinois  was  for 
AS/400  software.  The  contract 


dress  that  limitation  next  year 
with  Internet  extensions  for  its 
OLE  controls  technology,  called 
OCX. 

Netscape  and  Sun  are  racing  to 
beat  Microsoft  to  the  Internet  ob¬ 
ject  punch:  Also  part  of  today’s  an¬ 
nouncement  will  be  plans  to  ship  a 
server  version  of  Java  Script  early 
next  year,  Homer  said. 

That  would  give  users  more 
flexibility  to  decide  which  parts  of 
their  Web  applications  will  reside 
on  clients  or  servers.  Currently, 
only  Netscape’s  client-side  Web 
browser,  Navigator,  supports  any 
form  of  Java. 

Despite  Microsoft’s  plans  to 
tweak  OLE  for  cyberspace,  the 
vendor  might  be  better  off  as  a 
joiner  rather  than  a  fighter,  users 
and  analysts  agreed  last  week. 

‘They  positively  have  to  put  Ja¬ 
va  [support]  into”  their  browser, 
said  Michael  A.  Goulde,  a  senior 
consultant  at  Patricia  Seybold 
Group  in  Boston.  “What  they 
should  target  is  interoperability 
between  Java  applets  and  OCXs 
...  but  the  question  is:  ‘Is  Micro¬ 
soft  willing  to  play  the  open  sys¬ 
tems  game?’  ” 

Although  it  is  available  only  in  a 


stated  only  that  SSA  would  make  a 
“best  effort”  to  deliver  a  Sybase 
version  to  the  company,  he  said. 

Several  SSA  users  contacted 
last  week  discussed  some  con¬ 
cerns  they  have  regarding  SSA’s 
Unix  software,  but  they  spoke  on 
the  condition  of  anonymity. 

“We  purchased  the  [Unix] 
product  on  faith,”  said  the  vice 
president  of  information  systems 
at  a  $1  billion  manufacturing  com¬ 
pany  in  New  England. 

“What  was  really  demonstrated 
to  us  was  more  of  [SSA’s]  object 
technology  direction,  which  is 
consistent  with  the  direction  we 
want  to  head  in,”  the  executive 
said.  Consequently,  he  added,  “it’s 
too  soon  to  say  they’ve  delivered.” 


©Microsoft’s  internal  rollout  of 
Exchange  is  behind  schedule. 
See  page  57. 


beta-test  version,  Java  already  is 
too  big  to  ignore,  said  Ben  Nara- 
sin,  president  of  Internet  Design 
Group,  a  Web  consulting  firm  in 
New  York.  Narasin  said  he  won’t 
hire  a  webmaster  who  lacks  the 
penchant  for  experimenting  with 
Java. 

Webmasters  must  “adapt  to  to¬ 
morrow’s  new  technology,”  he 
said.  “Java  is  very  much  in  that 
picture.” 

More  than  100,000  copies  of 
Java  have  been  downloaded  from 
the  Internet  so  far,  according  to 
Sun  estimates. 

Furthermore,  Netscape’s  plan 
to  support  Java  applets  in  the  next 
version  of  its  popular  Navigator 
browser  —  Version  2.0  —  could 
catapult  Java  to  stardom,  said  Rick 
Villars,  an  analyst  at  International 
Data  Corp.  in  Framingham,  Mass. 

Still,  the  triumph  of  either  Java 
or  OLE  is  far  from  a  done  deal. 
Several  Internet  development 
tools  from  less  prominent  vendors 
have  been  available  for  months, 
including  products  from  Blue- 
stone  Software  Corp.  in  Mt.  Lau¬ 
rel,  N.J.,  Macromedia,  Inc.  in  San 
Francisco  and  Spider  Technol¬ 
ogies,  Inc.  in  Palo  Alto,  Calif. 


Web  dogfight 


Microsoft’s  Web  server  faces  tough  competition, 
including  the  following: 


Web 

Platforms 

Availability/ 

server 

supported 

Price 

Microsoft’s  Internet 
Information  Server 

Redmond,  Wash. 
http://www.microsoft.com 

Windows  NT 

Qi 1996/ 

Not  yet  set 

Netscape’s 

Windows  NT, 

Now/ 

Communications  Server 

Mountain  View,  Calif. 
http://www.netscape.com 

Unix 

$795 

Oracle’s  Webserver 

Unix 

Qi 1996/ 

Redwood  Shores,  Calif. 
http://www.orade.com 

Not  yet  set 

Process  Software’s 

Windows  NT, 

Now/$495 

Purveyor 

Windows  95, 

(Windows  NT): 

Framingham,  Mass. 

Open  VMS 

$295  (Windows 

http://www.process.com 

95):$i, 195 

(OpenVMS) 

(API)  jointly  developed  with  Pro¬ 
cess  Software  Corp.  Called  the  In¬ 
ternet  Server  API,  or  ISAPI,  it  was 
designed  to  simplify  the  task  of 
writing  applications  to  run  on  the 
IIS. 

•  Internet  Ex¬ 
plorer  2.0,  the 
company’s  new 
browser  that  be¬ 
came  available  in 
final  form  last 
week  on  Micro¬ 
soft’s  home  page 
on  the  World 
Wide  Web. 

•  Extensions  to 
Visual  Basic  to 
support  ISAPI, 
probably  early 
next  year.  These 
will  enable  users 
to  write  applica¬ 
tions  quickly, 
sources  said. 

•  Extensions  to 
Microsoft’s  OLE 
technology  and 

OCXs  to  enable  them  to  work 
over  the  Internet. 


@MCA/Universal  Studios,  First 
Chicago  and  the  N.Y.  Public  Li¬ 
brary  hit  the  ’net.  See  page  70. 
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Tom  Button,  director  of  mar¬ 
keting  for  Microsoft’s  Devel¬ 
oper  Division,  said  the  compa¬ 
ny  is  committed  to  helping  its 
4.5  million  developers  get  on 
to  the  Internet.  “All  of  Micro¬ 
soft’s  developer  tools,  includ- 
ing[the]  BlackBird  [Web  au¬ 
thoring  tool],  will  support  OLE 
and  OCXs,”  he  said. 

Currently  in  beta,  BlackBird 
1.0  supports  OLE  and  OCXs  but 
works  only  with  The  Microsoft 
Network,  Button  noted.  But  it 
is  being  modified  to  work  with 
the  Web,  and  company  execu¬ 
tives  have  said  that  support 
will  be  available  in  the  first 
quarterofi996. 


veloper  products 
group  at  SunSoft, 
Inc. 

The  goal  was 
to  create  a  more 
graphical,  flexi¬ 
ble  interface  — 
similar  to  OLE’s 
drag-and-drop  ca¬ 
pabilities  —  add¬ 
ed  Mike  Homer, 
director  of  mar¬ 
keting  at  Net¬ 
scape  in  Moun¬ 
tain  View,  Calif. 

In  the  opposite 
corner  is  Micro¬ 
soft’s  OLE  tech¬ 
nology  and  a 
breed  of  self-con¬ 
tained  OLE  con¬ 
trol  objects  that 
users  can  activate  by  dragging 
and  dropping  into  applications. 

While  there  are  hundreds  of 
OLE  controls  available  today, 
they  can  be  used  only  on  a  single 
PC.  Microsoft  is  expected  to  ad- 
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Our  New  100MHz 
Active  Matrix 
Latitude  LX  Notebook 
Starting  At 

$2329 


If  you  value  performance  as  highly  as 
you  value  a  dollar,  our  Latitude  LX  notebook 
is  cause  for  excitement.  You  see,  for  a 
price  well  within  reach,  the  LX  brings 
you  some  features  you  may  have  thought 
were  out  of  reach.  Such  as  a  frighteningly 
fast  100MHz  processor-  made  even  faster 
with  128KB  L2  cache  -  and  a  big,  crisp 
10.4"  active  matrix  display  that's  incredible 
for  graphics  and  presentations. 

Of  course,  you  also  get  all  the  other 
engineering  touches  that  our  Latitude 
notebooks  are  famous  for,  like  the  dual¬ 
battery  capability  that  turns  coast-to- 
coastA  computing  from  hype  into  reality. 

In  fact,  the  only  thing  that  might  fall 
short  of  your  expectations  is  the  LX's 
low  price.  But  if  you're  willing  to  put  up 
with  it,  give  us  a  call. 


doll 
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Retailers  rely  on  IS  to  meet  holiday  rush 


CONTINUED  FROM  COVER  1 

chase  during  the  Barneys’  annual  winter 
sale,  which  started  the  day  after  Thanks¬ 
giving. 

Some  82%  of  the  New  York  retailer’s 
customers  use  credit  cards,  which  the 
store  scans  to  add  to  its  database  of 
500,000  customers. 


Despite  the  crowded  stores,  holiday  spending  is  sluggish  this 
year,  and  retailers  are  turning  to  IS  for  help  with  decision-sup 
port  and  target-marketing  systems 


Across  the  board,  retailers  are  grap¬ 
pling  with  a  variety  of  challenges  this 
holiday  season.  Skyrocketing  paper  and 
postage  costs  are  forcing  stores  and 
catalog  companies  to  be  more  conserva- 

A  different 
kind  of  freeze 

In  most  retail  outfits,  the  day  af¬ 
ter  Thanksgiving  marks  the 
beginning  of  the  “Christmas 
freeze.”  That  is  the  period  when 
IS  avoids  making  any  significant 
systems  changes  to  ensure  stabil¬ 
ity  and  minimize  downtime. 

“The  chief  thing  we  do  is  avoid 
making  discretionary  changes 
whenever  we  can,”  said  Bob 
Hatch,  network  and  computing 
operations  manager  at  Nord¬ 
strom,  Inc.  in  Seattle. 

At  Land’s  End,  Mondays  and 
Tuesdays  during  the  Christmas 
season  are  particularly  busy  as 
the  catalog  sales  company  pro¬ 
cesses  orders  from  the  weekend. 

The  company  maintains  test 
software  on  its  IBM  mainframe  to 
try  out  new  applications,  but  it 
shuts  down  that  software  at  the 
beginning  of  the  week  to  give  its 
order-processing  software  access 
to  applications. 

“We  want  to  make  sure  that  we 
can  take  the  orders  and  ship  the 
orders,”  said  Dan  Rourke,  vice 
president  of  information  services. 
“Those  are  the  most  important 
functions  we  perform.” 

— Mitch  Wagner 


five  and  target  their  direct  mailings 
carefully. 

And  consumers  are  less  willing  to 
part  with  their  money  this  year. 

Although  mall  revenue  was  up  5.8% 
on  the  day  after  Thanksgiving,  com¬ 
pared  with  the  same  day  last  year,  it 
was  well  below  the  9%  increase  retail¬ 
ers  enjoyed  last  year  over  1993,  accord¬ 
ing  to  the  Interna¬ 
tional  Council  of 
Shopping  Centers. 

With  consumer 
spending  down, 
stores  must  make  it 
a  higher  priority  to 
keep  shelves 
stocked  with  what 
the  customers  do 
want.  Computer 
technology  helps 
there  as  well. 

Leading-edge  re¬ 
tailers,  such  as  Wal- 
Mart  Stores,  Inc. 
and  Sears,  Roe¬ 
buck  and  Co.,  use 
sophisticated,  mas¬ 
sively  parallel  data¬ 
base  engines  from  AT&T  Global  Infor¬ 
mation  Solutions  and  Teradata  Corp.  to 
help  forecast  which  items  will  be  in  top 
demand,  according  to  Thomas  Fried¬ 
man,  editor  and  publisher  of  “Retail  Sys¬ 
tems  Alert,”  a  newsletter  in  Newton, 
Mass. 

Doing  their  homework 

At  Barneys  New  York,  the  marketing 
campaign  to  draw  customers  in  to  buy 
Giorgio  Armani  suits  or  Donna  Karan 
apparel  begins  in  September. 

That  is  when  the  store  begins  study¬ 
ing  patterns  of  customer  demand  using 
a  Customer  Profile  System  from  STS 
Systems,  Inc.  that  runs  on  a  Data  Gener¬ 
al  Corp.  Aviion  9500  eight-way  proces¬ 
sor. 

The  system  spits  out  reports  on  its 
target  customers  and  sends  them  mail¬ 
ers  about  the  winter  sale.  The  payoff  for 
Barneys  is  staying  on  track  to  meet 
double-digit  sales  growth  projections  for 
the  month  of  December,  said  Van  Sulli¬ 
van,  vice  president  of  men’s  merchan¬ 
dise  planning. 

Land’s  End  Direct  Merchants,  Inc.  in 
Dodgeville,  Wis.,  performs  regression 
analysis  on  customer  orders  to  deter¬ 
mine  trends  in  buying. 

The  company  has  20  different  cata¬ 
logs  for  specialty  markets  such  as  men’s 
clothing,  children’s  wear  and  house- 
wares. 

20  million  names 

To  maximize  sales.  Land’s  End  looks  to 
decision-support  software  to  determine 
when  to  send  which  catalog  to  which 
people  in  its  customer  database  —  and 
even  when  to  mail  the  catalog  so  it  ar¬ 
rives  when  the  customer  is  most  ready 
to  buy. 

“We  have  20  million  names  in  our  cus¬ 


tomer  database.  If  we  just  sent  out  cata¬ 
logs  to  saturate  those  20  million  names, 
we’d  go  bankrupt  quickly,”  said  Dan 
Rourke,  vice  president  of  information 
services  at  the  company. 

Sweet  scent  of  outsourcing 

Other  retail  outfits  have  looked  to  out¬ 
sourcing  to  help  them  segment  their 
customer  information. 

The  catalog  division  at  Caswell- 
Massey  Co.,  for  example,  is  outsourc¬ 
ing  its  customer  database  development 
and  segmentation  operations  to 
Anchor  Computer,  Inc.  in  Farmingdale, 
N.Y. 

“I  can  concentrate  on  running  the  cat¬ 
alog  division,  and  [Anchor]  can  keep  up 
with  postage  regulations  and  what’s  hap¬ 
pening  in  the  technology  field,”  said 
Jean  Rettig-Carr,  manager  of  catalog  and 
media  at  Caswell-Massey. 

On-line  to 
the  rescue 


On-line 

wonderland 

On-line  sales  in 
general  are 
expected  to  soar 


$250.9M 


$575.7M* 
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Let’s  say  you  get  a  last  minute 
gift  for  Christmas  this  year 
from  Great  Aunt  Mabel.  And 
while  you  think  that  hand-knitted 
cummerbund  is  just  darling,  you  are 
in  a  panic. 

You  don’t  have  a  present  for  the 
grand  dame  —  and  there  is  no  time 
left  to  shop. 

Virtual  Vineyards  in  Los  Altos, 
Calif.,  is  one  place  with  a  solution  to 
offer  —  as  long  as  your  aunt  is  a  wine 
drinker,  that  is. 

The  company,  which  specializes  in 
selling  fine  wines  and  gourmet  foods 
over  the  Internet,  has  set  up  a  page 
on  the  ’net  for  sending  fast,  last  min¬ 
ute  gifts. 

On  its  “Gift  Packs  to  the  Rescue” 
page,  customers  can  prepare  an  elec¬ 
tronic  order  form  that  specifies 
ahead  of  time  the  merchandise  selec¬ 
tion  and  billing  information. 

Virtual  Vineyards  (http:/ / www. 
virtualvin.com)  isn’t  the  only  compa¬ 
ny  looking  to  fill  its  coffers  at  Christ¬ 
mastime  this  year. 

“We  think  this  is  going  to  be  the 


‘Projected 

Source:  Jupiter  Communications,  Inc.,  New  York 

first  significant  Christmas  for  on-line 
sales,”  said  Bill  Rollinson,  vice  presi¬ 
dent  of  marketing  at  the  Internet 
Shopping  Network  (ISN)  (http:// 
www.internet.net)  in  Palo  Alto,  Calif. 

The  ISN  sells  computer  equip¬ 
ment,  software,  consumer  electron¬ 
ics,  jewelry,  sporting  goods  and  oth¬ 
er  retail  gear. 

Last  year  was  the  first  year  on-line 
shopping  made  any  significant  im¬ 
pact  —  to  the  tune  of  $250.9  million 
—  in  consumer  spending,  according 
to  on-line  analysts  Jupiter  Communi¬ 
cations,  Inc.  in  New  York  (see  chart 
below) . 

Two-thirds  of  those  cybersales 
came  in  the  fourth  quarter,  partly  be¬ 
cause  of  tradition  but  also  due  to  the 
geometric  month-to-month  growth 
of  on-line  service.  And  while  January 
and  February  are  traditionally  slow 
months  in  conventional  retail  outlets, 
Rollinson  predicts  sales  will  be  brisk 
on-line.  “A  lot  of  people  will  get  com¬ 
puters  and  Internet  connections  for 
Christmas  and  will  want  to  try  them 
out,”  he  said.  —  Mitch  Wagner 


Certain  areas  are  expected  to  blast  off 


. 


On-line  revenue  by  segment 

Travel  $142. 3M  $3.oB 

Entertainment  (books,  magazines,  music,  videos)  $36. 9M  $2.6B 

Grocery  and  drug  stores  $30.3M  $711. 8M 

Computer  software/CD-ROM  $i7M  $392M 

Computer  hardware/Consumer  electronics  $17^  $34i.7M 

Event  ticketing  (concerts,  sports,  movies)  $5-7M  $n6.9M 

Clothing,  accessories,  jewelry  $900,000  $124. 5M 

Other  $300,000  $4.2M 

‘Projected 

Source:  Jupiter  Communications,  Inc.,  New  York 
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Debate 


round  of  symmetrical 
multiprocessor  (SMP) 
servers  now  in  the 
works  will  dwarf  those 
that  have  gone  before. 
The  nonuniform  mem- 
-  ory  access  (NUMA) 
generation  will  push  microproces¬ 
sor-based  servers  from  four-cylin¬ 
der  engines  up  to  locomotive 
status. 

NUMA  designs  are  being  pur¬ 
sued  by  Sequent,  Pyramid,  Con¬ 
vex  and  Data  General.  Sun  Micro¬ 
systems  has  issued  a  research 
paper  on  them,  Silicon  Graphics  is 
believed  to  be  working  on  one  be¬ 
hind  the  scenes,  and  Compaq  is 
probably  working  on  one. 

The  idea  is  to  scale  up  SMP  de¬ 
signs  beyond  the  16-  to  32-proces- 
sor  limit,  at  which  SMP  seems  to 
be  maxxed  out  today.  Through 
NUMA,  SMP  may  scale  up  to  128, 
252  or  more  processors  while 
maintaining  its  effective  price/ 
performance  ratio.  If  this  ap¬ 
proach  can  be  borne  out,  then 
SMP  servers  will  be  built  that  will 
replace  general-purpose  hosts 
and  eventually  inherit  the  role  of 
the  IBM  mainframe. 

But  there’s  more  to  building  a 
NUMA  server  than  stuffing  pro¬ 


rages  on  how  to  supercharge  servers 

Charles  Babcock 


cessors  into  a  box. 

The  processors 
must  be  intercon¬ 
nected,  and  the  wait 
times,  or  latencies 
spawned  by  the  in¬ 
terconnect,  must  be 
lower  than  those  of 
clusters  or  the  archi¬ 
tecture  loses  its  ad¬ 
vantage. 

“The  interconnect 
must  be  an  exten¬ 
sion  of  main  memo¬ 
ry,  not  part  of  the  I/O  system,” 
says  Steve  Wallach,  senior  vice 
president  of  technology  at 
Convex. 

The  interconnect  ties  together 
all  processors  and  memory. 
Through  it,  all  forms  of  memory 
must  appear  to  be  shared  in  a 
common  pool  even  though  it  ex¬ 
ists  in  several  different  forms  — 
CPU  caches,  secondary  caches 
and  main  memory.  The  distribut¬ 
ed  locations  of  caches  along  with 
the  different  memory  forms  yield 
the  nonuniform  access  times  as  a 
CPU  makes  repeated  requests  for 
data.  Nevertheless,  a  NUMA  de¬ 
sign  must  maintain  the  appear¬ 
ance  of  a  common  pool  to  the  ap¬ 
plication.  Otherwise,  SMP  loses 


its  advantage  of  simplicity  in  pro¬ 
gramming  over  parallel  systems. 

When  the  trick  is  pulled  off, 
SMP  becomes  a  scalable,  general- 
purpose  architecture  with  a  much 
more  promising  future.  As  ven¬ 
dors  pursue  NUMA  designs,  de¬ 
bates  are  raging  over  what  makes 
the  best  interconnect,  what  are 
tolerable  latencies,  how  big  cach¬ 
es  should  be  vs.  main  memory 
and  how  transparent  the  architec¬ 
ture  is  to  the  programmer. 

When  the  CPU  can’t  retrieve 
data  from  its  local  cache,  it  must 
look  elsewhere  in  the  system.  It 
must  take  only  three  to  four  times 
longer  to  do  a  remote  retrieval 
than  a  local  one.  When  it  takes 
longer,  the  NUMA  design  begins 


to  fail  as  a  shared 
memory  design,  and 
distributed  memory 

—  message  passing 

—  designs  can  sur¬ 
pass  it,  says  John 
Mashey,  director  of 
systems  technology 
research  and  devel¬ 
opment  at  Silicon 
Graphics. 

As  NUMA  ven¬ 
dors  make  claims 
about  their  architec¬ 
tures  next  year,  ask  about  the  dif¬ 
ference  in  latencies  between  local 
data  access  and  remote  data  ac¬ 
cess. 

The  remote  latencies  will  be  de¬ 
termined  by  the  effectiveness  of 
the  server’s  CPU  interconnect 
This  is  one  of  the  least-appreciat¬ 
ed  features  of  server  design,  and 
there  is  little  agreement  on  what 
makes  the  best  interconnect.  A 
simple  bus  is  unlikely  to  cut  it  be¬ 
cause  a  request  for  data  by  one 
CPU  ties  up  the  bus. 

Sequent  boasts  of  its  IQ  Link  in¬ 
terconnect  on  a  NUMA  machine, 
which  is  due  out  late  next  year. 
The  IQ  Link  uses  gallium  arse¬ 
nide  “data  pumps”  and  caches  to 
execute  high-speed  retrievals  at  a 


claimed  speed  of  1G  byte/sec., 
compared  with  Sequent’s  current 
high-end  Symmetry  processor, 
which  moves  data  at  240M 
byte/ sec. 

Convex  uses  a  crossbar  switch 
on  its  Exemplar  1200,  a  NUMA 
design,  which  can  open  a  direct 
path  between  any  two  processors 
over  a  matrix  of  connections.  Pyr¬ 
amid  plans  to  use  its  Mesh  inter¬ 
connect  on  a  NUMA  server  to  be 
announced  in  March.  It  currently 
uses  the  Mesh  in  its  parallel  Reli¬ 
ant  machine.  Another  approach 
would  be  to  implant  intelligence 
in  the  form  of  router  chips, 
Mashey  says. 

In  listening  to  claims  about 
NUMA,  ask  what  intelligence  is 
on  the  interconnect  Will  the  in¬ 
terconnect  scale  up  as  processors 
are  added?  Does  the  vendor  guar¬ 
antee  that  latencies  will  remain 
the  same? 

The  NUMA  server  will  soon 
provide  less  expensive  processing 
power,  but  whether  the  early  de¬ 
signs  will  live  up  to  its  promise  re¬ 
mains  to  be  seen. 


Babcock  is  Computerworld' s  tech¬ 
nical  editor.  His  Internet  address  is 
charles_babcock@cw.com. 


Inside  Lines 


Getting  even  cozier? 

Rumors  churned  last  week  that  Sun  is  talking  with  Net¬ 
scape  about  buying  a  stake  in  the  red-hot  Internet  com¬ 
pany.  Netscape  and  Sun  officials  declined  to  comment. 
Netscape  spurned  a  buy-in  offer  from  Microsoft  early 
this  year,  then  went  public  in  August.  But  Wall  Street  val¬ 
ues  Netscape  stock  at  more  than  Delta  Air  Lines’;  can 
Sun  afford  a  piece  of  this  rock? 

Virtually  Cisco 

Internetworking  giant  Cisco  Systems,  Inc.  is  expected  to 
release  a  spate  of  virtual  LAN  network  management  of¬ 
ferings  today.  Cisco  will  announce  a  set  of  capabilities  for 
VLAN  Director,  an  application  in  the  CiscoWorks  family 
that  displays  topology  maps  of  the  entire  network.  VLAN 
Director  is  different  from  other  management  packages 
because  it  gives  users  a  logical  representation  of  the  en¬ 
tire  network  and  not  just  a  physical  map.  Also  due  is  Dis¬ 
covery  Protocol,  a  software  agent  embedded  in  each 
managed  device. 

Not  so  fast 

In  what  analysts  call  an  unprecedented  move,  IBM  was 
forced  to  lower  performance  ratings  on  some  of  its 
CMOS-based  mainframes  after  live  benchmarks  fell 
short  of  the  simulated  tests  done  during  development. 
Gartner  Group,  Inc.  cut  its  MIPS  estimates  by  up  to  10% 
on  the  low-end  multiprocessors  in  IBM’s  9672  R  line  af¬ 
ter  it  received  word  about  the  benchmarks.  Because 
mainframe  pricing  is  based  on  performance,  the  short¬ 
fall  means  IBM  has  to  lower  bids  on  the  machines.  Soft¬ 
ware  costs  also  should  be  reduced  in  some  cases. 
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Yeah,  but  who  is  it? 

ATM  market  leader  Fore  Systems  this  week  will  an¬ 
nounce  the  acquisition  of  a  remote  access  products  ven¬ 
dor  based  in  California.  A  Fore  spokesman  confirmed 
the  plan  but  wouldn’t  name  the  company. 


The  5th  Wave  by  Rich  Tennant 


the  usual  chat  lines  .  starts  Jookfrg  -for  bigger  Kicks.  Befctg 
scon  thetjie  Surfin'  the  ueedy  back  allege  of  cyberspace, and 
before  you  know;  they're  into  a  file  they  can t  'undo!  .1 
&&£>  that’s  whq  they  call  it  the  Wa  CoreskcdiJ  cp3i  a  wrdcwr 


Engage  Warp  speed 

IBM  has  kicked  its  OS/2  Warp  Server  beta  program  into 
overdrive.  Sources  close  to  IBM  in  Austin  said  OS/2 
Warp  Server  is  now  “in  its  final  Gamma  release,  and 
we’ve  expanded  the  beta  program  from  12,000  to  30,000 
users  and  are  on  target  for  early  first-quarter  ship¬ 
ments.” 

The  road  backward 

It  turns  out  the  multimedia  CD-ROM  that  comes  with 
Microsoft  Chairman  Bill  Gates’  book  on  the  information 
superhighway,  The  Road  Ahead,  is  buggy  and  crashes 
frequently.  An  even  bigger  gaffe  is  that  it’s  evidently  in¬ 
compatible  with  Windows  NT,  which  means  users  of  Mi¬ 
crosoft’s  enterprise  operating  system  can’t  take  the  virtu¬ 
al  flyby  tour  of  his  new  estate  on  the  banks  of  Lake 
Washington.  Would  “Oops!”  be  a  correct  description  of 
the  problem? 

Weep  not  for  IBM.  Its  popular  nickname  of  “Big  Blue”  may 
have  been  trademarked  by  a  small  PC  reseller  named  Big 
Blue  Products,  as  we  reported  here  last  week.  But  some  con¬ 
cerned  readers  came  through  with  possible  new  ones. 
“Beyond  Blue,”  “Large  Lavender”  and  “Big  Blew  It”  all 
had  a  certain  cachet.  One  person,  noting  his  early  working 
experiences  with  Selectric  typewriters,  recalled  when  IBM 
stood  for  “Itty  Bitty  Machines. "  Given  Lou  Gerstner’s  zeal 
for  building  a  low-cost  Internet  terminal,  maybe  that  moni¬ 
ker  could  apply  anew.  If  you  have  other  suggestions  for  Lou 
or  would  like  to  just  pass  along  new  tips  to  Computer- 
world,  call  our  24-hour  voice-mail  tip  line  at  (508)  820- 
8555  or  our  toll-free  number  at  (800)  343-6474.  News  edi¬ 
tor  Maryfran  Johnson  can  be  reached  at  (508)  820-8179 
or  via  the  Internet  at  maryfran  Johnson@cw.com. 


Get  your  CICS  apps  out  of  the  mainframe. 

(without  hiring  the  warden  to  drive  the  getaway  car.) 


If  you  plan  to  break  your  CICS  applications 
out  of  the  mainframe  and  into  the  freedom  of 
client/server,  there  are  two  routes  open. 

One  is  IBM’s  CICS  6000,  which  doesn’t 
exactly  knock  down  walls  to  make  your  migra¬ 
tion  quick,  painless,  open  or  eco¬ 
nomical.  With  an  architecture  that 
kills  performance  and  requires  3  separate  administrative 
systems.  And  no  way  to  manage  large  batch  applications. 

The  other  is  UniKix,  a  high  performance  re-implementa¬ 
tion  of  the  key  elements  of  an  IBM  mainframe  environment  on 
client/server  UNIX*  Including  CICS,  Batch,  VSAM,  DB2, 
MVS,  JCL,  Cobol,  PL/1,  SNA,  ISC,  System  Management. 


Exponentially  faster  than  the  IBM  solution,  and  requiring 
no  code  rewrites,  UniKix  protects  your  investment  in  existing 
applications  code  and  gives  you  full  access  to  today’s  powerful 
client/server  tools. 

All  of  which  explains  why  UniKix  is  not  only  the  clear  market 
leader  (Gartner  Group  2/95)  but  why  over  100  million 
lines  of  legacy  code  have  been  ported  and  are  now 
operating  on  UniKix,  in  UNIX.  Saving  the  companies 
up  to  70%. 

Call  1-800-765-2865  for  a  Porting  Evaluation  Form,  and 
your  free  CICS  escape  kit.  Including  a  copy  of  our  booklet, 
“How  UniKix  Solves  10  Problems 
With  IBM’s  CICS  6000  Solution”. 


How  UniKix 
Solves 
10  Problems 
With  IBM’s 
CICS  6000 
Solution. 


1-800-765-2865 


LEAVING 

ARMONK 


UniKix 


700  Technology  Park  Drive,  Billerica,  Massachusetts  01821-4134  1-800-765-2865,  Fax  508-663-4194 
UniKix  Technologies  is  a  division  of  Bull.  UniKix  is  a  trademark  of  UniKix  Technologies.  *UN1X  is  a  registered  trademark  of  UNIX  Systems  Laboratories,  Inc.  ©  1995 
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1  VjLaybe  you  Don’t 
Need  More  People. 


Maybe  You  Don  t 
Need  More  Time. 


Maybe  You  Just 
Need  More  Memory. 


These  days,  you  can  sum  up  the  human  condition  like  this:  too  much 
work,  not  enough  time.  Computers,  of  course,  are  supposed  to  ease  the 
burden.  But  now,  with  all  the  new  memory- 
hungry  software  out  there,  many  computer  systems  aren’t 
up  to  the  task.  Fortunately,  there’s  a  simple  solution:  add 
more  memory.  Recently,  an  independent  study*  revealed 
that  by  adding  just  four  megabytes  of  memory,  the  average  manager  became  26%  more 
productive.  The  average  number  cruncher  improved  by  12%.  So,  why  Kingston 

For  more  information  call  us  at  (800)  435-005  7 


memory?  Because  Kingston  makes  memory  for  almost  every  PC,  server,  printer, 
and  workstation  known  to  man.  Our  memory  is  designed  to  meet,  or  even  exceed, 
the  specifications  set  by  leading  computer  manufacturers. 
We  test  every  cell  on  every  chip  on  every  module.  (On  a 
16  megabyte  module,  that’s  128  million  cells.)  If  you  ever 
need  help,  our  service  and  support  will  quickly  shoulder 
the  load.  Is  it  any  wonder  Fortune  1000  companies  'WT' 1 T1  i  I  of-/  \  W V 
use  Kingston  memory  more  than  any  other  brand?  -M.«.technolcky  corporation 


or  look  for  us  on  the  Net:  http://www.kingston.com 


*Z'ti  l  ,  vis  study,  PC  Computing,  November  1994.  Kingston  Technology  Corporation,  17600  Newhope  Street,  Fountain  Valley,  CA  92708  USA,  (714)  435-2600,  Fax  (714)  435-2699. 
©  1995  Kingston  Technology  Corporation.  Kingston  Technology  is  a  registered  trademark  of  Kingston  Technology  Corporation.  All  rights  reserved. 
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is  being  offered  at  the  workgroup  and  the  enterprise  levels.  A  look  at  issues  such  as  when  RAID  is  the  best 
bet  for  an  application  and  when  it  isn’t.  Experts  share  advice  on  how  to  evaluate  RAID  products,  and  offer 
insight  into  where  RAID  can  and  should  go  from  here. 
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Maybe  You  Don’t 
Need  More  People. 

Maybe  You  Don’t 
Need  More  Time. 

Maybe  You  Just 
Need  More  Memory. 
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These  days,  you  can  sum  up  the  human  condition  like  this:  too  much 
work,  not  enough  time.  Computers,  of  course,  are  supposed  to  ease  the 
burden.  But  now,  with  all  the  new  memory- 
hungry  software  out  there,  many  computer  systems  aren’t 
up  to  the  task.  Fortunately,  there’s  a  simple  solution:  add 
more  memory.  Recently,  an  independent  study*  revealed 
that  by  adding  just  four  megabytes  of  memory,  the  average  manager  became  26%  more 
productive.  The  average  number  cruncher  improved  by  12%.  So,  why  Kingston 


memory?  Because  Kingston  makes  memory  for  almost  every  PC,  server,  printer, 
and  workstation  known  to  man.  Our  memory  is  designed  to  meet,  or  even  exceed, 
the  specifications  set  by  leading  computer  manufacturers. 
We  test  every  cell  on  every  chip  on  every  module.  (On  a 
16  megabyte  module,  that’s  128  million  cells.)  If  you  ever 
need  help,  our  service  and  support  will  quickly  shoulder 
the  load.  Is  it  any  wonder  Fortune  1000  companies  W  f'f 


For  more  information  call  us  at  (800)  43 5-0057 


use  Kingston  memory  more  than  any  other  brand?  A®,  technology  corporation 


*)  or  look  for  us  on  the  Net:  http://www.kingston.com 
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